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MARTIN-SENOUR 

PAINTS  AND  VARNISHES 


Increased  Business  and  More  Profits 

Always  accompany  a  Martin-Senour  Exclusive  Agency. 

Because  our  extensive  advertising  and  sales  campaign 
has  carried  this  message  of  Martin-Senour  superior 
quality  to  nearly  every  possible  user  m  Canada  and  the 
value  that  is  in  every  can  ensures  satisfied  customers — 
Increased  Business — More  Profits. 
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MADE  IN  CANADA 

Let  1915  be  a  100%  Pure  Year 

Let  uf  send  our  plan  for  your  contideration 

MARTIN-SENOUR  Go. 

LIMITED 

 PRODUCERS  OF  PAINTS  AND  VARNISHES  

:  CHICAGO        MONTREAL       Winnipeg  - 

HALIFAX  •    LINCOLN    •  TORONTO 


CANADfAN  TfARDWARE  JOURNAL, 


January,  191 


Work  on  Cold  Days 

Make  Milk  Cans 

We  Can  Supply  the  Trimmings 


From  now  till  Spring,  you  will  be  busy  finding  work 
for  the  "boys."  Line  up  all  the  milk  men  in  your 
locality  for  milk  cans.  We  supply  the  tinned  sheets, 
the  solder  and  all  the  parts.  You  supply  the  labor 
and  so  keep  more  money  in  your  home  town.  Hun- 
dreds of  tinsmiths  work  on  milk  cans  during  their 
spare  time  in  the  Winter.    Why  not  you  ? 


Shipments  Made  Promptly 


THE  SHEET  METAL  PRODUCTS  CO.  "u^m'teT 


MONTREAL 


TORONTO 


WINNIPEG 


January,  1915 
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CANADIAN  HARDWARE  JOURNAL 

Second  Annual  Buyers  Directory 

THE  most  complete  Buyers'  Directory  of  articles  of  hardware   sold  by 
Canadian  Hardwaremen  is  published  on  the  following  pages. 

Every  Canadian  Manufacturer  selling  to  the  hardware  trade  was 
asked  to  send  a  complete  list  of  his  products  for  this  Buyers'  Directory,  and 
while  some  neglected  to  reply,  many  additions  have  been  made  to  the  very 
complete  Directory  published  last  year. 

The  Buyers'  Directory  is  an  editorial  service  to  readers  of  the  Canadian 
Hardware  Journal  and  articles  of  hardware  "Made  in  Canada"  are  listed, 
whether  the  manufacturers  advertise  or  not.  The  products  of  tTie  most  promi- 
nent United  States  manufacturers,  who  advertise  to  the  Canadian  trade,  are 
also  listed. 

A  dash  before  a  manufacturer's  name  indicates  that  tbe  manufacturer 
does  not  evidence  confidence  in  his  product  by  advertising  it  to  Canadian 
Hardware  Journal  readers,  or  has  failed  to  send  a  full  list  of  articles  made. 

Readers  who  desire  the  names  of  manufacturers  of  any  articles  of  hard- 
ware not  listed  in  this  Directory  will  be  supplied  the  desired  information, 
if  possible,  on  enquiry  of  the  Editor  of  Canadian  Hardware  Journal. 


ABBASIVE  WHEELS 

Taylor-Forbes  Co.,  Guelph. 

ACCOUNT  BEGISTEBS 

DumiiiiiJB  nL),iimi  '<>i.,  Tui^nto. 
—Jiv^nltS!,'  UegisUU    Cu.,  Diukwn. 
A»i!.LlLliliL  LiUHTIiia  AYS- 

ADVEBTISING  SIGNS — Metal 

McCl»ry  Mfg.  Co.,  London. 

MuuduiiulJ  Mfb-  Ou.,  Tuiuutti. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toronto. 
ADZES 

Alluii  nilln  -HJn.  Tuul   Ou.,  Quit. 


/V^Mann  Axe 

phen,  N.B. 

ACWIAiU 


Tool  Co.,  St.  Ste- 


Co., 


i1>— r*f>t    Pll,  Tlllfl 
AQBIOUIiTUBAI.  BOIIiEBS 

Gait   .Stove  &   Furnace   Co.,  Gait. 
m»ET\p  Iron  Works,  St.  Thomas. 
AOEICULTUBAL  IMPLEMENTS 

WelliuKl  Vale  Mfg.  Co.,  St.  Cath- 
arinfs. 

Maxwells,  Limited.  St.  Mary's. 

AID  com 

— PenbSrilJ>  Iiijc 
James  Morrisq; 
Toronto. 

— Wall»e€SurK  Brass  &  Iron  fclfg. 

'-Dsr:  


ALABASTINE 
Alabastine  Co.,  Paris. 


i^nro. 

 m^-  AIjTTM  

Ai  Baimaji  »  Ouii  Cu.,  MmHiBal. 
Oaii*»»n»ii   rimij    A!  C'l.,  TlifOnt^. 

ALUMlNtTM  0A8TINQS  AND 
STAMPINGS 
Northern  .Miiminum  Co.,  Toronto. 

""^"•'"ir*"-   "nirp  *  N'rg — t 

B*Ua. 

ALTTMINtrM 
lagot,  Sheet,  Bod,  Wire 

Northern    Aluminum    Co.,  Toronto. 
— Britidh    Aluminum   Co..  Toronto. 
ALUMINUM  WABE 
nuJiuii  Di  ll.,  Ti»i«Ui  .- 


Northern  Aluminum  Co.,  Toronto. 

Ware  Mfg.  Co.,  Oakville,  Ont. 
Sheet  Metal  Products  Co.,  Toronto. 
McClary  Mfg.  Co.,  London. 

AMMONIA 
— Stuart  &  Foster,  Toronto. 
AMMONIA  VALVES  &  GAUGES 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

AMMUNITION 
Dominion  Cartridge  Co.,  Montreal. 
Remington    U.M.C.    Co.,  Windsor, 

Ont. 

Ross  Rifle  Co.,  Quebec. 
Kynoch,  Ltd.,  Birmingham.  Eng. 
-       ^^TrpT  TiTTny  mpT. 

1^r(irtllr    ^1  1i   Tiffi     'fii  Olnil 


sUui 


■^rifOt. 


ANVILS — All  Kinds 

Tavlor-Forbes  Co.,  Guelph. 
■  Siicioinlfey   Mfg.-On.i  Oritnrihifc 
Henry  Disston  &  Sons,  Toronto. 
E.  C.  Atkins  &  Co.,  Hamilton. 
^  ftlTflJiTI  miVIDBnB- 


Stanley  Rule 


1    Co.,  New 


ABSENATE  OF  LEAD 

.Sherwin-Williams  Co.,  Montreal. 
Canada    Paint    Co.,  Montreal. 

ASBESTOS    FURNACE  CEMENT 

— G.  F.  Sterne  &  Sons.  Brantford. 
ASBESTOS  STOVEPIPE 
THIMBLES 

0|>tLiall>    MIt!.  CO.,  aHiuMiy. 
Sheet  Metal  Products  Co.,  Toronto. 

ASH  CANS 
McFarlane-Douglas   Co.,  Ottawa. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet  Metal  Products  Co..  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
.1.  Samuels,  Toronto. 
Fairgricve  Metal  &  Stamping  Co., 
Toronto. 


ackville. 


OOBS 

Sackvilio, 


ASH  SIFTEBS 

Burrowes  Mfg.  Co.,  Toronto. 
— Oelliao  Mf;,.   Cu.,  TUlUUlw 
Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Tuiuutu.  ■ 
Wmi  QftMB  ffliiuu  Ou.,  NewiumTSet. 
J.  Samuels,  Toronto. 
Soren  Bros.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

ASPHALTUM 
Lowe  Bros.,  Ltd.,  Toronto. 
— Standard  Paint  &  Varnish  Co., 

Windsor. 
- — Bird  &  Son,  Hamilton. 
G.  F.  Stephens  &  Co..  Winnipeg. 
Martin-Senour  Co.,  Montreal. 

ASPHALT  FELT 
— Walkerville    Roofing    Mfg.  Co., 

Walkerville. 
— Bird  &  Son,  Hamilton. 
Canadian    Supply    &  Contracting 
Co.,  Toronto. 

ASPHALT  ROOFING 
Brantford   Roofing  Co.,  Brantford. 
Gonadinn     Supply — OmitinLtiug 


Tui  uuliu. 

>lle  Heofiiig 


■Mfg.  Co., 


WnllrnrTTtHe 
-Bird  &  Son,  Hamilton. 

R,  Ormsby  0»ii  Tmuutu: 


— Canadian  H.  W.  Johns-Manville 
Co.,  Toronto. 

€CTgdi>»'»ia<tIi)ilv<>,»  Ctintraetint 


ency, 


AUGEBS— Post  Hola 
Taylor-Forbes  Co.,  Guelph. 
— Canadian-Warren    Axe    &  Tool 

Co.,   St.  Catharines. 
— Erie  Iron   Works,  Toronto. 
Ottcrville  Mfg.  Co..  Otterville. 

AUGEB  BITS 
Peck,   Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
— Pratt  &  Whitney,  Hamilton. 
.Smith  ,t  Hanionwav,   New  York. 


EEE — BTTHEEHff^AND 

_^    ,  CDS 
Kinzinger,^,B>«5e^  &   Co.,  Niagara 


Kuhne-And^ 
Hope. 

— Chadwi^ 

— Canadiajj 


fg.    Co.,  P^irt 


?9— . 


S3  Co.,  Hamilton. 
W.  Johns-Manville 


AUTOMOBILE  ACCESSORIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Kinzinger,  -  Bxuce_Jt — Go.,  Niagarr 
PsrHwr- 

McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

Kirfage-AudeUUU  Mfgi — G«<r- 
McKinnon^Ch^^^^^^^^^'cat  har- 


AWLS 

Stanley   Rule    &   Level   Co.,  New 
Britain,  Conn. 

AWLS — Sewing 
C.  A.  Myer  Co.,  Chicago,  111., 

AWNINGS 
— .T.  J.  Turner  &  Son,  Peterboro. 
— D.  Pike  &  Sons,  Toronto. 
— Guelph  Awning  Co.,  Guelph. 

AXES — Safety  Pocket 
Marble   Arms   &   Mfg.   Co.,  Glad- 
atone,  Mich. 
Lachute     Shuttle     Oo.,  Lachute 
Mills,  Que. 

AXES 

.Tames  Smart  Mfg.  Co.,  BrockviUe. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Lachute     Shuttle     Co.,  Lachnta 
Mills,  Que. 

— Blenkhorn  &  Sons,  Canning.  N.S. 

Allan  Hills  Edge  Tool  Co.,  Gait. 

—  Mann  Axe  &  Tool  Co.,  St.  Ste- 
phen. N.B. 

— Canadian-Warren    Axe    &  Teal 
Co.,  St.  Catharines. 

AXE  SHEATHS 

Marble   Arms   ..t   Mfg.   Co.,  Glad- 
stone, Mich. 

Larhute     Shuttle     Co.,  Laehuta, 
Mills,  Que. 
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Prosperity-1915 

^  Our  New  Year's  wish  to  customers  and 
readers  of  this  Journal  is  that  ]  9 1  5  may 
be  one  of  pronounced  prosperity. 

^  It  is  our  belief  that  a  time  of  wonderful 
development  is  directly  ahead  of  this  country, 
and  our  message  to  friends  m  all  parts  is — 
be  prepared  for  the  incoming  tide. 
Those  who  show  an  enterprising  front 
now  will  be  the  first  to  reap  the  fruits  of 
the  rapidly  advancing  trade  revival. 

^  We  can  help  you  to  accomplish  this 
object.   Our  large  and  varied  stocks  are 

open  to  you  at  prices  that  are  right,  and  your  small- 
est orders  will  receive  prompt  and  pamstaking  care. 
Our  quality  lines  are  well-known  throughout  Canada, 
and  our  67  years'  tradmg  speaks  eloquently  for  the 
sustained  appreciation  of  our  clients. 

^  We  cordially  invite  your  correspondence  on  any 
trade  subject  that  is  within  our  scope  to  help  you. 

Rice  Lewis  &  Son 

Limited 

Toronto  Ontario 


Vriu*  VTltliic  to  adTwtUw*  kla<U7  mcntloD  Oanadian  Hurdwan  Jonnul 


January,  1915 
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AXE  WEDaES 

Taylor-Forbes  Co.,  Guelph. 


AXLE  QBEASE 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

AXLE  PULLETS 
Taylor-Forbes   Co.,  Guelph. 
Springer    Lock    Mfg.    Co.,  Belle- 
ville. 

BABBITT  METAI. 

Canada  Metal  Co.,  Toronto. 
— Hoyt   Metal  Co.,  Toronto. 
— Alonzo  W.   Spooner,   Ltd.,  Port 
Hope. 

Sheet  Metal  Products  Co.,  Toronto. 
— Tallman  Brass   Mfg.  Co.,  Ham- 
ilton. 

BABY  OAERLAGES  &  OTJTTEES 
Gendron  Mfg.  Co.,  Toronto. 
JAffK^FIlAPS 

ritfo/l  /J4tA.,  Ganan- 

ieyUNBliks,  IJfew'BrTtaWi,  (Jpnn. 
BAGS  AND  SACKS 
— Scythes  &  Co.,  Toronto. 
BAKE  AKD  PASTBT  BOABDS 

— J.  E.  Beauchamp  &  Co.,  Mont- 
real. 

Wm.  Cane  Sons  Co.,  Newmarket. 
— McFarlane    Ladder   Works,  To- 
ronto. 

Stratford  Mfg.  Co.,  Stratford. 
Meaklns  &  Sons,  Ltd.,  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 

BAKE  OVENS 
— Brantford    Oven    &    Rack  Co., 

Brantford. 
Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London. 
— Andrews  Wire  Works,  Watford. 
— Copp  Stove  Co.,   Ft.  William. 

BAHE^S  7Y)  VBtTS 
— BAhi^d/ht  ^ 

BoM^/  Vlm|6Ro7i,    Ltd..  Mami^on. 

\LE  TIES 
Laidlaw  Bale-Tie  Co.,  Hamilton. 
— Imperial  Steel  &  Wire  Co.,  Col- 

lingwood. 
Stanley  Works,  New  Britain,  Conn. 


BALLS 

Basehalls,   Footballs,  Basketballs 

— A.  J.  Reach  Co.,  Brantford. 
BALL  BATS 

— St.  Mary's  Wood  Specialty  Co., 
St.  Mary's. 

BAND  SAW  BANDS — Bubber 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

Henry  Disston  &  Sons,  Toronto. 
E.  C.  Atkins  &  Co.,  Hamilton. 
BANK  AND   OFFICE  BAILINGS 
— Dennis  Wire  &  Iron  Works  Co., 
London. 
_  _      3An  BWIWR? 

Ste 

7aVfaii 

BARBELS — Gasolene  Storage 

Winnipeg    Ceiling    &   Roofing  Co., 

Winnipeg. 
— Erie  Iron  Works,  St.  Thomas. 

— Andre>«a,_Wire,Works,  Watford. 
BARRELED  V  BSSs— Wood 

BARN     DOOR     HANGERS  AND 
TRACK 

— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Guelph. 
Richards-Wilcox      Canadian  Co., 
London. 

Chicago  Spring  Butt  Co.,  Chicago. 
Beatty  Bros.,   Fergus,  Ont. 
— A.   B.    Ormsby   Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

— Allith  Mfg.  Co.,  Hamilton. 
BARS  AND  SHUTTERS 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BARN  EQUIPMENT 

Beattie  Bros.,   Fergus,  Ont. 
— A.  B.  Ormsby  Co.,  Toronto. 
Steel     Trough     &     Machine  Co., 
Tweed. 

BASKETS — Clothes,  DellTcr; 

Mcakins  &  Sons.  Hamilton. 

BASKETS — Wire 
— Andrews  Wire  Works,  Watford. 


BATH    AND    LAVATORY  SUP- 
PLIES 

James    Morrison   Brass   Mfg.  Co., 
Toronto. 

Kinzinger,   Bruce   &   Co.,  Niagara 
Falls. 

— James  Robertson  Co.,  Toronto. 
Canada    Metal    Co.,  Toronto. 
- — Amherst  Foundry  Co.,  Amherst, 
N.  S.  ' 

— Wallaceburg  Brass  &  Iron  Mfg. 

Co.,  Wallaceburg. 
Barton-Netting  Co.,  Windsor. 

BATHROOM  FITTINGS 

— Chadwick  Brass  Co.,  Hamilton. 
Gendron  Mfg.  Co.,  Toronto. 
Kinzinger,   Bruce   &  Co.,  Niagara 
Falls. 

Canada  Metal  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

Landers,     Frary    &    Clark,  New 

Britain,  Conn. 
■ — Canadian  H.  W.  Johns-Manville 

Co.,  Toronto. 


BELT  DRESSING 

— Dominion  Belting  Co.,  Hamilton. 
— G.  F.  Sterne  &  Sons,  Brantford. 


BEEEJIEPERS'  SUPPLIES 

— Ham  &  Nott  Co.,  Brantford. 
BEESWAX 

Sanderson  Pearcy  &  Co.,  Toronto. 

^^^^^^^^^S^D^^^^^^^^*'^ 

Springer  Lock  Mfg.  Co.,  Belleville. 
BELLS— Farm 

Taylor-Forbes  Co.,  Guelph. 

BELTING — Cotton  Duck 

Dominicii  Belting  Co.,  Hamilton. 

BELTING — Rubber 

— Goodyear   Tire    &    Rubber  Co., 
Toronto. 

Gutta  Percha  &  Rubber  Ltd.,  To- 
ronto. 

BELTING — Leather 

— J.  L.  Goodhue  &  Co.,  Danville, 
Que. 

— J.  0.  McLaren  Co.,  Montreal. 
— Sadler  &  Haworth,  Montreal. 


\-%roiSGfialr 


To 


^Co 

BENCH  SCREWS 

Taylor-Forbes  Co.,  Guelph. 

BEVELS 
Stanley   Rule   &    Level   Co.,  New 

Britain,  Conn. 
Henry  Disston  &  Sons,  Toronto. 

BICYCLES 
— Iver  Johnson's   Arms   &  Cycle 

Works,  Pitchburg,  Mass. 
— Russell  Motor  Co.,  "Toronto. 

BIOYplE/BELiyEBJ>^*ASKPTS 

— ^Ar^ari  vWfe  Wtrrk8,^^t 

BINDER  TWINE 

— Independent    Cordage  Co., 
ronto. 

— Brantford    Cordage    Oo.,  Brant 
ford. 

BIRD  CAGES 

Thos.  Davidson  Mfg.  Co.,  Montreal 
E.  T.  Wright  Co.,  Ltd.,  Hamilton, 

BITS — Horse 

McKinnon   Dash   Co.,   St.  Cathar 
ines. 

BITS — Screw  DrlTer 

— Whitman  &  Barnes  Mfg.  Co.,  St 

Catharines. 
— P.  L.  Robertson  Mfg.  Co.,  Mil 

ton. 

BIT  BRACES 

Stanley   Rule   &   Level    Co.,  New 

Britain,  Conn. 
— E.  C.  Atkins  &  Co.,  Hamilton. 

BIT  HOLDERS — Extension 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

BLACKBOARD  SLATING 
— G.  F.  Stephens  &  Co.,  Winnipeg. 
Martin-Senour  Co.,  Montreal. 

BMND^AILJtOTJg^SV 
Stfcnlo1i/%J^  \/  L?vel  Co.,\, 
Britain,  Conn. 

BLOCKS — Chain  Hoisting 
Canadian  Yale  &  Towne,  Ltd., 

Catharines. 
— Alex.  Gibb,  Montreal. 

BLOWERS 
— Canadian  Bu£falt)  Forge  Co.,  Ber^ 
lin. 


.ew 


St. 


The  Black  Prince  Axe 


The  Lumberman's  favorite,  noted  for 
its  uniform  quality,  fine  temper  and 
durability.  Made  in  both  single  and 
double  bit  patterns. 

IVE  ARE  MAKERS  OF 

Axes,  Crowbars,  Mattocks  and  Picks 
Forks,  Hoes,  Hooks  and  Rakes 
Hay  Knives,  Scythes  and  Saws 


The  Welland  Vale  Manufacturing  Co.,  Limited 

ST.  CATHARINES  ::  CANADA 


When  wrlUns  to  adTerUieri  kindly  mention  Canadian  Hardware  Joamal 
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UNIVERSAL 
Electric  Coffee  Percolator 


UNIVERSAL 
Electric  Grill 


UNIVERSAL  UNIVERSAL 
Electric  Coffee  Um     Electric  Toaster 


UNIVERSAL 

Coffee  Urn 


UNIVERSAL 
Coffee  Percolator 


UNIVERSAL 
Tea  Ball  Tea  Pot 


UNIVERSAL 
Chafing  Dish 


QU9 

UNIVERSAL 
Butter  Chum 


UNIVERSAL 

Mayonnaise  Mixer 


UNIVERSAL 

Home  Needs 

Household  cooking  and  heating  appliances  for  use  with  alcohol, 
electricity  or  on  ordinary  coal  or  gas  ranges.  Also  a  complete 
line  of  Bathroom  Fixtures,  Vacuum  Specialties  and  Nickelware 

made  by 

LANDERS,   FRARY  &  CLARK 


NEW  BRITAIN 


Sold  under  ihit  Trade  Mark 


UNIVERSAL 


CONN.,  U.S.A 


UinVERSAL 
Vacuum  Bottle 
Nickel  Plated 


UNIVERSAL 

Food  Jar 
Nickel  Plated 


UNIVERSAL 
Vacuum  Bottle 
Leather  Covered 


UNIVERSAL 

Bathroom  Fixtures 


UNIVERSAL 
Electric  Sad  Iron 


UNIVERSAL 
Tea  Ball  Samovar 


UNIVERSAL 
Bread  Maker 


UNIVERSAL 
Cake  Maker 
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BLOW  PIPES 

James    Morrison   Brass   Mtg.  Oo., 
Toronto. 

— Canadian  Buffalo  Forge  Co.,  Ber- 
lin. 

BLUESTONE 

Sanderson  Pearcy  &  Co.,  Toronto. 

BOAT  TEIMMINOS 
McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

BOILERS — Kitchen  Bangs 

Canada  Metal   Co.,  Toronto. 

— C.  Norsworthy  Co.,  St.  Thomas. 

James   Morrison   Brass   Mfg.  Co., 

Toronto. 
McClary  Mfg.  Co.,  London. 
Gurney  Foundry  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 

BOILERS  AND  RADIATORS 
Clare   Bros.   &   Co.,  Preston. 
McClary  Mfg.  Co.,  London. 
Bowes,  Jamiesou,   Ltd.,  Hamilton. 
Gurney  Foundry  Co.,  Toronto. 
— C.  Norsworthy  Co.,  St.  Thomas. 
Hamilton  Stove     &     Heater  Co., 

Hamilton. 
Pease  Foundry   Co.,  Toronto. 
Taylor-Forbes   Co.,  Guelph. 

jaii^^^l^yfsS?^^;^£^^r\., 

^"^"^  BORAX 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

BOLTS — Door  and  Window 
Bommer   Brothers,  Brooklyn. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
— Northern    Bolt    &    Screw  Co., 

Owen  Sound. 
Stanley  Works.  New  Britain,  Conn. 
BOLTS 

Blank,  Bridge,  Carriage,  Coach 
Screws,  Deck,  Eye,  Fancy  Head, 
Floor  Hooks,  Hanger  Screws,  Joint, 
Machine,  Plow,  Sink,  Sleigh  Shoe, 
Special,  Spring,  Stove,  Stove  Rods, 
Tire,  Track,  WhifiBetree,  etc. 
— Northern  Bolt  &  Screw  Co., 
Owen  Sound. 


Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Stanley  Works,  New  Britain,  Oonn. 

BOLTS  AND  NUTS 

Steel   Co.   of  Canada,   Ltd.,  Ham- 
ilton. 

— Dominion  Bolt  Co.,  Toronto. 

— Northern    Bolt    &    Screw  Co., 

Owen  Sound. 
— London   Bolt    &   Hinge  Works, 

London. 

BOOT  SCRAPERS 
Taylor-Forbes  Co.,  Guelph. 
Burrowes  Mfg.  Co.,  Toronto. 


BOX  HINGES  AND  STRAPPING 

Stanley      Works,      New  Britain, 
Conn. 

BOX  OPENERS 

Charles  Morrill,  New  York. 

BRACES 

E.  C.  Atkins  &  Co.,  Indianapolis, 
Ind. 

Stanley  Works,  New  Britain,  Conn. 

Peck,   Stow  &  Wilcox  Co.,  South- 
ington,  Conn. 

mtiAUilU  '  ■  J'UBli  ■ 

North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

BRACKETS — Flower,   Lamp,  Etc. 
Taylor-Forbes  Co.,  Guelph. 
Stanley     Works,      New  Britain, 
Conn. 

— Andrews  Wire  Works,  Watford. 


BRACKETS — Hand  Rail 

Springer  Lock  Mfg.  Co.,  Belleville. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BRASS  AND  COPPER 

Canada  Metal  Co.,  Toronto. 
M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 


Philadel- 


BRASS  GOODS— Plumbera' 

Canada  Metal  Co.,  Toronto. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

— Penberthy   Injector   Co.,  Wind- 
sor. 

Kinzinger,   Bruce   &   Co.,  Niagara 
Falls. 

— Dart  Union  Co.,  Toronto. 

— Wallaceburg  Brass  &  Iron  Mfg. 

Co.,  Wallaceburg. 
— T.  McAvity   &   Sons,   St.  John, 

N.B. 

BRASS  AND  COPPERWARE 

— Chadwick  Brass  Co.,  Hamilton. 

BREAD  BOXES 
See  Tinware. 

S  l^eti^'^^a^^^^K^^^^^C^^ont  0 . 

BREAD  PLATES 

Wm.  Cane  Sons  Co.,  Newmarket. 
BREAST  DRILLS 

Stanley   Rule    &    Level    Co.,  New 

Britain,  Conn. 
North    Bros.    Mfg.  Co., 
phia. 

B9jEyTE»S'_SUI 

•JiAiV/  MoiVisoV  Brass' 

Toronto. 
B^C:^    &  ^L^ELOC 

C^rExef 
BRIGHT  WIRE  GOODS 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

IL^BS-/VCbarco^and  Gas 
GuJn^\^iWi^/cJ 
Bo\»is,  JamTfeson,  Ltfl.,  Hamilton. 

BRONZING  LIQUID 

Martin-Senour  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
— Turpentine    Producers'  Agency, 
Toronto. 

— Canadian   Bronze   Co.,  Lachine, 
Que. 

Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 

BRONZE  POWDER 

Sanderson  Pearcy  &  Co.,  Toronto. 
Northern  Aluminum  Co.,  Toronto. 


MA- 


BROOMS 

— H.  W.  Nelson  &  Co.,  Toronto. 
Boeckh  Bros.  Co.,  Ltd.,  Toronto. 
— ^West,   Taylor,   Bickle  Co.,  Nor- 
wich. 

— Walter  Woods  Co.,  Hamilton. 
— T.   S.  Simms  &   Co.,   St.  John,. 
N.B. 

BRUSHES 

Boeckh  Bros.  Co.,  Toronto. 
Meakins  &  Sons,  Hamilton. 
Canada  Brush  Co.,  St.  John,  N.B. 
— Stevens-Hepner,  Pt.  Elgin. 
— G.  F.   Stephens  &   Co.,  Winni- 
peg. 

Sanderson  Pearcy  &  Co.,  Toronto. 
— T.   S.   Simms  &  Co.,   St.  John, 
N.B. 

BUCKLES 

McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

Works,      New  Britain^ 


jTuVell. 
fidA'SoA'Pi?krcy  &'Co.,*'Tor 
BURLAPS 

— Scythes  &  Co.,  Toronto. 
Dominion  Oilcloth  Co.,  Montreal. 

BUSHINGS — Adjustable 

Armstrong  Mfg.  Co.,  Bridgeport, 
Conn. 

Canada  Metal  Co.,  Toronto. 

BUILDERS'  HARDWARE 

Stanley  Works,  New  Britain 
Conn. 

Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

James  Smart  Mfg.  Co.,  Brockville. 

Cowan  &  Britton,  Ltd.,  Gananoque. 

— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

— Allith  Mfg.  Co.,  Hamilton. 

— Montreal  Hdw.  Mfg.  Co.,  Mont- 
real. 

— Peterboro  Lock  Mfg.  Co.,  Peter- 
boro. 

National  Hardware  Co.,  Orillia. 
Peck,  Stow  &  Wilco.x  Co.,  South- 

ington,  Conn. 
Bommer  Brothers,  Brooklyn. 
Taylor-Forbes  Co.,  Guelph. 
Canadian  Yale  &  Towne  Co.,  St. 

Catharines. 


Davidson^s  Sterling  Cake  and  Bread  Cabinets 

JAPANNED  FRENCH  GREY.  A  Beautiful  and  Durable  Finish.  The  cabinets 
have  drop  doors  supported  by  chains.  Interior  is  bright  tin  with  one  shelf  set  at 
a  proper  height  to  give  ample  clearance  to  bottom  of  cabinet.  Can  be  placed  on 
a  shelf  or  hung  on  the  wall  in  the  most  convenient  location  to  give  easy  accessi- 
bility witliout  stooping  or  stretching. 


Width        HciKht  Depth 
18J  l.'ii  113  inches 


INTERIOIt  VIEW 
Showing  .shelf  in  position 


Prices  on  Application 


Width     ,    Height  Depth 
15*  12  10  inches 


The  Thos.  Davidson  Manufacturing  Company,  Limited 


MONTREAL 


TORONTO 


WINNIPEG 


Whn  writing  to  advertisers  kindly  mention  Canadian  Hardware  Joomal 
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The  New  Triangle  Mop 

Two  Sizes 


Make  A  New  Sales 
Record  For  1915 


We  Can  Help  You  Do  It 

We  Can  Make  It  Easy  For  You 


All  housekeepers  appreciate  the  O-Cedar  Mop  because  it 
does  so  much  for  them.  Over  a  million  now  m  use  and  every 
one  giving  satisfaction.    Every  user  recommends  the 


(Made  in  Canada) 


to  her  neighbors.  Our  advertisements  go  into  over  half  a 
million  Canadian  homes.  Every  woman  has  heard  of  the  O- 
Cedar.  All  you  have  to  do  is  to  display  them  in  your  window 
or  your  store  and  your  sales  will  multiply  and  your  profits  grow. 


Every  buyer  of  an  O-Cedar 
Polish  Mop  beeomes  a  reg- 
ular customer  for 

^✓Polish. 


She  needs  it  to  renew  her 
mop  and  fdr  cleaning  and 
polishing  furniture  and  wood- 
work. 


Every  wide-a-wake  merchant 
will  see  that  he  always  has  a 
big  stock  of  O-Cedar  Mops  and 
O-Ced  ar  Polish  on  hand. 

No  other  line  in  your  store  will 
mean  so  much  in  sales  or  profits. 
Look  over  your  stock  to-day 
and  see  that  it  is  complete. 

Order  From  Your  Jobber 

Channell  Chemical  Co. 

Limited 

369  Sorauren  Avenue  :  Toronto 


Every  buyer  oi  an  O-Cedai 
Polish  Mop  (vcommeii(is  it 
to  her  friends.  Makes  more 
customers  for  you. 


When  WTitlnff  to  adT«rtU«rs  kindly  mention  Oanadi&n  HArdware  Joornal 
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Made  In  Canada 

BELLS 

For  Church,  School,  Fire 
Alarm  and  Farm  Use 


// you  buy  "Made  In  Canada"  Bella 
they  are  made  in  Exeter,  Ont.,  the  home 
of  Canada 's  Only  Steel  ^ell  Factory. 

Th«  auperior  quality  of  beli  metal  uaed  in  the  Exeter 
bell  give*  them  the  volume  and  rich  tone  for  which 
they  are  famous. 

Made  in  sizes  from  15"  to  48"  diameter 


CHURCH  BELL  WITH  TOLLING  HAMMER 


OUR   COMPLETE  LINE 

Hardware  Specialties 


Floor  Scrapers 
Wheelbarrows 
Bag  Trucks 
Sugar  Kettles 
Soot  DoOTs 
Ventilator  Grates 
Sash  Weights 


Floor  Waxing  Brushes 
Cast  Iron  Stone  Boat  Head 
Cast  Water  Trough  for  Stock 

Stables 
Ornamental  Cresting 
Pump  Spouts  and  Fittings 


Concrete  Machinery 


Cement  Block  Machines 
Cement  Brick  Machines 
Cement  Tile  Machines 


Molds  for  all  classes 

of  Ornamental  Work 
Concrete  Mixer, 

hanJ  or  gas  power 


Road  Machinery 

TVie  most  complete  line  made  in  Canada 
Road  Graders  Wheeled  and  Drag  Scrapers 

Road  Drags 
Get  in  touch  with  u$ 

The  Exeter  Mfg.  Co.  Limited 

Exeter,  Ontario 


CANADIAN  HARDWARE  BUYERS'  DIRECTORY 

(Continued  from  preceding  page.) 


Chicago  Spring  Butt  Co.,  Chicago. 

Springer  Lock  Mfg.  Co.,  Belleville. 
BUILDING  PAPERS 

— Walkerville  Roofing  Mfg.  Co., 
Walkerville. 

— Merrick-Anderson  Co.,  Winni- 
peg. 

McFarlane-Douglas  Co.,  Ottawa. 
— Canadian  H.  W.  Johns-Manville 

Co.,  Toronto. 
— Bird  &  Son,  Hamilton. 

Boi 

Ta6'^r>f'orUes  Co.,  GiTelph. 

BURES — Soft  Steel 
Stanley     Works,      New  Britain, 
Conn. 

— P.  L.  Robertson  Mfg.  Co.,  Mil- 
ton. 


Co., 


BUTCHER  KNIVES 

Arch  McFarlane,  Montreal. 
Taylor-Porb^s  Co.,  Guelph. 

"JKBRS 
Maxw6^1\/Lfti<I  StC  'y>''yV 
TayloZ-Fltbes  Co.,  GuelpIT 

BUTTS — Spring 
Stanley      Works,      New  Britain, 
Conn. 

Bommer   Brothers,  Brooklyn. 
Taylor-Forbes  Co.,  Guelph. 
Chicago  Spring  Butt  Co..  Chicago. 

BUTTS— Bright  Steel,  Etc. 
— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

Stanley      Works,      New  Britain, 
Conn. 

Chicago  Spring  Butt  Co.,  Chicago. 
BUTTS — Riveted   and  Loose  Pin 

Cowan  &  Britton,  Ltd.,  Gananoque. 
Stanley      Works,      New  Britain, 
Conn. 

— Canada  Steel  Goods  Co.,  Ham- 
ilton. 

CABINET  HARDWARE 

Springer  Lock  Mfg.  Co.,  Belleville. 
Stanley     Works,      New  Britain, 
Conn. 

CABINET  SCRAPERS 

Henry  Disston  &  Sons.  Toronto. 

CABLE — Copper,  Galvanized 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

CAMP   STOOLS  AND  CHAIRS 

Stratford  Mfg.  Co.,  Stratford. 
McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

Otterville  Mfg.  Co.,  Otterville. 

CAMP  STOVES 
Thos.   Davidson   Mfg.    Co.,  Mont- 
real. 

— Adam  Hall  &  Sons,  Peterboro. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
— Andrews  Wire  Works,  Watford. 
— Copp  Stove  Co.,  Ft.  William. 
— Sheet  Metal  Products  Co.,  Toron- 
to. 

McClary  Mfg.  Co.,  London. 

CAMP  FURNITURE 
Stratford  Mfs;.  Co.,  Stratford. 
Otterville  Mfs.  Co.,  Otterville. 

CANS— Milk 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

  Oi^HiSDi'L  P^AJ?I10  I. 

Jl^ft  L.  SamueUVBen^amin  A  Co., 
Toronto.  \/  \ 

—  A.  B.  Ormsby  (Sc.,  Toronto.  \ 

—  A.  C.  Leslie  & /Cp.,  Montreal.X 
M  fClary  Mfg.  C/f..  yondon.  \ 
S  lect  Metal  Produats  Co.,  Toroji- 

CANT  HOOKS.  TAMPING  BARS, 

PEAVEYS,  ETC. 
I;achute  Shuttle  Co.,  Lachute  Mills, 
Que. 

— Thos.  Pink  Mfg.  Co.,  Pembroke. 
— Argnll  Bros..  Three  Rivers,  Que. 
■ — Canadinn-Warren    Axe    &  Tool 
Co..    St.  Calharines. 


OAR  MOVERS 

E.  0.  Atkins  &  Co.,  Hamilton. 

CARD  HOLDERS 
Taylor-Forbes  Co.,  Guelph. 

CARD  AND  LETTER  BACK 
— Andrews  Wire  Works,  Watford. 

CARPENTERS'  PENCILS 
A.  Ramsay  &  Son  Co.,  Montreal. 

CARPENTERS'  CLAMPS 
Taylor-Forbes  Co.,  Guelph. 


Northern  Electric  Co.,  Montreal. 


OABBIAOE  HARDWARE 

McKinnon   Dash   Co.,    St.  Catluir- 

ines. 

CARRIAGE  HEATERS 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

CARTRIDGES 

Remington  U.M.C.  Co.,  Windsor. 
Dominion  Cartridge  Co.,  Montre»l. 

CARPET  AND  RUG  BEATERS 
— Andrews  Wire  Works,  Watford. 

CARVING  TABLES 
Gurney  Foundry  Co.,  Toronto. 

CASEMENT  ADJUSTERS 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
— Thos.  W.  Kirby,  Toronto. 
Springer  Lock  Mfg.  Co.,  Belleville. 

CASH  REGISTERS 
— National  Cash  Register  Co.,  To- 
ronto. 

CASTINGS — Brass,  Iron,  Glass 

National  Hardware  Co..  Orillia. 

— Wallaceburg  Brass  &  Iron  Mfg. 
Co.,  Wallaceburg. 

.Tas.  Stewart  Mfg.  Co.,  Woodstock. 

Specialty  Mfg.  Co.,  Grimsby. 

— Canadian  Buffalo  Forge  Co.,  Ber- 
lin. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

Bowes.  .Tamieson,  Ltd.,  Hamilton. 

McKinnon  Dash  Co.,  St.  Cathar- 
ines. 

Springer  Lock  Mfg.  Co.,  Belleville. 
Onward  Mfg.  Co.,  Berlin. 
Canada  Metal  Co.,  Toronto. 
— C.  Norsworthy  Co.,  St.  Thomas. 

CASTERS — Trucks,  Furniture 
— Universal  Caster  &  Foundry  Co., 

New  York. 

CASTERS — Stove  and  Range 

Chicago  Hardware  Foundry  Com- 
pany, Chicago,  111. 

Moffat  Stove  Co.,  Weston. 
CATCHES — Door,  Window,  Etc. 

Canadian  Yale  Sc  Towne,  Ltd.,  St. 
Catharines. 

Taylor-Forbes  Co.,  Guelph. 

Stanley  Works,  New  Britain, 
Conn. 

CATTLE  LEADERS 

Taylor-Forbes  Co.,  Guelph. 

— E^;ii^lS^^11tteiJ^'2£fonto. 

CEILINGS— Metal 
See  Metal  Ceilings. 
CELLAR  DRAINERS — Automatic 
— Penberthy   Injector    Co.,  Wind- 
sor. 

CEMENT— Portland 

— Canada  Cement  Co.,  Montreal. 
— Alfred  Rogers,  T^td.,  Toronto. 

OEwTEBS — aash  And  Transp 
Caijfi^i.yij  Ya>fel  &  T^kro^if^Sj^  StT 

CENTRE  PUNCHES 

Stanley  Rule  &  Level  Co.,  New 
Britain.  Conn. 

CHAIN 

Antl-skld,  Coll,  Cow  Tie.  Ham- 
mock, Logging  and  Rafting, 
Boom,  Breast,  M.t  chine,  Halter, 
Loading,   Trace,  Tie-out. 

McKinon  Chain  fjo.,  St.  Cathar- 
ines. 

caws  Boi 

T,'Y<lor^r>i4)ps  Co.,  Guelph. 
.StSmey      Works,     New  Britain, 
Conn.  _ 

oaAINy^tch  /\ 
— Can\dia/  &\rowj»<S.  Ad., 

Sj.  Owfinrines.  ^ 
CHAIN — Steel 
— Alexander  Gibb.  Montreal. 
— Canada  Chain  Co.,  Sarnia. 
Steel   Co.   of  Canada,   Ltd.,  Ham- 
ilton. 

B.  Greening  Wire  Co.,  Hamilton. 
McKinon    Chain   Co.,    St.  Cathar- 
ines. 
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Recruit  Your  Spring  Stock 

From  Canadian  Made  Lawn  Mowers 


Taylor-Forbes 


Prices  axe  lower  than  those  of  imported  makes. 
Quality  is  better  than  that  of  imported  makes. 
Then  why  import  Lawn  Mowers  ? 


Empress"  Lawn  Mower 


Woodyatt"  Lawn  Mower 


Open  four  and  rtvL'-knife  cylinder.  IOI2  inch  wheels. 
Special  tool  steel  knives,  oil-tempered.  Case- 
hardened  adjustable  bearing's.  Case-hardened  ball- 
bearing's and  balls.  Specially  prepared  polished 
steel  shafts.  Cheeks  easily  detached.  Wade  with 
grass-box  attachment. 

/m 


Open  four  and  five-knife  cylinder.  Tool  steel  knives, 
oil-tempered.  Bearings  are  extra  long  and  adjust- 
able. Best  quality  material  used  throughout  its 
construction.  Made  with  grass-box  attachment. 
This  mower  has  been  on  the  market  longer  than 
any  other  high-grade  mower  in  the  world. 


Our  Guarantee  protects  you 
and  protects  your  customers 


"Star'*  Lawn  Mower 

Cast  steel  knives,  oil-tempered.  Adjustable  half-box 
bearings  on  cylinder  shafl.  Adjustable  bottom  knife. 
Wood  rollers  of  hard  Maple.  Three  and  'four-knife 
cylinder,  9  inch  wheels.  Same  high-grade  steel  used 
in  this  mower  as  in  the  Woodvatt. 


We  give  the  following  guarantee 
with  every  T-F  Lawn  Mower. 

If  for  any  reason,  at  any  time  within 
one  year  from  date  of  purchase,  the 
Taylor-Forbes  purchaser  is  not  com- 
pletely satisfied,  we  insist  on  giving  him 
a  new  machine  or  refundinghis  money. 


//  you  cannot  purchase  our  goods  from  your 
jobber,  write  us  direct  and  we  will  supply. 


Taylor-Forbes  Co.,  Limited 


Head  Office  and  Works  : 

GUELPH,  ONTARIO 


Taylor-Forbes  Co.  246  Cruig  St.  W  Montreal 
H.  G.  Roaern,  1  47  Prince  William  Street, 

St.  John,  N  B 
Canadian  United  Mfrs.  Agency,  London,  Ens. 


Taylor-Forbes  Co.,   Ltd..  1070    Homer  St. 

Vancouver. 
H.  F.  Moulden  &  Son,  Travelers'  Building 

Winnipeg. 


Canadian  Made  for  Canadian  Trade 
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CHAIN — Brass  and  Copper 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

CHAIN  BLOCKS 
— Herbert   Morris  Crane  &  Hoist 
Co.,  Toronto. 

CHAIN  HOOKS 
— Canadian-Warren    Axe    &  Tool 

Co.,  St.  Catliarines. 
McKinon    Cluiin    Co.,    St.  Cathar- 
ines. 

CHAIB  LADDERS 

Taylor-Forbes  Co.,  Guelph. 
—J.  E.  Beauchamp  &  Co.,  Mont- 
real. 

Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 
CHALK 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

CHAMOIS  SKINS 
A.  Ramsay  &  Son  Co.,  Montreal. 
— Stewart  &  Wood,  Toronto. 
Sanderson  Pearcy  &  Co.,  Toronto. 

CHIMNEY  TOPS 
Gurney  Foundry  Co.,  Toronto. 


CHISELS — Track,  hot,'  cold' 
— Whitman  &  Barnes  Mfg.  Co.,  St. 

Catharines. 
Allan  Hills  Edge  Tool  Co.,  Gait. 

CHISELS— Wood 
Allan  Hills  Edge  Tool  Co.,  Gait. 

CHRISTMAS  TREE  HOLDERS 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

CHURCH  BRASS  WORK  - 

— Dennis  Wire  &  Iron  Works  Co., 
London. 

CHURNS — Barrel  or  Revolving 

Beatty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  &  Sons,  Ottawa. 
- — -Enreka  Planter  Co.,  Woodstock. 
Cummer-Dowswell   Co.,  Hamilton. 
Maxwells,  Limited,  St.  Mary's. 

H^b^s^M^CoTr-^^^^n^^V 


CLAMPS 

Taylor-Forbes  Co.,  Guelph. 
National  Machinery  &  Supply  Co., 

Hamilton. 
Henry  Disston  &  Sons,  Toronto. 
Smith  &  Hemenway,  New  York. 

Ta  yv/^s^^'^^S^'^^pfl^ 

CLIMBING  IRONS 

— Canadian- Warren    Axe    &  Tool 
Co.,  St.  Catharines. 

CLEVISES 

McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

CLOCKS 

Western  Clock  Mfg.  Co.,  La  Salle, 
111. 

CLOTHES  DRIERS 

.James  Smart  Mfg.  Co.,  Brockville. 
Stratford  Mfg.  Co.,  Stratford. 
— Cummer-Dowswell,    Ltd.,  Hami.'- 
ton. 

Taylor-Forbes  Co.,  Guelph. 

CLOTHES  LINE  PULLEYS 

Canada    Steel    Goods    Co.,  Hamil- 
ton. 

— Pollock  Mfg.  Co.,  Berlin. 

Taylor-Forbes  Co.,  Guelph. 

CLOTHES  LOCKERS— Metal 

— Dennis  Wire  &  Iron  Works  Co., 
London. 

CLOTHES  MANGLES 

Cummer-Dowswell    Ltd.,  Hamilton. 

Maxwells.  Ltd.,  St.  Mary's. 

Tavlor-Forbes  Co.,  Guelph. 

CLOTHES  BARS  AND  RACK 

— McFarhme    Ladder    Works,  To- 
ronto. 

Otterville  Mfg.  Co.,  Otterville. 
Wm.  Cane  Sons  Co.,  Newmarket. 
Stratford  Mfg.  Co..  Stratford. 

— McFarlane  Vadder    Works,  To- 
ronto. /\ 
Ot^arrillra   >nrr  \n  ,  nttnoville. 
CLOTHES  DINE  WIRfi 

Steel  Co.  of  Canada,   Ltd..  Hamil- 
ton. 

CLOTHES  REELS 

Taylor-Forbes  Co.,  Guelph. 
— Canadian  Gate  Co.,  Guelph. 


CLOTHES  PINS 

Wm.  Cane  Son.s  Co.,  Newmarket. 
COAL  CHUTES 

Clare  Bros.,  Preston. 
— C.  Norsworthy  Co.,  St.  Thomas. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Steel     Trough     &     Machine  Co., 
Tweed. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

— A.  B.  Ornisbv  Co.,  Toronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

— Erie  Iron  Works,  St.  Thomas. 
• — Copp  Stove  Co.,  Ft.  William. 

COAL  HODS 
See  Tinware. 

COAL  SCREENS 
Canada  Wire   &   Iron   Goods  Co., 

Hamilton. 
— Erie  Iron  Works,  St.  Thomas. 

COAT  AND  PANT  HANGERS 
— Andrews  Wire  Works,  Watford. 
— .1.   E.  Btaucli.-unp  &  Co.,  Mont- 

COBBLER  SETS  AND  FITTINGS 

Taylur-Fcibc,  Co.,  Guelph. 

jt^A  Dioss 

James  Jii.i^ 
Toronto. 
-Wallace 


Jrass  Mfg.  Co., 
ass  &  Iron  Mfg. 


COILS 

Iron,  Bra'-s  and  Copper  Pipe 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

COIL  WASHERS 

G.  L.  Griffith  &  ,  Son,  Stratford. 

See  ^df^^"^^ 
COLORS    IN    OIL,    JAPAN,  DIS- 
TEMPER. 

Lowe  Bros.,  Ltd.,  Toronto. 

— Standard  Paint  &  Varnish  Co., 
Ltd.,  Windsor. 

— G.  F.  Stephens  &  Co.,  Winnipeg. 

Sherwin-Williams  Co.,  Montreal. 

Martin-Senour   Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 

Sanderson  Pearcy  &  Co.,  Toronto. 

Brandram-Henderson,  Ltd.,  Mont- 
real. 

C.'inada  Paint  Co.,  Montreal. 


-British  America  Paint  Co.,  Vio- 
toria. 

COM'PitZibl\UJN  "WyjtK. — Plumb- 
'ass  &  Iron  Mfg. 
rass   Ufg.  Co., 


COMPASSES — Pocket 
Marble   Arms   &   Mfg.   Co.,  Qlad- 
stone,  Mich. 

CONCRETE\UAI  ^ 
Meiklo*d  /v\ie^ariW^ Co., 
fo) 

COTJCRETE  AND  CEMENT 
PAINT 

Lowe  Bros.,  Ltd..  Toronto. 
—Standard  Paint  &  Varnish  Oo., 

Ltd.,  Windsor. 
— 6.  F.  Stephens  &  Co.,  Winnipeg. 
Sherwin-Williams   Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 
CPNC5PTE,»TAMi 

_         &  Tool 
S^><^at"fejfrin  e  s . 
CONCRETE  REINFORCING 

B.  Greening  Wire  Co.,  Hamilton. 
Andrews  Wire  Works,  Watford. 
Metal  Shingle  &  Siding  Co.,  Prei- 

ton. 

CONCRETE    BLOCK  MACHINES 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CONDUCTOR  PIPE 

See  Eavetrough. 

CONDUCTOR   PIPE  HOOKS 

McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

CeNSERVA-DpRIES  AND  GREEN- 
HQ«SE&AMet;« 
i.^Ojmisi^/Co^^jPoront 

COPPER  WARE 
Thos.   Davidson    Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
— Chadwick  Brass  Co.,  Hamilton. 

COPPER, — Transmission  Line 

Steel  Co.  of  Canada,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 


Don't  Purchase  a  Brake  Until  You  Write  Us  Regarding  Our 

NEW  STEEL  BENDING  BRAKE 


It  is  Cheap,  Efficient  and  Durable  It  is  made  right  here  in  your  own  country 

EVERYTHING  FOR  THE  TINSMITH  AND  SHEET  METAL  WORKER 


The  Brown,  Boggs  Co.,  Limited 


Hamilton,  Canada 


Whan  writing  to  advertisers  kindly  mention  Canadian  Hardwara  Journal 
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THE  LAST  WORD 

IN  GASOUNE  UGHT  PERFECTION 


WILL  GIVE 
A 

250  CANDLE 
POWER  LIGHT 
AT  AN  APPROXIMATE 
COST  OF 
J^c.  PER  HOUR 


No.  10.   PORTABLE  GASOLINE  READING  LAMP 

is  ;in  exceptionally  beautiful  lamp;  neat  in  wtyle,  convenient  in 
size;  perfectly  consli  ucted;  liandHoinely  nickel  plated  with  a  four 
color  hand  decorated  china  sliade;  .stands  22  inches  high;  8  inches 
in  diameter  at  the  bfvse;  quick  removable  generator;  2  high  grade 
mantles;  adjustable  light;  low  pressure  operation,  all  working 
parts  concealed  but  instantly  accessible;  fount  holds  one  (juart  of 
gasoline  and  will  burn  about  14  hours  on  one  filling. 


Simple,  Safm 

Convenient 

Economical 

Efficient 

Reliable 

Durable 


THE  "  STORM  KING  "  GASOLINE  LANTERN 

is  an  efficient,  safe  and  reliable  light  ;  absolutely  storm  proof  and 
will  burn  anywhere  in  any  position;  very  simple  in  construction 
and  operation  ;  easy  to  light  and  extinguish  ;  equipped  with  auto- 
matic tip  cleaner  which  prevents  clogging;  stands  IS  inches  high; 
6  inches  in  diameter  at  base;  mica  chimney;  nickel  plated  fount; 
polished  frame  and  top;  will  hold  one  quart  of  gasoline  and  burns 
about  15  hours  on  one  filling. 


No  Dirt 
No  Danger 
Cheaper  than 
coal  oil 
More  efficient 
than  electricity 


THE  "COMFORT"  TWO  POINT  GASOLINE  IRON 

This  latest  invention  in  gasoline  irons  is  thoroughly  reliable;  quic  k  lighting;  quick  removable  self-cleaning 
generator;  positive  shut-off  against  pressure;  perfect  regulation;  gas  tip  cannot  become  enlarged;  all  parts 
quickly  acoessible;  takes  less  alcohol  to  light  it  than  any  other  gasoline  iron  on  the  market;  protected  handle; 
foiint  holds  one-half  pint  of  gasoline  and  will  operate  the  iron  from  :!  to  4'  hours  with  one  tilling;  nickel 
plated  ebony  handle;  7  inches  long;  3A  inches  wide;  6i  inches  high.     Easily  adjusted.     Always  lo  be  truate,]. 


H.  S.  HOWLAND,  SONS  &  CO, 

WHOLESALE  HARDWARE 


LIMITED 


WE  SHIP  PROMPTLY 


TORONTO 

GRAHAM    NAILS   ARE   THE  BEST 


OUR  PRICES  ARE  RIGHT 


Wlien  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 


January,  1915 
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CORDAGE  AND  TWINE 

Scythes  &  Co.,  Toronto. 
— Brantford    Cordage    Co.,  Brant- 
ford. 

Consumers  Cordage  Co.,  Montreal. 
— Independent  Cordage  Co.,  Toron- 

D()^gj'<n\('^^Slohp4;^^'Wonf>^Jul^^ 
OOENEE  lEONS 

Chicago   Hardware   Foundry  Com- 
pany, Chicago,  111. 
Stanley  Works,  New  Britain,  Conn. 

CORNICES 
See  Ceilings — metal. 

CORNICE  BRAKES 
Steel  Bending  Brake  Works,  Chat- 
ham. 

Brown.  Boggs  Co.,  Hamilton. 

CORRUGATED  FASTENERS 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

— A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

— Metallic  Roofing  Co.,  Toronto. 
Pedlar  People,  Oshawa. 
Stanley     Works,      New  Britain, 
Conn. 

ITIG.^ 

COTTER  PINS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

COTTON  DUCK  AND  WASTE 

— Scythes  &  Co.,  Toronto. 

COUNTERS 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 


COUNTER   CHECK  BOOKS 

Dominion  Register  Co.,  Toronto. 

COUNTER  YARD  MEASURES 
lAifkin  Rule  Co.,  Windsor. 
Taylor-Forbes  Co.,  Guelph. 

Henry  Disstoi3p  Sons,  Toronto. 
— Pike  Mf*<Co\Pike,  N.H. 


Carpenter, 


Boston, 


COW  TIES  AJonSHAINS 

B.  Greening  Wire  Mfg.  Co.,  Ham- 
ilton. 

— Alexander  Gibb,  Montreal. 
McKinnon  Chain  Co.,   St.  Cathar- 
ines. 

CRABS — HOISTING 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

CRANES 

Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
— Herbert  Morris  Crane  &  Hoist 
Co.,  Toronto. 

CRAYONS 
A.  Ramsay  &  Son  Co.,  Montreal. 
CRIMPED  AND  BEADED  SHEET 
METAL 

Metal  Swingle  &  Siding  Co.,  Pres 
ton. 

— Winnipeg  Ceiling  &  Roofing  Co. 
Winnipeg. 

CROKINOLE  BOARDS 
— Canadian     Buffalo     Sled  Co. 
Preston. 

CROSS-ARM  BRACES 
Steel  Co.  of  Canada,  Ltd.,  Hamil 
ton. 

CROWBARS 

Welland  Vale  Mfg.  Co.,  St.  Cath 
arines. 

— Canadian-Warren    Axe    &  Too 
Co.,  St.  Catharines. 

CULVERTS — Corrugated  Metal 

Winnipeg   Ceiling   &   Roofing  Co. 

Winnipeg. 
The  Pedlar  People,  Oshawa. 


CURRY  COMBS 
Steel    Equipment    Co.,  Pembroke, 
Ont. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

CURTAIN  STRETCHERS 

Otterville  Mfg.  Co.,  Otterville. 
— McParlane    Ladder   Works,  To- 
ronto. 

CUTLERY 

Canadian  Rogers  Co.,  Ltd.,  Toron- 
to. 

Sanderson  Pearcy  &  Co.,  Toronto. 
— P.  W.  Lamplough  &  Co.,  Mont- 
real. 

— McGlashan,  Clarke  Co.,  Niagara 
Palls. 

— Ontario  Silver  Co.,  Niagara 
Falls. 

— Standard  Silver  Co.,  Toronto. 
— Meridan   Britannia   Co.,  Hamil- 
ton. 

Oneida  Community  Co.,  Niagara 
Falls,  Ont. 

George  Wostenholm  &  Sons,  Shef- 
field, Eng. 

Geneva  Cutlery  Co.,  Geneva,  N.Y. 

Arch.  McFarlane,  Montreal. 

Landers,  Frary  &  Clark,  New  Brit- 
ain, Conn. 

CUT  SOLES 

Beardmore  &  Co.,  Toronto. 

. -^^^^ggtaiTOBK  GftCKS 
— Penberthy   I^ye^or  Cftvj^Wind 
Bor. 

.Tames   Morrisoiy^9''*ss   Mfg.  Co 
Toronto. 

— ^^*llflr''*"1''f|^^""'^ft  Tror.  Mfg 
Cofr*Wall  a  ci  b  ur  g. 

DAIRY  SUPPLIES 

.Tames  Morrison  Brass  Mfg.  Co. 
Toronto. 

Sheet  Metal  Products  Co.,  Toron 
to. 

DAMPERS 

Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London. 
•Tames  Smart  Mfg.  Co.,  Brockville. 
Taylor-Forbes  Co.,  Guelph. 
Barton-Netting  Co.,  Windsor. 
Enterprise  Foundry  Co.,  Sackville, 
N.B. 

Eureka  Damper  Co.,  Montreal. 


DAMPER  REGULATORS 

James   Morrison   Brass  Mfg. 

Toronto. 
Otterville  Mfg.  Co.,  Otterville. 

DEE?  „WEBL  ,;POW^  HEADft. 

{g.\Si<S.,  Day- 


Co., 


DIGGIWO  BARS  AND  TOOLS 

— Canadian-Warren    Axe    &  Tool 

Co.,  St.  Catharines. 
Erie  Iron  Works,  St.  Thomas. 

DISINFECTANTS 
Williams  Chemical  Co.,  Russell. 
- — Zenner  Disinfectant  Co.,  Wind- 

Fairgri^B^1l?tej%-^t!^l»g  Co., 
ToiAilb.  '  ^ 

— B  e^^tn^^'^tryO^.,  Jfd^t- 

DISPLAY  AND  WALL  CASES 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

— Cameron  &  Campbell,  Toronto. 

DISHWASHERS 

Gurney  Foundry  Co.,  Toronto. 
McCIary  Mfg.  Co.,  London. 

DIES— Pipe,  Bolt 

Armstrong    Mfg.    Co.,  Bridgeport, 
Conn. 

Wells  Bros,  of  Canada,  Gait. 

DOOR  CHECKS  AND  STOPS 

Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 
— Keating  Brass  Works,  Toronto. 
Taylor-Forbes  Co.,  Guelph. 

DOOR  HANGERS — Parlor 

Canada    Steel    Goods    Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Guelph. 
Richards-Wilcox      Canadian  Co., 

London. 
— Allith  Mfg.  Co.,  Hamilton. 

DOOR  BUTTONS 

Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co.,  Guelph. 

DOOR    PULLS,    BOLTS,  LOCKS, 

KNOBS,  ETC. 
See  Builders'  Hardware. 


The  "Eclipse"  Curry  Comb 


Handy  to  Use 


Easy  to  Clean 


The  Steel  Equipment  Co.,  Ltd. 

304  Union  Bank  Bldg. 
OTTAWA. 

Facf orj'-PEM BROKE,  ONT. 


Wken  wriUnx  to  adTertlsera  kindly  mention  Canadian  Hardware  Joornal 


14 


CANADIAN  HARDWARE  JOURNAL. 


January,  1915 


HTHE  "Suffolk"  is  one  of  our  newest  fancy  patterns  in 
the  Horseshoe  Line.  It  is  exceptionally  pleasing  in  de- 
sign and  will  be  a  big  seller  this  year.  Write  for  prices. 
Liberal  discounts  to  the  Hardware  trade.  Through  your 
Jobber  or  direct.    Ask  our  Salesmen. 

Canadian  Wm.  A.  Rogers  Limited 

570  King  Street  West,  Toronto 

VANCOUVER— Fairfield  Bldg.  WINNIPEG    Hammond  Bldg. 


WkMi  writing  to  adTertl8«r8  kindly  mantlon  Canadian  Hardware  Jonmal 


January,  1915 
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MADE  IN 


CANADA 


TRADE  MARK 
Regiftercd 


'Canadian  Beauty" 

Electric  Heating  Appliances 


are  a  safe,  and  money  making  line  for  the  Hardware 
Man  to  handle.  Get  in  the  lead,  handle  this  Canadian 
Breind  and  have  satisfied  customers. 


*  Canadian  Beauty" 

\  i  ELECTRIC  COFFEE 
PERCOLATOR 


"Canadian  Beauty" 
ELECTRIC  LUMINOUS 
RADIATOR  and  FOOT  WARMER 


'fiy/nnA\'f;:»      ■  •■;::;"'"!•:•:  ' 

iiiftmif:  '" 


"Canadian  Beauty" 
ELECTRIC  HEATER 
3  HEAT 


"Canadian  Beauty" 

UPRIGHT  ELECTRIC 

TOASTF.R 


"Canadian  Beauty" 

2  PLATE  ELECTRIC 
STOVE 


"Canadian  Beauty" 
ELECTRIC  TOASTER 
GRILL 


"CanadiAn  Beauty" 

ELECTRIC  TAILORS'  IRON 


"Canadian  Beauty" 
ELECTRIC  IRON 


Mark  this  page  as  your  reference  when  purchasing  Elec- 
tric Heating  Appliances.  If  you  haven't  a  copy  of  our 
New  Catalogue,  write  for  one  and  let  ui  quote  you  prices. 


Renfrew  Electric  Mfg.  Company 

Limited 

Ontario 


Renfr 


ew 


Canadt 
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DOGE  MATS — Cocoa  Fibre 
— Coboui-g  Mut  Co.,  Cobourg. 
— D.  McKinnon  Oo.,  Peterboro. 
Mcnkiiis  &  .Sons,  Ilninilton. 

DOOR  MATS—Rubber 
Gutia   Pcrclm  .V:,  Riil)hi'r   Ltd.,  To- 
ronto. 

— Goodyear  Rubber  Co.,  Bowman- 
ville. 

— Canadian  Ruliber  Co.,  Montreal. 

DOOR  MATS — Rope 
Mealdns  &  .Sons,  Hamilton. 

DOOR  MATS — Wire 
Knline  Si  Anderton,  Port  Hope. 
-  Canada  Steel  Goods  Co.,  Hamil- 
ton. 

Barton-NettinK   Co.,  Windsor. 

— .Andrews  Wire  Works,  Watford. 

— Tdoal  Mat  Co.,  Windsor. 

DOORS    AND    WINDOWS — Steel 

McKarlnno-Douglas'  Co.,  Ottawa. 
■ — .v.  B.  Oinisby  Co.,  Toronto. 
Metal  .Shinslo  &  Siding  Co.,  Pres- 
ton. 

Wiiinipoff  Coiling  &  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 

Allan  Hills  lOdge  Tool  Co.,  Gait. 
Peck,   Stow   &  Wilcox  Co.,  South- 
ington,  Conn. 

Gutta 
roi/f! 

DRINKING  CUPS  AND  FOUN- 
TAINS 

.Tames  Morrison  Brass  Mfg.  Co., 
Toronto. 

Sbeet  Metal  Products  Co.,  Toron- 
to. 

DRILLS — Automatic,  Pifsh,  Chain 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

DRILLS — Hand  and  Power 

— Canadian  Buffalo  Forge  Co., 
Berlin. 

North  Bros.  Mfg.  Co.,  Philadel- 
phia. 

DRILLS — Bit  Stock,  Etc. 

— Neverslip  Mfg.  Co.,  Montreal. 
— Whitman  &  Barnes  Mfg.  Co.,  St. 

Catharines. 
— Wilt   Twist   Drill    Co.,  Wallcer- 

Ville. 

DRILLS — Breast  and  Bench 

Ni.i-di  Uros.  Mfg.  Co.,  Philadel- 
phia. 

K.  C.  Atkins  &  Co.,  Hamilton, 

DRY  COLORS 
Canada  Paint  Co.,  Montreal. 
.Shorwin-Williams  Co.,  Montreal. 
— G.  F.  Stephens  &  Co.,  Winnipeg. 
BrandramHenderson,    Ltd.,  Mont- 
real. 

— Standard  Paint  &  Varnish  Co., 

Windsor. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

DRIVE  WELL  POINTS 
Otterville  Mfg.  Co.,  ntt,-rvillo. 

DRTT^LMOOILS 
Jawo;»J^jK^jo^4i>'    I?Tffs!N«44^j^  Co., 

DUSTLESS  DUSTERS 

Tarbox   Bros.,  Toronto. 

EAVETROUGH  AND  CONDUC- 
TOR PIPE 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

McFarlane-Douglas  Co.,  Ltd.,  Ot- 
tawa. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

• — A.  B.  Ormsby  Co.,  Toronto. 
Metallic  Roofing  Oo.,  Toronto. 
A.  Welch  &  Son,  Toronto. 
Winnipeg   Ceiling   &  Roofing  Co., 

Winnipeg. 
K.  T.  Wright  Co.,  Ltd.,  Hamilton. 
— Wheeler  &  Bain,  Toronto. 

EDGE  TOOLS 

Allan  Hills  Edge  Tool  Co.,  Gait. 

James  Smart  Mfg.  Co.,  Brockville. 

Peck,  Stow  A  Wilcox  Co.,  South- 
ington,  Oonn. 

—Mann  Axe  &  Tool  Co.,  St.  Ste- 
phen. N.B. 

Wellsnd  Vale  Mfg.  Co.,  St.  C»th- 
srlncs. 

EOO  OBATEB 

—Walter  Woods  &  Co.,  Hamilton. 
Wm.  Cane  Sons  Co.,  Newmarket. 
Cummer  Dowswell,  Ltd.,  Hamilton. 


EGG  BEATERS 

--•Vndrows  Wire  Works,  Watford. 
-.T.  E.  Boauchamp  &  Co.,  Mont- 
real. 

Metal  Products  Co.,  Toron- 


ELECTRIC 

Dennis  Wire 

London . 
Barlon-Netting 


LAMP  STANDARDS 

&   Iron  Works  Co., 


Co.,  Windsor. 


ELECTRIC  LIGHT  FIXTURES 

.James    Morrison   Brass   Mfg.  Co., 

Toronto. 
Barton-Netting   Co.,  Windsor. 

ELECTRIC  IRONS 

— Ideal  Electric  Mfg.  Co.,  Wallace- 
burg. 

— Flexible  Conduit  Co.,  Guelph. 

Landers,  Frary  &  Clark,  New  Brit- 
ain, Conn. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

Barton-Netting  Co.,  Windsor. 
Northern  Electric  Co.,  Montreal. 
Duncan  Electric  Co.,  Montreal. 
Radiant  Electric  Co.,  Grimsby. 

ELECTRIC  LAMPS 

Ontario  Ijantern  &  Lamp  Co.,  Ham- 
ilton. 1 

Barton-Netting   Co.,  Windsor. 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto. 

Northern  Electric  Co.,  Montreal. 

ELECTRIC  LAMP  GUARDS 

— Andrews  Wire  Works,  Watford. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Barlon-Nctting   Co.,  Windsor. 

ELECTRIC  MANTEL  GRATES 
Radiant  Electric  Co.,  Grimsby. 
Enterprise  Foundry  Co.,  Sackville, 

N.B. 

Barton-Netting   Co.,    Windsor.     .  i 

elIectrio  »*tirraT«jw3-^^ouCft>^ 

Radiant  Electric  Co.,  Grimsby. 
Ideal   Electric  Mfg.   Co.,  Wallac*- 
burg. 

Barton-Netting   Co.,  Windsor. 
Renfrew   Electric    Mfg.    Co.,  Ren- 
frew. 

ELECTRIC  RANGES 

Ideal  Electric  Mfg.  Co.,  Wallace- 
burg. 

Radiant  Electric  Co.,  Grimsby. 
Renfrew   Electric   Mfg.    Co.,  Ren- 
frew. 

— Copp  Stove  Co.,  Ft.  William. 

ELECTRIC  BATTERIES,  MOTOR* 

CaTiadian      Fairbanks-Morse  Oo., 

Montreal. 
— Canadian  H.  W.  Johns-Manville 

Co.,  Toronto. 
— Canadian   Carbon  Co.,  Toronto. 
Radiant  Electric  Co.,  Grimsby. 

ELECTRICAL  SPECIALTIES 

Duncan  Electrical  Co.,  Montreal. 
Radiant  Electric  Co.,  Grimsby. 
Ideal   Electric  Mfg.   Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELEVATOR  ENCLOSURES 
Dennis    Wire   &    Iron    Works  Oo, 

London. 
— A.  B.  Ormsby  Oo.,  Toronto. 

EMERY  CLOTH 
— G.  P.  Stephens  &  Co.,  Wlnnipef. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy      Co.,  Toronto. 

EMEEY  GRINDERS 

.Tames    Morrison    Brass    Mfg.  Co., 

Toronto. 
E.  C.  Atkins  Sc  Co.,  Hamilton. 

EMEBY  POWDER 

CBTiada  Paint  Co.,  Montreal. 
ShorwinWilliams    Co.,  Montreal. 
■ — 0.  F.  Stephens  &  Co.,  Winnipeg. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  Sc  Co.,  Toronto. 

EPSOM  AND   GLAUBER  SALTS 

Sanderson  Pearcy  &  Co.,  Toronto. 

ENAMELS 

Lowe  Bros.,   Ltd.,  Toronto. 

— Standard  Paint  &  Varnish  Oo, 
Ltd.,  Windsor. 

BrandramHenderson,  Ltd.,  Mont- 
real. 
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First  Aids  to  Housekeepers 


PLAYTIME 


WARRANTY  WRINGER 


26  Styles 

Electric,  Water,  Engine 
Power  and  Hand  Washers 

1  5  Sizes    6  Grades 

Power  and  Hand 
Wringers 

They  have  every  really  good  labor  saving 
feature  and  are  priced  to  suit  every  purse. 


NEW  CENTURY  "B" 


NEW  EUREKA  (All  lion  Frame) 


NEW  IDEA  ELECTRIC 
(Swinging  Wringer) 


ROYAL  CANADIAN  WRINGER 


i^^S^iSSSii'iiiiirnmiiriiirir"""— ■ 

WARWICK  WRINGER 
(For  Laundry  Tubs) 

Made  by 


SEAFOAM  ELECTRIC 
(Stationary  Wringer) 


Cummer-Dowswell,  Limited  -  Hamilton,  Ontario 

Known  Everywhere 


Whan  wrlUng  to  adTartlMn  kindly  mention  Canadian  Hardwara  Joornal 


January,  1915 
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— Imperial  Varnish  &  Color  Co., 
Toronto. 

— G.  F.  StephenB  &  Co.,  Winnipeg. 
International  Varnish  Co.,  Toron- 
to. 

Sherwin-Williams  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Pratt  &  Lambert,  Bridgeburg. 
Sanderson  Pearcy  &  Co.,  Toronto. 

ENAMEL  SIGNS 

McClary  Mfg.  Co.,  London. 

— Macdonald  Mfg.  Co.,  Toronto. 

ENAMELED  WABE 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Stamped  and  Enameled  Ware,  Hes- 
peler. 

ENGINES 

Canadian  Fairbanks-Morse  Co., 
Montreal. 

Canadian  Buffalo  Forge  Co.,  Ber- 
lin. 

ESCUTCHEONS 

See  Builders'  Hardware. 

ESCUTCHEON  PINS 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 


EXPANSION  BOLTS 
Richards-Wilco.T      Canadian  Co., 
London. 

EXPANSION  JOINTS 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

EXPRESS  WAGONS — Boys' 
—Canadian  Buffalo  Sled  Co.,  To- 
ronto. 

— Woodstock  Wagon  &  Mfg.  Co., 

Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 


EXTENSION  &   STEP  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
— McFarlane    Ladder   Works,  To- 
ronto. 

— Berlin  Woodenware  Co.,  Berlin. 

FARM  TANKS  &  TROUGHS 

Wayne    Oil    Tank    &    Pump  Co., 

Woodstock. 
Steel     Trough     &     Machine  Co., 

Tweed. 

FASTENERS — Chain  Door — Sash 

Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Stanley     Works,      New  Britain, 

Conn. 

Taylor-Forbes  Co.,  Guelph. 

FASTENERS 
Screen  and  Storm  Sash 
Stanley     Works,      New  Britain, 
Conn. 

FASTENERS— Corrugated 

See  Corrugated  Fasteners. 

FAUCETS 
.James   Morrison   Brass   Mfg.  Co., 
Toronto. 

— Wallaceburg  Brass  &  Iron  Mfg. 
Co.,  Wallaceburg. 

FELLOE  PLATES 

Steel  Co.  of  Canada.  Hamilton. 
McGregor,     Banwell     Fence  Co., 

Walkerville. 
FENCES    &  GATES — Ornamental 
Banwell    Ho.xie    Wire    Pence  Co., 

Hamilton. 

FENCING  AND  GATES 
— Dennis    Wire    &    Iron  Works, 

London. 

— Canadian  Ornamental  Iron  Fence 

Co.,  Toronto. 
— Canadian    Steel    &    Wire  Co., 

Hamilton. 

FENCING — Woven  Wire 
McGregor,     Banwell     Fence  Co., 

Walkerville. 
Steel  Co.  of  Canada,  Hamilton. 
— Owen   Sound   Wire   Fence  Co., 

Owen  Sonnd. 
Banwell-Hoxie    Wire    Fence  Co., 

Kumilton. 


— Canadian    Steel    &    Wire  Co., 

Haniiltou. 
—Frost  Wire   Fence   Co.,  Hamil- 

'''feNCING — Picket  Wlr« 

— Mcl'arlano    Ladder   Works,  To- 
ronto. 

FILES  AND  RASPS 

Henry  Disston  &  Sons,  Toronto. 

:  icholsm  i      Co.,  Port  Hope. 

G   &  H.  Parnett  Co.,  Philadelphia 
Pa. 

—Whitman  &  Barnes  Mfg.  Co.,  St 

Catharines. 
Simonds   Canada   Saw   Co.,  Mont 

real. 

FILTERS — Water  and  Oil 
.fames   Morrison   Brass   Mfg.  Co. 
Toronto. 

FINIALS 

McFarlane-Douglas  Co..  Ottawa. 
Winnipeg   Ceiling  &   Roofing  Co. 

Winnipeg. 
— ^A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres 

ton. 

FIRE  DEPARTMENT  SUPPLIES 

Gutta  Percha  &  Rubber,  Ltd.,  To 
ronto. 

.Tames   Morrison  Brass   Mfg.  Co. 

Toronto. 

FIRE  ESCAPES 
— Dennis  Wire  &  Iron  Works  Co. 

London. 

FIRE  AND  GARDEN  HOSE 

Gutta  Percha  &  Rubber  Ltd.,  To 

ronto. 

FIREPROOF  DOORS 
McFarlane-Douglas  Co.,  Ottawa. 
Winnipeg  Ceiling  &  Roofing  Co., 

Winnipeg. 
A.  B.  Ormsby  Co.,  Toronto. 

FIREPLACE  GRATES 
— Chadwick  Brass  Co.,  Hamilton. 
Enterprise  Foundry  Co.,  Sackville, 

N.B. 

Barton-Netting  Co.,  Windsor. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Taylor-Forbes  Co.,  Guelph. 

Canada  Wire   &  Iron   Goods  Co., 
Hamilton. 

— Copp  Stove  Co..  Ft.  William. 
FIRE  BUCKET  TANKS 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 


— A.  B.  Ormsby  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

FIRE  DOOR  HARDWARE 
Winnipeg  Ceiling  &  Roofing  Co., 

Winnipeg. 
— A.  B.  Ormsby  Co.,  Toronto. 
Richards-Wilcox      Canadian  Co., 

London. 

Stanley     Works,     New  Britain, 

Conn. 

Taylor-Forbes  Co.,  Guelph. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Barton-Netting  Co.,  Windsor. 
— Allith  Mfg.  Co.,  Hamilton. 

FIRE  EXTINGUISHERS 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

— A.  B.  Ormsby  Co.,  Toronto. 
— Canadian  H.  W^ Johjis-Manville 
Co.,  Toronto.  -fX 

rasnDRWDiT'  rrnurjTiii^B  ^ 

Canada  Metal  Co.,  Toronto. 
Scythes  &  Co.,  Toronto. 
— John  Leckie  &  Co.,  Toronto. 
— Wm.  Croft  &  Sons,  Toronto. 

IVArbylA^IfkMi^^X.r-lJISa'- 
>t^e,Mlich. 

FISH  PLATES 

Steel  Co.  of  Canada,  Hamilton. 

FLAGS 
Scythes  &  Co.,  Toronto. 
— J.  J.  Turner  &  Son.  Peterboro. 
FLANGES  AND  FLANGE  UNIONS 

James   Morrison   Brass   Mfg.  Co^ 
Toronto. 

FLEXIBLE  WOOD  MATTING 

Kuhne(-Anderton    Mfg.    Co.,  Port 
Hope. 

FLOOR    SCRAPING  MACHINES 

Exeter  Mfg.  Co.,  Exeter. 

FLOOR  WAX 
Sherwin-Williams  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
— Ronuk,  Limited,  Toronto. 
Canada  Paint  Co.,  Montreal. 

FLOOR  WAXING  BRUSHES 
Exeter  Mfg.  Co.,  Exeter. 
FLOOR  AND  WALL  THIMBLES 
— -A.  B.  Ormsby  Co.,  Toronto. 


Better  than  the  "YANKEE"  No.  30 


No.  130.    Same  size  as  No.  30. 


YANKEE" 

B  *  L.SPIRAL-RATCK£r,  DRIVER 


No.  131.    Same  size  as  No.  31. 


For  overhead  work — or  any  place  out  of  reach — and  all  ordinary  work,  the  New 
"YANKEE"  Nos.  130  and  1 3 1  are  better  than  any  tool  made  for  this  purpoie. 

The  spring  in  the  handle  holds  the  tool  extended  in  any  position — keeps  the  bit  in 
the  slot — drives  the  handle  back  quickly  for  the  next  thrust. 

Show  them  to  the  mechanics — they  are  quick  to  recognize  their  value.    To  see  one 
is  to  want  it.    Your  jobber  will  lupply  you. 

NORTH  BROS.  MFG.  CO.    -    PHILADELPHIA,  Pa. 


Wlien  VTltlng  to  adTertlsers  kindly  moatlon  Canadisn  Hardware  Joomsl 
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EVERY  COLD  DAY 
IS  A  PROFIT  DAY 


FOR  DEALERS  WHO  SELL  THE 


Clark  Indestructible  Steel  Heaters 


for  Automobile,  Wagon,  Sleigh  or  Carriage. 

There  is  a  great  and  growing  demand  for  this,  the  advertised 
line  of  heaters. 

Order  an  assortment  from  your  jobber  now  and  get  this  business 
in  your  community. 

It  will  pay  you  and  every  heater  you  sell  makes  a  permanent 
winter  market  for  you  on  the  Clark  Carbon  fuel. 

Write  for  new  catalogue.    It's  a  beauty. 

\     Chicago  Flexible  Shaft  Co. 

187  Ontario  St.,  Chicago,  111. 


Clark  Carbon 


Ignites  Elasiest 
Heats  Strongest 
Lasts  Longest 

of  all  Heater  Fuels. 


It's  the  bind  that  al- 
ways comes  awfully 
good. 


There  is  no  come  ba 
It  always  makes  g' 


od 


Wtai  wrlUBff  to  ftdTortlMn  kindly  mtnUoii  OuudlAa  HtfAwm  Jomul 


January,  1915 
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WILWEAR 

Bath  Room  Fittings 


are  carefully  made  of  solid  brass, 
heavily  nickeled  and  are  fully 
guaranteed.  Prices  are  reasonable 
and  show  a  good  margin  of  profit 
to  the  jobber  and  retailer.  Write 
for  catalogue  No.  6. 


THE 

NOVELTY 

MFG.  CO. 

WATERBURY      :  CONN. 

We  also  want  to  call  your  attention 
to  our  line  of  Lawn  Sprays  includ- 
ing the  "Niagara,"  "Geyser," 
"Yosemite,"  "Waterbury"  and 
"Sprayorstream."  All  good  sellers 
and  good  value  for  the  money. 

Prices  and  Descriptions  on  Application 

Send  To-day. 
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Metal  Sliiiigle  &  Siding  Co.,  Pres- 
ton. 

Specialty  Mfg.  Co.,  Grimsby. 

FLOWER   STANDS — Wiro 
— -Andrewj  Wire  Works,  Watford 
Taylur-Porbes  Co.,  Guelph. 

FLUSH  TANKS 
James  Smart  Mfg.  Co.,  Brockville 

FLUTING  MACHINES 
North    Bros.    Mfg.    Co.,  Philadel 
phia. 

FLY  SWATTERS 

— -Andrews  Wire  Works,  Watford 
McClary  Mfg.  Co.,  London. 
— Erie  Iron  Works,.  St.  Thomas. 
Sheet  Metal  Products  Co.,  Toron 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton 

FLY  AND  INSECT  DESTROYER 

Williams  Chemical  Co.,  Russell. 
— W.  H.  Thorne  &  Co.,  St.  John 
N.B. 

FOLDING  CHAIRS  AND  TABLES 

Stratford  Mfg.  Co.,  Stratford. 
Otterville   Mfg.   Co.,  Otterville. 
McKinnon    Dash    Co.,    St.  Cathar- 
ines. 

FOLDING  IRON  STANDS  AND 
BOARDS 

Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.  Co.,  Otterville. 
Taylor-Forbes   Co.,  Guelph. 
Specialty  Mfg.  Co.,  Grimsby. 

FORCE    CUPS — Rubber 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

FORCE  PUMPS 

James  Smart  Mfg.  Co.,  Brockville. 
FORGES 

— Canadian  Buffalo  Forge  Co.,  Ber- 
lin. 

FOUNDRY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 

Canada  Wire   &  Iron   Goods  Co., 
Hamilton. 

FORKS — Hay,  Etc. 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Beatty  Bros.,  Fergus. 

— Whitman    &    Barnes    Mfg.  Co., 
St.  Catharines. 

James  Smart  Mfg.  Co.,  Brockville. 
FOOD  CHOPPERS 

Maxwells,  Limited,  St.  Mary's. 

Peck,   Stow  &  Wilcox  Co.,  "South- 
ington.  Conn. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

FOOTWEAR — Rubber 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

FOOT  SCRAPERS 

■Tames  Smart  Mfg.  Co.,  Brockville. 

FOOT  VALVES 
— Penberthy   Injector    Co.,  Wind- 
sor. 

James    Morrison   Brass    Mfg.  Co., 
Toronto. 

FOOT  WARMERS — Carriage 

Chicago   Flexible    Shaft   Co..  Chi- 
cago. 

FRAMES — Card  Drawer 

Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co..  Guelph. 

FROSTING 
A.  Ramsay  &  .Son  Co.,  Montreal. 

FRUIT  JUICE  PRESSES 
Shci't   McI.tI   Products   Co.,  Toron 
to. 

.Tames  Smart  Mfg.  Co.,  Brockville 

FRY  PANS 
James  Smart  Mfg.  Co.,  Brockville 

FURNACES— Plumbers' 
James   Jforrison   Brass    Mfg.  Co. 
Toronto. 

Bowes,   Jamicson,   Ltd.,  Hamilton 
FURNACES— Hot  Air 

— Beach  Foundry  Co.,  Ottawa. 
Burrow.  Stewart  &  Milne,  Hamil 
ton. 

Can.    Heat.    &    Vent.    Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Specialty  Mfg.  Co..  Grimsby. 
— W'm.  Buck  Stove  Co.,  Brantford. 
Gait  Stove  &  Furnace  Co.,  Gnlt. 
Enterprise  Foundry  Co..  Sackyllle, 

N.B. 

Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
— Record    Foundry    Co.,  Moncton, 

N.B. 


Hall-Zryd  Foundry  Co.,  Hespeler. 
— Chas.  Fawcett   Mfg.   Co.,  Sack- 

ville,  N.B. 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Kir-Ben,  Ltd.,  Almonte. 
McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 

— C.  S.  Norsworthy  Mfg.  Co.,  St. 

Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
Copp  Stove  Co.,  Fort  William. 

FURNACE  REGISTERS 
See  Registers   (warm  air). 

FURNACES— Candy 
Gurney  Foundry  Co.,  Toronto. 

FURNACE  ACCESSORIES 
James  Smart  Mfg.  Co.,  Brockville. 
FURNITURE   SLIDES  AND 
CASTERS 
Onward  Mfg.  Co.,  Berlin. 
James  Smart  Mfg.  Co.,  Brockville. 

FUSE  WIRE 
Canada  Metal  Co.,  Toronto. 

GALVANIZED  IRON 
— A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

B.  &  S.  H.  Thompson,  Montreal. 
M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

— A.  B.  Ormsby  Co.,  Toronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

McFarlane-Douglas   Co.,  Ottawa. 

A.  Welch  &  Son,  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co..  Hamilton. 

GALVANIZED  WARE 
See  Tinware. 

GARAGES — Metal 
The  Pedlar  People,  Oshawa. 
— A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

GARBAGE  CANS 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toronto. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 
.1.  Samuels,  Toronto. 

— AUith  Mfg.  Co.,  Hamilton. 
Steel     Trough     &     Machine  Co., 
Tweed. 

GARAGE  HEATERS— Gas  ' 

Bowes.  .Taniiesnn.  Ltd..  Hamilton. 

GARDEN  AND  PARK  SEATS 
Stratford  Mfg.  Co.,  Stratford. 

GARDEN  ROLLERS 
.Tames  Smart  Mfg.  Co.,  Brockville. 

GARDEN  HOSE 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

— Goodyear  Tire  &  Rubber  Co., 
Toronto. 

GAS  IRONS 

McClary  Mfg.  Co..  T^ondon. 

GAS  RANGES,  STOVES 
Burrow,   Stewart  &  Milne,  Hamil- 
ton. 

Gurney  Foundry  Co..  Toronto. 

Hamilton  Stove  &  Heater  Co., 
Hamilt07i. 

Bowes.  Jamicson,  Ltd.,  Hamilton. 

Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 

Moffat  Stove  Co..  Weston. 

James  Stewart  Mfg.  Co.,  Wood- 
stock. 

Supreme  Heating  Co.,  Welland. 

GAS  AND  ELECTRIC  FIXTURES 

.Tamos  Morrison  Brass  Mfg.  Co., 
Toronto. 

— Robert  M.  Sfoore  &  Co.,  Van- 
couver. 

— Wallaceburg  Brass  &  Iron  Mfg. 
Co.,  Wnllacol>\irg. 
GAS     MANTLES — lucandescent 

— Hamilton  Gas  Mantle  Co.,  Ham- 
ilton. 

GAS  SERVICE  COCKS 

— Wallaceburg  Brass  &  Iron  Mfg. 

Co.,  Wallaceburg. 
GAS    STOVE    SUPPLIES— Oocki 

.Tamos  Morrison  Brass  Mfg.  Co., 
Toronto. 

— Wallaceburg  Brass  &  Iron  Mff. 
Co.,  Wallaceburg. 
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Everything  in  Glass 
for  Building  Purposes 


Plate  Glass  Art  Glass 

Sheet  Glass  Prism  Glass 

Figured  Glass  Glass  Shelves 

Fancy  Glass  Bevelled  Plates 

Mirrors  Metal  Store  Fronts 

Sell 

Consolidated  Glass 

and  be  sure  of  repeat  orders 


We'll  stand  back  of  your  word  that  Con- 
solidated Glass  is  all  you  say  it  is,  and 
we'll  make  good  any  just  claim  to  the 
contrary. 

If  you  buy  Consolidated  Glass  from  us 
we'll  do  our  best  to  help  you  get  the 
reputation  for  selling  the  best  line  of 
glass  in  your  locality. 


Let  as  figure  on  your  next  specifications 


The  Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 

MONTREAL  TORONTO  WINNIPEG 

30  St.  Sulpice  St.  24  1  Spadina  Ave.  375  Balmoral  St. 

Phone.  Coll.  8000 


When  WTlUsig  to  adveitlsers  kindly  menUon  C&nadlan  Hardwai*  Jonrnal 
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OAS  WATEE  HEATEBS 

Moffat  Stove  Co.,  Weston. 
McOIary  Mfg.  Co.,  London. 
Gurney  Foundry  Co.,  Toronto. 
BwrrniTri   Stcuvatt  ft  Miluu.  IliiaU- 

Bmuu,  Jauiie.suu,  Lid,,  IlBUiHlon. 
J»me8   Morrison   Brass   Mfg.  Co., 
Toronto. 

^'  1rs 

'&   Co.,  Van- 

^egina. 

Ta'j^rToftes  Co.,  Guelph. 


GATES — Farm,  Ornamental 
Steel  Co.  of  Canada,  Montreal. 

M»OriLg<itt,  Tinr""?"  Fanoo  Co., 

WulLUl  I  illui 
•^Mn  II    "T'  l  i  i  nn   Tim  i  i   tUj  Co., 

— Canadian    Steel    &    Wire  Co., 


Wind- 
rass  Mfg.  Oo., 
ron  Mfg. 


GLASS   CUTTING  BOARDS 

Lufliin  Rule  Co.  of  Canada,  Wind- 
sor. 

— 0.  Fi  Staphan«  St  Cn  ,  WiT^nipeg. 

^  I  Rinmnny  ft  Snn  Pn  ,  Mfmtrml 
gtiiidtisuu  reni'tj'  &i  0«  i  TiirriTito. 

GLAZIERS'  TOOLS 


A.  Ramsay  &  Son  Co.,  Montreal. 
Canada  Metal  Co.,  Toronto. 
S«iiH»  iS)  Ilemeuwa^,  Nuw  Yulk. 
Sanderson  Pearcy  &  Co.,  Toronto. 
ITTihbij  Hrfg.  Cb.,  Tat-HBta. 

GLAZIER  POINTS 

Steel  Co.  of  Canada,  Hamilton. 


CBItTDEBS 


aiLklH  ami  MdWMt  Biilfe 


&j  DdiuLj  Mfg.  Co.,  at. 


GLASS — Window  and  Plate 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Hobbs  Mfg.  Co.,  London 
— Pi,--  - 


"A!  Co.,  TorOBfto. 


SALTS 


inaon. 

— Pilkington  Bros.,  3t<<i*»ML* 


iit.v  • 
GLAUBER 

See  Epsom  Salts. 

GLUES  AND  GUMS 


X.  Bg 


Oiii^F.  Stophi 


P  y  nr. 


-4r 


-ilontrtal. 


1-  Ci, 


■A  Oo;.  Winnipeg, 

Toronto  Plate  Glass  Imp.  Co.,  To- 
ronto. 

A.  Ramsay  cSj  Son  Co.,  Montreal. 


Gr 


Tnronto. 


Hamilton. 


I  I'll  Ilunitf    Wire    Fence  Co., 


Hamilton. 
-Canadian  Gate  Co.,  Guelph. 

q-ftrr  TTTXTrngn 

kd^Ste^  GoodslCo., 


Otiildruii  Bfcfe.  Ou.,  Teronto. 
GOLD  AND  SILVEE  LEAF 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

npAT>g   Tinr  ^'"'-ii  '^T*'"ai  ?f 

— f;a<vndirtn  WuiiLii — &  Tool 
ObvSI.  tlilliai iiiys. — 

QRAIN  ODADLDG. 

i"n  '^nnitli  foii  WntrririHn, 


K.  WuOll  Mfb.  Co.,'  Oahawa. 
Taylor-E'orbes  Co.,  Guelph. 
>  .1    .  ...GRINDSTONES 
XjfHifiidJti  itt  B^n.^  iCkODo-  St. 

(/  Catharines. 
Taylor-Forbes  Co.,  Guelph. 
Richards-Wileox      Canadian  Co., 
London. 
GRINDSTONE  FIXTURES 
Taylor-Forbes  Co.,  Guelph. 
Jamen  Smart  Mig.  Co.,  Brockville. 

GUNS  AND  RIFLES 
Remington  U.M.C.  Co.,  Windsor. 
Rose  Rifln  Cn  ,  Qnobooi 
I^Tnrblr     ■ii-ni-i    il^  Mfj,-     (j^,.  niiiil. 


Mioh» 


6YPBUM  BLOCgS 

Alnbootine  Ooi, — Ltdii  Papis 


HACK  SAW  BLADES 

Henry  Disston  &  Sons,  Toronto, 
E.  C.  Atkins  &  Co.,  Hamilton. 


ad.  Colored  and  Faj 
oronto  F5li>tft^lass  Iipj>«rflng  (|o., 
Toronto. 
(Ionsolidat^jJ,'PIate^<^ass  Co., 
rontc 

HohVf  Mfg.  Cn  .  Titd  ,  Till 


Co.,  To- 


Consolid 
ronto 

Hobbs  Mfg.  Qsi^^ti.,  London 

QLAS^-^i^Ire^Smd  Ribbed 
HobbSv'Sffg.  Co.,  Lt(f}v London. 


isanaerson  rearcy  Al-  Cu.,  Tui'uirto. 

GRAPHITE 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

GRASS  CATCHERS 
1  Whitmnvi  il  Pnviinir  Mfc  f-ii.  fit 


I  Viotoj  Saw  WiorliB,  HomiU 


Simonds    Canada    Saw  Co., 
real. 


Mont' 


r  Mfg.  Co., 
Johns-  Manville 
Guelpt 


Taylor-Forbes  Co.,  Guelph. 


Gurn 
James 

Toronto. 
— Canadi; 
Co.,  To. 

Tayl   

HALTDR  OBAINg 
MaKij'uo"  Chuiu  Cu., — 81.  "Cathar- 

wes:  

HALTERS — Leather 
G.  L.  Griffith  &  Son,  Stratford. 

»  yy,  1  a  J  HAMMERS  ^ 
>y-/rwW«l&ftMft.<eiFrnqrlE5tJDo.,  St. 

Stanleyfl/Ea 


Metal  K«,  "^^^Aywkx^/am  Hobbs^^fg.  Co.,  Ltd\London.  See<Fi*«pl^fe'^ra4i»eretc.  HAMMERS 

"^^^y^'y^ P^y^H^'V^^^  /:  GRATES — Open  /^-/^<^«fcfeMfj.<eiFrnqrM&JDo.,  St. 

)f\iAyf.  2fi^n.  1/  HoWjy  Mlg.  Co:r^J4;jLQ>(}on.  Enterprise  Foundry  Co.,  Sackville,  Catharines. 

f  JWiUaES--pWatei>,  GLASS  MBMOMAlK^IND/DWfi  N.B.  &IWm.\Sf%mmih  atfg.  Oo^  Brocks IIIh.-'  /f 

\ho(iiy  ]/ykctni^Co..yV^*idLSOT.        Cqfe^idirte/  Plute/^lafesyC/.yt'o-  Barton-Netting  Co.,  Windsor.  Stanley  ffiV  -^f\_^m 

Htria/ymBfe  irra/s,^  Ir/n  Mfg.        SofetaC  J /  I  y  1/ 1  Jas-  Stewart  Mfg.  Co.,  Woodstock.         Biiljiii.  Ouuji.       Q  iJ^^Y?'\ 

fo.,  aW^lli^burg*^        *-  Ho|p)<r  Mir  Co.,  Ltd.KLonfton^  — rirr  'jitflT"  "^^   wj|i;f|Tr,  AlUm  Hilln  Edge  TobT  Co.,  0<Utf/aL»«^i{C> 

^^^^   Hand  Saws  ^^^fk 

anc/  Crescent  Ground  Cross- Cut  Saws 


The  strong  substantial  standard  line  of 
Saws.  Every  Dealer  should  sell  them, 
both  Hand  and  Cross-Cut.  Orders  may 
be  sent  through  any  Jobber,  or  Dealers' 
Discounts  quoted  on  application. 


Simonds  Canada  Saw  Co.,  Limited 


Factory :  Montreal 


Branches :  St.  John,  N.B.,  Vancouver,  B.C. 


When  writing  to  advertiseis  kindly  mention  Canadian  Hardware  Joarual 
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When  You  Sell 
Meakins^  Brushes 
You  are  Building 
Up  Future  Assets 


"The  proof  of  the  'Brush'  is  in  the  'using'."  Meakins' 
Brushes  never  fail  to  give  the  utmost  in  service. 
They  are   built   to  produce   repeat  order  trade. 

MEAKINS^ 

Paint  and  Varnish 

BRUSHES 

Are  made  in  many  styles  for  all  purposes,  and  their  widely 
known  serviceability  and  "easy  spread"  is  a  feature  of  all 


A  Line  Will  Bring  Our  1915  Catalogue 


January,  1915 


CANADIAN  HARDWARE  JOURNAL. 
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HAMMOCKS 

DumiiiiiiTi     HuiiiiniH-k     Co.,  Dunn- 
ville. 

Gait  Robe  &  llainmock  Co.,  Gait. 

HAMMOCK    HOOKS    &  CHAINS 

McKiiiiiiiii   Cliain   Co.,   St.  Catliar- 

""  ''hAMPEKS — Shipping 
Meakiiis  &  Sons,  I[ainilto7i. 

HANDLES 
Door,  Drawer  and  Store 
Taylor- Korlies  Co.,  Guelph. 
Staiile.v  Works,  New  Britain.  Conn. 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

HANDLES — Chest 
Ta.vlor-Forbos  Co.,  Gnelpli. 
Stanley  AVorks,  New  Britain,  Conn. 
James  Smart  Mfg.  Co.,  Brockville. 

HANDLES — Milk  Can 
McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

HANDLES — Saw 

Henry  Disston  &  Sons,  Toronto. 
Simonds  Canada   Saw   Co.,  Mont- 
real. 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

E.  C.  .Mkins  &  Co.,  Hamilton. 

HANDLES — Axe,  Pick,  Etc. 
— Dominion  Snath  Co.,  Waterville, 
Que. 

James  Smart  Mfg.  Co.,  Brockville. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

— J.  H.  Still  Mfg.  Co.,  St.  Thomas. 
— Canadian  Handle  Mfg.  Co.,  Lon- 
don. 

Laihute  Shuttle  Mfg.  Co.,  Lachute 
Mills,  Que. 

Turner,  Dav,  Woolworth  Co.,  Louis- 
ville, Ky. 

— Mann  Axe  &  Tool  Co.,  St.  Ste- 
phen, N.B. 

— St.  Mary's  Wood  Specialty  Co., 
St.  Mary's. 

HAND  FLUTEES 

North    Bros.    Mfg.    Co.,  Philadel- 
phia. 


HAND  CLEANER 

Williams  Clii'Tnii-al  Co..  Russell. 

HANGERS  AND  FASTENERS 
Window   Screen   and   Storm  Sash 
Watrous-.Vcme     Mfg.       Co.,  Des 

Moines.  Iowa. 
Stanley      Works,      New  Britain, 

Conn. 

James  Smart  Mfg.  Co.,  Brockville. 

HARDWARE  SPECIALTIES 

Rioluirds-Wilcox      Canadian  Co., 

Ltd.,  London. 
Stanley     Works,      New  Britain, 

Conn. 

— Collins  Mfg.  Co.,  Toronto. 
— Andrews  Wire  Works,  Watford. 
Specialty  Mfg.  Co.,  Grimsby. 
James  Smart  Mfg.  Co.,  Brockville. 
— J.  E.  Beauchamn  &  Co.,  Mont- 
real. 

— Erie  Iron  Works,  St.  Thomas. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

Kinzinger,   Bruce   &   Co.,  Niagara 
Falls. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  C.  Atkins  &  Co.,  Hamilton. 

HARDWARE — Builders' 

See  Builders'  Hardware. 

HARNESS  AND  REPAIRS 

G.  L.  Griffith  &  Son,  Stratford. 
Burlington-Windsor  ■  Blanket  Co., 
Toronto. 

HASPS  AND  LATCHES 

Taylor-Forbes  Co.,  Guelph. 
Stanley      Works,      New  Britain, 
Conn. 

■ — -Canada  Steel  Goods  Co.,  Hamil- 
ton. 

— Cowan  &  Britton,  Ltd.,  Ganan- 
oque. 

James  Smart  Mfg.  Co.,  Brockville. 

HATCHETS 
— Whitman  &  Barnes  Mfg.  Co.,  St. 

Catharines. 
.Tames  Smart  Mfg.  Co.,  Brockville. 


HAY  CARRIERS 

Whitman   &  Barnes  Mfg.   Co.,  St. 

Catharines. 
Stratford  Mfg.  Co.,  Stratford. 
Beatty  Bros.,  Fergus. 

HAT  KNIVES 

Welland  Vale   Mfg.  Co.,   St.  Cath- 
arines. 

HAY  PULLEYS  AND  SLINGS 

Beatty  Bros.,  Fergus. 

James  Smart  Mfg.  Co.,  Brockville. 

HEATERS — Water 

See  Gas  Water  Heaters. 

HEAVY    PLATE  BENDING 
BRAKES 

Steel  Bending  Brake  Works,  Chat- 
ham. 

HEMP  PACKING 

-James    Morrison    Brass    Mfg.  Co., 
Toronto. 

HINGES,  BRACKETS  AND 
BOLTS 

Stanley     Works,      New  Britain, 
Conn. 

— London    Bolt    &   Hinge  Works, 
London. 

Springer    Lock    Mfg.    Co.,  Belle- 
ville. 

— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

James  Smart  Mfg.  Co.,  Brockville. 
Cowan  &  Britton,  Ltd.,  Gananoque. 
Taylor-Forbes  Co.,  Guelph. 

HINGES — Blind 

Taylor-Forbes  Co.,  Guelph. 
Stanley     Works,      New  Britain, 
Conn. 

.James  Smart  Mfg.  Co.,  Brockville. 

HINGES — Spring 

Taylor-Forbes  Co.,  Guelph. 
Bommer   Brothers,  Brooklyn. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
James  Smart  Mfg.  Co.,  Brockville. 
Chicago  Spring  Butt  Co.,  Chicago. 

HINGES — Steel  and  Brass 

Steel  Equipment  Co..  Pembroke. 
Stanley      Works,     New  Britain, 
Conn. 

.Tames  Smart  Mfg.  Co.,  Brockville. 
Hamilton     Stove     &     Heater  Co., 
Hamilton. 


HINGES — Butt,  Gate 

Canadiun  Y'ale  &  Towne,  Ltd.,  St. 
Catharines. 

Hamilton     Stove     &     Heater  Co., 

Hamilton. 
James  Smart  Mfg.  Co.,  Brockville. 
Stanley     Works,      New  Britain, 

Conn. 

— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

HINGES — Strap  and  Tee 

Stanley  Works,  New  Britain, 
Conn. 

James  Smart  Mfg.  Co.,  Brockville. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

Cowan  &  Britton,  Ltd.,  Gananoque. 

HINGES — Screw,  Strap,  Brass 

Steel  Co.  of  Canada.  Hamilton. 
Stanley      Works,      New  Britain, 
Conn. 

HINGES 

Double  Acting  Floor  and  Checking 

Stanley  Works,  New  Britain, 
Conn. 

Taylor-Forbes  Co.,  Guelph. 
Chicago  Spring  Butt  Co.,  Chicago. 

HINGES 
Window  Screen  and  Storm  Sash 

Stanley  Works,  New  Britain, 
Conn. 

HOCKEY  PUCKS— Rubber 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOCKEY  STICKS 

— J.  H.  Still  Mfg.  Co.,  St.  Thomas. 
— St.  Mary's  Wood  Specialty  Co., 

St.  Mary's. 
— E.  B.  Salyards,  Preston. 

HOES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

HOISTS 

Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
— Herbert   Morris   Crane   &  Hoist 

Co.,  Toronto. 

HOLDERS — Card   and  Label 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

HOLLOW  WARE 

James    Stewart     Mfg.     Co.,  Ltd., 

Wood.stook. 


"PRESTO" 

Electric  Hand  Lamp 


An  Attachment  for  any  Dry  Cell  Battery.  Equipped  with 
Tungsten  Electric  Bulb  and  two-inch  bull's-eye  lens. 

It  is  in  daily  use  everywhere  on  all  occasions,  by  the  farmer, 
plumber,  autoist,  inspector,  housewife,  physician,  in  store  or 
factory,  barn  or  garage,  cellar  or  attic.  Always  ready,  ab- 
solutely safe. 


THE  SEARCHLIGHT  REFLECTOR  CAN  BE  MOVED  AND  SET  TO  ANY  ANGLE. 

DFAl  FRS  your  opportunity  to  make  some  real  money  quick.  We 

give  big  discounts  to  Canadian  Houses.  Sold  either  with  or 
without  batteries.  Get  the  "Presto"  and  j^ou  get  the  cheapest  and  best.  Re- 
tails for  $1.50  complete.  Write  at  once  for  discounts  in  quantities.  Sole  manu- 
far-tnrers.  SALESMEN  WANTED. 

METAL  SPECIALTIES  MANUFACTURING  CO. 

736-738  West  Monroe  Street  Chicago,  111. 


THE  GENUINE 

MYERS 

DOLLAR 
SEWING  AWL 


Convenient  counter  display  box,  and  show- 
card  in  three  colors,  JUST  OUT  NEW. 
Actual  size  of  box  10>i^  x  43^  x  1  ^J^.  One 
box  with  e%'erv  %  doz.  awls,  shippinf^  weight 
2  lbs. 


Se«  that  exposed  reel 
under  the  finKcr  tips 
(THIS  PRINCIPLE  IS 
RIGHT) 

Ask  for  1914  cataloRUcand 
and  wholesale  prices. 


Needles 
in  the  hollow 
handle 
screw 
top 

Canadian  Diatributort  : 
A.  PRUD'HOMME  &  FILS,  UMITED. 

10  Rue  de  Breaolcs,  Montreal 
THE  HOBBS  HARDWARE  CO.,  LTD., 
London,  Ont.,  Cnnada 
MERRICK  ANDERSON  COMPANY, 
Winnipctr,  Manitoba 
MARSHALL-WELLS  CO.,  LIMITED,  Winnipet,  Man. 


C.  A.  MYERS  COMPANY,  Inc.,       Sole  Manufacturers,      6319  University  Ave.,  Chicago,  III.,  U.S.A. 


When  writing  to  advertlsera  kindly    mention  Canadian  Hardware  Journal 
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1915  MODEL 

Burns  32  hours  with  one  filling- 
Automatic  Standing  Bail  —  Filler 
Collar  at  angle  which  permits  the 
use  of  funnel  for  filling  fount  with- 
out tilting  globe.  Quality  the 
Best.     Performance  unsurpassed. 

MADE  IN  CANADA  BY 

Ontario  Lantern  &  Lamp  Co.^  Limited 

Hamilton    -  Canada 


Nulite  Mazda  Tungsten  Lamps 


Made  in  Canada 
NULITE  Mazda  Tun  gsten  Lamps 

perform  the  service  for  which  they  are  in- 
tended, i.  e.  3  times  the  light  at  same  cost. 
Develop  your  sales  through  satisfied  custom- 
ers by  selling  "NULITE  MAZDA,"  the 
quality  lamp. 

Made  in  Canada  by 


The  Canadian  Tungsten  Lamp  Co.,  Limited 

Hamilton       -  Canada 


Wliea  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 


January,  1915 


CANADIAN  HARDWAEE  JOURNAL. 
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Canadian  Made 

TRADE    /RK  mark 


Bathroom  Fixtures 

Your  customers  are  giving 
the  preference  to  Empire 
Made  goods  in  all  lines. 

Our  goods  are  all  tagged  "Made 
in  Canada."  They  are  equal  to 
the  best  made  anywhere ;  and 
the  deliveries  are  prompt. 

We  Carry  the  Stock 

Write  for  New  Prices 

Kinzinger,  Bruce  &  Co. 

Niagara  Falls,  Ontario 


LASTING 
POPULARITY 


is  cnly  won  through  genuine  merit.  Every 
user  of  a  Baby  Invincible  Cleaner  is  a 
booster  for  our  goods.  The  Machine 
sells  itself  beside  of  any  competitor  be- 
cause the  average  homekeeper  will  at 
once  appreciate  its  points  of  superiority. 
It  actually  has  more  and  better  tools, 
greater  flexibility,  exclusive  flexible  joint 
ed  handle,  and  is  unquestionably  the 
easiest  machine  to  manipulate. 


EzclDsive 
territories  to 
aggressive 
dealers 


MADE  IN  CANADA  BY  CANADIAN  WORKMEN 
FROM  CANADIAN  MATERIAL 

Attractive  literature  free,  to  help 
your  salet  campaign 

The  Invincible  Renovator  Mfg.  Co.,  Ltd. 

81  Peter  St.,  Phone  Adelaide  1858 
TORONTO 
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McClary  Mfg.  Co.,  London. 
Gurney  Foundry  Co.,  Toronto. 
HORSE   CLIPPING  MACHINES 
Chicago   Flexible   Shaft   Co.,  Chi- 
cago. 

B.  &  S.  H.  Thompson,  Montreal. 
HORSE    BLANKET  FASTENERS 

McKinnon  Dash  Co.,  St.  Cathar- 
ines. 

HORSESHOES  AND  NAILS 

Steel  Co.  of  Canada,  Hamilton. 
Capewell  Horse  Nail  Co.,  Toronto. 

HORSESHOE  CALKS 
— Neverslip  Mfg.  Co.,  Montreal. 
Steel  Co.  of  Canada,  Hamilton. 
HORSE  AND  SADDLE  BLAN- 
KETS 

Burlington-Windsor    Blanket  Co., 

Toronto. 

HORSE  SPECIALTIES 
G.  L.  Griffith  &  Son,  Stratford. 
HOSE  FITTINGS  AND  SUPPLIES 
James   Morrison  Brass   Mfg.  Co., 

Toronto. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOSE — Garden 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

• — Goodyear  Tire  &  Rubber  Co., 
Toronto. 

HOSE  REELS 

McKinnon  Dash  Co.,  St.  Cathar- 
ines. 

James  Smart  Mfg.  Co.,  Brockville. 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOTEL   KITCHEN  EQUIPMENT 

Northern   Aluminum   Co.,  Toronto. 
Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
— Copp  Stove  Co.,  Ft.  William. 

HOOKS  AND  HASPS 

Cowan  &  Britton,  Ltd.,  Gananoque. 
James  Smart  Mfg.  Co.,  Brockville. 
Stanley     Works,      New  Britain, 
Conn. 

HOOKS — Coat  and  Hat 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

.Tames  Smart  Mfg.  Co.,  Brockville. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Otterville  Mfg.  Co..  Otterville. 

Springer  Lock  Mfg.  Co.,  Belle- 
ville. 

Taylor-Forbes  Oo^  Ouelph. 

HOOKS  AND  EYES— Gate,  Screw 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Stanley  Works,  New  Britain, 
Conn. 

HUNTING  KNIVES 
Marble   Arms   &   Mfg.   Co.,  Glad- 
stone, Mich. 

HYDRATED  LIME 
Alabastine  Co.,   Ltd.,  Paris. 

HYDRAULIC  VALVES 
James   Morrison   Brass    Mfg.  Co., 
Toronto. 

ICE  SHAVES 

McClary  Mfg.  Co.,  London. 
Henrv  Disston  &  Sons.  Toronto. 
Nortli  Bros.  Mfg.  Co.,  Philadelphia. 

ICE  PICKS 

Stanley   Rule   &    Level    Co.,  New 

Britain.  Conn. 
.Tames  Smart  Mfg.  Co.,  Brockville. 
Henry  Disston  &  Sons,  Toronto. 

ICE  CREAM  FREEZERS — Hand 
McClary  Mfg.  Co.,  London. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia, Pa. 
Sheet  Metal  Products  Co.,  Toronto. 
Wm.  Cane  Sons  Co.,  Newmarket. 

ICE   CREAM  FREEZERS — Power 
Wni.  Cane  Sons  Co.,  Newm«rket. 
North  Bros.  Mfg.  Co.,  Philadelphia. 

ICE    BOXES    AND  CHESTS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
INCUBATORS    AND  BROODERS 
—Collins  Mfg.  Co.,  Toronto. 

INJECTORS — Automatic 
.lames    Morrison   Brass   Mfg.  Co., 

Toronto. 

Penborthy   Injector  Co.,  Windsor. 


INSECTICIDES 

Canada  Paint  Co.,  Montreal,  Que. 
— Zenner  Disinfectant  Co.,  Wind- 
sor. 

Sherwin-Williams    Co.,  Montreal. 

INGOT  METALS 
M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

— A.  C.  Leslie  &  Co.,  Montreal. 

Canada  Metal  Co.,  Toronto. 

Sheet  Metal  Products  Co.,  Toronto. 

INJECTORS 
— Penberthy  Injector  Co.,  Windsor. 

INSULATING  PAPER 
Waterproof 

Canadian  Supply  &  Contracting 
Co.,  Toronto. 

— Walkerville  Roofing  Manufactur- 
ing Co.,  Walkerville. 

— Canadian  H.  W.  Johns-Manville 
Co.,  Toronto. 

IRON — Pig,  Bars,  Band,  Etc. 

Steel  Co.  of  Canada,  Hamilton. 
■ — London  Rolling  Mills  Co.,  Lon- 
don. 

IRONING  AND  BAKE  BOARDS 

Stratford  Mfg.  Co.,  Stratford. 

Wm.  Cane  Sons  Co.,  Newmarket. 

Taylor-Forbes  Co.,  Guelph. 

Otterville  Mfg.  Co.,  Otterville. 
IRONING  STANDS— Folding 

Stratford  Mfg.  Co.,  Stratford. 

— McFarlane  Ladder  Works,  To- 
ronto. 

IRON  PIPE 

— Canadian    Tube    &    Iron  Co., 

Montreal. 
James  Smart  Mfg.  Co.,  Brockville. 
Canada  Metal  Co.,  Toronto. 

IRON  STAIRS  AND  FENCING 
— Dennis  Wire  &  Iron  Works  Co., 

London. 

JACK  CHAIN 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Ontario  Lantern  &  Lamp  Co.,  Ham- 
ilton. 

JACKET  HEATERS 

Gurney  Foundry  Co.,  Toronto. 

JAPANS 
G.  F.  Stephens  &  Co.,  Winnipeg. 
Martin-Senour  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
— Turpentine    Producers'  Agency, 

Toronto. 
Canada  Paint  Co.,  Montreal. 

JAPANNED  WARE 
See  Enameled  Ware. 

JELLSTONE 
Sanderson  Pearcy  &  Co.,  Toronto. 

JOIST  HANGERS 
Taylor-Forbes  Co..  Guelph. 

JUTE  GOODS 
Scythes  &  Co.,  Toronto. 

KALSOMINE 
Alabastine  Co..  Ltd.,  Paris. 
Canada  Paint  Co.,  Montreal. 
Benjamin  Moore  &  Co.,  Toronto. 
Sherwin-Williams  Co..  Montreal. 
A.  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
KEYS 

See  Builders'  Hardware. 

KEY  BLANKS 
Canadian  Yalo  &  Towne,  Ltd.,  St. 
Catharines. 

KITCHEN  CABINETS 
- — Knechtel  Furniture  Co.,  Hanover. 
— H.  E.  Furniture  Co.,  Milverton. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Stratford   Mfg.   Co..  Stratford. 

KITCHEN  WOODENWARE 
Stratford  Mfg.  Co.,  Stratford. 
— McFarlane  Ladder  Co.,  Toronto. 
Wm.  Cane  Sons  Co.,  Newmarket. 

KNIVES— Draw 
Allan  Hills  Edge  Tool  Works,  Gait 
Peck,  Stow  &  Wilco.x  Co.,  South- 
ington.  Conn. 
KNIVES — Planer,  Paper-cutting 
Simonds   Canada   Saw  Co.,  Mont- 
real. 

E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

KNOBS — Door,  Drawer,  Shuttle 
See  Builders'  Hardware. 

LACQUERS 
Si^o   PaiTits  and  \'arnishes. 
LADDERS — Extension,   Step,  Etc. 
Stratford  Mfg.  Co.,  Ltd.,  Stratford. 
Milbradt  Mfg.  Co.,  St.  Louis,  Mo. 
— McFarlane  Ladder  Co.,  Toronto. 


When  writing  to  advertisers  kindly 


mention  Canadian  Hardware  Jonmal 
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Undisputed  Leadership  for 

THE  PILOT  LINE 


The  PUot 

SuccesS 


True  to  its  name  the  Pilot  Suc- 
cess is  successful  everywhere; 
among  users  because  of  its 
efficiency  and  fuel  economy; 
among  Dealers  because  of  its 
many  quick  selhng  features. 

Very  Economical  in  Operation 

because  of  improved  fire  travel,  large 
combustion  chamber  where  all  inflam- 
mable gases  are  mixed  with  air  and 
ignited,  and  immense  radiating  sur- 
face. Grate  is  excf  fitionally  strong, 
durable  and  simple.  It  consists  of 
four  triangular  bars  arranged  in  pairs. 
One  pair  can  be  shaken  without  dis- 
turbing the  other. 

Firepot  practically  indestruclihle. 


The  New  Steel-Trussed 
Firepot 


Firepot  Guaranteed  for  Five  Years 

Our  Tiew  Slt;el'rni>^scil  Fin'pot.  whiili  is  iiowuscd  in  i  lie  F'ilot  Siicci's*.  has  a  square 
steel  rod  passinp  round  Ciich  >e(  tion  of  the  firepot.  through  the  flantres  of  the  pot. 
The  rod  is  situated  ahout  one  ineh  from  the  body  of  the  pot  ;ind  is  fused  into  the 
centre  of  the  flanges.  This  rod  and  the  flanges  increase  the  radiating  surfaee  of  the 
pot  Sr2X  and  render  tlie  pot  absolutely  free  from  bulging,  warping  or  contracting. 


The  Hall  Zryd  Foundry  Co.,  Limited 


MANUFACTURERS  OF 


PILOT  STOVES,  RANGES  AND  FURNACES 
Hespeler,  Ontario 

Western  .\gencies:  G.  A.  Zryd.  288  Princess  St.,  Winnipeg,  Man.:  K.  K.  Leslie.  215  Tenth  Avenue  West,  Calgary,  Alta. 
Sault  &  Porteous,  160  Third  Ave.,  N.  W..  South  Edmonton,  Alta. 


Wlien  writing  to  advertiser*  kindly  mention  Can.idian  H.ixdw.ire  Journal 
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To  The 

Hardware  Trade 

of  Canada 

We  congratulate  you  on  your  splen- 
did showing  for  the  year  that  is  past, 
and  promise  that  the  same  sterling 
quality  and  honest  workmanship, 
which  have  placed  Genuine  Arm- 
strong Tools  in  the  kit  of  every 
first-class  gas  and  steamfitter  in  Can- 
ada, will  continue  to  please  and 
satisfy  your  customers  and  make  this 
year  even  more  successful  and  pro- 
fitable than  the  last. 

The  Armstrong  Mfg.  Co. 

333  Knowlton  St.       Bridgeport,  Conn. 

New  York,  248  Canal  St. 


HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  give  satisfaction. 
WARRANTED  as  to  price. 


CANADIAN  HARDWARE  BUYERS'  DIRECTORY 

(Continued  from  preceding  page.) 


Plain  Bearings 
No.  340  E 
No.  341  E 


Steel  Ball  Bearing* 

No.  360  E 
No.  361  E 


Size  of  Rolls 
10  X  1  >4  inches 
11x1  '.1  inches 


Plain  B.arings  and  Steel  Ball  Bearings.  Enclosed 
Cog  Wheels.  We  make  the  largest  variety  of 
Wringers  in  the  world. 

Send  for  our  New  Price  List 

The  American  Wringer  Co. 

New  York  City.  U.  S.  A. 


Beatty  Bros.,  Fergus. 
— Or.  P.  Stephens  &  Co.,  Winnipeg, 
Man. 

Otterville  Mfg.  Co.,  Otterville. 

— Berlin  Woodenware  Co.,  Berlin. 

LADDERS — Store 
Jame.s   Morrison   Brass   Mfg.  Co., 
Toronto. 

Richards-Wilcox  Canadian  Co., 
London. 

Milbradt  Mfg.  Co.,  St.  Louis.  Mo. 
— Allith  Mfg.  Co.,  Hamilton. 
LAMPS 

Electric,     Incandescent,  Tungsten 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto. 

Canadian     Tungsten     Lamp  Co., 

Hamilton. 
Northern  Electric  Co.,  Montreal. 
Duncan    Electric    Co.,  Montreal. 
—  [''lexible  Conduit  Co.,  Guelph. 

LAMPS  AND  BUHNERS 

Ontario  Lantern  &  Lamp  Co.,  Ham- 
ilton. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

— Robert  M.  Moore  &  Co.,  Van- 
couver and  Regina. 

— Collins   Mfg.    Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
LAMPS — Tin 

Thos.  Davidson  Mfg,  Co.,  Montreal. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

Ontario  JLamp  &  Lantern  Co.,  Ham- 
ilton. 

LAMPBLACK 

G.  P.  Stephens  &  Co,,  Winnipeg, 
Man. 

L.  Martin  Co.,  New  York. 

LANTERNS 
Thos.  Davidson  Mfg.  Co.,  Montreal, 
Ontario  Lantern  &  Lamp  Co..  Ham- 
ilton. 

— Robert  M.  Moore  &  Co.,  Van- 
couver and  Regina. 

James  Smart  Mfg.  Co.,  Brockville. 

McClarv  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

— Collins  Mfg.  Co,,  Toronto. 
LARD  PAILS 

 Macdonald  Mfg.  Co,,  Toronto. 

LATCHES — Gate  and  Door 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Richards-Wilcox  Canadian  Co., 
London.  . 

.Tames  Smart  Mfg.  Co..  Brockville. 

Taylor-Forbes  Co,,  Guelph. 

Bommer  Brothers,  Brooklyn. 

Stanley  Works,  New  Britain,  Conn. 

LAUNDRY  TUBS 

.Tames  Morrison  Brass  Mfg.  Co., 
Toronto. 

LAUNDRY  STOVES 
Gurney  Foundry  Co.,  Toronto. 
McCIai-y  Mfg.  Co.,  London. 
— Copp  Stove  Co.,  Ft.  William, 
.las.  Stewart  Mfg.  Co.,  Woodstock. 
Specialty  Mfg.  Co.,  Grimsby. 

LAVATORIES 
'  .Tames    Morrison    Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel   Trough     &     Machine  Co., 
Tweed. 

LAVATORY  AND  BATH  SUP- 
PLIES 

See  Rath  and  Lavatory  Supplies. 

LAWN  FENCING 

— Imperial  Steel  &  Wire  Co.,  Col- 
lingwood. 

McGregor.  Banwell  Fence  Co., 
Walkerville. 

B   Greening  Wire  Co.,  Hamilton. 

— Banwcll-Hoxie  Fence  Co.,  Ham- 
ilton.  „ 

LAWN  HOSE 

— Goodyear  Tire  Rubber  Co., 
Toronto. 

Gutta  Pcrcha  &  Rubber  Ltd.,  To- 
ronto. 

LAWN  SEATS  AND  SWINGS 

Stratford  Mfg.  Co..  Stratford. 
— Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

— ,T.  E.   Beauchanip  &   Co..  Mont- 

LAWN  MOWERS 

Maxwells  Ltd,.  St.  Mary's, 

Tovlor-Forbes   Co.,  Guelph. 

— Whitman  &  Barnes  Mfg.  Co., 
St.  Calhnrines. 

.faines  Smart  Mfg,  Co,,  Brockville. 

Supplee-Blddle  Hdw.  Co.,  Phila- 
delphia. 


Co., 


LAWN  SPRINKLERS 

James    Morrison   Brass  Mfg. 
Toronto. 

.Tames  Smart  Mfg.  Co.,  Brockville. 
Taylor-Forbes  Co.,  Guelph. 
Gutta-Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LEAD — Arsenate 

See  Arsenate  of  Lead. 

LEAD— Red 
See  Red  Lead, 

LEAD  PIPE 
Canada  Metal  Co.,  Toronto. 
James  Smart  Mfg.  Co.,  Brockville. 
Steel  Co.  of  Canada,  Hamilton. 

LEADED  GLASS 
Se'B  Glass, 

LEATHER — Soles,  etc. 
Beardmnre  &•   Co.,  Toronto. 

LEMON  SQUEEZERS 
Sheet  Metal  Products  Co.,  Toronto. 

LETTER  TRAYS 
• — Andrews  Wire  Works,  Watford. 

LETTER  BOX  PLATES 
Taylor-Forbes  Co..  Guelph, 
LEVELS 

— Frank  Sand  Mfg.  Co.,  Windsor. 

Henry  Disston  &  .Sons,  Toronto. 

Stanley  Rule  &  Level  Co.,  New- 
Britain,  Conn. 

LIGHTING  FIXTURES 

— Chadwick   Brass   Co..  Hamilton, 

Barton-Netting   Co.,  Windsor. 

Ontario  Lantern  &  Lamp  Co.,  Ham- 
ilton. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

— Robert  M.  Moore  &  Co.,  Van- 
couver and  Regina. 

— Canadian  H.  W.  Johns-Manville 
Co.,  Toronto. 

LINEMEN'S  CONSTRUCTION 
TOOLS 

— Canadian-Warren  Axe  &  Tool 
Co.,  St.  Catharines. 

LINOLEUMS — Plain   and  Printed 

Dominion  Oilcloth  Co.,  Montreal. 
LINSEED  OIL 

Sherwin-Williams  Co.,  Montreal. 

Sanderson  Pearcy  &  Co..  Toronto. 

— Dominion  Linseed  Oil  MiUs, 
Baden.  ^ 

Canada  Paint  Co.,  Montreal. 

Canada  Linseed  Oil  Mills,  Mont- 
real. ,  , 

— Turpentine  Producers  Agency, 
Toronto. 

LIQUID  SOAP  CONTAINERS 

—Red  Cross  Sanitary  Appliance 
Co.,  Grimsby. 

Charles  Morrill,  Uew  York,  N.T. 

LIQUID  SOAP  AND  CONTAINERS 

 Red   Cross   Sanitary  Appliances 

Co.,    Grimsby,  Ont. 

LIQUID  WAX 

Martin-Senour   Co.,  Montreal. 
LIQUID  BRONZE 

See    Bronzi)ii:  I.ifHiid. 

LITHARGE 

A.  Ramsay       Sen  Co.,  ilontreal. 
LITHOGRAPHED   TIN  BOXES 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. _  , 

McClary  ~Mfg.  Co.,  London 

Sheet  Metal  Products  Co.,  Toronto. 

E,  T.  Wright  Co.,   Ltd,,  ITainilton. 
LOCKS,  KNOBS,  ETC. 

Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

James  Smart  Mfg.  Co.,  Brockville. 

Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. . 

National  Hardware  Co.,  OriUia. 

Peck,  Stow  &  Wrlcox  Co..  South- 
ington,  Conn. 

Taylor-Forbes  Co..  Guelph. 

— Peterborough  Lock  Mfg.  Co., 
Peterborough.  . 

Canadian  Yale  &  Towne,  Limited, 
St.  Catharines. 

Springer  Lock  Mfg.  Co.,  Belleville. 

LOG   DRIVERS'  SUPPLIES 

 Argall  Brns,,  Three  Rivers,  Que. 

— Cnnadian-Warron  Axe  &  Tool 
Co.,  St.  Catharines. 

— Thomas  Pink  Mfg.  Co.,  Pem- 
broke. 

LOGGING  CHAINS 

McKinnon  Chain  Co.,  St.  Cathar- 
ines. 

LUBRICATORS 

— Penherthy  Injector  Co.,  Windson. 
James   Morrison    Brass   Mfg.  Co.^ 
Toronto. 
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No.  3425 — cell  brass  case, 
heavily  nickelplated,  highly 
polished.  Metal  contact  but- 
ton with  patented  slide  for 
■teady  or  flashing  light. 
Can  be  carried  in  vest 
pocket  with  ease. 


Automobile  Lamps. — A  com- 
plete stock  of  all  voltages, 
candlepowers,  and  bases  al- 
ways on  hand. 


Electric  wireless  Flashlights 
and  Specialties 

Radio -Lens  Lamps 
Radio  Batteries 

THE  LATEST  NOVELTY 


The  Penlite" 


No.  3600 — Latest  and  most  attractive  flashlight  on  the 
slightly  larger  than  a  fountain  pen,  with  clip  for  carrying. 


msrket. 


No.  4896 — Hand  lantern  for  ordinary  six- 
inch  cell.  Furnished  in  black  enamel, 
dull  brass  or  nickel  finish. 


IN  CONNECTION  WITH  THIS  WE  WILL  NEXT  ISSUE 
ANNOUNCE  OUR  NEW 

"Nitrogen  Battery" 


Write  your  Jobber  for  Catalogue  and  Prices  or  direct  to 


No.  3435 — 2  cell  cigarette 
type,  brass  case,  heavily 
nickelplated,  highly  polishe<L 
metal  contact  button  and 
patented  safety  device  for 
holding  battery. 


No.  4860 — Hand  Lantern, 
all  wood.  Throws  a  power- 
ful light. 


Interstate  Electric  Novelty  Co.  of  Canada 

Limited 

Toronto       220  King  street  West  Ontario 
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For 


Wire  Nails  and  Staples 

ot  Superior  Quality 

Baling  Wire  and  Bale-Ties 

o/  Best  Grade 

Get  a  Trial  Order 
from 

The  Laidlaw  Bale-Tie  Co. 


HAMILTON,  ONT. 


Limited 


Geo.  W.  LaidUw 

Vancouver,  B.C. 


Harry  F.  Mr  ulden 

Winnipeg,  Man. 


CANADIAN  HARDWARE  BUYERS'  DIRECTORY 

(Continued  from  preceding  page.) 


The  Steel  Company  of  Canada,  Ltd. 

Hamilton  Canada 

TIGER  BRAND 

WHITE  LEAD 

"THE  LEAD  WITH  THE  SPREAD" 


;7  ji^r-T'i/  ^ 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  I2ji.  25.  50.  100  LB. 
IRONS  AND  500  LB.  KEGS. 

Sales  Of/ice* 

HAMILTON  MONTREAL         TORONTO  WINNIPEG 

VANCOUVER       VICTORIA  HALIFAX  ST.  JOHN 


LUMBEEING  TOOLS 

Allan  Hills  Edge  Tool  Co.,  Gait. 
— Canadian-Warren   Axe    &  Tool 

Co.,   St.  Catharines. 
Lachute     Shuttle     Co.,  Lachnte 

Mills,  Que. 
— Thos.  Pink  Mfg.  Co.,  Pembroke. 
— Ar^all  Bros.,  Three  Rivers,  Que. 

LUMBER  MEASURING  MA- 
CHINES 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

LYE 

A.  Ramsay  &  Son  Co.,  Montreal. 
E.  W.  Gillett  Co.,  Toronto. 

MACHINERY  TOOLS 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

MACHINE  CHAINS 
McKinnon  Chain  Co.,   St.  Cathar- 
ines. 

MACHINE  KNIVES 

E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

MAIL  BOXES 
Specialty  Mfg.  Co.,  Grimsby. 
— Andrews  Wire  Works,  Watford. 

MALLETS 
Stanley   Rule   &   Level    Co.,  New 

Britain,  Conn. 
Lachute  Shuttle  Co.,  Lachute  Mills, 

Que. 

Brown,  Boggs  Co.,  Hamilton. 

MANUAL    TRAINING  BENCHES 

Richards- Wilcox  Canadian  Co., 
Ltd.,  London. 

MANGLES 
Cummer-Downwell,  Ltd.,  Hamilton. 
Maxwells,   Limited,   St.  Mary's. 
Taylor-Forbes   Co.,  Guelph. 
James  Smart  Mfg.  Co.,  Brockville. 

MANTELS— Wood 
Barton-Netting  Co.,  Windsor. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 

MAPLE  EVAPORATORS 
Steel    Trough     &     Machine  Oo., 
Tweed. 

— Earl  Construction  Co.,  Athens. 

MARINE  SUPPLIES 
Scythes  &  Co.,  Toronto. 
Consumers'   Cordage  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
— John  Leckie  &  Co.,  Toronto. 

MATCH  STANDS  (Safety) 
Chicago    Hardware    Foundry  Co., 

Chicago,  111. 

MATCH  BOXES — Waterproof 

Marble  Arms  &  Mfg.  Co.,  Glad- 
stone, Mich. 

Sheet  Metal  Products  Co.,  Toronto. 
MATTOCKS 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

MATS 

See  Door  Mats. 

MAULS 

• — Whitman  cS:  Barnes  Mfg.  Co.,  St. 
Catharines. 

James  Smart  Mfg.  Co.,  Brockville. 

— Canadian-Warren  Axe  &  Tool 
Co.,  St.  Catharines. 

MEASURES — Imperial 

Sheet  Metal  Products  Co.,  Toron- 
to. 

James  Smart  Mfg.  Co.,  Brockville. 
McClary  Mfg.  Co.,  London. 

MEASURING  PUMPS 

Wayne  Oil  Tank  &  Pump  Co., 
Woodstock. 

METALS — Ingots  and  Sheets 

Canada  Metal  Co.,  Toronto. 
McClary  Mfg.  Co.,  London. 
McClary  Mfg.  Co.,  London. 
— A.  C.  Leslie  &  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toronto. 
— U.  S.  Steel  Products  Co..  Mont- 
real. 

M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

B.  &  S.  H.  Thompson,  Montreal. 
E.  T.  Wright  Co.,  Hamilton. 
Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 

METALS — Perforated 
Sea  Perforated  Metals. 

METAL  CEILINGS  AND  WALLS 

MrFarlnne  Douglas  Co.,  Oltaw«, 
Ont. 

Winnipeg   Ceiling   &  Roofing  Co., 

Winnipeg. 
Pedlar  People,  Ltd.,  Oshswa. 
— Gait  Art  Metal  Co.,  Gait. 
— Metallic  Roofing  Co.,  Toronto. 


Metal  Shingle  &  Siding  Co.,  Pr«g- 
ton. 

— A.  B.  Ormsby  Co.,  Toronto. 

METAL  POLISHES 
Canada  Paint  Co.,   Montreal,  Qn«. 
Nickel    Plate    Stove    Polish  Co., 

Windsor,  Ont. 
Sherwin-Williams  Co.,  Montreal. 
— Stuart  &  Poster,  Toronto,  Ont. 
— Canadian  H.  W.  Johns-ManvilU 

Co.,  Toronto. 
METAL     SHINGLES,  SIDINGS, 
See  Metal  Ceilings. 

METAL  SHELVING 
— Dennis  Wire     &   Iron  Worki, 

London. 

METAL  WASHBOARDS 
Meakins   &   Sons,  Hamilton. 
METAL  CONCRETE  REINFOEOB- 

MENTS 
- — A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  PT«i- 

ton. 

METAL  PILING  DEVICES 

Steel  Equipment  Co.,  Ottawa. 

METAL  GARAGES  AND  SILO 
ROOFS 

— A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Prei- 
ton. 

Pedlar  People,  Oshawa. 

METAL  LATHS 
— A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pr««- 
ton. 

— Metallic  Roofing  Co.,  Toronto. 

Pedlar  People,  Oshawa. 

Winnipeg  Ceiling   &   Roofing  Co,, 

Winnipeg. 
MELTING   POTS   AND  LADLES 
Hamilton    Stove   «&    Heater  Co., 

Hamilton. 

METHYLATED  SPIRITS 
Sanderson  Pearcy  &  Co.,  Toronto. 
MICA 

— S.  Fillion  &  Co.,  Ottawa. 

MILK  CAN  TRIMMINGS 
See  Tinware. 

MILL  SUPPLIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 
MILK  BOTTLE  CARRIERS 
Andrews  Wire  Works,  Watford. 

MINING  SCREENS 
B.  Greening  Wire  Co.,  Hamilton. 

MIRRORS 
Toronto  Plate  Glass  Imp.  Co.,  To- 
ronto. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinzinger,   Bruce   &   Co.,  Niagara 

Falls. 

Hobbs  Mfg.  Co.,  Ltd.,  London. 
MITRE  BOXES 

Stanley   Rule    &   Level    Co.,  Naw 
Britain,  Conn. 

E.  C.  Atkins  &  Co.,  Hamilton. 
MOPS,   STICKS,  CLOTHS 

Wm.  Cane  Sons  Co.,  Newmarket. 

Tarbox  Bros.,  Toronto. 

James  Smart  Mfg.  Co.,  Brockville. 

Channell  Chemical  Co..  Toronto. 

Clements  Mfg.  Co.,  Toronto. 
MOP  WRINGER — Automatic 

Wm.  Cane  Sons  Co.,  Newmarket. 
MORTAR  COLORS 

Manton  Bros.,  Toronto. 

Sanderson  Pearcy  &  Co.,  Toronta 
MOTOR  BOAT  SUPPLIES 

Canadian      Fairbanks-Morse  Co, 
Montreal. 

— Canadian  H.  W.  Johns-ManviUa 
Co.,  Toronto. 

McKinnon   Dash   Co.,   St.  Cathar- 
ines. 

MOTOR  ACCESSORIES 
Canadian      Fairbanks-Morse  Co., 

Limited,  Montreal. 
— Canadian  H.  W.  Johns-Manvllle 

Co.,  Toronto. 

MOTOR  CYCLES 
— Iver  Johnson's   Arms  Cycle 

Works.   Fitchburg,  Mass. 
Kinzinger,   Bruce   &   Co.,  Niagara 

Falls. 

— Russell  Motor  Co.,  Toronto. 
MOULDED  RUBBER  GOODS 

Gutta  I'ercha  &  Rubber,  Ltd.,  To- 
ronto. 

MOVING  PICTURE  CABINETS 
— A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  Sc  Siding  Co..  Prei- 
ton. 
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With  the  Wintry  Winds  Blowing 
Coal  High  Priced 
and  Money  Scarce 

The  false  economy  of  the  cheap  furnace  installation  will  be 
realized  more  than  ever  before. 

Many  a  householder  is  saying  "Never  again  anything  but  the 
best  in  the  heating  line  for  me,"  and  this  is  where  the  real  furnace 

The 

GOOD 
CHEER" 

with  its  exclusive  feature  the 


CIRCLE  WATER  PAN 
COMES  INTO  ITS  OWN 


Start  right  in  the  New  Year.  Raise  the  standard  of  Warm  Air 
Heating  m  your  town.  The  "Good  Cheer"  will  aid  you  in 
this  as  no  other  furnace  can.    Jom  with  us  in 

THREE  CHEERS  FOR  THE  EMPIRE 
AND  ONE  "GOOD  CHEER"  FOR  THE  HOME 

CATALOGUE  AND  "PRICE  LIST  ON  APPLICATION 

The  JAMES  STEWART  MFG.  CO.,  Limited 

Woodstock,  Ontario 

Western  Warehouse:  149-151  Notre  Dame  Ave.  E.,  WINNIPEG,  MAN. 


Whan  writing  to  adyaitiiers  kindly  mention  Canadian  Hardwai*  Journal 


January,  1915 
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GALVANIZED  STEEL  TANKS 
and  TROUGHS  sTo"c'r 


There's  Good  Profit  for  You  in  selling 
Wayne  Tanks.  They  will  easily  diiplace  the 
old-time  wooden  tanks.  They  will  stand  the 
roughest  usage.  Will  not  dry  up  in  summer 
or  freeze  and  burst  in  winter.  Easy  to  clean, 
easy  to  move  wherever  the  water  supply  is. 

Catalogue  and  Prices  on 
Application. 

Wayne  Oil  Tank  &  Pump  Co. 

Limited 

Woodstock  Ontario 


"Keystone"  Flexible 
Steel  Door  Mats 

The  flexible,  reversible,  lelf  cleaning,  sanitary  door  mat  in 
one  continuous  crimp  from  edge  to  edge  without  short 
sections.  Made  of  the  most  durable  non-rustable  flat 
ribbon  iteel,  it  attains  the  highest  degree  in  mat  merit. 

FOR  BIG  SALES  THIS  WINTER 

sloct  the  Keystone,  it  presents  more  salable  features  than 
any  other  mat  of  any  make.  Act  now  before  the  season 
it  advanced. 

Yoar  jobber  will  quote  you 
or  write  us  direct. 

Kuhne- Anderton  Mfg.  Co. 

SOLE  MANUFACTURERS 

Port  Hope       Ontario  Canada 
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NAIL  BINS 

— Belair  Tank  &  Tower  Co.,  Mont- 
real. 

NAIL  PULLERS 

Smitli  &  Hemenway,  New  York. 
.Tames  Smart  Mfg.  Co.,  Brockville. 
Charles  Morrill,  New  York,  N.Y. 

NAILS  (Cut) 

Cowan  &  Britton,  Ltd.,  Gananoque 
Steel  Co.  of  Canada,  Ltd.,  Hamil 
ton. 

NAILS  (Wire) 

H.  S.  Howland,   Sons  &  Co.,  To 
ronto. 

Imperial    Steel    &   Wire    Co.,  Col 

lingwood,  Ont. 
— P.  L.  Robertson  Mfg.  Co.,  Mil 

ton. 

Laidlaw  Bal^Tie  Co.,  Hamilton. 
Parmenter  Bullocli  Co.,  Gananoque 
Steel  Co.  of  Canada,  Hamilton. 
Canadian  Yale  &  Towne,  Ltd.,  St 

Catharines. 

NAME   PLATES — Brass 
.lames    Morrison   Brass   Mfg.  Co., 

Toronto. 

Kinzinger,  Bruce  &  Co.,  Niagara 
Falls. 

NECK  YOKES  AND  ACCES- 
SORIES 

MoKinnon  Dash  Co.,  St.  Cathar- 
ines. 

— Canadian-Warren  Axe  &  Tool 
Co.,  St.  Catharines. 

— .Vle.K.   Gibb,  Montreal. 

NECK  YOKE  TRIMMINGS 

McKinnon  Dash  Co.,  St.  Cathar- 
ines. 

NATURAL  GAS  BURNERS 

— Aylnier  Pump  &  Scale  Co.,  Ayl- 
mer. 

NETS    AND  NETTING 

Scythes  &  Co.,  Toronto. 

NETTING — Galvanized 
.■--ee   Galvanized  Netting. 

NICKEL-PLATED  WARE 
Landers,  Frary  &  Clark,  New  Brit- 
ain. Conn. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

NIPPLES— Pipe 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

NIPPLE  HOLDERS 

Armstrong  Mfg.  Co.,  Bridgeport, 
Conn. 

NIPPLES — Wrought  Iron 

Steel  Co.  of  Canada,  Hamilton. 

NUTS — Iron  and  Brass 
Steel  Co.  of  Canada,  Hamilton. 

NUT  CRACKERS 
Chicago    Hardware     Foundry  Co., 
Chicago,  111. 

OAR  LOCKS 
McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

OAKUM 

A.  Ramsay  &  Son  Co..  Montreal. 

Scythes  &  Co.,  Toronto. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

0 ILS — Lubricating 

— G.  F.  Stephens  &  Co.,  Winnipeg. 

A.   Ramsay   &   Son   Co.,  Montreal. 

Sanderson  Pearcy  &  Co.,  Toronto. 

— British  .\merica  Paint  Co..  Vic- 
toria. 

OIL  CANS 

Sheet  Metal  Products  Co.,  Toron- 
to. 

— Macdonald  Mfg.  Co.,  Toronto. 

Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

McClarv  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Hamilton. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

OIL  AND  GASOLINE  TANKS 

Steel  Trough  &  Machine  Co., 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
Sheet  Metal  Products  Co..  Toronto. 
— A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

— Erie  Iron  Works,  .St.  Thomas. 
OIL  STONES 

— Carborundum  Co.,  Niagara  Falls, 
N.Y. 

— Pike  Mfg.  Co.,  Pike.  N.H. 
Bowes,   .Tnmieson,   Ltd.,  Hamilton. 

OIL  STOVES 
Thos.  Daviuson  Mfg.  Co.,  of  Mont- 
real. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toronto. 


.lames  Stewart  Mfg.  Co.,  Wood- 
stock. 

Imperial    Oil    Co.,  Toronto. 

OIL  STORAGE  SYSTEMS 

— S.  P.  Bowser  &  Co..  Toronto. 
Heller-Aller    Co.,  Windsor. 
— National  Equipment  Co.,  Toronto 
Steel     Trough     &     Machine  Co., 
Tweed. 

Wayne    Oil    Tank    &    Pump  Co., 

Woodstock. 

OIL  SUPPLIES 
.James    Morrison    Brass    Mfg.  Co., 

Toronto. 

OIL  CUPS 

— Penberthy  Injector  Co.,  Wind- 
sor. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

OILERS — Engine  and  Machine 

— Whitman  &  Barnes  Mfg.  Co.,  St. 
Catharines. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

OILED  CLOTHING 
Scythes  &  Co.,  Toronto. 

OIL  CLOTHS 
Dominion  Oilcloth  Co.,  Montreal. 

OILY  WASTE  CANS 
James    Morrison   Brass    Mfg.  Co., 
Toronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
— A.  B.  Ormsby  Co.,  Toronto. 
.Sheet  Metal  Products  Co.,  Toronto. 
McFarlane-Douglas  Co..  Ottawa. 
OPERA  AND  THEATRE  CHAIRS 
Stratford  Mfg.  Co.,  Stratford. 
Specialty  Mfg.  Co.,  Grimsby. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

ORNAMENTAL  IRON 
— Dennis  Wire  &  Iron  Works  Co., 
London. 

OXIDES 

Canada  Paint  Co.,  Montreal,  Que. 

PADLOCKS  AND  LOCKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines; 
Springer  Lock  Mfg.  Co.,  Belleville. 

PAILS — Wood 
Wm.    Cane    Sons   Co.,  Newmarket. 

PAINTS  AND  OILS. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 

— Imperial  Varnish  &  Color  Co., 
Toronto. 

Ottawa  Paint  Co.,  Ottawa. 

R.  C.  Jamieson  &  Co.,  Montreal. 

Lowe  Bros.,  Ltd..  Toronto. 

Martin-Senour   Co.,  Montreal. 

Benj.  Moore  &  Co.,  West  Toronto. 

Pratt  &  Lambert,  Buffalo. 

Pinchin-.Johnson  Co..  Toronto. 

A.  Ramsay  &  Son  Co.,  Montreal. 

— British  America  Paint  Co.,  Vic- 
toria. 

Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
— G.  F.  Stephens  &  Co.,  Winnipeg. 
— Standard   Paint  &   Varnish  Co., 

Windsor. 

PAINTS  IN  TUBES 
A.  Ramsay  Sc  .Son  Co.,  Montreal. 

PAINT  COLOR  PRESSES 
Chicago    Hardware    Foundry  Co., 

Chicago. 

PAINTS — Roofing  and  Asphalt 

Brantford  Roofing  Co..  Brantford. 
— Walkerville    Roofing    Mfg.  Co., 

AValkerville. 
McFarlane-Douglas   Co.,  Ottawa. 
PAINT    SPRAYING  MACHINES 
A.  Ramsay   &   Son   Co..  Jlontreal. 
— .Spray   Motor  {^o,.  London. 
PAINT      AND     VARNISH  RE- 
MOVER 

Chadeloid  Chemical  Co.,  New 
York. 

— Universal  Paint  &  Varnish  Re- 
mover   Co.,  Tillsonburg. 

.See  Paints  and  Oils. 

PAINTERS'  TOOLS 

A.   Ramsay    &■    Son    Co.,  Montreal. 

Sanderson   Trarcy   ,*t   Co..  Toronto. 
PAINTERS'  TRESTLES 

Stratford    Mfg.   Co..  Stratford. 

— 6.  F.  Stephens  &  Co.,  Winnipeg. 

A.  Ramsay  &  Son   Co.,  Montreal. 

McFnrlane  Ladder  Works,  Toronto. 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 
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SUCCESS  OVENS 

Made  In  Canada  by  McClary's 

Three  new  ovens  that  will  make  your  1915  sales  your  best  yet.  To  show 
them  is  to  sell  them.  Larger  than  other  ovens  and  stronger.  New 
features  that  command  attention — and  the  prices  are  low. 


OUR  No.  70  "SUCCESS" 


OUR  No.  50  "SUCCESS" 


22  in.  long,  13  in.  deep,  18  in.  high 
The  glass  frame  held  in  place  by  sliding  buttons— removed 
instantly  by  turning  buttons  to  one  side.    No  soldering  or 
tinsmith  required.    One  of  the  new  selling  features. 


OUR  No.  30 
"SUCCESS" 


22  in.  Ions.  13  in.  deep.  18  in.  high 
The  oven  door  catch  connects  at  two  top  corners  and  centre 
of  top  in  ONE  operation — holds  the  door  absolutely  tight. 
Another  new  selling  feature. 


22  in.  long,  12^  in.  deep 
1 7i  in.  high 


Anticipate  your 
trade  demand. 


No  rivets  or  bolts  to 
become  loose — joints 
are  double  seamed. 


Lined  with  corrugated 
black  iron  each  end. 


London 


Toronto 


Montreal  Winnipeg 
'Vancouver 


MXIaryS 


Calgary  Edmonton 
Saskatoon  Hamilton 
St.  John,  N.B. 


Wlian  vrlUng  to  advartlstrs  kindly  mention  Canadian  Hardwars  Journal 


January,  1915 
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Bring  Your  Shop 

Up-to-Date 


Qhicago  5teel  Rending  Rrake 

Installed  in  your  shop  will  increase  its  effici- 
ency and  raise  the  quality  of  its  output. 

The  large  number  of  Chicag-o  Steel  Bending- 
Brakes  that  are  installed  throughout  the 
country  is  a  testimonial  to  its  worth. 

If  you  are  interested  in  a  first-class  Sheet 
Metal  Bending"  Brake,  write  us. 

Attractive  Catalogue  and  Price 
List  on  request 

The  Steel  Bending  Brake  Works 

Chatham,  Ontario  umited 


THE  DAY  BEFORE 


Wash  day  used  to  be  a  day  of  misery  for 
Milady  of  the  House  thinking  of  that  dreadful 
washing  to  be  done  to-morrow. 

But,  nowadays,  the  Connor  Ball  Bearing 
Washer  has  lifted  the  load  from  the  overtaxed 
housekeeper,  and  the  washing  is  done  in  a  jiffy — 
with  time  and  energy  to  spare. 

Are  you  prepared  to  demonstrate  this  machine 
to  the  prospect  who  will  come  into  your  store 
to-day  t 

Made  in  Ottawa,  Ont.,  by 

J.  H.  Connor  &  Son,  Ltd. 
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PAPERHANGEES  SUPPLIES 
Sanderson  Pearcy  &  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

PARIS  QBEEN 
Sherwin-Williams    Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearey  &  Co.,  Toronto. 
Canada  Paint   Co.,  Montreal. 

PABI.OB  DOOB  HANOEBS 
Richards-Wilcox      Canadian  Oc, 

Ltd.,  London. 
— Allith  Mfg.  Co.,  Hamilton. 
— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

Chicago  Spring  Butt  Co.,  Chicago. 
Taylor-Forbes  Co.,  Guelph. 

PASTE 

Sanderson  Pearcy  &  Co.,  Toronto. 
— Stuart   &   Foster,  Toronto. 
Brown,  Boggs  Co.,  Hamilton. 

PATTEBNS— Wood  or  Metal 
— C.  Norsworthy  Co.,  St.  Thomas. 

PAVEMENT  MABKEES 
James   Morrison   Brass   Mfg.  Oo., 

Toronto. 

PEAVETS 

— Canadian- Warren    Axe    &  Tool 

Co.,    St.  Catharines. 
Lachute  Shuttle  Co.,  Lachute  Mills, 

Que. 

PEBFOBATED  METALS 

B.  Greening  Wire  Co.,  Hamilton. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Canada  Wire   &  Iron   Goods  Co., 
Hamilton. 

PICKS 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

— Mann  Axe  &  Tool  Co.,  St.  Ste- 
phen, N.B. 

— Whitman  &  Barnes  Mfg.  Co.,  St. 
Catharines. 

James  Smart  Mfg.  Co.,  Brockville. 
PIECED  TINWARE 

See  Tinware. 

PIECED  WARE 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toronto. 

Thos  Davidson   &   Son,  Montreal. 
PIG  IBON 

Steel  Co.  of  Canada,  Hamilton. 

Samuel,  Benjamin  &  Co.,  Toronto. 
PILLOW-SHAM  HOLDERS 

Tarbox   Bros.,  Toronto. 

PIPE  CUTTEES  AND  VISES 

Henry  Disston  &  Sons,  Toronto. 

Armstrong    Mfg.    Co.,  Bridgeport, 
Conn. 

James   Morrison   Brass  Mfg.  Co., 
Toronto. 

— A.  B.  Jardine  &  Co.,  Hespeler, 
PIPE— Lead 

See  Lead  Pipe. 

PIPE 

Wrought,  Black  and  Galvanized 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

James  Smart  Mfg.  Co.,  Brockvill©. 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 

PIPE  CLAT 
A.  Ramsay  &  Son  Co.,  Montreal. 

PIPE  TONGS 
James   Morrison   Brass   Mfg.  Oc^ 
Toronto. 

PIPE  COTTPLINOS 
James   Morrison   Brass   Mfg.  Co.,. 
Toronto. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

PLAITING  MACHINES 

North  Bros.  Mfg.  Co.,  Philadelphia. 
PLANES 

Stanley   Rule    &    Level   Co.,  New 

Britain,  Conn. 
National    Mach.    &    Supply  Co., 

Hamilton. 

PLASTER 
— Albert  Mfg.  Co.,  Albert,  N.  B. 
Alabastine  Co.,  Ltd.,  Paris. 
— Crown  Gypsum  Co.,  Lythmore. 

PLASTEB  OF  PABIS 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada   Paint  Co.,  Montreal. 
Alabastine  Co.,  Ltd.,  Paris. 

PLASTIC  STOVE  LINING 
— G.  F.  Sterne  &  Sons.  Branlford. 
PLATES  AND  HOOKS 
E^ick  and  Push,  Mending 
Canadian  Yale  &  Towne.  Ltd.,  St. 

Catharines. 
Stanley  Works,  New  Britain,  Conn. 
Bommer  Brothers,  Brooklyn. 


PLATE  SOBAPEBS 
— Andrews  Wire  Works,  Watford. 
PLIEBS 

James   Morrison   Brass   Mig.  Co., 
Toronto. 

James  Smart  Mfg.  Co.,  Brockville. 
Crescent  Tool  Co.,  Jamestown,  N.Y. 
Smith  &  Hemenway,  New  York. 
Peck,  Stow  &  Wilcox  Co.,  South- 
ington,  Conn. 

PLOWS — Grading 

Meaford    Wheelbarrow    Co.,  Mea- 
ford. 

PLOW  SETS— -Steel 

Canada  Steel  Goods  Co.,  Hamilton. 
PLUGS — Fuill)le 

James   Morrison   Brass   MIe.  Co 
Toronto.  ^  ^ 

PLUMBING  GOODS 
See  Bath  and  Lavatory. 

PLUMBERS'  SUPPLIES 
Henry  Disston  &  Sons,  Toronto. 
James   Morrison   Brass   Mfg.  Oo 
Toronto. 

— Wallaceburg  Brass  &  Iron  Mfg. 
Co.,  Wallaceburg. 

Canada   Metal   Co.,  Toronto. 
PLUMBERS'  SUPPLIES 
Rubber  Force  Cups,  Washers 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

PLUMBS  AND  LEVELS 
Stanley   Rule   &   Level    Co.,  New 

Britain,  Conn. 
Henry  Disston  &  Sons  Toronto. 
— Frank  Sand  Mfg.  Co.,  Windsor. 

PLUMB  BOBS 
Taylor-Forbes  Co.,  Guelph. 
James  Smart  Mfg.  Co.,  Brockville. 
Henry  Disston  &  Sons,  Toronto. 
Stanley  Rule   &   Level   Co.,  New 

Britain,  Conn. 

PLUMBAGO 
A.  Ramsay  &  Son  Co.,  Montreal. 
POLISHES — Furniture  and  Wood 
— G.  P.  Stephens  &  Co.,  Winnipeg. 
Canada  Paint   Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Martin-Senour  Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 
Channell  Chemical  Co.,  Toronto. 
— Ronuk,  Ltd.,  Toronto. 

— Stuart  &  Foster,  Toronto. 
— Glidden  Varnish  Co.,  Toronto. 
POLISHES — Metal  and  Stove  Plp» 
Sherwin-Williams  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
■ — Turpentine    Producers'  Agency, 
Toronto. 

Nickel  Plate  Polish  Co.,  Windsor. 
POLISHING  CLOTHS 

Tarbox  Bros.,  Toronto. 
— Ronuk,   Ltd.,  Toronto. 

POLISHING  BRUSHES— Weighted 

— Ronuk,  Ltd.,  Toronto. 

— Boeckh  Bros.,  Ltd.,  Toronto. 

Meakins  &   Sons,  Hamilton. 

POLE  LINE  MATEBIAL, 
Steel  Co.  of  Canada,  Hamilton. 
— Canadian  H.  W.  Johns-Manville' 

Co.,  Toronto. 
Lachute  Shuttle  Co.,  Lachute  Mills. 

Que. 

POST  HOLE  DIGGERS 

Otterville  Mfg.  Co.,  Otterville. 

POST  OFFICE  EQUIPMENTS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

POULTBT  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 
— Imperial  Steel  &  Wire  Co.,  Ool- 

lingwood. 

McGregor,     Banwell     Fence  Oo« 
Walkerville. 

POULTBT  SUPPLIES 

— Collins  Mfg.  Co.,  Toronto. 

— Zenner  Disinfectant  Co.,  Wind- 
sor. 

— Lee  Mfg.  Co.,  Pembroke. 
POWEE  HACK  SAW  MACHINES 
Henry  Disston  &  Sons,  Toronto. 
E.  C.  Atkins  5r  Co.,  Hamilton. 

POWEB  PBESSES  AND  DIES 
Brown-BogBs    Co.,  Hamilton. 
Steel    Bending    &    Brake  Works, 
Chatham,  Ont. 

PRESS  GUARDS 
Brown,  Boggs  Co.,  Hamilton. 

PBOPELLEE  FANS 
— Canadian     Buffalo     Forge  Oo., 
Berlin. 

PBUNINQ  COMPOUND 
Sherwin-Williams    Co.,  MontresL 
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"Reliability  in  Rubber" 


RUBBER  GOODS 

FOR  THE  HARDWARE  TRADE 


We  make  Hose  of  all  kinds, 
Packings  to  suit  every  requirement, 
Belting  for  all  purposes. 
Force  Cups  and  Plumbers*  Supplies, 
Tubing,  Valves,  Valve  Discs, 
Wringer  Rolls,  Rubber  Mats  and  Matting, 
Stair  Treads,  Interlocking  Rubber  Tiling, 
Automobile,  Carriage  and  Truck  Tires, 
Etc.,  Etc. 


SEND  FOR  CATALOGUE  AND  BOOKLETS 

Gutta  Percha  &  Rubber,  Limited 

TORONTO  MONTREAL  WINNIPEG  REGINA  SASKATOON  CALGARY  EDMONTON 
VANCOUVER    SYDNEY,  MELBOURNE  and  PERTH,  AUSTRALIA 


WkM  wrltiaf  to  kdT«rtlt«rt  kindly  mantlon  Oanftdlui  Hixdwar*  Joanial 


January,  1915 
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The  boys  are  drilling- 
They  must  learn 

to  SHOOT 


Be  ready  to  supply  the 

demand  for  the  ROSS 
CADET  RIFLE-a  .22  cal 

ibre  Rifle  officially  adopted 
by  the  Canadian  Govern- 
ment for  Cadet  Corps. 
It  is  accurate,  strong,  hand- 
some and  sells  readily  for 
camp  and  general  purposes. 
Retails  at  $12.00 

Write  for  Trade 
Discounts,  etc. 


Ross  Rifle  Co.,  Quebec,  P.Q. 


Is  Your  Stock 
Complete? 

Ironing  Boards 
Sleeve  Boards 
Bake  Boards 
Clothes  Bars 
Clothes  Driers 

Ladders  (all  tiinds) 


A  Pott  Card  will  bring 
OUT  Catalogue 


Stratford  Mfg.  Co. 

Limited 

Makenof  Laddrrt,  Lawn  Swinsi,  Boyer'i Glidins 
Scttrrt.  Folding  Chairs  and  Tabled,  Chair*  for 
Aitemhiy  Statins.  Lawn,  Camp  and  Verandah 
Furnilurr,  Woodenwarc.  Parit  SeaU,  clc. 


Stratford 


Ontario 
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PULLEYS 

Canadian      Fairbanks-Morse  Co., 
MoiitreaL 

James  Smart  Mfg.  Co-.  Brockville. 

Taylor-Forbes   Co.,  Guelph. 
PULLEYS — Clothes  Line 

— Canada  Steel  Goods  Co.,  Hamil- 
ton, 

•Tames  .Smart  Mfg,  Co..  Brockville. 

PULLEYS— Hay  Fork 

— Whitman    &    Barnes    Mfg.  Co., 

St.  Catliarines. 
James  Smart  Mfg,  Co.,  Brockville. 
PULLEY  FILLING 

Gutta  Percha  &  Rul)ber,  Ltd.,  To- 
ronto, 

PULLS — Door,  Bell,  Drawer 

.See  Builders'  Hardware. 
PUMICE  STONE  AND  BRICKS 

A.  Ramsay  &  .Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
PUMPS — Galvanized    Iron  Chain 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

PUMPS 
House  and  Cistern,  Plumbers' 

James  Smart  Mfg.  Co.,  Brockville. 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

— Canadian  Buffalo  Forge  Co.,  Ber- 
lin. 

Beatty  Bros.,  Fergus. 

PUMPS — Water  and  Well 
James  Smart  Mfg.  Co.,  Brockville. 
Beatty  Bros.,  Fergus,  Ont. 
— Aylmer  Pump  &  Scale  Co.,  Ayl- 
mer. 

Heller-AUer   Co.,  AVindsor. 

Canadian      Fairljanks-Morse  Co., 
Montreal. 

E.xcter  Mfg.  Co.,  Exeter. 

PUMPS — Electric  and  Power 

— Dayton  Pump  &  Mfg,  Co.,  Day- 
ton, Ohio. 

— Canadian     Buffalo     Forge  Co., 
Berlin. 

PUMPS — Self-measuring 

Steel     Trough     &     Machine  Co., 
Tweed. 

— S.  F.  Bowser  Mfg.  Co.,  Toronto. 
Wayne    Oil    Tank    &    Pump  Co., 

Woodstock. 
Heller-Aller  Co.,  Windsor. 

PUNCHES — Hand  and  Power 
Brown,   Boggs  Co.,  Hamilton. 
Whitman   &   Barnes   Mfg.   Co.,  St. 

Cathnrines. 
.Tames  Smart  Mfg.  Co.,  Brockville. 

PUSH  BUTTON 
Canadian  Yale  &  Towue,  Ltd.,  St. 

Catharines. 

PUTTY 

Brandram-Henderson,    Ltd.,  Mont- 
real. 

Sanderson  Pearcy  &  Co.,  Toronto. 

Canada  Paint  Co.,  Montreal. 

— Standard  Paint  &  Varnish  Co., 

Ltd.,  Windsor. 
— G.  F.  Stephens  &  Co.,  Winnipeg. 
Martin-Senour  Co.,  Montreal. 
A.   Ramsay   &   Son   Co.,  Montreal. 
Steel   Co.   of  Canada,  Hamilton. 

QUILTING  FRAME  CLAMPS 
Taylor-Forbes  Co.,  Guelph, 
James  Smart  Mfg.  Co.,  Brockville. 

RACKS  AND  HANGERS 
Taylor-Forbes   Co.,  Guelph. 
.Tames  Smart  T\Ifg.  Co.,  Brockville. 
RADIATORS — Hot  Water  and 
Steam 

Gxirney    Foundry    Co.,  Toronto. 
Pease  Foundry  Co.,  Toronto. 
Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. 

Bowes,   Jamieson,   Ltd.,  Hamilton. 
Clare  Bros.  &  Co.,  Preston. 
Taylor-Forbes  Co..  Guelph. 

RADIATOR  AIR  VENTS 

Hamilton  .Siove  &  Heater  Co.,  Ham- 
ilton. 

— Penberthy  In.icctnr  Co.,  Windsor. 

RAILINGS — Brass  and  Iron 
.Tames    Morrison   Brass   Mfg.  Co,, 
Toronto. 

RAKES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines, 

— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

RANGES— Gas 

See  Gas  Ranges. 

RANGES — Electric 
See  Electrir  Ranges. 

RANGES — Hotel 

Gurney  Foundry  Co.,  Toronto. 


McClary  Mfg.  Co.,  London. 
Enterprise  Foundry  Co.,  Sackville, 
N.  B. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

RANGES 
Coal,  Wood — Cast  and  Steel 

See  Stoves  and  Ranges. 

RASPS 

Henry  Disston  &  Sons,  Toronto. 
Nicholson  File  Co.,  Port  Hope. 

RAT  TRAPS 
Oneida    Community   Ltd.,  Niagara 
Falls,  Ont. 
RATCHET  ATTACHMENTS 
Armstrong    Mfg.    Co.,  Bridgeport, 
Conn. 

North  Bros.  Mfg.  Co.,  Philadelphia. 

RAZORS 
Arch.   McFarlane,  Montreal. 
Geneva  Cutlery  Co.,  Geneva,  N.Y. 
Gillette   Safety  Razor   Co.,  Mont- 
real. 

Auto-Strop  Safety  Razor  Co.,  To- 
ronto. 

RAZOR  HONES  AND  STROPS 

— Carborundum  Co,,  Niagara  Falls, 
N.  Y. 

— Pike  Mfg.  Co.,  Pike,  N.H. 
— Auto-Strop    Safety    Razor  Co., 
Toronto. 

REAMERS 

— Whitman  &  Barnes  Mfg.  Co., 
St.  Catharines. 

RED  LEAD 
.See  Paints  ^and  Oils. 

REFRIGERATORS  AND  ICE 
CHESTS 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

— Barnet  Mfg.  Co.,  Renfrew. 

McClary  Mfg.  Co.,  London. 

— Ham  &  Nott  Co.,  Brantford. 

— Canadian  Mantel  &  Refrigera- 
tor Co.,  Hamilton. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

James  Smart  Mfg.  Co.,  Brockville. 
Sanderson-Harold  Co.,  Paris. 
REFRIGERATOR  HARDWARE 

Springer  Lock  Mfg.  Co.,  Belleville. 
Stanley      Works,      New  Britain, 
Conn. 

— Andrews  Wire  Works,  Watford. 
REGISTERS — Hot  Air 

Canadian    Heating    &  Ventilating 

Co.,  Owen  Sound. 
Bowes,  Jamieson,  Ltd.,  Hamilton, 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Clare  Bros.,  Preston. 
Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London, 
Pease  Foundry  Co.,  Toronto. 
.Tames    Stewart    Mfg.    Co.,  Wood- 
stock, 

— Gait  Stove  &  Furnace  Co.,  Gait. 
Kir-Ben,  Ltd.,  Almonte. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 

•James  Smart  Mfg.  Co.,  Brockville. 
^Hart  &  Cooley  Co.,  New  Britain, 
Conn. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

REVOLVING  DOORS 

— A.  B.  Ormsbv  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton, 

RINGS — Trap  Door 

Stanley  Works,  New  Britain, 
Conn. 

James  Smart  Mfg,  Co.,  Brockville. 
RIVETS — Steel  and  Baass 

— Northern  Bolt  &  Screw  Co., 
Owen  Sound. 

Northern  Aluminum  Co.,  Toronto. 

Parmenter  Bulloch  Co..  Gananoque. 

Steel  Co.  of  Canada,  Hamilton. 

— P.  L,  Robertson  Mfg.  Co..  Mil- 
ton. 

RIVETS — Aluminum  Wire 

— P.  L.  Robertson  Mfg.  Co.,  Mil- 
ton. 

Northern  Aluminum  Co.,  Toronto. 
RIVETS — Harness  and  Belt 

— P.  L.  Robertson  Mfg.  Co..  Mil- 
ton. 

RIFLE  AND  GUN  ACCESSORIES 

Marble  Arms  &-  Mfg.  Co.,  Glad- 
stone, Jfich, 

RIFLE  CHESTS 
Ross  Rifle   Co..  Quebec. 

RIFLES — Sporting  and  Military 
Ross  Rifle  Co.,  Quebec. 
See  also  Guns  and  Rifles. 
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Get  Behind  a  Good 


Kir-Ben  Furnace 


Royal  Furnace 


THE  KIR-BEN  FURNACE 

Has  more  strong,  convincing,  sales-making  points  than  any 
other  make  on  the  market.  These  points  are  easily  ex- 
plained to  the  prospective  buyer,  and  seldom  fail  to  close 
the  sale. 

Fitted  with  Kir-Ben  roller  bearing  duplex  grate — no  balls 
to  fall  out,  no  bolts  exposed  to  fire.  Straight  fire-pot  with 
heavy  flanges  and  deep  cup  joints.  Automatic  damper 
controlled  by  feed  door.  Three  damper  chains  give 
graduated  control  of  drafts  and  checks  from  upstairs. 
And  many  other  features. 

• 

Every  Kir-Ben  Furnace  is  Guaranteed 


THE 

ROYAL  FURNACE 

A  lower  priced  furnace 
than  the  Kir-Ben. 


KIR-BEN  CAST  RANGE      KIR -BEN  REGISTERS 


Now  being  shipped.  Designed  to  have  more  real 
features  than  any  other  range — nearly  all  of  them 
new  and  exclusive.  Dealers  who  have  them  are 
delighted  and  tell  us  their  customers  are  more 
than  pleased. 


Are  entirely  new  in  design, 
full  size  and  highly  finished. 
Pricei  are  right. 


KIR-BEN  AGENCY  IS  THE  BEST 

WRITE  FOR  OUR  PROPOSITION 
T.  W.  KIRBY  J.  E.  BENNETT 

Kir-Ben,  Limited,  Almonte,  Ont. 


Whan  wrltln«  to  adT«rtli«r8  kindly  mention  OanadUn  Hardwm  Joonud 
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Stanley  Mitre  Boxes 

STRONG-DURABLE  -AeCURATE 

A  Few  Striking  Features 

Saw  is  held  above  work  when  not  in  use. 
Swivel  is  automatically  locked  at  any  angle. 
Two  sockets  in  swivel  for  use  of  long  or  short 
saw. 

Narrow  opening  in  back  of  frame,  especially 

adapted  for  small  work. 
Steel  rod  uprights  for  saw  guides. 
Uprights  adjustable  for   saws   of  varying 

thickness  and  for  those  that  run  out  of 

true. 

Stock  guides  for  holding  work  in  place. 
Extra  wide  range  of  work — will  saw  at  angle 

of  30  degrees. 
One-piece  frame  with  detachable  malleable 

iron  legs. 

Construction  thoroughly  mechanical;  all 
parts  interchangeable  and  readily  re- 
placed if  lost. 

Quickly  and  easily  put  together  or  taken 
apart  for  carrying. 

A  specially  made  back  saw 
furnished   with  each  box. 

Every  mechanic  that  visits  your  store  will 
be  interested  in  this  up-to-date  mitre  box. 
May  we  send  you  some  special  circulars  con- 
taining complete  description? 

Stan  LEY  Rule  8c  Level  Co. 

New  Britain,  Conn.  U.S.A. 
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KINGS — Harness 

McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

BOASTERS — Covered 

Sheet  Metal  Products  Co.,  Toron- 
to. 

McCIary  Mfg.  Co.,  London. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

BCD  COUPLINGS 

Otterville  Mfg.  Co.,  Otterville. 
James  Smart  Mfg.  Co.,  Brockville. 

ROPE 
Scythes  &  Co.,  Toronto. 
— Independent  Cordage  Co.,  Toron- 
to. 

Consumers'  Cordage  Co.,  Toronto. 

ROPE  TIES 
G.  L.  Griffith  &  Son,  Stratford. 
EOSIN 

A.  Ramsay  &  Son  Co.,  Montreal. 
— Turpentine    Producers'  Agency, 
Toronto. 

Sanderson  Pearcy  &  Co.,  Toronto. 

ROTTENSTONE 
A.  Ramsay  &  Son  Co.,  Montreal. 

ROLLING  STEEL  DOORS 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

— A.  B.  Ormsby  Co.,  Toronto. 
ROLLS 

Bending,  Forming — Hand  and 
Power 

Brown,  Boggs  Co.,  Hamilton. 
BOOFING  AND  SIDING — Metal 

See  Metal  Roofing. 

BOOFING — Asphalt  Slate  Shingles 

— Walkerville    Roofing    Mfg.  Co., 
Walkerville. 

Brantford  Roofing  Co.,  Brantford. 
ROOFING  BRACKETS 

Stanley   Rule   &   Level   Co.,  New 
Britain,  Conn. 

RO  O  FING — Prop  ared 

Brantford  Roofing  Co.,  Brantford. 

— Bird  &  Son,  Hamilton. 

— Merrick-Anderson     Co.,  Winni- 
peg. 

Patterson  Mfg.  Co.,  Toronto. 
H.  S.  Howland,  Sons  &  Co.,  Toron- 
to. 

— Canadian  H.  W.  Johns-Manville 
Co.,  Toronto. 

Canadian     Supply    &  Contracting 
Co.,  Toronto. 

• — Walkerville    Roofing    Mfg.  Co., 
Walkerville, 

BOOFING  SUPPLIES 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

BOOFEBS'  FELT 

McFarlane-Douglas  Co..  Ottawa. 
Winnipeg  Ceiling  &   Roofing  Co., 

Winnipeg. 
— Bird  &  Son,  Hamilton. 

EOOF  PAINTS  AND  CEMENT 

See  Roofing,  Prepared. 

BOCK  SALT 
Sanderson  Pearcy  &  Co.,  Toronto. 
BUBBEB  DIAPHBAGMS 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

RUBBER  FORCE  CUPS 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

RUBBER  GASKETS 

Gutta  Percha  &  Rubber.  Ltd.,  To- 
ronto. 

RUBBER  GRAIN  DRILL  TUBES 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

RUBBER  HOSE  AND  TUBING 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

BUBBEB  MATS  AND  MATTING 

Guttn   Percha  >t  Rubber.   Ltd.,  To- 
ronto. 

BUBBEB  PACKING 

Guttn  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

— Goodyear   Tire    &    Rubber  Co., 
Toronto. 

— r.mnilian  H.  W.  .Tohns-Manville 
Co..  Toronto. 

BUBBEB  BINQS — Fruit  Jars 

Gutta  Percha  &  Rubber,  I>td.,  To- 
ronto. 

BUBBEB  STAIB  TBEADS 
Gntta  Percha  &  Rubber  Ltd.,  To- 
ronto. 


BUBBEB   TILING  AND  FLOO». 
ING 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

Barton-Netting  Co.,  Windsor. 
BUBBEB  TIBES 
Carriage,  Automobile 
Gutta  Percha  &  Rubber  Ltd.,  To- 
ronto. 

— Goodyear   Tire    &   Rubber  Co., 

Toronto. 

RUBBING  FELT 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

RUBBER  WBINGEB  BOLLS 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

BUBBEB  BOOT  BEPAIES 

Marble  Arms   &    Mfg.   Co.,  Glad- 
stone, Mich. 

RULES  AND  TAPES 

Lufkin  Rule  Co.  of  Canada,  Wind- 
sor. 

Stanley   Rule   &   Level    Co.,  New 
Britain,  Conn. 

RULES — Boxwood 

Lufkin  Rule  Co.  of  Canada,  Wind- 
sor. 

Stanley   Rule   &   Level    Co.,  New 

Britain,  Conn. 
RUNNERS — Cutter  and  Bob 
— Merritt  &  Co.,  Chatham. 

SAD  lEONS 
McClary  Mfg.  Co.,  London. 
Taylor-Forbes  Co.,  Guelph. 
James  Smart  Mfg.  Co.,  Brockville. 

SAD  IBONS — Asbestos  Lined 
— Dover   Mfg.   Co.,    Canal  Dover, 

Ohio. 

Chicago    Hardware    Foundry  Co.. 
Chicago. 

SADDLEBT  HABDWABE 

McKinnon  Dash   Co.,    St.  Cathar- 
ines. 

SAFES  AND  VAULTS 

Canadian      Fairbanks-Morse  Co., 

Montreal. 
SAFETY  BAZOBS  AND  BLADES 

Gillette   Safety  Razor   Co.,  Mont- 
real. 

Auto-Strop  Safety  Razor  Co.,  To- 
ronto. 

SAFETY  VALVES 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

SALTPETRE 

Sanderson  Pearcy  &  Co.,  Toronto. 

SALAMANDERS 
Gurney  Foundry  Co.,  Toronto. 
— Erie  Iron  Works,  St.  Thomas. 

SANDPAPER 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire   &  Iron   Goods  Co., 
Hamilton. 

SANITARY  CLOSETS 
— Red    Cross    Sanitary  Appliance 

Co.,  Grimsby,  Ont. 
— Earl  Construction  Co.,  Athens. 
— Superior  Mfg.  Co.,  Hagersville. 
— Parker  &  Whyte,  Winnipeg. 
Steel     Trough     &     Machine  Co., 
Tweed. 

SAP  SPOUTS  AND  BUCKETS 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor-Forbes  Co.,  Guelph. 
McClary  Mfg.  Co.,  London. 
E.  T.  Wright  Co.,  Ltd..  Hamilton. 

SASH  CENTRES 
Taylor-Forbes  Co.,  Guelph. 
James  Smart  Mfg.  Co.,  Brockville. 

SASH    LIFTS    AND  FASTS 
— .A.llith  Mfg.  Co.,  Hamilton. 
Stanley     Works,      New  Britain, 

Conn. 

SASH  PINS 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

SASH    WEIGHTS — Lead,  Iron 

Canada  Metal  Co.,  Toronto. 

— Copp  Stove  Co.,  Ft.  William. 

Exeter  Mfg.  Co.,  Exeter. 

James  Smart  Mfg.  Co..  Brockville. 

Brown,  Boggs  Co.,  Hamilton. 

SAWS— Hand  and  Mill 
E.  C.  Atkins  &  Co..  Hamilton. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

— Shurly-Dietrich  &  Co.,  Gait. 
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Low  pressure  boiler  feed  refrulator. 
Keeps  up  water  supply  to  boiler 


J  M  r  (ilohc  Valve. 
Hcncwablc  disc. 


J  M  T  Gate  Valve. 


Victorian  Pedestal  Lavatory 
No.  857.    All  china. 


Pressure,  vacuum,  and  record- 
ing gauges  of  every 
description. 


J  M  T  Slack  (Jaa  Water  Heater. 
Heats  enough  water  for  a  bath 
tub  in  10  to  15  minutes. 
Guaranteed, 


When  in  want  of 

STEAM  or  WATER  SUPPLIES 

remember  the 

JMTUNE 


.1AMK.1  MORRISON  TOBONTO 


The  kind  that  satisfies  your  cus- 
tomers, the  kind  that  gives  per- 
manent and  efficient  service,  the 
kind  approved  of  in  the  provinces 
employing  a  board  of  Inspectors. 

Our 

Plumbing  Specialties 

combine  goods  made  substantial 
in  design,  w^eight  and  metal  for 
durability. 


Brass  railing  work  is  coming  more  into  use.  We  make  a  variety 
of  this  class  of  work  for  churches,  theatres,  public  and  private 
buildings,  lecterns,  bookstand,  altar,  etc. 


J  M  Tangle  valve. 
Renewable  disc. 


V  Blow-off  valve. 
Renewable  disc. 


Victorian  Pedestal  Lavatory 
No.  854.    All  china. 


(LOW  TANK  I 


i  TOROHm 


Low  Down  Closet  outfits. 
Wash-down  and  Syphon  Jet. 


GUARANTEC 


qUALITY 


The  James  Morrison  Brass  Mfg.  Co. 

93-97  Adelaide  St.  W.,  Toronto 


UMITED 


OUAMAKTBE 
or 


When  writing  to  adT.rtli.rt  klndljr  m.ntlon  Oanadlui  Hardwar.  Jonnikl 
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Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Henry  Disstoti  &  Sons,  Toronto. 
SAW   ARBORS,    ANVILS  AND 
GAUGES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 
James  Smart  Mfg.  Co.,  Brockville. 

SAW  BLADES— Hack 
E.  C.  -Vtkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

SAW  HORSES — Folding 

Henry  Disston  &  Sons,  Toronto. 
• — McFarlane    Ladder    Works,  To- 
ronto. 

SAW  JOINTERS 

Henry  Disston  &  Sons,  Toronto. 
E.  C.  Atkins  &  Co.,  Hamilton. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

SAW  SETS 

Taylor-Forbes  Co.,  Guelph. 
Simonds    Canada    Saw   Co.,  Mont- 
real. 

Henry  Disston  &  Sons,  Toronto. 
Chas.  Morrill,  New  York. 
WoUand  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

E.  C.  Atkins  &  Co.,  Hamilton. 

SAW  WEDGES 
— Canadian-Warren    Axe    &  Tool 

Co.,  St.  Catharines. 
James  Smart  Mfg.  Co.,  Brockville. 
Henry  Disston  &  Sons,  Toronto. 

SCALES— Weighing 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
James  Smart  Mfg.  Co.,  Brockville. 
- — Aylnier  Pump  &  Scale  Co.,  Ayl- 

mer. 

— Renfrew   Scale   Mfg.    Co.,  Ren- 
frew. 

- — C.  Wilson  &  Son,  Toronto. 
— W.  .\llaster,  Montreal. 
Burrow,   Stewart  &  Milne,  Hamil- 
ton. 

— Brantford  Scale  Co.,  Brantford. 
— Onrnpy  Scale  Co.,  Hamilton. 


SCRAPERS 

Stanley   Rule    &    Level    Co.,  New 

Britain,  Conn. 
James  Smart  Mfg.  Co.,  Brockville. 
Meaford    Wheelbarrow    Co.,  Mea- 

ford. 

Taylor-Forbes  Co.,  Guelph. 
Henry  Disston  &  Sons,  Toronto. 

SCHOOL  SEATS 
— C.  Norsworthy  Co.,  ,St.  Thomas. 
SCREEN     AND     STORM  DOOB 
LATCH 

— Andrews  Wire  Works,  Watford. 
Stanley     Works,      New  Britain, 
Conn. 

Taylor-Forbes  Co.,  Guelph. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg.  Co.,  Ham- 
ilton. 

SCREEN  DOORS  AND  WINDOWS 

Sanderson-Harold  Co..  Paris. 
— Ham  &  Nott  Co.,  Brantford. 

SCREEN  DOOR  SETS 

Stanley      Works,      New  Britain, 
Conn. 

Taylor-Forbes  Co.,  Guelph. 
Bommer  Bros.,  Brooklyn. 

SCREEN  DOOR  CATCHES 

Taylor-Forbes  Co.,  Guelph. 
Stanley     Works,      New  Britain, 
Conn. 

SCREENTNO — Rolled 

B.  Greening  Wire  Co.,  Hamilton. 

SCREWS 
Blued,  Brass,  Bright,  Etc. 

— P.  L.  Robertson   Mfg.  Co.,  Mil- 
ton. 

— Northern    Bolt    &    Screw  Co., 
Owen  Sound. 

Steel  Co.  of  Canada,  Hamilton. 
SCREWS — Bench  and  Jack 

Taylor-Forbes   Co.,  Guelph. 
SCREW  CLAMPS— Adjustable 

Taylor-Forbes  Co.,  Guelph. 

SCREWDRIVERS 

Cowan  &  Britton,  Ltd.,  Gananoque. 

North    Bros.    Mfg.    Co.,  Philadel- 
phia. 


Stanley  Rule  &  Level  Co.,  New 
Britain,  Conn. 

— P.  L.  Robertson  Mfg.  Co.,  Mil- 
ton. 

Henry  Disston  &  Sons,  Toronto. 
National  Machinery  &  Supply  Co., 
Hamilton. 

SCREWDRIVERS— Pocket 

Marble  Arms  &  Mfg.  Co.,  Glad- 
stone, Mich. 

Henrv  Disston  &  Sons,  Toronto. 

North  Bros.  Mfg.  Co.,  Philadel- 
phia. 

SCREW  DRIVERS 
Spiral  and  Ratchet 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

SCREW  PLATES 

Wells  Bros.  Co.  of  Canada,  Gait. 
Butterfield  Co.,  Rock  Island,  Que. 

SCYTHES  AND  HAY  KNIVES 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

SCYTHE  STONES 
— Pike  Mfg.  Co.,  Pike,  N.H. 
— Carborundum  Co.,  Niagara  Falls, 
N.Y. 

SCYTHE  SNATHS 

— Dominion  Snath  Co.,  Waterville, 
Que. 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

SEWER    TRAPS — Back  Pressure 

— C.  Norsworthy  Co.,  St.  Thomas. 

SHAFT  SPLICES 
G.  L.  Griffith  &  Son,  Stratford. 
Brown-Boggs   Co.,  Hamilton. 

SHAVING  STROPS 
Auto-Strop  Safety  Razor  Co.,  To- 
ronto. 

SHEARS — Sheet  Metal 

— Canadian  Buffalo  Forge  Co.,  Ber- 
lin. 

Peck,  Stowe'&  Wilcox  Co.,  South- 

ington.  Conn. 
Henry  Disston  &  Sons,  Toronto. 
Brown,   Boggs  Co.,  Hamilton. 

SHEARING  MACHINES 
Brown,   Boggs  Co.,  Hamilton. 

SHEET  METAL  PACKAGES 
— Macdonald  Mfg.  Co.,  Toronto. 

SHEET  METAL  SPECIALTIES 
Burrowes  Mfg.  Co.,  Toronto. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 


Soren  Bros.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary'Mfg.  Co.,  London. 
Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

SINGLETREES 

— Canadian-Warren    Axe    &  Tool 

Co.,  St.  Catharines. 
SHELF  BOXES  AND  CABINETS 

— Dennis  Wire  &  Iron  Works  Co., 
London. 

Cameron  &  Campbell,  Toronto. 
Walker  Bin  &  Store  Fixture  Co., 

Berlin. 

SHELF  SUPPORTS 
Chicago     Hardware  Foundry  Co.,. 

Chicago,  111. 

SHELLAC 
— Berry  Bros.,  Walkerville. 
— G.  F.  Stephens,  Winnipeg. 
Martin-Senour   Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
— Turpentine    Producers'  Agency, 

Toronto. 

Sanderson  Pearcy  &  Co.,  Toronto. 
SHINGLE   AND   WOOD  STAINS 

See  Stains. 

SHEATHING — Tarred 

— Canadian  H.  W.  Johns-Manville 
Co.,  Toronto. 

Brantford  Rooting  Co.,  Brantford. 

Canadian    Supply    &  Contracting 
Co.,  Toronto. 

SHEEP    SHEARING  MACHINES 

Chicago   Flexible    Shaft   Co.,  Chi- 
cago. 

SHEEP  MARKING  LIQUID 

Sherwin-Williams  Co.,  Montreal. 

SHIP  CHANDLERY 
James    Morrison   Brass    Mfg.  Co., 

Toronto. 
— John  Leckie  &  Co.,  Toronto. 
— Canadian-Warren    Axe    &  Tool 

Co.,  St.  Catharines. 
Scythes  &  Co.,  Toronto. 

SHIP  SIGNAL  APPARATUS 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

SHIPPING  BOXES 
Meakins  &  Sons,  Ltd.,  Hamilton. 
SHOT 

Steel  Co.  of  Canada,  Hamilton. 
SHOTGUNS — Repeating 

Remington   U.M.C.   Co.,  Windsor. 


YOUR  CUSTOMERS  WANT  BABBITT  METALS 

MADE  IN  CANADA 


BABBITT 
METALS 

Made  by 

THE  CANADA  METAL  CO. 

UMITED 

Give  Excellent  Service 


Imperial  Genuine 

for  Heavy  Loads 

Harris  Heavy  Pressure 

for  General  Machinery 
Bearings 


WE  HAVE  EVERYTHING  IN  METALS  AND 
EVERYTHING  FOR   THE  PLUMBER 

Write  for  Catalogue  "A"  -  Mailed  Free 

The  CANADA  METAL  COMPANY.  LIMITED 


TORONTO 


MONTREAL 


WINNIPEG 


Wlien  writing  to  advertlatn  kindly  mention  Canadian  Hardware  Journal 
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High  Oven  Peninsular 

For  Coal  and  Wood 


The  Range  with  the 
Selling  Features 

A  High  Oven  —No  stoop- 
ing— no  heat  lost,  all  heat 
effective  on  oven  from  mo- 
ment fire  is  kindled. 
Glass  Door,   Inside  of 
oven  alw^ays  visible  without 
opening  door — or  stooping. 
Clear  Dial  Thermom- 
eter and  Cooking  Chart 
at  standing  height. 
A  heated,  Warming  closet 
— just  over  the  oven :  no 
reaching  over  steaming  and 
sputtering  dishes. 
A  handy  place  to  store  pots 
and  pans — out  of  sight. 
A  simple  Lever  to  make 
Toasting  easy. 
A  choice  of  spotless  White 
Enamel  or  beautiful  Tile  at 
back,  and  side  of  oven. 
Inside   Pot-holes  (2)  for 
keeping  in  cooking  odors. 


The  High  Oven  Peninsular  has  all  the  im- 
provements your  customers  have  been  wantmg. 

Get  a  few^  on  your  floor  and  see  the  result. 

Clare  Bros  &  Co.,  Limited 

Preston  Ontario 


Wkra  VTltiiix  t«  adTartliMrf  kindly  mention  Oftnadlan  H«rdwu«  Joainftl 


January,  1915 
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SHOT  SHELLS 

Remington  U.M.C.  Co.,  Windsor. 
Dominion  Cartridge  Co.,  Montre»l 

SH0VKL8  AND  SPADES 
— Lundy  Shovel  &  Tool  Co.,  Peter 
borough. 

— D.   F.  Jones   Mfg.   Co.,  Ganan 
oque. 

— Canadian    Shovel    &    Tool  Co. 

Hamilton. 

SHOWCASES 
Walker  Bin  &  Store  Fixture  Oo. 

Berlin. 

SHOWCASE  HABDWABE 

Springer    Lock    Mfg.    Co.,  Belle 
ville. 

Stanley     Works,     New  Britain 
Conn. 

SHTTTEB  BABS 

Taylor-Forbes  Co.,  Guelph. 
Stanley     Works,      New  Britain, 
Conn. 

SHUTTEB  KNOBS 

See  Knobs. 

SINKS 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

Canada  Metal  Co.,  Toronto. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 
SINKS — Kitchen,  Enameled 

Sheet  Metal  Products  Co.,  Toron- 
to. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

Canada  Metal  Co.,  Toronto. 
SILVEE  SAND 

Sanderson  Pearcv  &  Co.,  Toronto. 
SILVEEWAEE 

Canadian  Rogers  Co.,  Toronto. 

— Standard  Silver  Co.,  Toronto. 

Oneida  Community,   Ltd.,  Niagara 
Falls,  Ont. 

— Meridan   Britannia   Co.,  Hamil- 
ton. 

— Ontario     Silver     Co.,  Niagara 
Falls. 

— McGlashan,  Clarke  Co.,  Niagara 
Falls. 

— Benedict  Proctor  Mfg.  Co.,  Al- 
liston. 


SILVEE  LEAP 

See  Gold  Leaf. 

SKATE  STRAPS 
G.  L.  Griffith  &  Son,  Stratford. 
— Owen    Sound    Steel    Press  Co., 
Owen  Sound. 

SKYLIGHTS 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

— Wheeler  &  Bain,  Toronto. 
McFarlane-Douglas  Co.,  Ottawa. 
— A.  B.  Ormsby  Co.,  Toronto. 
Winnipeg  Ceiling   &   Roofing  Co., 
Winnipeg. 

SLATING — Black  Board 
— G.  F.  Stephens  &  Co.,  Winnipeg. 
Martin-Senour  Co.,  Montreal. 

SLEDGES 
— Whitman  &  Barnes  Mfg.  Co.,  St. 

Catharines. 
Taylor-Forbes  Co.,  Guelph. 

SLEDS 

— Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

— Canadian     Malleable     &  Steel 
Mfg.  Co.,  Chatham. 

Richards- Wilcox      Canadian  Co., 
London. 

Gendron  Mfg.  Co.,  Toronto. 
SNIPS— Tinsmiths' 

Brown,  Boggs  Co.,  Hamilton. 
SNOW  SHOVELS 

— Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Lachute  Shuttle  Co.,  Lachute  Mills, 
Que. 

— Canada  Steel  Goods  Co.,  Ham- 
ilton. 

Jas.  Stewart  Mfg.  Co.,  Woodstock. 
— Erie  Iron  Works,  St.  Thomas. 
— D.   F.  Jones   Mfg.    Co.,  Ganan- 
oque. 

SOAP — Linseed  Oil 

Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
— Turpentine    Producers'  Agency, 
Toronto. 

Kinzinger,   Bruce   &   Co,,  Niagara 
Falls. 


SOAP  DISHES 
— Andrews  Wire  Works,  W»tford. 
SOAP  TJBNS 

Chas.  Morrill,  New  York. 

SOAPSTONE 
— Pike  Mfg.  Co.,  Pike,  N.H. 

SODA — Caustic 
See  Caustic  Soda. 

SOLDEB 
Canada  Metal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 
— Alonzo  W.  Spooner,   Ltd.,  Port 

Hope. 

E.  0.  Atkins  &  Co.,  Hamilton. 
McClary  Mfg.  Co.,  London. 
SOLDERING  IRONS 

Brown-Boggs  Co.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

SOLDERING  COPPERS 

Brown,   Boggs  Co.,  Hamilton. 

SPARK  GUARDS — Wire 
Barton-Netting  Co.,  Windsor. 

SPIKES 
Steel  Co.  of  Canada,  Hamilton. 
— P.  L.  Robertson  Mfg.  Co.,  Mil- 
ton. 

SPOKESHAVES 

Stanley   Rule   &   Level    Co.,  New 
Britain,  Conn. 

SPONGES 

A.  Ramsay  &  Son  Co.,  Montreal. 

Sanderson  Pearcy  &  Co.,  Toronto. 
SPORTING  GOODS 

Marble  Arms   &   Mfg.   Co.,  Glad- 
stone, Mich. 

— A.  J.  Reach  Co.,  Brantford. 

— Owen    Sound    Steel    Press  Co., 
Owen  Sound. 

SPOONS  AND  FORKS— Tin 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

— McGlashan,  Clarke  Co.,  Niagara 
Falls. 

SPEATERS 

Sherwin-Williams  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
— Collins  Mfg.  Co.,  Toronto. 
— Spray  Motor  Co.,  London. 


Specialty  Mfg.  Co.,  Grimsby. 

SPRINGS  AND  AXLES 

— Guelph     Spring     &    Axle  Co., 

Guelph. 
Taylor-Forbes  Co.,  Gueljh. 

SPRING  HINGES 
Bommer  Bros.,  Brooklyn. 
Taylor-Forbes    Co.,  Guelph. 
Chicago  Spring  Butt  Co.,  Chicago. 
SPRINKLERS — Automatic,  Fire 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

SPRINKLERS— L*wn 

Taylor-Forbes  Co.,  Guelph. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 
SQUARES — Try  and  Mitr« 

Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

Henry  Disston  &  Sons,  Toronto. 
STAMPED  WARE 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McCIary  Mfg.  Co.,  London. 
E.  T.  Wright  Co.,  Hamilton. 

STAMPING  MACHINES 
Brown,  Boggs  Co.,  Hamilton. 

STAT  ROLLERS 
Richards-Wilcox      Canadian  Co., 

Ltd.,  London. 
Taylor-Forbes  Co.,  Guelph. 

STATS — Transom 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

STABLE  FITTINGS. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

— Canadian     Malleable     &  Steel 

Mfg.  Co.,  Chatham. 
• — Dennis  Wire  &  Iron  Works  Co., 

London. 

Steel  Trough  &  Mfg.  Co.,  Tweed. 
Beatty  Bros.,  Fergus. 

STAINS 

See  Paints. 

STAIR  PLATES 

Steel  Equipment  Co.,  Ottawa. 

STAPLES 
Steel  Co.  of  Canada,  Hamilton. 
— Canada  Steel  Goods  Co.,  Hamil- 
ton. 


The  House  of  Quality 


M'FARUNR 

GLOBE 


We  SPECIALIZE  in— 

STEP  LADDERS 
EXTENSION  LADDERS 
IRONING  STANDS 
LAWN  SETTEES 
LAWN  CHAIRS 
HAMMOCK  CHAIRS 
FRUIT  PICKERS  LADDERS 
PAINTERS  SUPPLIES 
BAKE  BOARDS 
CLOTHES  BARS 
CURTAIN  STRETCHERS 
WASH  BOARDS 

When  you  buy  a  McFarlane  made  article 
you  get  a  guarantee  as  to  quality  and 
service. 

Write  for  New  Catalogue 


IJ  McFarlane  Ladder  Works   -  Toronto 


Wb«n  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 
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NATIONAL  PLANES 


National  Planes  are  the  Latest  additions  to  our  Line 

Every  Plane  is  thoroughly  inspected  before  leaving  the  factory, 
and  each  Plane  carries  with  it  the  National  Guarantee  of  Quality 
and  Accuracy.  The  blade  is  made  of  a  special  high  grade  tool 
steel,  is  finely  tempered  in  oil  and  accurately  ground  and  honed. 

Write  us  for  Prices 
WE  ALSO  MANUFACTURE  A  COMPLETE  LINE  OF 

Vises,  Clamps,  Handscrews,  Screw-drivers,  Hacksaw  Frames 


Wben  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journai 
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Cowan  &  Britton,  Ltd.,  Gananoque. 
Laidlaw  Bale-Tie  Co.,  Hamilton. 

STEAMFITTEES'  SUPPLIES 
Gurney  Foundry  Co.,  Toronto. 
Taylor-Forbes  Co.,  Guelph. 
James    Morrison   Brass    Mfg.  Co., 
Toronto. 

— Wallaceburg  Brass  &  Iron  Mfg. 

Co.,  Wallaceburg. 

STEAM  JACKET  KETTLES 
Gurney  Foundry  Co.,  Toronto. 
STEEL 

Angle,  Bar,  Band,  Channel,  Forg- 
ing, Machinery.  Eods,  Sleigh 
Shoe,  Tie  Plates,  Toe  Caulk, 
Open  Hearth,  Blooms,  Billets, 
Wire  Eods,  Etc. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

— London  Rolling  Mills  Co.,  Lon- 
don. 

STEEL — Crucible 

Henry  Disston  &  Sons,  Toronto. 

STEEL  SASH 
— A.  B.  Ormsby  Co..  Toronto. 
Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 
McFarlane-Douglas  Co..  Ottawa. 

STEEL  SHELVING 
— Dennis  Wire  &  Iron  Works  Co., 

London. 
Specialty  Mfg.  Co.,  Grimsby. 

STEEL  WIEE  BEUSHES 
Boeckh  Bros.  Co.,  Toronto. 

STEEL  WOOL 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearoy  &  Co.,  Toronto. 

STEEL  WIEE  CHAINS 

B.  Greening  Wire  Co..  Hamilton. 
STEEL    ETJLES — Machinists' 

Lufkin  Rule  Co.  of  Canada,  Wind- 

STEEL  SPEINKLEES 

Steel  Trough  &  Machine  Co., 
Tweed. 

STEP  LADDEES 

McFarlane  Ladder  Works,  Toronto. 


Otterville  Mfg.   Co.,  Otterville. 
.Stratford  Mfg.  Co.,  Stratford. 

STOEAGE  BATTEEIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

STICKS — Hockey 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 

STOEM  WINDOW  HINGES 
Watrous-Acme      Mfg.      Co.,  Des 
Moines,  Iowa. 

STOVE  LINING 
— G.  F.  Sterne  &  Sons,  Brantford. 

STOVE  TEIMMINGS 
Radiant  Electric  Co.,  Grimsby. 
Hamilton     Stove     &     Heater  Co., 

Hamilton. 
Hall-Zryd   Foundry    Co.,  Hespeler. 

STOVES  AND  EANGES 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
— Beach  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &   Milne,  Hamil- 
ton. 

Canadian  Heating  &  Ventilating 
Co.,  Owen  Sound. 

— -Adam  Hall,  Ltd.,  Peterborough. 

— Collins  Mfg.  Co.,  Toronto. 

— Copp  Stove  Co.,  Fort  William. 

Clare  Bros.  &  Co.,  Preston. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, 
N.B. 

Specialty  Mfg.  Co.,  Grimsby. 

Findlay  Bros.,  Carleton  Place. 

Gurney  Foundry  Co.,  Toronto. 

Hall-Zryd  Foundry  Co.,  Hespeler. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

Kir-Ben,   Ltd.,  Almonte. 

McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 

.Tas.  Smart  Mfg.  Co.,  Brockville. 

.Tas.  Stewart  Mfg.  Co.,  Woodstock. 

Harriston  Stove  Co.,  Harriston. 

— D.  J.  Barker  Foundry  Co.,  Pic- 
ton. 

Supreme  Heating  Co.,  Welland. 
— Lee  Mfg.  Co.,  Pembroke. 


— Record  Foundry  Co.,  Moncton, 
— Chas  .   Fawcett     Foundry  Co., 

Sackville,  N.B. 
— Percival  Plow  &  Stove  Co.,  Mer- 

riekville. 
— Doherty  Mfg.  Co.,  Sarnia. 
— Wni.  Buck  Stove  Co.,  Brantford. 

STOVES  AND  EANGES— Gas 

See  also  Gas  Ranges. 

STOVES — Oil  and  Gasoline 
See  Oil  .Stuves. 

STOVES — Laundry 
Gurney  Foundry  Co.,  Toronto. 
Canadian     Heating     &  Ventilat- 
ing Co.,  Owen  Sound. 
Enterprise  Foundry  Co.,  Sackville, 
N.B. 

.Tas.  Stewart  Mfg.  Co.,  Woodstock. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 

Hamilton    Stove    &    Heater  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 
STOVE  BOAEDS 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toronto. 

Hamilton    Stove    &    Heater  Co., 
Hamilton. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

Gurney  Foundry  Co.,  Toronto. 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

STOVE  PUTTY 

— G.  F.  Sterne      Sons,  Brantford. 

STOVEPIPE  DAMPERS 
Eureka  Damper  Co..  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

STOVEPIPE  EYES 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Sheet  Metal  Products  Co..  Toron- 
to. 

STOVE  PIPE  SUNDRIES 

McClary  Mfg.  Co.,  London. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Specialty  Mfg.  Co.,  Grimsby. 
— Collins  Mfg.  Co.,  Toronto. 
Thos.   Davidson    Mfg.    Co..  Mont- 
real. 

STOVE    AND    RANGE  CASTEES 

Chicago    Hardware    Foundry  Co., 
Chicago,  111. 


Moffat  Stove  Co.,  Weston. 
McClary  Mfg.  Co.,  London. 
Gurney  Foundry  Co.,  Toronto. 

STOVE  POLISH 
Duncan  Electric  Co.,  Montreal. 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Nickel   Plate  &  Stove  Polish  Co., 

Windsor,  Ont. 

STOCKS  AND  DIES 
Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

— A.  B.  Jardine  &  Co.,  Hespeler. 
STOEE   CAEEYING  SYSTEMS 

Richard-Wilcox       Canadian  Co., 

New  York. 
— Gipe-Hazard  Mfg.  Co.,  Toronto. 

STOEE  LADDEES 
Richards-Wileox      Canadian  Co., 

London. 

Milbradt  Mfg.  Co.,  St.  Louis,  Mo. 
STOEE  FEONTS,  METAL 

Canadian  Store  Front  Co.,  Hamil- 
ton. 

Hobbs  Mfg.  Co.,  London. 
Consolidated  Plate  Glass  Co.,  To- 
ronto. 

— Dennis  Wire  &  Iron  Works  Co., 
London. 

— A.  B.  Ormsby  Co.,  Toronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Kawneer  Mfg.  Co.,  Toronto. 
STEAIGHT  EDGES 

Henry  Disston  &  Sons,  Toronto. 
Steel  Bending  Brake  Works,  Chat- 
ham. 

STEAINEES — Brass 

— Penberthy  Injector  Co.,  Wind- 
sor. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

SUGAE  KETTLES 
Gurney  Foundry  Co.,  Toronto. 
— Erie  Iron  Works.  St.  Thomas. 
Exeter  Mfg.  Co..  Exeter. 

SWINGS — Lawn 
Stratford  Mfg.  Co.,  Stratford. 

SULPHUE 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcv  &  Co.,  Toronto. 

SWITCHES — Train  EaU 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 


Fills  the  Bag  and  Increases  Turnover 


\/OUR  customers  demand  Dominion 
^  Ammunition — they  know  that  eye 
and  gun  linked  up  with  dependable  car- 
tridges —  Dominion  Cartridges  —  mean 
good  sport  and  successful  sport. 

The  steady  call  for  Dominion  Cartridges 
means  live  stock  that  moves — clean  shelves 

that  present  an  attractive  appearance  and  increased 
sales  of  guns  and  other  hunters  suppHes. 


D^)I^INION    ^'^^  ammunition  en- 


tirely   made    in  Canada. 


Dominion  Cartridge  Company,  Ltd.,  Montreal 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  JourniU 
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Berlin  Hardware  Display  Cabinets 
Silent  Salesman  and  Counters 

Will  Increase  the  Selling  Efficiency  of  Your  Store 


By  Saving  your  Time  and 
that  of  your  Customers 

Berlin  Display  Cabinets 
will  make  your  goods  sell 
faster  and  with  less  per- 
sonal salesmanship. 


By  Saving  Valuable 
Floor  Space 

A  place  is  provided  for 
everything  so  arranged 
that  every  mch  of  space 
is  properly  utilized. 


By  Saving  your  Goods 
from  Spoilage 

Articles  displayed  are  kept  ab- 
solutely free  from  dust  and  so 
retain  their  original  good  finish 
and  make  a  stronger  appeal 
to  prospective  buyers. 


By  Imparting  to  your  Store  that  Appearance  that  Begets  in  your 
Customers  the  Confidence  of  Receiving  Best  Goods  and  Service 


Berlin  Hardware  Display  Cabinet ~  made  in  best  Oak  and  beautifully  finished 


Equipped  with  one 
row  of  8  inch  deep 
drawers  and  row  of 
nail  compartments 

Also  with  Remov- 
able Bins. 


May  be  made 
up  with  two  rows 
of  nail  compart- 
ments or  wi  th 
open  shelves. 


Rear  elevation  of  solid  panel  counter  uiually  made  up 
36  inches  high,  28  inchet  or  30  inchei  wide — any  length. 


Write  us  for  Illustrated  Catalogue  and  Estimates. 

The  Walker  Bin  &  Store  Fixture  Co.,  Limited 


Berlin 


Manufacturera  and  Designer*  of 
Modern  Store  Fixtaret 


Ontario 


Wfeaa  writing  to  sdT«rUs«rs  kindly  mantion  0»B»dlM  Mar4wu«  J*mrnal 


January,  1915 
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STPHONS  OB  EJEOTOBS 

— Penberthy    Injector   Co.,  Wind- 
sor. 

James   Morrison   Brass    Mfg.  Co., 

Toronto. 

TABLE  OXITLEEY 
Arch.   McParlane,  Montreal. 
Oneida  Community,  Niagara  Falli, 

Ont. 

Canadian  Rogers  Co.,  Toronto. 
TACES 

Steel  Co.  of  Canada,  Hamilton. 
Parmenter  Bulloch  Co.,  Gananoque. 

TAII.OBS'  IBON  HEATEB3 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Gurney  Foundry  Co.,  Toronto. 
TANKS 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

TANKS  &  SILO  TUGS 
Otterville  Mfg.  Co.,  Otterville. 

TANKS — Galvanized 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

— A.  B.  Ormsby  Co.,  Toronto. 
Wayne    Oil    Tank    &    Pump  Co., 

Woodstock. 
Heller-Aller  Co.,  Windsor. 
Steel     Trough     &     Machine  Co., 

Tweed. 

— Erie  Iron  Works,  St.  Thomas. 
— Earl  Construction  Co.,  Athens. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

TAMPING  AND  DIGGING  BABS 

—Canadian-Warren    Axe    &  Tool 
Co.,  St.  Catharines. 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

TAPES — Measuring 

Lnfkin  Rule  Co.  of  Canada,  Wind- 
sor. 

TAPS  AND  DIES 

Wells  Bros,  of  Canada,  Gait. 

TAPS — Blacksmiths'  Calk 
Wells  Bros,  of  Canada,  Gait. 
TAPS — Macliine  Screw,  Stove  Bolt 
Wells  Bros,  of  Canada.  Gait. 
Steel  Co.  of  Canada,  Hamilton. 


TAPS — Water 

James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
— Wallaceburg  Brass  &  Iron  Mfg. 
Co.,  Wallaceburg. 

TAR  AND  PITCH 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canadian  Supply     &  Contracting 
Co.,  Toronto. 

TABPATJLINS 
Scythes  &  Co.,  Toronto. 
TABBED  PELTS  AND  SHEATH- 
ING 

Canadian    Supply    &  Contracting 
Co.,  Toronto. 

TENTS  AND  AWNINGS 

— J.  J.  Turner  &   Son,  Peterbor- 
ough. 

Scythes  &  Co.,  Toronto. 

— Guelph    Tent    &    Awning  Co., 

Guelph. 
Smart-Woods  Co.,  Ottawa. 

THEBMOMETEBS 
James    Morrison   Brass   Mfg.  Oo., 

Toronto. 
TILE— Floor,  WaU,  Mantel 
Barton-Netting  Co.,  Windsor. 
Gutta    Percha    &    Rubber,  Ltd., 

Toronto. 

TINPLATES 

See  Metals. 

TIE  PLATES 
Steel  Co.  of  Canada,  Hamilton. 
TINNEBS'  TBIMMINGS 

See  Tinware. 

TINSMITHS'   MAOHINEET  AND 
TOOLS 

Brown-Boggs  Co.,  Hamilton. 

Peck,  Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
Steel    Bending    &    Brake  Works, 

Chatham.  Ont. 

TINSMITHS'  SHEAE3 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington,  Conn. 
Brown,  Boggs  Co.,  Hamilton. 

TINWAEE 
Soren  Bros.,  Toronto. 


Fairgrieve  Metal  and  Stamping  Co., 
Toronto. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

See  also  Enamelware. 

TOASTEBS 

See  Tinware. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

See  Electric  Toasters. 

— Andrews  Wire  Works,  Watford. 

Barton-Netting  Co.,  Windsor. 

TOBACCO  CUTTERS 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

Taylor-Forbes  Co.,  Guelph. 

TOBOHES — Plumbers' 
Canada  Metal  Co.,  Toronto. 
James    Morrison   Brass   Mfg.  Co., 

Toronto. 

TO  OLS — Mechanics' 
— Frank  Sand  Mfg.  Co.,  Windsor. 
Henry  Disston  &  Sons,  Toronto. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
North  Bros.,  Philadelphia,  Pa. 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
— G.  F.  Stephens  &  Co.,  Winnipeg. 
Stanley   Rule   &    Level   Co.,  New 

Britain,  Conn. 

TOOL  OBINDEBS 
Taylor-Forbes  Co.,  Guelph. 

TRAPS,  LAVATORY 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

— Canadian  H.  W.  Johns-Manville 

Co.,  Toronto. 
— Wallaceburg  Brass  &  Iron  Mfg. 

Co.,  Wallaceburg. 
Canada  Metal  Co.,  Toronto. 
TOY  SAND  PAILS  &  SHOVELS 
— Ma'cdonald  Mfg.  Co.,  Toronto. 

TRAPS — Mouse  and  Game 
Oneida  Community,   Ltd.,  Niagara 

Falls,  Ont. 
Peck,  Stowe  &  Wilcox  Co.,  South- 

ington,  Conn. 

TRAPS — Eat 
Canada  Wire   &  Iron   Goods  Co., 

Hamilton. 
Oneida   Community,   Ltd.,  Niagara 

Falls,  Ont. 

TRAPS — Steam 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 


TREE  TRIMMEBS 

Taylor-Forbes  Co.,  Guelph. 
TBOLLEY  TBACKS  AND  BBAOK- 
ETS 

Canadian  Yale  &  Towne,  Ltd.,  3t. 
Catharines. 

— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

TBOUGHS — Stable,  Hog,  Wrter 

See  Tanks.  

TBOWELS 
E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons.  Toronto. 

TBTJNK  HABDWARB 
Springer    Lock    Mfg.    Co.,  Belle- 
ville. 

TRUCKS — Warehonse 

Canadian     Fairbanks-Morie  Co., 

Montreal. 

— Gurney  Scale  Co.,  Hamilton. 

Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

TEUCKS — Woven  Wood 

Meakins  &  Sons,  Hamilton. 
Meaford    Wheelbarrow    Co.,  Me»- 
ford. 

TUB  STANDS 

Cummer-Dowswell,  Ltd.,  Hamilton. 
Otterville  Mfg.  Co.,  Otterville. 
J.  H.  Connor  &  Son,  Ottawa. 

TUBES — Brass  and  Copper 
James   Morrison   Brass   Mfg.  Otn 
Toronto. 

TUBING — Portable  Gas 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 
TUNGSTEN  LAMPS 

Canadian  Tungsten  Lamp  Co., 
Hamilton. 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto. 

Northern  Electric  Co.,  Montreal. 
— Flexible  Conduit  Co.,  Guelph. 

TUBNBUCKLES 
Steel  Co.  of  Canada,  Hamilton. 
James   Morrison   Brass  Mfg.  Co., 
Toronto. 
TURNTABLES — Tram  Ball 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

TUBPENTINE 
— Turpentine    Producers'  Agencx, 

Toronto. 
See  also  Paints. 


Style  "A"  Square  Corrugated  Conductor 
Elbows  and  Shoes. 

Bent  on  the  wide  side — 75  degrees — two 
sizes. 

We  make  Elbows  of  all  descriptions  for 
all  purposes. 


SQUARE 

Corrugated  Conductor  Pipe 
and  Conductor  Elbows 

— The  fashion  that  is  coming  into  vogue  more 
and  more  every  day — because  Square  Corrugated 
Pipe  looks  classy  on  a  building,  and  because  it 
has  a  greater  expanding  capacity  than  Round 
Corrugated.    Freezing  will  not  split  it. 


O.  G.  SQUARE  BEAD  TROUGH 

Made  absolutely  true  and  straight- — ends  match  per- 
fectly— 10-ft.  lengths — four  sizes. 


RIDGE  ROLL 

10-ft.  lengths,  and 
any  girth  you  want. 
We  carry  a  very  com- 
plete line  of  all  ma- 
terials required  by 
roofing  plumbers. 

MADE  IN 
CANADA 


Style  "B"  Square  Corrugated  Conductor 
Elbows  and  Shoes. 

Bent  on  the  narrow  side — 75  degrees — 
two  sizes. 

If  you  want  Elbows  of  any  kind  come 
to  us. 


O.   G.   ROUND  BEAD  TROUGH 

Guaranteed  to  fit  accurately — 10  ft.  lengths — all 
standard  sizes. 


SQUARE  CORRUGATED  CONDUCTOR  PIPE    10  ft.  lengths — two  sizes 
Note  that  this  pipe  is  corrugated.    This  gives  it  a  great  degree  of  expansion,  as  well  as  adding  to  its  beauty 
as  an  architectural  embellishment.    It  may  be  frozen  solid  without  danger  of  splitting. 

GOODS  ALWAYS  IN  STOCK    PROMPT  SHIPMENTS  CERTAIN. 


E.  T.  WRIGHT  CO.,  LIMITED 


HAMILTON,  CANADA 
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Cadillac  Vacuum  Cleaners 

Made  in  Canada 
by  Canadian  Workmen 

Model  E  Electric  Cleaner 

For  uae  in  ordinary  sized  house 

Has  the  following  features  of  special  inteiest  to  all 
dealers  and  u«f rs  of  Vacuum  Cleaners: 

A  Powerfoi  Motor,  A  Six-bladed  Steel  Fan,  the 
largest  on  any  portable  cleaner,  A  specially 
treated  dust  bag.  A  well  insalated  banille  with 
pDsh  button  Switch.  A  Rotary  bristle  brash  in 
nozzle  and  all  parts  fully  guaranteed. 

MODEL  S 

Wood  top-mafiogany,  piano  .finish.    Three  hellows 
of  highest  grade  rub- 
ber treated  cloth  Jeans 
X   Jeans.      All  parts 
nickel  plated. 


Write  for  Booklet 
and  Discounts 


We  manufacture  the  most  complete  line  of 

Vacuum  Cleaners  in  the  world. 

Seven   different  models  ranging  in  price 

from  $9.50  to  $45.00. 

Clements  Manufacturing  Co.,  Limited 

84  Duchess  St.,  TORONTO 


Your  Customers  Need  Them 


Samuels' 


Dustless  Ash  Sifter 


A  saver  of  coal, 
time,  and  need- 
less work. 
Price  and  quality 
combine  to  make 
it  a  fast  seller. 


A  si  your  jobber 
for  prices  on 
these  liti^s. 


Made  in  3  Siz(^ 


Practically  Dustless;  Easily 
Operated. 

Samuels'  Indestructible 

Garbage  Can 

Made  of  extra  heavy  galvan- 
ized iron  with  V-shaped  metal 
staves  riveted  to  the  body. 
Smooth  interior  —  no  dirt- 
catchint;  corrugations. 

J.  Samuels 

Queen  and  McCaul  Streets 

Toronto 


You  Can  Pick  A  "Winner" 
With  Your  Eyes  Shut 


You  can 
get  100% 
i^jj^       file  effi- 
ciency by  choosing 
one  of  these  five  famous  files  : 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

Made  in  Canada 


They're  all  Nicholson -Made. 
That  means  "Made  right" — 
from  the  right  material — under 
the  strict  supervision  of  ex- 
perts at  every  step.  It  means 
that  every  file,  before  ship- 
ment, has  passed  the  most 
rigid  tests. 

You  "play  safe"  in  using  the.se 
famous  files.  After  50  years, 
they're  still  "making  good" 
— at  the  rate  of  sixty  million 
a  year. 

It  costs  more  to  wear  out  a 
single  file — than  to  use  two 
new  ones  instead. 


NICHOLSON 
FILE  COMPANY 


Dealers  Everywhere 


Port  Hope 


Ontario 


••FILE  FILOSOPHY"  and  our  complete 
catalog — sent  on  request. 
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The  Famous  Five 
Keep  Trade  Alive 


You  start 
an  "endless 
chain"  of 
business  when  you 
sell  these  famous  files 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

Made  in  Canada 

You  sell  more  than  just  a  file. 
You  sell  the  net  results  of  50 
years'  experience.  The  econo- 
my of  a  60,000,000  output  per 
year.  The  uniform  quality 
that  marks  thorough  atten- 
tion to  every  detail. 

You  sell  100%  efficient  file 
service.  The  kind  that  brings 
buyers  back  for  more. 

And  you  get  the  benefit  of  our 
extensive  advertising  cam- 
paign to  file  users  in  Machin- 
ery, Railway,  Marine,  Lum- 
ber and  other  important  in- 
dustries. A  campaign  that 
runs  continuously  from  Jan- 
uary 1st  to  December  81st. 

(See  apecimen  ad.  to  file 
uier*  on  opposite  page) 

NICHOLSON 
FILE  COMPANY 

Jobber*  Everywhere 

Port  Hope  Ontario 


TWINE 

See  Cordage  and  Twine. 

TYPEWRITERS 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

UMBRELLA  STANDS 
Springer  Lock  Mfg.  Co.,  Belleville. 
■ — Chadwiek  Brass  Co.,  Hamilton. 

URINALS  AND  FITTINGS 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

VACUUM  BOTTLES 
Landers,  Frary  &  Clark,  New  Brit- 
ain, Conn. 

VACUUM  CLEANERS 
Clements  Mfg.  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

VALVES — Brass  and  Iron 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 
Taylor-Fcrbes  Co.,  Guelph. 
Canadian      Fairbanks-Morse.  Co., 
Montreal. 

VALVES — Foot 
— Penberthy    Injector    Co.,  Wind- 
sor. 

James  Morrison  Brass-  Mfg.  Co., 
Toronto. 

VALVES — Regrinding  Brass 
— Penberthy    Injector    Co.,  Wind- 
sor. 

VALVES— Steam 

Gurney  Foundry  Co.,  Toronto. 
James   Morrison   Brass    Mfg.  Co., 

Toronto. 

VALVES  AND  UNIONS 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 

— Penberthy  Injector  Co.,  Wind- 
sor. 

— Dart  Union  Co.,  Toronto. 

VARNISHES 

Benj.  Moore  &  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

— Standard  Paint  &  Varnish  Co., 

Ltd.,  Windsor. 
Canada  Paint  Co.,  Montreal. 
— Berry  Bros.,  Walkerville. 
— Glidden  Varnish  Co.,  Toronto. 
G.  F.  Stephens  &  Co.,  Winnipeg. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
— Turpentine    Producers'  Agency, 

Toronto. 

— International  Varnish  Co.,  To- 
ronto. 

— Dougall  Varnish  Co.,  MontreaL 
Ottawa  Varnish  Co.,  Ottawa. 
Harland  Varnish  Co.,  Toronto. 
— Penfound  Varnish   Co.,  Toronto. 
— Holland  Varnish  Co.,  Montreal. 
— .lames    Langmuir    &    Co.,  Oak- 
ville. 

See  also  Floor  Varnishes. 

VENTILATORS— Metal 
Metal  Roofing  &  Siding  Co.,  Pres- 
ton. 

— Metallic  Roofing  Co.,  Toronto. 

— A.  B.  Ormsby  Co.,  Toronto. 

— Brantford  Oven     &  Rack  Co., 

Brantford. 
Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 
— Wheeler  &  Bain,  Toronto. 
McClary  Mfg.  Co.,  London. 
McFarlane-Douglas  Co.,   Ottawa.  ■ 
— Canadian     Buffalo     Forge  Co., 

Berlin. 

VATS — Steel  Cheese 
Steel     Trough     &     Machine  Co., 

Tweed. 

VISES 

Stanley  Rule  &  Level  Co.,  New 
Britain,  Conn. 

North  Bros.  Mfg.  Co.,  Philadel- 
phia. 

National    Mach.     &   Supply  Co., 

Hamilton. 
Taylor-Forbes  Co.,  Guelph. 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Brown,  Boges  Co..  Hamilton. 
Armstrong    Mfg.    Coi.  Bridgeport, 

Conn. 

WAGON  JACKS 

Ricliards-Wilcox      Canadian  Co., 

London. 

WAGON  WATER  TANKS 
Steel     Trough     &     Machine  Co., 

Tweed. 

WALL  BOARD 

— Walkerville  Roofing  Mfg.  Co., 
Walkerville. 


Brantford  Roofing  Co.,  Brantford. 
— Bird  &  .Son,  Hamilton. 

WALL  PLUGS 
Metal  Roofing  &  Siding  Co.,  Pres- 
ton. 

— A.  B.  Ormsby  Co.,  Toronto. 
Lachute  Shuttle  Co.,  Lachute  Mills, 
Que. 

WAFFLE  IRONS 

Taylor-Forbes  Co.,  Guelph. 
Specialty  Mfg.  Co.,  Grimsby. 

WASH  BOARDS 
Wm.  Cane  Sons  Co.,  Newmarket. 
— Meakins  &  Sons,  Hamilton. 
Cummer-Dowswell,      Ltd..  Hamil- 
ton. 

WASH  BOILERS 

See  Tinware. 

WASH  TUBS 

Wm.  Cane  Sons  Co.,  Newmarket. 
Sheet  Metal  Products   Co.,  Toron- 
to. 

WASHING  MACHINE  HINGES 

Stanley     Works,      New  Britain, 
Conn. 

WASTE   BASKETS — Steel 

Steel  Equipment  Co.,  Ottawa. 
— A.  B.  Ormsby  Co.,  Toronto. 

WASTE    BASKETS — Wire 
— Andrews  Wire  Works,  Watford. 

WASTE — Cotton  and  Wool 
Scythes  &  Co.,  Toronto. 

WASHERS — Wrought  and  Cast 
Steel  Co.  of  Canada,  Hamilton. 
Stanley     Works,      New  Britain, 
Conn. 

Cowan  &  Britton,  Ltd.,  Gananoque. 
— P.  L.  Robertson  Mfg.  Co.,  Mil- 
ton. 

— London  Rolling  Mills  Co.,  Lon- 
don. 

Taylor-Forbes   Co.,  Guelph. 
Steel  Co.  of  Canada.  Hamilton. 

WASHERS — Metal 
Stanley      Works,      New  Britain, 
Conn. 

Cowan  &  Britton,  Ltd.,  Gananoque. 
Taylor-Forbes  Co.,  Guelph. 
Canada  Metal  Co.,  Toronto. 

WASHERS — Rubber 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

— Goodyear   Tire    &    Rubber  Co., 
Toronto. 

WASHING  MACHINES 

Beatty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer-Dowswell,  Ltd.,  Hamilton. 
Maxwells.  Limited,  St.  Mary's. 
— -Easy  Washer  Co.,  "Toronto. 
Geo.  C.  Kaitting  &  Son,  Gait. 
McClary  Mfg.  Co.,  London. 
— Berlin  Woodenware  Co.,  Berlin. 
Taylor-Forbes  Co.,  Guelph. 
— Henderson  &  Richardson,  Mont- 
real. 

One  Minute  Mfg.  Co.,  Toronto. 

WASHING  MACHINES 
Electric  and  Gasoline 
Geo.  C.  Kaitting  &  Son,  Gait. 
Maxwells,  Limited,  St.  Mary's. 
.1.  H.  Connor  &  Son,  Ottawa. 
One  Minute  Mfg.  Co.,  Toronto. 
Beatty  Bros.,  Fergus. 
Cummer-Dowswell,  Ltd..  Hamilton. 

WASHING  MACHINES  —  Water 
Motor 

Geo.  C.  Kaitting  &  Son.  Gait. 

WASHING  SODA 
A.  Ramsay  &  Son  Co.,  Jtontrcal. 
WASHING  COMPOUND 

Williams'  Chemical  Co.,  Russell. 

WATER     HEATERS— Gss,  Coal, 
Wood 

Sec  Stoves  and  Ranges. 

WATER  GAUGES 
— Penberthy    Injector    Co.,  Wind- 
sor. 

.Tames   Morrison   Brass   Mfg.  Co., 
Toronto. 

— Wallacoburg  Brass  &  Iron  Mfg. 
Co.,  Wallaceburg. 

WATER  BOWLS 

Beatty  Bros.,  Fergus,  Ont. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

— A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Prei- 
ton. 

WATER  GLASS  MOUNTINGS 

Jnmos    Morrison    Brass    Mfg.  Co., 
Toronto. 

— Wallaceburg  Brass  &  Iron  Mfg. 
Co.,  Wallaceburg. 
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The  Only  Canadian  Made 

Freezer  on  the  Market 


The 

Dana  Peerless 


We  also  Manufacture : 

Wash  Boards  (Made  in  1 3  styles) 

Wooden  Pails 
Wooden  Wash  Tubs 
Bake  Boards 
Bread  Plates,  Mops 
Egg  Crates,  Clothes  Pins 

and  other  specialtiet. 


In  choosing  a  first-class  Freez- 
er to  manufacture  in  Canada 

for  the  Canadian  trade  we  decided 
on  the  Dana  Peerless  Freezer  as 
being  the  Fastest  Freezer,  the  Most 
Economical,  Simplest  and  the  Easi- 
est Turned. 

These  Freezers  will  cost  you  less 
money  than  imported  ones  of  equal 
merit,  finish  and  quality,  and  every 
Peerless  Freezer  you  buy  is  helping 
to  fill  the  dinner  pail  of  Cana- 
dian workmen  employed  in  their 
manufacture  and  of  increasing  the 
volume  of  trade  at  home,  rather 
than  of  sending  our  Canadian  money 
to  a  foreign  country. 

We  offer  them  to  the  Hardware 
Dealers  of  Canada  on  a  basis  that 
will  yield  a  round  profit  of  50  per 
cent. 

Booklets  with  prices  and  description 
of  technical  features  of  the  Dana 
Peerless  on  request. 

Manufactured  and  sold  for  40  years  in  U.S.A. 

Manufactured  and  sold  in  Canada  backed  by  our 
full  guarantee  of  satisfactory  performance  and 
quality  of  material  and  labor  for  one  year  without 
a  complaint  from  any  source  or  amy  cause. 

Order  from  your  jobber  or  direct 


The  Wm.  Cane  &  Sons  Co.,  Limited 

Newmarket,  Canada 


January,  1915 
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CANADIAN  HARDWARE  BUYERS'  DIRECTORY 

(Continued  from  preceding  page.) 


WATER  00NDENSEE8 
James   Morrison   Brass   Mfg.  Ob., 
Toronto. 

WATEE  SEEVIOE  SYSTEMS 

— National  Equipment  Co.,  Toron- 
to. 

Dayton  Pump  &  Machine  Co.,  Day- 
ton, Ohio. 

— Wallaceburg  Brass  &  Iron  Mfg. 
Co.,  Wallaceburg. 
WATEE  AND  HOG  TEOTJQHS 

Steel  Trough  &  Mftchine  Co., 
Tweed. 

—A.  B.  Ormsby  Co.,  Toronto. 
Exeter  Mfg.  Oo.,  Exeter. 
— Erie  Iron  "Works,  St.  Thom»». 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

WATEE    SYPHONS — Automatic 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

WAX  TAPEES 
James    Morrison   Brass   Mfg.  Co., 

Toronto. 
Barton-Netting  Co.,  Windsor. 
WAX 

See  Liquid  Wax,  Beeswax,  Floor- 
wax. 

WAXING  BEUSHES— Weighted 

Boeckh  Bros.  Co.,  Toronto. 
Exeter  Mfg.  Co.,  Exeter. 

WEATHEE  VANES 
— Empire  Lightning  Rod  Co.,  Win- 
nipeg. 

WEDGES — Coal,  Wood-choppers 

— Whitman  &  Barnes  Mfg.  Co.,  St. 
Catharines. 

— Canadian-Warren  Axe  &  Tool 
Co.,  St.  Catharines. 

Taylor-Forbes  Co.,  Guelph. 

WELL    OXJEB — Corrugated  Metal 

Winnipeg  Ceiling  &  •  Roofing  Co., 
Winnipeg. 

WHEELS  AEEOWS 

— Schultz  Bros.  Co.,  Brantford. 

Maxwells,  Limited,  St.  Mary's. 

Exeter  Mfg.  Co.,  Exeter. 

— Alex  Gibb,  Montreal. 

Meaford    Wheelbarrow    Co.,  Mea- 

ford.   

WHIFFLETEEES 

McKinnon  Dash  Co.,  St.  Cathar- 
ines. 

— Canadian-Warren  Axe  &  Tool 
Co.,  St.  Catharines. 

— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

Lachute  Shuttle  Co.,  Lachute 
Mills,  Que. 

WHIP  EAOKS 

Burrow.  Stewart  ■&  Milne,  Hamil- 
ton. 

WICKET  GUAEDS— Brass 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

WILLOW  BASKETS 

Meakins  &  Sons,  Ltd.,  Hamilton. 

WINDOW  SETS — Basement 

Taylor-Forbes  Co.,  Guelph. 
Stanley      Works,      New  Britain, 
Conn. 

WINCHES  AND  WINDLASSES 

Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
WINDOW  DEESSINQ  FIXTTJEES 
—Canadian  Store  Front  Co.,  Ham- 
ilton. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

WINDOW  GLASS 
See  Glass. 

WINDOW  HANGEES  AND  FA8- 
TENEES 

Cowan  &  Britton,  Ltd.,  Gananoqne. 
Watrous-Acme      Mfg.      Co.,  Des 

Moines,  Iowa. 
Stanley     Works,      New  Britain, 

Conn. 

Taylor-Forbes  Co.,  Guelph. 
— Canada  Steel  Goods  Co.,  Hamil- 
ton. 

WINDOW  AND  DOOE  SCEEENS 

Sanderson-Harold  Co.,  Paris. 

WING   BOOT  CALKS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton.   

WIPEES 
Scythes  &  Co.,  Toronto. 

WIEE  BASKETS 
— Andrews  Wir.'  Worki,  Watford. 

WIEE  BEUSHES 
— Boeckh  Br-      C...  Toronto. 

WIEE  CLOTHES  LOOKEES 
Canada    Wire         Tmn    Goods  Co., 
Hamilton. 


WIRE  DOOE  MATS 

— Andrews  Wire  Works,  Watford. 
Kuhne-Anderton    Mfg.    Co.,  P|ort 
Hope. 

WIRE  FLOWER  BASKETS 

— Andrews  Wire  Works,  Watford. 

WIEE  GUAED  WOEK 

Canada   Wire   &   Iron   Goods  Oo., 

Hamilton. 
— Andrews  Wire  Works,  Watford. 

WIEE  DOOE  PULLS 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton.   

WIRE 

Annealed,  Brass,  Bright,  Hay  Wire, 
Oiled  and  Annealed,  Rivet,  Stove 
Pipe,  Welding. 

— Imperial  Steel  &  Wire  Co.,  Ool- 
lingwood. 

— Canadian  Steel  &  Wire  Co., 
Hamilton. 

— P.  L.  Robertson  Mfg.  Co.,  Mil- 
ton. 

— Northern    Bolt    &    Screw  Co., 

Owen  Sound. 
Steel  Co.  of  Canada,  Hamilton. 
WIRE 

Galvanized,  Barb,  Coiled  Spring, 
Clothes  Line,  Cable,  Guy,  Plain 
Twist,  Fencing,  Telegraph  and 
Telephone. 

Steel  Co.  of  Canada,  Hamilton. 

— P.  L.  Robertson  Mfg.  Co.,  Mil- 
ton. 

— Canadian  Steel  &  Wire  Co., 
Hamilton. 

WIRE 

Tinned,      Broom,  Bookbindere', 

Mattress. 
Steel  Co.  of  Canada,  Hamilton. 

WIRE  AND  WIRE  ROPES 

B.  Greening  Wire  Co.,  Ltd.,  Ham- 
ilton. 

WIRE  CLOTH 

B.  Greening  Wire  Co.,  Ltd.,  Ham- 
ilton. 

Canada  Wire  &  Iron  Goods  Co., 
Hamilton. 

WIRE  FENCINO 

Banwell-Ho.xie  Wire  Fence  Co., 
Hamilton. 

McGregor,  Banwell  Fence  Co., 
Walkerville. 

Frost  Wire  Fence  Co.,  Hamilton. 

— Canadian  Steel  &  Wire  Co., 
Hamilton. 

— U.S.  Steel  Products  Co.,  Mont- 
real. 

— Imperial  Steel  &  Wire  Co.,  Ool- 

lingwood. 

WIRE  FENCE  STRETCHERS 

Richards-Wilcox  Canadian  Co., 
London. 

McGregor,     Banwell    Fence  Co., 

Walkerville. 
— Canadian    Steel    &    Wire  Co., 

Hamilton. 
Smith  &  Hemenway,   New  York. 
Otterville  Mfg.  Co..  Otterville. 

WIRE  GOODS 

— W.  H.  Thome  &  Co.,  St.  John, 
N.B. 

B.  Greening  Wire  Co.,  Hamilton. 
MeClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

— J.  E.  Beauchamp  &  Co.,  Mont- 
real. 

Canada  Wire  &  Iron  Goods  Co., 
Hamilton. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

— Andrews  Wire  Works,  Watford. 
WIRE  HOOPS 

Steel  Co.  of  Canada,  Hamilton. 

WIRE  LATHING 
B.  Greening  Wire  Co.,  Hamilton. 

WIRE  NAILS 
Steel  Co.  of  Canada,  Hamilton. 
— Northern    Bolt    &    Screw  Co., 

Owen  .Sound. 
— P.  L.  Robertson  Mfg.  Co.,  Mil- 
ton. 

— Canadian    Steel    &    Wire  Co., 

Hamilton. 
—Imperial  Steel  &  Wire  Co.,  Col- 

lincwiiod. 
WIEE  BAILINGS  AND  GUAED3 
B.  Greening  Wire  Co.,  Hamilton. 

WIRE  STAPLES 
Stanley      Works,      New  Britain, 

Conn. 

B.  Greening  Wire  Co.,  Hamilton. 
— Canadian    Steel    &    Wire  Co., 
Hamilton. 


WIRE  WINDOW  GUARDS 

— Dennis  Wire  &  Iron  Works  Co., 
London. 

— Andrews  Wire  Works,  Watford. 

WHEY  TANKS— Steel 

Steel  Trough  &  Machine  Co., 
Tweed. 

WHIFFLETREES — Steel,  Iron 
McKinnon   Dash   Co.,    St.  Cathar- 
ines. 

Canada  Steel  Goods  Co.,  Hamilton. 

WHIFFLETREES-Wood 
Drayton  Mills,  Lt  I.,  Drayton 

WHIP  LASHES 
G.  L.  Griffith  &  Son,  Stratford. 
WHISTLES  AND  SPEAKING 
TUBES 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

— Penberthy  Injector  Co.,  Wind- 
sor. 

WHITINQ 

A.  Ramsay  &  Son  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 

WHITE  LEAD 
Benjamin  Moore  &  Co.,  Toronto. 
Brandram-Henderson,    Ltd..  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 

Sherwin-Williams    Co.,  Montreal. 

Steel  Oo.  of  Canada,  Hamilton. 

— G.  P.  Stephens  &  Co.,  Winnipeg. 

Lowe  Bros.,  Ltd.,  Toronto. 

— Standard  Paint  &  Varnish  Co., 
Ltd.,  Windsor. 

— British-American  Paint  Co.,  Vic- 
toria. 

Martin-Senour  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

WHISKS 
— Stevens-Hepner  Co.,  Pt.  Elgin._ 
— Boeckh  Bros.  Co.,  Toronto. 
Meakins  &  Sons,  Ltd.,  Hamilton. 
— H.  W.  Nelson  &  Co.,  Toronto. 

WOOD  SPECIALTIES 
— St.  Mary's  Wood  Specialty  Co., 
St.  Mary's. 


BRITISH  MANUFACTURERS. 
ADVERTISING  SIGNS  —  Met»l 
Simplex   Conduits,    Ltd.,  Birming- 
ham. 

Charles  Pare  &  Co.,  Birmingham. 

ANCHOES  &  CHAINS 
Mitchells,  Ltd.,  Glasgow. 

CEMENT 
Mitchells,  Ltd.,  Glasgow. 
CONDUCTOR    PIPE    AND  OOP- 
PEE  CABLE 
Simplex   Conduits,    Ltd.,  Birming- 
ham. 

CUTLEEY 

Mottershaw  &  Co.,  Sheffield. 

EDGE  TOOLS 
Spear  &  Jackson,  Sheffield. 

ELECTRIC    GOODS,  FIXTURES, 
TOOLS 

Simplex   Conduits,    Ltd.,  Birming- 
ham. 

FILES  AND  RASPS 
Spear  &  Jackson,  Sheffield. 

FIEE  BEIOKS 
Mitchells,  Ltd.,  Glasgow. 

GALVANIZED  SHEETS 
Mitchells,  Ltd.,  Glasgow. 

IRON  BARS 
Mitchells,  Ltd.,  Glasgow. 

lEON  AND  STEEL 

Mitchells,  Ltd.,  Glasgow. 
Spear  &  Jackson,  ShefBeld. 


WOODBMWABB 

Wm.  Cane  Sons  Co..  Newmarket. 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.  Co.,  Otterville. 
Thos.    Davidson    Mfg.   Co.,  Mont- 
real. 

Lachute     Shuttle     Co.,  Laehnte 

Mills,  Que. 
Meakins  &  Sons,  Hamilton. 

WOOD  ALCOHOL 
— Berry  Bros.,  Walkerville. 
Sanderson  Pearcy  &  Co.,  Toronto. 
— Turpentine    Producers*  Agency, 
Toronto. 
WOODWORKERS'  VISES 
Richards-Wilcox      Canadian  Co., 
Ltd.,  London. 

WRENCHES 
Crescent     Tool     Co..  Jamestown, 
N.Y. 

— Whitman  &  Barnes  Mfg.  Co.,  St. 
Catharines. 

WRINGERS — Clothes 

American  Wringer  Co.,  New  York. 

Cummer-Dowswell,  Ltd.,  Hamilton. 

J.  H.  Connor  &  Son,  Ottawa 

Maxwells,  Limited,  St.  Mary's. 

One  Minute  Mfg.  Co.,  Toronto. 

Taylor-Forbes  Co.,  Guelph. 

WRINGER  ROLLS 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

YACHT  FITTINGS 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

ZINC     ORNAMENTS     AND  EN- 
RICHMENTS 

Winnipeg   Ceiling   &   Roofing  Co., 
Winnipeg. 

ZINC— WWte 

G.  F.  Stephens  &  Co.,  Winnipeg. 

Sherwin-Williams  Co.,  Montreal. 

Martin-Senour  Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 

Sanderson  Pearcy  &  Co.,  Toronto. 

Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 


IRON  PIPE 

Simplex   Conduits,    Ltd.,  Birming- 
ham. 

LEAD  PIPE 

Mitchells,  Ltd.,  Glasgow. 

MILITARY  EQUIPMENTS 
Knife,  Fork  and  Spoon  Wallets 
Mottershaw  &  Co.,  Sheffield. 

MOTOR  BOAT  SUPPLIES 
Simplex   Conduits,    Ltd.,  Birming- 
ham. 

NICKEL-PLATED     WAITERS  St 

ASH  TRAYS 
Charles  Pare  &  Co.,  Birmingham. 
PIG  IRON 

Mitchells,  Ltd.,  Glasgow. 

RULES  AND  TAPES 
James  Chesterman  Co.,  Sheffield- 
SAWS 

Spear  &  Jackson,  Sheffield. 

SHOVELS,  SPADES  &  FORKS 
Spear  &  Jackson,  Sheffield. 

SILICA  BRICKS 
Mitchells,  Ltd.,  Glasgow. 

SILVEEWAEE 
Mottershaw  &  Co.,  Sheffield. 

STEEL  EAILS  AND  BEAMS 
Mitchells,  Ltd.,  Glasgow. 

TOOLS — Mechanics* 
James  Chesterman  Co.,  Sheffield. 

ZINC  SHEETS 
Mitehells,  Ltd.,  Glasgow. 


If  You  Don't  See 
What  You  Want 

among  the  advertise- 
ments in  Canadian 

  Hardware  Journal, 

Your  Request,  for  i^^nte  the  pubhcatiott  office 
l"".".:!'.'::  32  Colbome  St.,  Toronto 


SOME  PEODUCTS  OP  BRITISH  MANUFAOTUEERS 
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You  can  make  money  out  of  any  of  these 

MAXWELL 

lines.     They  are  known  everywhere  ! 


MAXWELL'S  Favorite  Churn 

Here's  a  Churn  which  has  been  known  and  used  for  nearly  twenty 
years.  More  "Favorites"  are  sold  annually  in  Canada  than  all 
other  makes  combined.  Barrel  of  best  imported  oak  with  silver 
aluminum  hoops,  exceptionally  large  roller  bearings,  easy  running 
and  very  strong.  Notice  the  bow  lever.  Handle  can  be  adjusted  to 
centre,  left  or  right,  as  desired. 


MAXWELL'S 

"Excell-Air' 
Washer 


The  easy-running  washer 
which  takes  all  the  labor  out  of 
wash-day.  Tub  runs  smoothly 
on  ball  bearings,  and  the  top 
lifts  up  giving  heaps  of  room 
for  putting  in  and  taking  out 
the  clothes.  The  improved 
wringer  board  can  be  swung 
out  of  the  way  when  not  in  use. 
You  will  find  this  a  very  popu- 
lar line. 


MAXWELL'S  "Home  65"  Food  Cutter 

Here's  a  splendid  seller — an  article  every  housewife  needs.  This 
"Home  65"  is  made  in  the  standard  family  size,  and  is  much  stronger 
than  the  ordinary  type  of  machine.  Cap  fits  tightly,  rendering  the 
machine  perfectly  watertight.  The  open  end  cylinder  makes  it  easy 
to  clean,  and  the  mechanism  is  simple.  Supplied  with  different  cut- 
ting plates. 

Write  for  Illustrated  Catalogue 

MAXWELLS  Limited 

St.  Mary^s  Ontario 


Wkm  viMtM  *o  adTMtlMTi  kindly  mention  OanadUn  Hwdwar*  Joom*! 
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URLAPS 

Wall 

DOUBLE  SIZED  and  OIL  COATED 

Made  in  widths  of  30,  36,  45,  54,  60,  72  and  90  inches 
All  Standard  Shades 

DYED  BURLAPS 

Made  in  widths  of  36,  54  and  72  inches  only 
A  Good  Variety  of  Shades 

LENGTH  OF  ROLLS,  ALL  LINES,  30  and  60  Yards 

Hardware  Dealers 

In  going  over  their  stock  of  Builders'  Supplies  for  Spring 
should  not  overlook  putting  in  a  stock  of  our 

Prepared  Decorative  Burlaps 

There  is  bound  to  be  a  brisk  demand  for  our  Burlaps  where- 
ever  building  is  being  done,  and  the  dealer  with  a  good 
stock  on  hand  will  reap  the  benefit  of  this  trade. 

THE  UNEXCELLED  WALL  COVERING 

Handled  by  Leading  Jobbers  of  Wall  Papers,  Paints,  Etc. 

Send  for  Samples  and  Prices 

Manufactured  by 

The  Dominion  Oil  Cloth  Co.,  Limited 

MONTREAL 

When  writing  to  advertlseis  kludly   meutiou  Cauadiau  Hardware  Journal 
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"Wear-Ever" 

Aluminum  Utensils 

Made  In  Canada  by  Canadian  Workmen 

Used  by  All  Canadian  Housekeepers 


Where  'Wear-Ever"  Aluminum  Utensils  are  made 


WEAR-EVER        rr^,      x  t      i  *  i       .  ^  ,  WEAR-EVER 


1$^ 


The  Northern  Aluminum  Company's 

ALUMINUM     ractory  at  1  oronto  is  the  largest  and  aluminum 

xn™^.      J^ost  modern  of  its  kind  in  Canada.  VJfsL/ 

TRADEMARK  TRADEMARK 


ATiTiRESS  Write  for  our  proposition.    It  means  profits  to  you. 

Northern  Aluminum  Company,  Limited 

Dept.  27  Toronto  Ontario 


Wli«n  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 


January,  1915 
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Wear -Ever 

Aluminum 
Utensils 


Enough  to  Satisfy  Ever^  Customer 
Sold  in  Sets  or  Single  Pieces 
200  Shapes  and  Styles 

"Wear-Ever"  utensils  have  the  qualities 
that  make  and  keep  customers.  The  shapes 
are  artistic  and  serviceable. 

The  methods  used  in  manufacture  produce  a  surface 
that  is  v^ery  hard  and  smooth — resulting  in  utensils 
that  are  pure,  safe  and  easy  to  clean. 

In  addition  to  the  many  strong  selling  points  of  the 
goods  themselves,  the  dealer  who  stocks  "Wear- 
Ever"  utensils  has  the  help  of  our  EXTENSIVE 
CONSUMER  ADVERTISING  and  such  sales  helps 
as  DEMONSTRATIONS,  DISPLAYS,  FOLDERS 

ETC. 


J9 


ylWRESS 


Write  for  our  proposition.    It  means  profits  for  you 


Northern  Aluminum  Company,  Limited 


Dept.  27 


Toronto 


Ontario 


When  writing  to  advertiseis  kindly    mention  Canadian  Haidwaia  Journal 
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Lion  Brand  Cordage 

Is  quickly  available  in  any  part  of  Canada 

No  matter  what  part  of  Canada  you  are  located  in. 
Lion  Brand  Service  is  always  at  your  disposal. 

By  means  of  our  system  of  distributing  agencies 
extending  from  Coast  to  Coast,  we  can  supply  your 
wants  at  shortest  notice. 


Consumers  Cordage  Company,  Limited 

Mills  at  Dartmouth,  N.S.  and  Montreal  Branches  at  Toronto  and  St.  John,  N.B. 


Buy  Lion  Brand  because  it 's  Made  in  Canada  and  because  it  is  the  Best 


Wben  writing  to  adT«rtls«rs  kindly   moation  Canadian  Hardware  Journal 


January,  1915 
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Uon  Brand  Cordage 

Made  in  Canada  since  1825 


For  ninety  years  we  have  manufactured  Lion  Brand 
Cordage  in  Canadian  factories  employing  Canadian 
workmen — doing  our  share  in  building  up  the  country 
and  increasing  its  prosperity. 

During  the  ninety  years  we  have  kept  pace  with  all 
improvements  in  methods  and  machinery  for  rope 
manufacture  so  that  in  buying  Lion  Brand  you  are 
getting  the  best  that  long  experience  and  modern 
machinery  working  on  selected  fibre  can  produce. 


Consumers  Cordage  Co.,  Limited 

Agents  and  Stocks  at 
Halifax  St.  John,  N.B.  Montreal  Toronto 

F.  H.  Andrews  &  Sons,  Quebec,  Que.  MacGowan  &  Co.,  Vancouver 

TEES  &  PERSSE,  Limited,  WINNIPEG 

Regina  Saskatoon  Moose  Jaw  Calgary  Edmonton 
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eVEREADv  Flashlight 
Prices  Reduced 

A  heavy  cut  has  been  made  in  the  prices  of  some  of  the  most  popular  EVEREADY 
FLASHLIGHTS.     Note  the  reductions  on  complete  Flashlights. 


m2 


No.  2602 


No. 

No. 
No. 
No. 

No. 
No. 


2604 

2622 
2625 
2624 

2606 
2612 


2604 


2612 


2614 


261.i 


2625 


2626 


Size  11/4  X  5 
Vulcanized  Fibre 
Size  IV2  X  6 1/2 
Vulcanized  Fibre 
Snake  Cloth 
Alligator  Cloth 
Black  Cloth 
Size  11/2  X  8 1/2 
Leatherette 
Vulcanized  Fibre 


Tubular  Flashlights 


Old  Price  New  Price 


$1.40 

1,65 
1.35 
1.35 
1.25 

1.65 
1.95 


$1.10 

1.35 
1.06 
1.05 
1.05 


1.35 
1.55 


No. 
No. 


No. 
No. 


No. 
No. 


2626 
2627 


2608 
2614 


2610 
2615 


Size  IV2  X  SVi 
Black  Cloth 
Enameled  Metal 

Size  I'A  3C  11 
Leatherette 
Vulcanized  Fibre 

Size  IV2  X  13 
Leatherette 
Vulcanized  Fibre 


2627 


1.35 
1.25 


2.25 
2.50 


2.75 
3.00 


1.10 
1.00 


1.65 
1.95 


2.20 
2.46 


EVEREtoY 


£VEREM>v 


Vest  Pocket 


Pistol  Light 

01(1  Price       New  Price 
$2.00  $1.65 


Miners'  Flashlights  (7.1 


Icanized  fibre  with\ 
rge  lens  and  reflector ) 


No.  2616 

No.  2619 

No.  2621 

No.  2623 


1 'Ax  6 1/2 
IV2  X  8V2 
IV2  X  11 

11/2  X  13 


Old  Price  New  Price 
$2.25  $1.63 
2.65  1.90 
3.30  2.50 
3.90  3.00 


Vest  and  Coat  Pocket  Flashlights 


Size  1  X  IVs  X  31/2 

Old  Price 

New  Price 

No. 

6902 

Black  Cloth 

$1.40 

$1.10 

No. 

6950 

White  CeUuloid 

1.65 

1.40 

No. 

6951 

Black  Celluloid 

1.65 

1.40 

No. 

6952 

Snake  Cloth 

1.50 

1.10 

No. 

6953 

Alligator  Cloth 

1.60 

1.10 

Size  1  X  2f    X  31/2 

No. 

6901 

Alligator  Cloth 

$1.40 

$1.10 

No. 

6904 

Snake  Cloth 

1.40 

1.10 

No. 

6903 

Black  Cloth 

1.30 

1.10 

No. 

6909 

Vulcanized  Fibre 

1.90 

1.65 

No. 

6915 

Black  Celluloid 

1.90 

1.65 

Size  IVs  X  2V4  X  5 

No. 

1991 

Black  Cloth 

$1.65 

1.40 

No. 

1992 

Snake  Cloth 

1.75 

1.40 

No. 

1993 

Alligator  Cloth 

1.75 

1.40 

TO  THF  HFAIFR  These  reduced  prices  mean  more 
1^  inti  LTEi/ALiCIV  business  for  you,  as  they  make  the 
E'  EREADY  line  the  cheapest  on  the  market,  quality  con- 
tldered.  Order  from  your  Jobber  at  these  new  prices.  If 
you  haven't  an  EVEREADY  Catalogue,  write  for  one. 


Canadian  Ever  Ready  Works 


of  Canadian  National  Carbon  Co.,  Limited 


90  Chestnut  Street 


Toronto 


Co*t  Pocket 


Flashlight  Bulbs 

All  Flashlight  Bulbs  former- 
ly quoted  at  27  cents 
now  1  7  cents 


"Canadian  Made  for  Canadian  Trade" 
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Don^t  Sell  Spring  Hinges 
Of  Obsolete  Construction 

Only  the  New  Double  Acting 

Bommer 

Spring  Butt  Hinges 

Q  Q 


have  the  weight-support- 
ing bearings  correctly 
located  to  liberate  the 
action  of  the  springs,  re- 
ducing breakage  and  in- 
creasing spring  power, 
preventing  unequal  wear 
of  the  barrels,  and  giving 
practically  unlimited  dur- 
ability.  % 

Bommer  double-acting  spring  hinges  open  alike  at  both 
casings  and  both  doors  when  both  doors  are  opened. 

The  carpenter  can  avoid  guesswork  and  save  time  when 
hanging  double-acting  doors  in  pairs,  as  he  can  scribe  and 
fit  both  doors  of  a  pair  from  the  same  side  of  the  opening. 

YOUR  JOBBER  CAN  SUPPLY  THEM 

Bommer  Bros.,  Manufacturers,  Brooklyn,  N.Y. 

Canadian  Representative,  Alex.  Tharber,  448  St.  Paul  St.,  Montreal 


o 


HICMB 

ireiE  mm 

REPUTATION 

The  Chicago  "Triplex"  Spring  Butt 

has  characteristic 
features  of  recog- 
ni  zed  merit, 
handsome  in  ap- 
pearance and  de- 
pendable for  the 
most  severe  re- 
quirements. 

This  article  has  a  reputation  and  selling 
force  which  commands  the  trade,  and 
your  stock  should  be  complete. 

Chicago  Spring ^uli  Compatjij, 


CHICAGO 


NEW  YORK 


Send  for  Catalogue  S29 


Our  Patented  System  of  Heat  Circulation  saves 
heat  that  was  %vasted  up  the  chimney,  and  makes 

The  Supreme  Range 

the  most  saleable  stove  you 
can    have   on    your  floor. 

The  "Supreme"  is  absolutely  guaranteed  TO  SAVE 
HALF  OF  THE  Fl'EL  Bll-L.  Isn't  that  a  proposition 
to  interest  your  customers  ? 

Write  UM  now  for  prices 

Supreme  Heating  Co.,  Limited 

Welland  -  Ontario 


The  "Quick  Set"  Register 


(/('•  our  latett) 


(We  think  it  oar  bett) 


WE  ARE 


FOR  ALL  STYLES 
OF 
SIDEWALL 
AND 

FLOOR  REGISTERS 
OF 
ALL  SIZES 


H 
E 
A 
D 


VENTILATORS 
AND 


Q     GRILLES  IN  METAL 

u 


A 
R 
T 
E 
R 
S 


OR  WIRE 
OF  ALL  STYLES 
AND 
FINISHES 


^Vritm  for  catalogum  and  prices 


Turtle  &  Bailey  Mfg.  Co.,  Limited,  Bri<lgeburg,Ont. 

BRANCH-126  LOMBARD  ST..  WINNIPEG 


Wb«&  writing  to  tdvartistrt  kimdlj  mantion  Canadian  Hardware  JouruLi 
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Made)in 
\\4:^tclox 


Over  Three  Million  in  Profit 


DIG  Ben  has  put  over  three  mil- 
^  lion  dollars  in  clean,  honest 
profit  into  the  tills  of  23,000 
retailerso 

Better  still,  he's  out  to  put 
several  million  more  into  these 
same  tills. 

A  stock  is  ready  for  Cana- 
dian trade — packed  6  in  a  car- 
ton with  sales  helps. 


A  mahogany  display  stand 
free  with  an  order  for  12;  names 
printed  on  dials  with  an  order 
for  24. 

With  an  order  for  48  we  fur- 
nish an  electric  flasher  which  will 
attract  attention  to  your  window. 

In  case  lots  of  24— $1 .95  each.  In 
broken  lots,  $2.05  each.  Less  2%. 
Retail  Price  in  Canada,  $3.00. 


Wben  writing  to  advertlseis  kindly     mention  Canadian  Hardware  Journal 
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Number  One 


Pathetic  But  There  is  much  of  pathos  in  the 

Unnecessary.  stories  which  the  writer  frequent- 

ly encounters,  of  dealers  who 
have  labored  diligently  for  years,  giving  their  best 
energy  to  their  work  from  early  morn  until  late  at 
night,  only  to  find  at  the  end  of  a  long  period  of  stren- 
uous labor  that,  financially,  they  have  accomplished 
little.  They  find  themselves  past  the  most  active  stage 
of  life  without  having  attained  that  independence  for 
which  they  have  been  striving.  The  story  is  certainly 
a  most  pathetic  one,  especially  in  the  light  of  the  fact 
that  in  most  cases  it  is  really  unnecessary. 

The  trouble  has  not  been  that  they  have  not  labored 
diligently,  for  in  most  instances,  these  have  been  the 
men  who  have  been  most  given  to  long  hours  and  the 
shouldering  themselves  of  much  of  the  manual  labor  in 
connection  with  the  work  of  the  store.  This  has  quite 
often  been  exactly  the  trouble.  They  have  worked  alto- 
gether too  much  with  their  muscle  and  not  enough 
with  their  head.  They  have  given  time  to  manual  labor 
that  could  be  done  by  cheap  help,  which  should  have 
been  given  to  executive  work,  such  as  buying  and  sell- 
ing, winning  customers,  collecting  accoixnts,  and  all 
those  other  things  to  which  the  manager  should  give  his 
attention. 

System  has  frequently  been  lacking  in  the  stores  of 
these  men.  They  have  known  little  of  their  cost  of 
doing  business  or  of  their  gross  or  net  profits.  They 
have  gone  on  year  after  year  with  little  real  knowledge 
of  the  progress  of  their  business.  They  maj'  have 
"guossed"  that  they  were  doing  all  right,  while  prob- 
ably some  years  they  made  no  money  at  all,  but  not 
taking  a  competent  yearly  inventory,  they  have  been 
unaware  of  the  fact,  and  so  have  gone  on  without 
remedying  the  leaks  that  have  been  eating  the  heart 
out  of  their  profits. 

If  they  had  only  had  a  competent  business  system 
they  would  have  been  able  to  gauge  their  progress  each 
year,  and  if  it  was  not  satisfactory  an  investigation 
could  have  been  made  into  the  cause,  and  the  cause 
removed  or  remedied. 

Every  business  man  owes  it  not  only  to  hitnself  but 
his  family  that  he  should  have  a  competent  cheek  on 
his  business,  so  that  he  will  actually  know  that  he  is 


making  money  and  that  the  amount  is  satisfactory.  No 
man  wants  to  find  himself  in  that  pathetic  condition  of 
having  given  his  best  of  his  life  to  his  chosen  business 
only  to  find  that  he  has  made  little  or  no  money  out  of 
all  his  work. 

Watch  your  credit  accounts  closely  and  do  not 
be  afraid  to  say  "yVo"  to  the  man  who  has  got 
in  further  than  he  can  crawl  out.  There  is 
nothing  to  be  gained  by  throwing  good  money 
after  bad. 

Stop  the  Little  Figuring  300  business  days  to 

Leaks.  the  year,  the  saving  of  50  cents 

per  day  would  mean  $150  per  an- 
num, and  that  in  turn  Avould  mean  an  additional  one 
per  cent,  in  the  annual  dividends  of  a  $15,000  enter- 
prise. For  each  additional  50  cents  per  day  saved,  there 
would  be  another  one  per  cent,  per  annum  earned. 

Considered  from  that  viewpoint,  are  not  the  unneces- 
sary expenses  of  any  business  well  worth  investigating? 
We  don't  mean  the  cost  of  keeping  the  store  clean,  trim- 
ming the  show  windows  attractively,  delivering  goods 
promptly,  or  any  other  of  the  really  vital  investments 
which  a  modern  business,  enterprise  must  make  to  suc- 
ceed and  grow. 

What  we  have  in  mind  are  the  little  business  leaks 
which  are  so  often  wasteful  in  themselves  and  condu- 
cive to  slipshod  methods  generally.  They  comprise  leaks 
of  time,  leaks  of  material  and,  sometimes,  even  direct 
leaks  of  money. 

A  very  common  leak  in  the  hardware  trade  is  the 
deterioration  of  goods  owing  to  rust  and  dirt.  This 
leak  could  be  almost  entirely  overcome  by  care  in  the 
storing  of  goods,  and  by  employing  some  of  the  spare 
time  of  the  clerks  in  keeping  the  stock  polished  up  and 
free  from  dust. 

Then  there's  the  leak  that  results  in  the  carrying  over 
of  a  miscellaneous  lot  of  seasonable  goods  that  could 
often  be.  disposed  of  towards  the  end  of  a  season  at  a 
slight  cut  in  price  or  through  wide-awake  salesman- 
ship. 

Another  very  common  leak  is  the  waste  of  newspaper 
advertising  space.  It  costs  just  as  much  to  run  the  same 
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advertisement  in  your  local  newspaper  52  times  in  the 
year  as  it  does  to  run,  say,  13  different  advertisements 
four  times  each.  Expert  service  in  the  preparation  of 
advertising  copy  is  at  your  command  without  cost,  for 
you  can  always  count  on  the  co-operation  of  the  pub- 
licity departments  of  the  manufacturers  whose  goods 
you  sell,  or  of  the  ad.-writing  department  of  your  trade 
paper. 

Thei-e  are  many  other  leaks  common  to  a  large  per- 
centage of  the  business  world,  and  by  no  means  pecu- 
liar to  the  hardware  field.  There's  the  leak  of  postage 
stamps  due  to  carelessness  in  observing  the  postal  law.s; 
the  leak  of  lead  pencils,  erasers,  etc.,  due  to  lack  of  ap- 
preciation by  employes  of  the  importance  of  small  econ- 
omies; leaks  of  wrapping  paper,  string  and  cardboard 
and  other  supplies  which  may  so  easily  be  wasted. 

Even  more  important  in  many  business  houses  are 
the  leaks  of  time — delay  in  beginning  of  the  day's 
work,  slackening  of  effort  at  the  closing  hour;  time 
wasted  in  trucking  through  lack  of  system,  etc.  Then, 
too,  much  of  the  time  of  high-priced  employes,  which 
could  otherwise  be  profitably  employed,  is  often  spent 
in  work  which  could  readily  be  relegated  to  inexpensive 
help. 

The  merchant  who  stops  such  leaks,  thus  reducing  ex- 
penses and  increasing  efficiency,  has  invariably  a  larger 
sum  to  the  credit  of  net  earnings  at  the  end  of  the  year 
than  would  otherwise  be  the  case. 

Sell  quality  goods  and  advertise .  Make  good 
your  promises  and  advertise.  Add  service  to 
quality  and  advertise.  Advertise  by  all  the 
usual  means. 

Why  Credit  is  That  credit  is  advancing  towards 

Recovering.  recovery  is   evidenced   by  the 

drop  which  has  taken  place  in 

the  rate  of  exchange. 

Within  a  few  days  after  the  war  broke  out  credit  the 
world  over  became  so  dislocated  that  the  rate  in  both 
the  United  States  and  Canada  rose  to  the  point  that 
made  its  purchase  practically  prohibitive.  In  one  in- 
stance in  New  York  as  high  as  $6.25  was  paid  for  a 
large  round  sum.  But  it  was  a  case  of  necessity.  No 
such  rate  was  paid  in  Canada,  but  there  were  instances 
in  which  $6  was  asked.  Banks  that  quoted  $5.25  to 
$5.50  seemed  to  think  they  were  offering  bargains. 

Since  then  there  has  been  a  gradual  working  down- 
ward, until,  by  the  end  of  the  second  week  in  Novem- 
ber, the  rate  had  receded  to  within  a  fraction  of  normal. 

While  the  co-operative  efforts  of  the  British,  Amer- 
ican and  Canadian  Governments  contributed  much  to 
the  bringing  about  of  this  happy  state  of  affairs,  the 
chief  reason,  after  all,  was  the  increasing  assurance 
that  success  would  ultimately  crown  the  armies  of  the 
allies.  Plus  this  is  the  confidence  that  after  over  three 
months  of  warfare  the  British  navy  will  have  no  diffi- 
culty in  keeping  the  ocean  highways  open  to  commerce. 

This  last  named  probability  has,  doubtless,  had  much 
to  do  with  swinging  the  sympathy  of  the  financial  and 
commercial  interests  of  the  United  States  in  favor  of 
Great  Britain  and  her  allies. 

No  doubt,  many  of  them  are  persuaded  of  the  right- 
eousness of  the  British  cause.  But  that  is  a  matter  of 
the  mind.  It  doesn't  affect  the  pocket.  Defeat  of 
Britain  and  her  allies  would  disturb  their  credit,  what- 
ever its  effect  might  be  on  their  mental  attitude.  The 
depressing  effect  which  the  slightest  reverse  has  upon 
the  American  money  market  is  proof  of  this. 

As  the  financial  editor  of  a  New  York  paper  recently 


remarked,  one  has  only  to  watch  the  changing  scenes  in 
the  battle  lines  in  order  to  anticipate  what  course  the 
money  market  in  the  United  States  may  take. 

The  British  army  and  navy  are  just  now  the  protec- 
tors of  the  world's  credit  as  well  as  the  guardians  of  the 
British  Empire. 

Don't  talk  trade  depression ;  it  is  like  throw- 
ing sand  in  the  machinery.  Talk  about  trade 
revival.,  it  acts  as  a  lubricant. 

War  Supplies  No  one  will  probably  be  able  to 

Bought  in  Canada,  compute  the  value  of  the  busi- 
ness which  has  been  obtained  in 
Canada,  directly  and  indirectly,  as  a  result  of  the  war. 

One  thing  we  do  know  is  that  the  orders  placed  up 
to  the  third  week  in  November  through  the  agent  of 
the  Imperial  Government  now  in  Canada  reached  a 
total  valuation  of  $15,000,000. 

Much  of  this  consisted  of  munitions  of  war,  but  a 
great  deal  of  it  was  also  ordinary  merchandise,  there 
being  boots  and  shoes,  $2,500,000:  woolens  and  tex- 
tiles, $2,500,000;  hardware,  $1,000,000;  rifles  and  am- 
munition, $1,500,000;  harness  and  saddles,  $1,000,000; 
canned  goods,  $500,000;  meats,  $500,000. 

But  this  does  not  include  all  the  unusual  business 
that  the  war  has  brought  to  Canada,  as  those  who  have 
intercourse  with  manufacturers  and  business  men 
easily  learn. 

While  one  cannot  but  regret  the  war  which  makes 
these  special  purchases  necessary,  it  is  gratifying  to 
know  that  Canada  is  getting  such  a  substantial  share 
of  the  business.  It  helps  to  relieve  our  trade  neces- 
sities. 

The  war  cloud  may  still  be  heavy,  but  rifts 
are  being  ?nade  in  the  cloud  that  is  hanging 
over  the  business  of  the  country. 

The  Weights  and  The  Weights  and  Measures  De- 
Measures  Anomaly,  partment  of  the  Inland  Revenue 
Service  collected  over  $226,000 
from  the  business  men  of  Canada  during  the  last  fiscal 
year.  Of  this  $135  was  in  the  shape  of  seizures  and 
penalties. 

These  figures  again  afford  an  opportunity  for  point- 
ing out  the  incongruity  of  the  present  system  of  inspec- 
tion. 

No  one  doubts  the  necessity  for  regular  and  sys- 
tematic inspection  of  weights  and  measures.  While  the 
average  business  man  keeps  honest  weights  and  meas- 
ures, they  may  occasionally  get  out  of  true.  The  neces- 
sity for  inspection  is,  therefore,  obvious. 

But  it  is  equally  obvious  that  a  system  which  imposes 
a  tax  on  business  men  whose  weights  and  measures  are 
correct,  is  wrong  in  practice. 

Penalize  by  all  means  the  man  who  employs  dishonest 
weights  or  measures,  but  it  is  the  public  revenue  that 
should  bear  the  general  cost  of  inspection  and  not  the 
business  men  of  the  country. 


YOUR  CUSTOMERS  EXPECT  prompt  delivery 
and  you  aim  to  give  it.   Wouldn't  it  help 
you  if  they  phoned  their  orders  earlier 
than  some  of  them   do.    Perhaps  they  never 
thought  it  mattered.   Why  not  tell  them? 
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Necessity  Compels  Canada  to  Buy  H  ome-Made  Goods 

BY  W.  L.  EDMONDS 


IT  is  not  because  of  any  antipathy  toward  the  nations 
of  the  world — with  the  exception  of  Germany,  Aus- 
tria and  Turkey — that  the  people  of  Canada  are 
campaigning  in  favor  of  home-made  goods. 

It  is  not  chiefly  because  of  a  desire  for  national  ex- 
clusiveness,  although  that  may  be  a  factor. 

Fundamentally,  it  is  born  of  a  necessity. 

And  that  necessity  in  turn  is  born  of  the  war. 

During  the  last  ten  years  Canada  has  grown,  not  by 
inches,  but  by  yards. 

•  •    •  • 

Our  Annual  Production  of  Wealth. 

Between  them,  our  manufacturing  and  agricultural 
industries  have,  during  the  last  year  or  two,  been  pro- 
ducing wealth  at  the  rate  of  approximately  three  bill- 
ion dollars  annually. 

But  great  as  this  amount  is,  we  have  been  compelled 
to  supplement  our  capital  account  with  borrowings 
from  abroad,  for  young  and  progressive  nations,  any 
more  than  large  commercial  enterprises,  cannot  create 
adequate  capital  out  of  earnings. 

They  have  got  to  borrow  or  stand  still. 

Last  year  we  borrowed  $351,408,629,  and  the  year  be- 
fore $230,782,982,  a  total  of  $582,191,611  in  the  two 
years. 

Until  the  war  broke  out  we  were  able  to  obtain  sub- 
stantial sums  in  the  money  markets  of  the  world.  But 
now  war,  and  not  business,  has  the  first  claim  upon  the 
world's  capital  account.  Canada,  consequently,  is  get- 
ting much  less  capital  from  abroad  than  her  necessities 
demand. 

•  •    •  • 

Helping  Our  Necessities. 

Naturally,  one  of  tlie  best  things  we  can  do  in  order 
to  help  our  necessities  is  to  give  the  preference  for 
Canadian-made  goods  when  making  any  purchases  for 
either  home,  store  or  factory. 

Last  year  we  imported  manufactured  products  to 
the  value  of  over  $465,000,000,  or  about  $57  per  head  of 
population. 

When  we  bear  in  mind  the  fact  that  this  sum  is  al- 
most equal  to  the  aggregate  output  of  the  factories  of 
the  six  leading  manufacturing  cities  of  Canada,  we  be- 
gin to  get  some  conception  of  its  import. 

But  in  order  to  hammer  this  point  home  a  little  more 
closely,  let  mo  draw  attention  to  a  further  fact:  The 
money  spent  on  goods  of  foreign  manufacture  last  year 
would  pay  the  salaries  and  wages  of  the  employes  of 


the  Canadian  factories  for  a  period  of  nearly  two  years, 
basing  our  calculation  on  the  census  of  1910,  when  the 
salaries  and  wages  of  the  515,203  employes  were  com- 
puted at  $241,008,416. 

Of  course,  there  is  no  possibility  of  our  replacing 
with  home-made  .goods  the  whole  of  the  $465,000,000 
worth  of  manufactured  goods  we  import. 

There  are  many  things  we  need  in  the  home,  the  store 
and  in  the  factory  that  we  must  necessarily  import. 

Even  after  doing  our  best  we  may  probably  discover 
that  we  have  only  transferred  from  the  foreign  to  the 
home  manufacturer  a  fraction  of  our  purchases  of  mer- 
chandise. 

Our  Possibilities. 

But  even  if  by  dint  of  much  effort  we  could  turn  only 
25  per  cent,  of  the  total  our  way  we  would  give  nearly 
$116,250,000  worth  of  business  to  the  factories  of  Can- 
ada that  they  do  not  now  possess. 

This  would  be  about  equal  to  the  joint  value  of  the 
output  of  the  factories  of  Hamilton,  Winnipeg,  Ottawa 
and  Sydney  four  years  ago.  We  ought  to  be  able  to 
transfer  at  least  that  amount  of  business  from  the  for- 
eign to  the  home  factories. 

Credit  is  gradually  being  restored  to  the  normal,  and 
money  is  getting  easier.  During  1915  we  shall  prob- 
ably see  a  greater  increase  in  the  wealth  of  the  coun- 
try— mainly  due  to  the  larger  acreage  under  cultiva- 
tion— than  at  any  time  in  its  history. 

In  the  meantime,  however,  we  can  greatly  relieve  our 
present  necessities  by  buying,  as  far  as  possible,  home- 
made goods. 

«    #    *  * 

The  Case  in  a  Nutshell. 

Every  dollar  spent  on  goods  of  home  manufacture 
that  has  hitherto  been  spent  on  products  of  foreign 
factories,  means  an  additional  dollar  for  distribution 
among  the  employex's  and  employes  of  the  factories  of 
Canada. 

The  United  States  is  setting  us  a  good  example.  Busi- 
ness men  there  are  alive  to  the  importance  of  buying 
home-made  goods,  and  a  part  of  their  campaign  is  the 
holding  of  "Made  in  U.S.A."  exhibitions  in  New  York 
and  Chicago. 

Canadians  can  well  afford  to  follow  in  the  footsteps 
of  their  American  cousins  in  this  respect. 

The  stronger  we  make  our  financial  position  the  bet- 
ter shall  we  be  equipped  to  fight  our  enemies. 
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Promoting  the  Sale  of  Made-in-Canada  Goods 

Retailers  should  join  in  present  campaign  to  promote  the  sale  of 
Canadian  goods — Unique  window  display  used  by  Montreal  dealer 


DURING  the  past  few  years,  the  manufacturers  of 
Canada  have  been  putting  forth  steadily-increas- 
ing efforts  to  promote  the  sale  of  "Made-in-Can- 
ada" goods.  Since  the  outbreak  of  war,  realizing 
that  the  psychological  moment  was  at  hand  for  an  ap- 
peal to  the  Canadian  people  to  patronize  home  indus- 
try, manufacturers  individually  and  collectively  have 
undertaken  a  big  campaign  and  in  this  they  are  receiv- 
ing valuable  support  from  the  press  of  Canada.  They 
also  realize  the  valuable  assistance  that  the  retailers  of 
Canada  can  give  them  in  this  work. 

Why  the  Retailer  Should  Assist. 

The  retailer  should  realize  that  if  Canadian-made 
goods  are  bought  by  Canadians,  it  will  help  in  the  em- 
ployment problem  of  this  country,  and  will  also  help  to 
keep  money  in  circulation  in  Canada.  This  is  of  indi- 
rect benefit  to  the  merchant  because  the  more  people 
who  are  kept  in  continuous  employment  the  more 
money  they  will  have  to  spend  with  the  retailer. 

The  retailer  can  also  make  the  present  "Made-in- 
Canada"  campaign  of  direct  benefit  to  his  business  by 
featuring  Canadian  goods  in  his  store  and  cashing  in 


a  generally  dilapidated  condition, 
which  read: 


Above  it  was  a  card 


AN  IDLE  FACTORY  PRODUCES  WANT  AND  PRI- 
VATION.   ARE  YOU  HELPING  TO  KEEP  CAN- 
ADIAN FACTORIES  CLOSED  BY  BUYING 
GOODS  MADE  IN  FOREIGN  COUNTRIES? 

On  the  right-hand  side  was  another  miniature  fac- 
tory, but  a  delightful  contrast  to  the  first.  Here  all  was 
busyness,  and  the  card  above  it  read: 

A  BUSY  FACTORY  PRODUCES  HAPPY  HOMES 
AND  PROSPEROUS  PEOPLE.  ARE  YOU  HELP- 
ING  TO  KEEP  CANADIAN  FACTORIES  BUSY 
BY  BUYING  GOODS  MADE  IN  CANADIAN 
FACTORIES  1 

Along  the  rear  of  the  window  was  a  big  banner  with 
Ihe  slogan:  "Buy  Made-in-Canada  Goods." 

Features  of  the  Display. 

The  miniature  factories  were  made  out  of  cardboard 


Sketch  made  by  Caiiailian  Haidvvaiu.Iournars  artist  illustratiiiK  the  central  feature  of  a  window  display  in  a  Montreal 
store  advocating  people  to  buy  ••Made-in-Canada  "goods.    Read  about  it  in  the  accompanying  article. 
Any  kind  of  Canadian  goods  can  be  shown  in  the  window. 


on  the  present  publicity  that  is  being  given  to  Cana- 
dian-made goods. 

Montreal  Dealer  Makes  Use  of  Window. 

The  window  display  is  one  effective  medium  of  pro- 
moting the  sale  of  "Made-in-Canada"  goods,  and  was 
the  one  used  by  a  Montreal  store,  in  a  recent  effort  in 
this  direction. 

The  display  in  question  not  only  featured  Canadian 
goods,  but  drove  home  in  a  convincing  manner  to  the 
passing  public  why  they  should  buy  Canadian  goods. 
The  uni(iue  manner  in  which  this  was  done  is  illustrat- 
ed in  the  accompanying  sketch.  A  representative  of 
this  paper  found  that  it  proved  very  interesting  to 
those  passing  the  store. 

In  the  left-hand  side  of  the  window  was  a  miniature 
factory  in  idleness  with  many  windows  broken  and  in 


mapped  out  in  imitation  of  brick.  Electric  lights  were 
placed  behind  the  windows  of  the  busy  factory,  while 
the  idle  one  was  in  darkness.  Especially  at  night  the 
contrast  was  very  conspicuous,  thus  assisting  in  driving 
home  the  point  it  was  desired  to  emphasize.  Canadian 
goods  were  displayed  in  the  centre  of  the  window.  The 
central  feature  made  the  window  a  much  greater  at- 
tention attractor  than  if  the  display  was  simply  of 
goods  only. 


Wishing  all  our  readers  A  HAPPY 
NEW  YEAR— May  1915  be  a  year  of  good 
business  for  all  our  Canadian  hardware 
dealers. 


January,  1915 


CANADIAN  HARDWARE  JOURNAL. 


63 


Dividends  for  the  Retailers  Who  Attend  the  Hardware 
Convention        :         :         :        :        Byiv.L.  edmonds 


ADTHOUGH  there  will  be  no  exhibition  of  manufactured  goods  in  connection  with  the  forthcoming 
convention  of  the  Ontario  Retail  Hardware  and  Stove  Dealers'  Association,  it  does  not  follow  that 
hardwaremen  have  less  reason  for  attending. 

On  the  contrary,  there  is  every  reason  why  every  hardwareman  in  the  province  should  be  present. 

It  will.be  a  real  convention.  There  being  no  exhibition  the  members  of  the  retail  organization  will 
have  nothing  to  distract  them  from  the  discussion  of  matters  immediately  appertaining  to  their  own  af- 
fairs. 

This  is  a  time  above  all  others  when  retail  hardwaremen  should  give  their  attention  to  their  own 
necessities. 

The  war  has  dislocated  business  in  Canada  as  well  as  in  other  countries.  Hardwaremen  know  this 
to  their  cost. 

At  the  forthcoming  convention  a  great  deal  of  time  will  undoubtedly  be  given  to  discussing  the 
situation  and  the  consideration  of  ways  and  means  best  calculated  to  meet  and  surmount  the  difficulties 
with  which  the  trade  are  beset. 

From  the  discussions  that  will  ensue  every  hardwareman  will  be  able  to  gather  ideas  that  will  more 
than  recompense  him  for  any  expense  entailed. 

«    «    «  * 

AN  exhibition  of  manufactured  hardware  is  undoubtedly  a  valuable  adjunct  to  a  convention  of  re- 
tailers.   Many  new  lines  can  be  seen  and  much  information  gathered  about  them.   Besides  this  the 
retailer  is  brought  into  contact  with  manufacturers  whom  he  has  hitherto  known  only  by  name. 

But  the  unavoidable  necessity  of  doing  away  with  the  exhibition  for  the  present  year  will  have  its 
compensation  in  the  greater  opportunity  that  will  be  afforded  this  year  for  concentration  on  the  business 
of  the  convention. 

In  the  final  analysis,  however,  the  measure  of  success  which  will  attend  the  convention  will  be  de- 
termined by  the  amount  of  effort  and  enthusiasm  exercised  by  those  who  attend. 

The  history  of  the  association  is  not  without  precedent  whereon  the  hope  for  a  successful  conven- 
tion can  be  based  without  the  additional  attractions  of  an  exhibition. 

As  a  matter  of  fact  one  of  the  best  conventions  ever  held  was  unassociated  with  any  exhibition  fea- 
tures.   That  was  the  convention  held  in  Toronto  eight  years  ago. 

On  that  occasion  the  maximum  of  the  members'  time  was  given  to  the  discussion  of  concrete  busi- 
ness matters  and  the  minimum  to  entertainment  features.  More  members  probably  returned  to  their  re- 
spective homes  satisfied  than  on  any  occasion  since. 

As  a  matter  of  fact  of  late  years  the  entertainment  features  of  the  convention  have  become  so  at- 
tractive that  not  a  few  members  of  the  association  appear  to  have  given  them  the  maximum  instead  of  the 
minimum  of  their  attention.   The  Ottawa  convention  was  a  most  stinking  example  of  this. 

Entertainment  there  will  be  at  the  forthcoming  convention,  and  plenty  of  it,  but  it  will  not  ob- 
trude. There  will  be  just  enough  to  give  variety.  And  although  there  will  be  no  exhibition,  retailers 
will  not  be  denied  the  privilege  and  pleasure  of  meeting  manufacturers  and  their  representatives,  as  ar- 
rangements are  being  made  to  provide  joint  meetings  on  two  evenings  during  the  convention.  In  the  past 
these  joint  meetings  have  been  among  the  most  inleresting  and  profitable  of  convention  features. 

#    #    *  * 

TT  0  the  wide-awake  retailer  a  threefold  advantage  accrues  from  attending  his  trade  convention. 

The  one  comes  from  attending  the  regular  sessions,  where  a  varietj^  of  subjects  appertaining  to  the 
welfare  of  the  trade  are  discussed. 

The  second  comes  from  the  benefit  derived  from  meeting  and  discussing  trade  problems  with  the 
manufacturers  and  the  wholesalers. 

The  third  comes  from  rubbing  slioulders  with  his  fellow  retailers  and  exchanging  ideas  regarding 
business  methods. 

To  the  retail  hardwaremen  of  Ontario  this  opportunity  comes  but  once  a  year.  To  miss  it  is  a 
loss,  for  the  money  spent  in  attending  a  convention  of  this  kind  is  not  an  expenditure.  It  is  an  investment, 
and  an  investment  that  pays  big  dividends.    Retailers  who  do  not  get  dividends  are  those  who  stay  away. 
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Hard  ware  Convention  in  February 


ARRANGEMENTS  are  progressing  for  the  an- 
nual convention  of  the  Ontario  Retail  Hard- 
ware and  Stove  Dealers'  Association  in  To- 
ronto on  Wednesday  and  Thursday,  February  24th 
and  25th  next.  A  definite  program  has  not  yet  been 
decided  upon,  but  early  in  January  the  advisory  com- 
mittee will  get  together  and  sift  the  various  proposals 
suggested,  choosing  the  most  favorable,  and  build  up  a 
strong  and  pleasing  program  that  should  attract  every 
live  hardware  dealer  in  Ontario  and  induce  him  to  come 
to  Toronto  during  the  third  week  in  February. 

The  Manufacturers'  Exhibitors'  Association  have 
asked  that  the  two  evenings  of  the  convention  be  left 
open  for  them,  and  suggest  an  educational  and  enter- 
tainment program  for  these  two  nights. 

Instead  of  the  Board  of  Trade  quarters,  in  the  new 
Royal  Bank  Building,  as  the  place  for  holding  the  con- 
vention, it  is  now  suggested  that  the  meetings  be  held 
in  the  King  Edward  Hotel.  Nothing  decisive,  however, 
has  been  ruled  on  this  or  other  matters,  and  the  forth- 
coming meeting  will  discuss  all  the  suggestions  before 
outlining  any  definite  action.  It  has  been  decided, 
however,  to  make  the  1915  convention  the  great  con- 
vention ever. 


Saved  by  a  Dealers'  Convention 

By  MOTF  R.  SAWYERS 

This  little  story  from  real  life  you  cannot  afford  to  pass  over,  as 
you  never  can  tell  when  yon  may  find  yourself  in  Smith's  place. 
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Hundreds  of  men  would  have  made  the  assignment  be- 
fore they  would  have  gone  through  it. 

It  happened  that  he  subscribed  for  a  trade  journal. 
He  was  wise  enough  for  that.  Picking  up  the  paper, 
his  eyes  fell  upon  a  notice  of  a  dealers'  convention  to 
be  held  in  New  York  City.  It  was  a  gleam  of  hope. 
But  there  was  barely  time  to  get  there,  for  New  York 
was  far  away.  It  would  take  money — money  that  was 
sorely  needed  in  the  business.  If  there  had  been  more 
time  to  think  it  over  maybe  he  would  not  have  under- 
taken it.  But  if  he  was  going  to  go  at  all,  he  must  go 
at  once.  It  offered  a  chance.  Smith  decided  to  take 
the  chance.  He  would  postpone  his  assignment  until 
after  that  convention  at  least.  Probably  no  speaker  at 
that  convention  will  ever  know  with  what  eagerness  a 
pale,  thin  man  on  the  back  seat  drank  in  every  word 
that  was  spoken.  It  was  Smith,  grasping  for  ideas  as  a 
drowning  man  grasps  at  straws.  Some  of  the  store- 
keepers wondered  at  the  eager-eyed  Westerner,  who 
looked  so  intently  at  their  window  displays,  and  plied 
them  with  questions,  but  probably  none  of  them  will 
ever  know  how  much  their  answers  meant  to  the  des- 
perate man. 

Smith  came  home  with  his  money  gone,  but  his  head 
full  of  ideas.  Like  a  wounded  animal  at  bay.  with  his 
new  plans  he  began  to  strike  at  impending  disaster. 
He  put  on  an  air  of  prosperity.  He  introduced  features 
that  had  never  before  been  heard  of  in  his  town,  and 
probably  in  no  other  town.  He  was  soon  the  talk  of  the 
community,  and  almost  before  people  realized  it,  his 
store  was  one  of  the  show  places  of  the  city,  and  a 
branch  establishment  was  bringing  him  a  good  income. 
Smith  is  well  established  now — so  well  established  with 
his  home  store  and  branches  that  he  is,  no  doubt,  be- 
yond the  reach  of  failure.  But  he  is  as  eager  for  good 
ideas  as  ever,  and  makes  no  secret  of  the  fact  that  he 
was  saved  by  a  dealers'  convention. — The  Business 
Philosopher. 


SMITH  (that  is  not  his  real  name)  is  one  of  the  lead- 
ing bttsiness  men  of  a  prosperous  town  in  the 
Mississippi  Valley.    He  is  president  of  the  Y.  M. 
C.  A.,  one  of  the  leading  spirits  in  the  Commercial  Club, 
and  few,  if  any,  men  stand  higher  in  the  community. 

But  Smith  was  not  always  what  he  is  now.  A  few 
year  ago  he  was  on  the  point  of  making  an  assignment, 
and  was  saved  from  the  referee's  hands  by  only  a  hair's 
breadth.  .  It  was  almost  an  accident  that  kept  him  from 
being  numbered  with  the  has-beens. 

At  twelve  years  of  age  he  left  school  to  earn  his 
living.  He  was  honest  and  energetic,  and  made  such 
rapid  progress  that  at  twenty-one  he  went  into  business 
for  himself  with  the  savings  he  had  accumulated.  For 
the  next  fourteen  years  his  life  was  a  bitter  and  pre- 
carious struggle.  He  kept  his  head  above  water,  but 
that  was  all.  If  the  banks  had  known  his  true  condi- 
tion, it  is  doubtful  whether  he  would  have  been  per- 
mitted to  continue  in  business.  There  were  dozens  of 
times  when  a  weaker  man  would  have  thrown  up  the 
sponge.  But  that  was  not  Smith.  Smith  did  not  know 
how  to  quit.  But  this  hand-to-mouth  way  of  doing 
business  could  not  go  on  forever  against  competitors 
who  had  capital  back  of  them.  So  one  night  Smith  had 
to  face  the  grim  fact.  His  resources  were  exhausted. 
There  was  no  place  to  turn.  He  had  tried  everything 
he  knew.  He  had  iised  up  everything  he  had.  He 
stood  with  his  back  to  the  wall,  grimly  fighting,  but 
seeing  no  hope.  Words  can  never  picture  the  tragedy 
of  that  night  as  he  figured  iu  vain  to  find  some  way  out. 


BOOSTING  MORNING  SALES. 

In  order  to  increase  its  Saturday  morning  sales,  this 
store,  which  catered  especially  to  suburban  trade,  ad- 
vertised that  it  would  give  a  lunch  check  free  with 
every  purchase  totaling  over  a  certain  amount,  pro- 
vided that  it  was  made  before  noon.  These  checks 
were  good  in  the  week  following  at  a  designated  restau- 
rant,"  reads  the  announcement  of  a  Western  dealer. 
A  $3  purchase  entitled  the  customer  to  a  25-eent  lunch 
and  5  cents  was  added  for  each  additional  dollar  spent. 
Where  formerly  about  a  quarter  of  the  Saturday  buy- 
ing, was  done  before  12  o'clock,  nearly  half  of  the  trad- 
ing is  now  done  in  the  morning  hours. 


TO  INCREASE  ATTENDANCE 

Convention  time  is  not  far  .nway.  Secretaries  and 
I'rogram  committees  are  already  at  work.  Their  ef- 
forts to  provide  suitable  attractions  will  be  largely 
void  unless  the  attendance  is  large. 

f]ach  year  the  backbone  of  the  meetings  is  made  up 
of  familiar  figures.  These  men  come  year  after  year 
and  they  receive  much  of  benefit.  But  those  who  need 
help  most  are  often  conspicuous  by  their  absence. 

Let  e>ach  man  who  attended  last  year's  convention 
make  it  his  own  particular  business  to  get  at  least  one 
merchant  to  come  who  has  never  participated  before. 

That  is  a  small  thing.  Yet  if  carried  out,  it  would 
mean  an  increase  in  attendance  and  interest  such  as 
has  never  been  kno^vn  before. 
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TTie  Necessity  of  Taking  Stock  and  How  to  do  it 

Taking  stock  ond  making  out  an  annual  statement  shows  particulars  regarding 
business  that  can  be  secured   in   no   other    way — The  method  of  procedure. 


EVERY  merchant  should  take  stock  and  make  out  a 
financial  statement  at  least  once  a  year.  It  un- 
earths so  many  particulars  of  a  business  that 
could  not  otherwise  be  secured,  and  shows  so  clearly 
the  exact  standing  of  affairs  as  well  as  the  progress  dur- 
ing the  year,  that  its  big  value  is  conceded  by  every 
business  man  who  makes  a  practice  of  taking  an  annual 
inventory. 

The  Advantages  of  Stocktaking. 

It  is  absolutely  necessary  to  know  whether  the  busi- 
ness is  making  a  sufficient  profit,  and  the  only  way  to 
ascertain  this  is  by  taking  stock. 

If  progress  is  found  to  be  unsatisfactory,  steps  can  be 
taken  to  remedy  the  trouble.  If  the  dealer  does  not 
take  stock,  he  will  not  be  aware  of  the  fact  that  profits 
are  not  what  they  should  be,  and,  therefore,  he  con- 
tinues on,  all  unconscious  that  he  is  not  making  favor- 
able progress. 

The  amount  of  business  done  during  the  year,  or  the 
amount  of  money  on  hand,  is  not  an  accurate  gauge  of 
the  real  results  of  the  year's  work.  A  complete  inven- 
tory is  the  only  thing  that  shows  it  up  accurately. 

Guessing  Will  Not  Do. 

Some  dealers  are  encountered  now  and  again  who 
think  they  know  the  progress  of  their  business  well 
enough  without  going  to  the  trouble  of  stocktaking. 
These  are  generally  the  dealers  who,  after  many  years 
of  strenuous  labor,  find  out  that  financially  they  have 
accomplished  little.  They  have  gone  on  from  year  to 
year  thinking  that  they  were  doing  all  right,  but  the 
man  who  "guesses"  that  he  is  making  satisfactory 
headwav  is  likely  to  wake  up  some  day  to  the  realiza- 
tion that  he  has  guessed  wrong. 

In  these  days  of  increasing  expenses  and  decreasing 
margins  of  profits  there  is  absolutely  no  room  for 
guessing.  The  business  man  of  to-day  must  know  for 
a  certainty. 

Planning  Ahead  For  the  Work. 

In  order  that  the  work  of  stocktaking  may  be  car- 
ried on  with  the  least  trouble  and  greatest  rapidity, 
some  preparations  should  be  made  in  advance.  When- 
ever bins  or  containers  are  empty,  they  should  be 
weighed  and  the  Aveight  marked  on  them,  so  that  when 
it  comes  to  stocktaking  all  that  is  necessary  is  to  weigh 
the  receptacle  with  the  goods  in  it  and  deduct  the  tare. 
This  saves  the  trouble  of  removing  the  contents  in  order 
to  weigh. 

Stocktaking  affords  a  good  opportunity  for  house- 
cleaning.  While  goods  are  being  taken  down  and 
counted  is  a  good  time  to  dust  them  and  rearrange  dis- 
plays. It  is  also  an  excellent  time  for  getting  a  line  on 
stickers  that  are  not  moving  the  way  they  should. 
Many  dealers  make  an  effort  to  clear  these  out  before 
commencing  to  take  stock. 

The  Method  of  Procedure.  ' 

Those  engaged  in  stocktaking  should  divide  them- 
selves into  twos.  One  man  calls  off  the  stock  as  he 
counts  it,  and  the  other  inserts  the  quantity,  descrip- 
tion and  the  cost  price,  if  it  is  known,  on  the  inventory 
sheets.   Loose  sheets  are  the  best  for  this  purpose.  Af- 


terwards they  can  be  bound  together  in  stock  book 
form. 

A  little  system  will  lessen  the  work  considerably. 
Don't  do  a  little  here  and  a  little  there — jumping  all 
over.  Start  in  at  one  section  and  go  through  that  one 
completely.  Collect  together  all  articles  of  a  like  na- 
ture, and  count  them  all  at  once.  Don't  call  off  a  quan- 
tity of  a  certain  line,  and  a  moment  after  call  off  some 
more.  Put  similar  articles  all  together,  if  possible.  It 
saves  time  in  making  extensions,  also. 

Keeping  Track  of  Sales  During  Stocktaking. 

If  stocktaking  is  to  be  made  to  extend  over  a  con- 
siderable business  period  it  will  be  necessary  to  have 
a  system  so  that  goods  which  have  been  listed,  and 
afterwards  sold  and  included  in  the  cash  on  hand  or  in 
amount  on  books  will  be  deducted  from  the  stock  ac- 
count. As  goods  are  called  off,  a  slip  is  left  on  them 
showing  they  have  been  taken.  Then,  if  any  of  the 
goods  taken  are  sold  it  is  noted  on  the  slip.  When 
stock  has  been  completely  taken,  the  items  appearing 
on  these  slips  are  added  together  and  deducted  from 
the  total  of  the  stock  sheets,  because  their  amount  is 
represented  either  in  cash  or  book  accounts.  Dupli- 
cation is  in  this  way  prevented. 

Some  Features  of  the  Work. 

Economize  on  time  wherever  possible.  For  instance, 
stock  sheets  that  are  usually  used  contain  a  price  col- 
umn and  an  extension  column.  When  only  one  article 
is  called  off,  it  is  not  necessary  to  put  it  down  in  the 
price  column.  It  can  at  once  be  put  into  the  extension 
column.  If  put  into  the  price  column  first,  it  only 
means  that  the  man  making  the  extension  has  to  dupli- 
cate the  figures. 

The  question  sometimes  arises,  in  the  ease  of  goods 
that  have  advanced  in  value  since  purchased,  as  to 
whether  they  should  be  listed  at  actual  'cost  price  or 
cost  to  replace.  We  believe  that  in  this  case  the  deal- 
er is  quite  justified  in  quoting  at  the  higher  price,  just 
as  a  lower  price  should  be  placed  on  unsaleable  or  shop- 
worn goods. 

It  should  be  borne  in  mind  that  it  is  always  better 
to  underestimate  than  to  overestimate.  A  man  can  al- 
ways stand  to  be  a  little  better  off  than  he  figures,  but 
sometimes  he  can't  afford  to  be  any  worse  off  finan- 
cially than  he  thinks  he  is. 


If  you  have  the  right  kind  of  clerks,  you  will  no* 
need  so  many  of  them.  If  you  have  not  the  right  kind, 
get  them. 


WHAT  PROFIT  IS 
From  System. 

PROFIT  is  not  interest  on  investment,  It  is  not  a 
salary  paid  for  managing  the  business.  Both 
these  are  items  which  the  proprietor  should  pro- 
perly pay  himself  as  investor  in  and  manager  of  his 
own  business.  Whether  he  receives  a  profit  above  this 
depends,  in  the  long  run,  on  his  ability  as  a  business 
man  to  earn  that  profit  from  the  people  he  serves.  For 
profit  is  the  owner's  return  for  risk  taken  in  providing 
for  the  wants  of  his  customers  and  community. 
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How  to  Make  Out  the  Annual  Financial  Statement 

How  to  maf^e  out  the  annual  statement  of  resources  and  liabilities  so 
as  to  make  comparison  with  standing  of  business  with  previous  year. 


WHILE  the  taking  of  an  inventory  of  stock  is  im- 
portant, in  the  fact  that  it  shows  whether  the 
stock  is  being  kept  small  enough  for  the  year- 
ly turnover,  the  making  out  of  a  financial  statement  at 
the  same  time  is  of  even  greater  importance.  The  deal- 
er wants  to  know  how  much  money  he  has  made  during 
the  year,  and  whether  it  was  enough  for  the  amount  of 
business  done,  and  this  is  what  the  annual  financial 
statement  gives  him.  It  shows  him  the  exact  standing 
of  his  business  and  makes  possible  a  comparison  with 
previous  years  to  ascertain  what  progress  is  being 
made. 

Fignres  Necessary  to  Make  Out  Statement. 

The  financial  statement  is  a  summary  of  the  assets 
and  liabilities  of  the  business.  Other  particulars  be- 
sides the  amount  of  stock  are  necessary.   They  are : 

Resources — Amount  of  stock,  accounts  on  books,  fix- 
tures and  equipment,  cash  in  bank,  cash  on  hand,  and 
bills  receivable. 

Liabilities — Amount  due  on  stock,  drafts  signed  and 
not  due,  and  all  other  outstanding  obligations  of  the 
business. 

All  these  particulars  are  necessary  before  the  dealer 


Resources 

Liabilities 

Amount  of  -Stock 
Accounts  on  Books 
Fixtures  and  Equip- 
ment 
Cash  in  Bank 
Cash  on  Hand 
Bills  Receivable 

2,300 
1,300 

700 

m 

300 

Amt.  due  on  Stock 
Drafts  Signed 
Other  Oblig-ations 

Resources  over 

Liabilities 

1,300 
200 
100 

3,700 

$5,300 

$5,300 

Resources  over  Liabilities- 
Resources  over  Liabilities — 

-this  year 
-last  year 

f3,700 
2,.S00 

Net  profit  for  year  $1,400 

A  sample  financial  statement  described  in  accompanying  article. 


is  ready  to  prepare  his  yearly  statement,  showing  the 
standing  of  his  business. 

A  Sample  Statement. 

Herewith  is  reproduced  a  sample  financial  statement 
that  will  be  of  use  as  a  guide  to  the  retailer  in  prepar- 
ing his.  In  this  case  the  resources  of  the  business 
amount  to  $5,300,  and  liabilities  to  $1,600,  leaving  a 
difference  of  $3,700.  Last  year,  when  this  dealer  took 
his  inventory,  he  had  a  balance  of  $2,300,  so  that  during 
the  past  year  he  has  made  a  net  profit  of  $1,400.  Of 
course,  if  any  money  has  been  taken  from  or  added  to 
the  business  during  the  year,  it  has  to  be  added  to  or 
deducted  from  the  net  profit  as  shown  here.  An  in- 
ventory carried  on  in  this  way  from  year  to  year  allows 
an  excellent  comparison  of  progress  to  be  made. 

Arriving  at  Values. 

Book  accounts  should  be  put  in  at  their  actual  col- 
lectable value.  Different  methods  are  used  in  listing 
fixtures.    Some  dealers  deduct  a  certain  percentage 


each  year  for  deterioration  in  fixtures.  The  percentage 
of  reduction  is  based  on  the  life  of  the  fixture.  For  in- 
stance, if  the  life  of  a  fixture  is  estimated  at  seven 
years,  14  per  cent,  plus  would  be  deducted  off  the  cost 
yearly.  Say,  if  a  fixture  cost  $100,  then  the  dealer, 
operating  on  this  plan,  would  reduce  the  value  of  it  in 
his  inventory  $14.30  each  year. 

All  dealers  do  not  favor  this  plan,  some  arguing  that 
a  fixture  may  be  worth  as  much  to-day  as  it  was  a  year 
ago,  and  that,  therefore,  the  dealer  should  use  his  own 
.judgment  in  setting  the  value  of  his  fixtures.  They,  at 
least,  should  not  be  listed  at  the  cost  price,  because  a 
used  article  cannot  be  sold  for  its  cost,  even  though  it 
may  be  practically  as  good  as  new. 

In  Case  Dealer  Owns  Building. 

In  case  the  dealer  owns  the  building  he  occupies  and 
wishes  to  include  it  in  the  statement,  if  there  has  been 
any  advance  in  the  value  of  the  building  the  amount 
of  advance  should  be  deducted  from  the  net  profits  of 
the  year  to  show  the  exact  amount  of  money  made  by 
the  business  itself.  The  advance  in  the  value  of  the 
building  should  have  nothing  whatever  to  do  with  the 
profits  of  the  business.  If,  however,  any  improvements 
have  been  made  in  the  building  during  the  year,  and 
the  cost  has  been  borne  by  the  business,  it  is  then  only 
right  that  the  advance  in  value  should  be  allowed  in 
the  net  profits. 

A  correct  yearly  statement  is  of  immense  value  to  a 
dealer,  and  special  care  should  be  taken  in  its  prepara- 
tion to  get  it  accurate. 


Not  the  least  important  part  of  salesmanship  is  put- 
ting on  the  finishing  touches  that  send  the  customer 
away  with  a  good  taste  in  his  mouth. 


SIDE  SHOTS  ON  HARDWARE 
By  W.  J.  B. 

"Building  Castles  in  Spain." 

IN  a  pretty  rural  hamlet  lives  a  dealer,  Jones  by 
name,  weaving  dreams  of  pleasant  nature — castles 
in  the  land  of  Spain.  During  dull  or  cheery  weather 
you  will  find  him  by  the  fire,  seeing  visions  in  the 
smoke  clouds  wafted  from  a  much-used  briar.  Through 
the  years  that  stretch  before  him  he  can  see  a  rosy 
way,  filled  with  many  joys  and  pleasures — little  work 
and  much  of  play.  In  the  intervening  period  there  is 
glory  and  renown,  brought  by  success  in  his  business 
and  by  honor  from  his  town.  Thus  he  muses  of  the 
future,  while  work  waits  about  his  store,  and  the 
trade  of  which  he's  dreaming  rushes  past  his  very  door. 
Like  so  many  other  dealers,  he  has  dreams  of  brightest 
hue,  but  towards  the  getting  of  them  he  has  yet  a 
lot  to  do.  Bright  the  picture,  but  the  painting  he  is 
much  inclined  to  shirk,  while  he  may  be  long  on  dream- 
ing he  is  mighty  short  on  work.  And  in  all  the  walks 
of  this  life  you  will  find  the  same  thing  true — things 
you  get  by  idle  dreaming  minus  work  are  very  few. 
If  the  dreams  of  all  were  granted  there  would  be  no 
poverty,  but  the  powers  that  have  the  granting,  rule 
that  such  things  shall  not  be.  If  you  want  to  reach 
your  ideals  do  not  idleness  pursue,  but  be  ever  up  and 
striving  that  those  bright  dreams  may  come  true. 
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Selling  Step  and  Extension  Lad- 
aers  in  Hard  ware  Stores 


ADVERTISING  IS  A  GOOD  METHOD. 

By  Chas.  A.  Moore,  Manager  of  the  Stratford 
Mfg.  Co. .  Ltd. 

THERE  is  one  way  we  know  of  that  would  increase 
the  sales  of  ladders  in  hardware  stores,  and  that 
is  by  advertising  the  fact  on  the  part  of  the 
dealer.  Another  way  is  to  show  the  ladders  conspicu- 
onsly.  Show  them  at  the  front  of  the  store.  Many 
times  we  have  found  out  that  when  a  person  goes  in  to 
buy  a  ladder,  if  the  clerk  in  the  store  goes  to  get  one  to 
show  to  a  customer,  he  usually  finds  it  away  at  the  back 
of  the  store,  or  probably  away  on  the  second  or  third 
floor  in  a  store  room.  We  know  that  a  step  ladder  which 
is  displayed  in  the  front  of  the  store  and  outside  will 
almost  sell  itself. 

Dealers  should  especially  get  after  painters  and  fruit- 
growers for  step  ladders,  besides  pushing  them  for 
household  use.  Also  it  would  be  well  for  dealers  to  con- 
duct a  "Safety  First"  campaign,  by  pointing  out  to 
customers  not  to  risk  their  lives  by  standing  on  a  chair 
or  table  which  is  likely  to  tip  over,  when  a  person,  es- 
pecially a  woman,  wants  to  do  something  around  the 
rooms  of  a  house.  We  know,  ourselves,  of  several  in- 
stances where  persons  who  have  been  using  a  table, 
when  they  tried  to  reach  a  little  higher  than  the  table 
would  permit,  have  had  the  table  tip,  with  a  consequent 
injury. 

A  step  ladder  is  not  expensive  by  any  means  and,  ow- 
ing to  the  different  grades,  every  house  should  have 
one.  The  day  of  borrowing  step  ladders  from  neigh- 
bors when  one  wants  to  put  up  curtains  or  wash  the 
window  is  past. 

During  the  last  five  or  six  years  there  has  been  a 
much  better  step  ladder  made  than  was  put  out  ten 
years  ago.  Ten  years  ago  you  could  only  buy  one 
grade.  To-day  you  can  buy  several.  The  best  ladder 
that  is  made  to-day  is  strong  in  every  way,  and  is  an 
article  that  one  is  not  ashamed  to  have  around  the 
house, 

•    •  • 

LADDER  TRADE  COME  TO  STAY 

By  J.  R.  Hambly,  Barrie,  Ont. 

TTntil  three  years  ago  T  did  not  consider  it  worth 
while  to  stock  ladders  with  the  expectation  of  being 
able  to  realize  a  demand  for  same,  but  for  the  past  few 
years  T  have  sold  a  number  of  ladders,  and  find  thera 
a  profitable  line  to  carry  in  lengths  from  24  to  32  ft. 
I  think  most  of  the  insurance  companies  at  the  present 
time  mention  in  the  insurance  policy  the  necessity  of 
the  farmer  kooping  a  ladder  long  enough  to  reach  the 
caves  of  a  barn. 

I  have  also  sold  a  number  of  apple-picking  ladders 


and  I  believe  the  ladder  trade  has  come  to  stay.  Sev- 
eral of  the  implement  men  are  handling  ladders,  but 
there  is  no  reason  why  the  general  hardware  dealers 
should  lose  this  business,  as  there  are  a  number  of 
ladders  to  be  sold,  I  believe,  in  every  section,  if  they 
are  canned  in  stock  and  displayed  in  a  prominent  place. 
This  has  been  my  experience  during  the  past  few  years. 


GOOD  LINE  FOR  HARDWARE  DEALERS 

By  John  H.  Lee,  Grimsby,  Ont. 

I  believe  ladders  to  be  a  good  line  for  tlie  hardware 
man  to  handle.  Nearly  every  farm  or  place  of  any  size 
needs  a  ladder,  sometimes  two  or  three.  Here  in  the 
fruit  district  more  ladders  are  used  than  in  some  other 
places,  especially  during  the  fruit  season. 

Just  before  the  fruit  season  we  send  out  a  circular 
advertising  ladders  along  with  other  seasonable 
articles,  as  I  find  many  people  who  know  they  have  a 
hardware  store  close  at  home  but  aren't  sure  we  have 
the  kind  of  ladder  they  want  and  won't  bother  them- 


EXTENSIOS  UDDERS 


Page  from  John  H.  Lee's  hardware  catalogue. 

selves  to  find  out,  and  unless  we  remind  them  in  this 
way  they  would  never  buy  from  us. 

During  the  fruit  season  we  generally  have  some 
samples  where  people  can  see  and  inspect  them.  Of 
course  it  takes  room  to  store  many  ladders,  but  the  de- 
mand can  be  stimulated  at  certain  seasons  so  that  a 
large  stock  need  not  be  carried  all  the  time.   A  good 
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light  strong  ladder  is  needed  around  the  farm  most  of 
the  year.  On  many  farms  you'll  find  only  home-made 
ladders,  usually  clumsy  and  dangerous,  and  we  try 
to  show  any  prospective  customer  it  is  cheaper  to  buy 
a  good  ladder  than  to  use  a  poor  one.  We  can  gener- 
ally sell  extension  ladders  to  farmers  for  use  in  build- 
ing grain  or  hay  stacks,  patching  roofs,  silo  filling, 
apple  picking  and  tree  pruning,  as  they  can  be  taken 
apart  and  each  part  used  as  a  single  ladder,  and  the 
profit  for  the  retailer  is  better  than  on  single  ladders. 
Then  stepladders,  other  than  used  for  picking  fruit, 
can  be  used  for  houseeleaning,  papering  and  painting. 
We  try  to  display  thorn  in  our  window  along  with 
houseeleaning  specialties,  in  the  spring  and  fall,  which 
generally  has  the  desired  eflFeet. 

•    •  • 

BEAR  PAIR  AMOUNT  OF  PROFIT. 

By  T).  Milne, 
of  Mackenzie.  Milne  &  Co. ,  Ltd. ,  Sarnia,  Onl. 

Ladders  are  good  saleable  articles  with  us,  and  we 
have  them  standing  in  our  warehouse  so  that  farmers 
and  rural  customers  can  see  them.  They  are  an  article 
that  bears  a  fair  amount  of  profit,  and  are  necessary  on 
the  farm.  We  think  the  farmers  appreciate  getting 
them. 


New  Kind  of  Auction  Sale 

HAVE  you  ever  tried  an  auction  sale  as  an  adver- 
tising stunt?  People  like  to  deal  with  a  live 
storekeeper,  and  there's  no  better  way  of  show- 
ing you're  wide  awake  and  thinking  all  the  time  than 
doing  something  out  of  the  ordinary  now  and  again. 

A  novel  form  of  auction  sale,  which  we  shall  describe, 
was  tried  out  recently  by  a  Toronto  hardware  store,  but 
the  scheme  is  of  such  a  nature  that  it  is  capable  of 
adaptation  to  the  circumstances  of  any  storekeeper. 

The  store  in  question  had  the  window  trimmed  with 
some  fifty  articles  ranging  from  garden  shears  to  bread 
tins.  Each  article  bore  a  number,  and  cards  bearing 
the  following  announcement  were  pasted  on  the  win- 
dow glass : 

The  articles  in  this  window  will  be  sold  to  the  highest 
bidder  at  eight  o'clock  Saturday. 

To  make  a  bid,  write  your  name  and  address,  the 


number  of  the  article  bid  upon,  and  the  amount  you 
will  give  on  a  slip  of  paper,  and  place  it  in  our  letter 
box. 

Bids  will  be  shown  as  received  on  the  list  on  the  floor 
of  the  window. 
Bid  aa  often  a«  you  please,  when  you  please,  on  as 


many  articles  as  you  please,  and  as  little  or  as  much 
as  you  please. 

No  reserve  bid  is  placed  upon  anything. 

Our  employes  may  not  bid. 

Should  no  bid  be  received  upon  an  article  it  will 
remain  in  our  possession. 

No  bid  will  be  received  after  eight  o'clock  on  the  day 
of  the  sale. 

Come  in  and  ask  any  question  you  wish.  We  will  be 
glad  to  furnish  information. 

Do  not  leave  your  bid  till  too  late.  You  may  not 
pass  again,  and  it  has  been  the  case  at  previous  sales 
that  parties  received  unexpected  bargains  in  this  way. 

Do  it  now. 

On  the  floor  of  the  window,  as  indicated  above,  was 
a  numbered  list  of  the  articles  at  auction,  with  the  price 
bid  and  the  name  and  address  of  the  bidder  attached. 

Asked  as  to  the  effect  of  the  scheme  on  business  the 
storekeeper  told  the  writer  that  he  did  not  get  back 
the  actual  value  of  the  articles  in  cash.  He  was  more 
than  pleased  if  he  got  half.  At  the  same  time  the  value 
of  the  sale  was  not  to  be  measured  by  the  immediate 
monetary  return.  The  novelty  of  the  scheme  attracted 
great  attention  and  brought  strangers  to  the  .store,  who, 
having  once  found  the  way,  would  probably  come 
again. 

It  is  easy  to  see  that  such  a  scheme  could  be  carried 
through  by  any  dealer,  and  that  it  would  be  valuable 
in  letting  him  know  what  articles  were  in  demand  by 
the  public,  as  the  majority  of  bids  would  naturally  be 
on  these.  This  method  of  sale  might  also  be  usefully 
employed  with  articles  on  which  a  dealer  is  overstocked. 

The  sale  conditions  state  that  bids  should  be  placed 
in  the  letter  box.  This  is  all  right  after  store  hours, 
but  when  the  store  is  open  it  would  be  preferable  for 
bids  to  be  taken  into  the  shop  and  given  to  the  store- 
keeper. 

The  scheme  is  one  that  lends  itself  to  many  modi- 
fications, and  it  is  apparent  one  of  these  is  circular 
advertising.  Circulars  with  the  names  of  the  articles 
and  space  for  bids  can  be  mailed  to  householders  who 
can  at  the  same  time  be  invited  to  come  and  see  the 
goods  themselves  in  the  store  window. 


MAIL  ORDER  COMPETITION. 

A  dealer  in  one  of  the  smaller  Ontario  towns  writes 
Canadian  Hardware  Journal  on  the  competition  of 
mail  order  houses  as  follows : 

"Some  retail  merchants  complain  from  time  to  time 
of  the  mail  order  houses  getting  so  much  trade  that 
chould  belong  to  them.  Now,  this  is  generally  the  fault 
of  the  merchants  themselves  in  allowing  the  trade  to 
drift  from  them.  Why  not  fight  the  mail  order  houses 
with  their  own  weapons?  Advertise  !  Let  people  know 
you  are  in  the  business.  Place  vourself  before  the  pub- 
lic. 

"The  mail  order  houses  do  not  sell  any  lower  than 
you  do  in  the  long  run,  only  the  people  don't  know 
your  prices.  Dress  your  show  windows  attractively, 
change  them  frequently,  and  have  all  the  goods  so  dis- 
played plainly  priced.  Change  your  ad.  in  the  daily 
papers  every  day  or  so,  and  advertise  just  what  you  are 
selling.  Don't  exaggerate  (too  much).  Don't  start  off 
with  an  attractive  headline,  and  disappoint  the  reader 
when  part  way  down  the  advertisement. 

"Keep  your  eye  on  what  the  mail  order  houses  are 
doing.  Watch  how  they  get  at  the  people  and  take  a 
cue  from  them." 


ESSENTIALS  OF  A  SUCCESSFUL  SALE 

1 —  Arrange  the  stock  in  a  different  way — to 
give  the  sale  variety. 

2 —  Have  enough  new  merchandise  (especially 
if  you  are  overstocked) — to  give  the  sale  a  cutting 
edge. 

^ — Name  some  prices  that  literally  burn  holes 
— to  give  the  sale  force. 

4 — Advertise  right — to  let  the  people  know 
what  you  have  to  sell. 


January,  1915 


CANADIAN  HARDWARE  JOURNAL. 


69 


Importance  of  Good  Display  Emphasized  by  Results 

The  Tourtellot  Hardware  Company,  Port  Arthur, 
Ont.,  find  good  direct  returns  from  window  and 
interior  displays  —  Suggestions  for  good  displays 

BY  A  STAFF  EDITOR 


THE  importance  of  good  display  in  attracting  cus- 
tomers to  the  store  and  selling  more  goods  is 
demonstrated  and  emphasized  by  the  actual  re- 
sults secured  by  the  B.  Tourtellot  Hardware  Company, 
of  Port  Arthur,  Ont.,  who  give  special  attention  to  tiiis 
particular.  In  many  instances,  dealers  feel  that  good 
results  are  being  secured  by  display,  but  are  unable  to 
trace  business  directly  to  displays.  It  is  diiferent,  how- 
ever, with  the  Tourtellot  store,  which  finds  displays 
demonstrating  their  value  every  day  by  direct  returns 
— and  appreciable  direct  returns  too.  0.  D.  Hixon, 
formerly  of  Hamilton,  is  the  man  who  is  responsible 
for  the  window  displays  and  interior  trims  of  the  store. 

Display  Stand  With  Many  Compartments 

A  new  form  of  interior  display  stand  in  use  in  this 
store  is  one  with  the  top  divided  into  many  display  sec- 
tions and  bins  for  showing  goods  along  the  front.  A 
rack  extends  upwards  at  the  back  of  it,  and  on  this 
wire  goods  of  various  kinds  are  shoAvn. 

It  proves  a  good  means  of  showing  a  large  variety  of 
goods  in  a  comparatively  small  space,  and  that  it  does 
so  effectively  is  demonstrated  by  the  statement  that 
it  sells  four  times  the  amount  of  the  goods  shown  than 
if  they  were  displayed  in  the  ordinary  manner. 

Mr.  Tourtellot  instanced  the  cas'^  of  small  paint 
brushes  which  were  shown  in  a  number  of  sections  of 
the  display  stand,  and  as  a  result  sales  of  this  line  have 
increased  tenfold. 

Proves  a  Good  Salesman 

"People  are  always  coming  in  and  selecting  some- 
thing from  this  stand  and  handing  it  over  to  be, 
wrapped  up."  stated  Mr.  Tourtellot  to  the  writer.  "It 
requires  very  little  time  of  salesmen  when  goods  are 
shown  in  this  manner.  They  sell  themselves."  He 
gave  an  instance  of  one  customer  who  purchased  a 
total  of  $1.50  of  various  small  articles,  by  picking  fhem 
out  without  taking  up  the  time  of  a  clerk  and  hand- 
ing them  over  to  be  wrapped  up.  "If  the  articles  had 
not  been  brought  to  the  customer's  attention  in  this 
way  they  probably  would  not  have  been  bought."  said 
Mr.  Tourtellot.  "because  they  included  a  number  of 
small  articles  that  it  would  be  difficult  to  display  ex- 
cept in  some  sixch  manner  as  this." 


For  smaller  lines,  such  as  screws,  etc.,  there  is  a 
stand  with  smaller  compartments  on  the  counter. 
Above  the  front  silent  salesman,  there  is  another 
unique  stand  fixture.  It  consists  of  two  boards  tacked 
together  at  right  angles  and  suspended  above  the  show 
case.  The  upright  board,  which  is  about  two  feet  high, 
is  used  for  tacking  small  goods  on.  At  certain  seasons, 
fishing  tackle  is  the  line  shown.  The  board  that  ex- 
tends outward  is  about  one  foot  wide,  and  any  season- 
able lines  are  shown  on  it.  The  fixture  is  suitably  fin- 
ished and  covered  and  forms  an  excellent  means  of 
bringing  goods  to  customers'  notice,  as  it  is  right  in 
line  with  a  customer's  vision. 

Hints  on  Window  Trimming 

They  have  many  instances  of  window  displays  bring- 
ing in  business  to  the  store,  and  report  that  in  their 
ease  results  from  window  trimming  are  easier  to  trace 
than  from  other  forms  of  advertising.  0.  D.  Hixon. 
who  looks  after  the  windows,  believes  in  one  line  dis- 
plays, because  in  them  the  attention  of  the  passerby 
is  more  likely  to  be  concentrated  on  some  one  article. 
In  order  to  assist  in  carrying  out  the  idea  of  one  line 
displays  the  window  has  been  divided  into  two  sec- 
tions, making  two  individual  displays  at  the  one  time 
possible.  It  is  agreed  that  there  are  times  when  a 
mixed  window  is  permissible.  Mr.  Ilixon  cites  the 
case  of  a  spring  goods  window,  in  which  a  big  range 
from  oil  stoves  to  lawn  mowers — all  spring  reqxiire- 


A  FINE  SPIRIT  OF  CO-OPERATION 

A  fine  spirit  of  co-operation  exists  in  the  store  of 
the  Tourtellot  Hardware  Co.,  Port  Arthur,  Ont  Mr. 
Tourtellot  makes  every  effort  to  promote  it,  realiz- 
ing its  great  value  in  sales. 

"Our  sales  records  are  all  open  to  the  inspection  of 
clerks,"  stated  Mr.  Tourtellot  to  a  representative  of 
the  Canadian  Hardware  Journal,  "and  it  is  up  to  them 
to  maintain  them." 

"Last  year  was  an  exceptionally  good  year  with  us 
and  I  think  it  will  be  difficult  to  keep  up  to  it  this 
vcar,  but  the  boys  say  they  can,  and  are  working 
hard." 

This  is  certainly  the  spirit  that  is  productive  of  good 

results. 
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ments — were  shown,  and  this  particular  window 
proved  a  good  seller. 

The  Background  and  Lights 

He  emphasized  the  value  of  giving  a  good  deal  of 
attention  to  the  arrangement  of  the  window  back 
ground,  realizing  that  it  has  much  to  do  with  the  at- 


Front  entrance  with  side  window,-,  of ^C'arrieicV-  luirdwai  e 
store  at  Hull,  Que. 

tractiveness  of  displays.  The  window  in  the  Tour- 
tellot  store  is  closed  in.  The  lights  in  it  are  located  at 
the  front  and  top  and  are  so  arranged  that  they  show 
goods  up  to  advantage  and  yet  do  not  shine  in  the 
eyes  of  the  person  looking  at  the  display.  It  is  just 
such  little  things  as  this  that  have  an  important  bear- 
ing on  the  sales-producing  value  of  window  displays. 

New  Form  of  Hardware  Trim  Suggested 

Mr.  Hixon  believes  there  is  a  place  for  the  develop- 
ment of  hardware  window  display  along  the  line  of 
that  now  being  used  by  many  gents'  furnishers — in 
which  little  goods  is  used  and  in  which  more  attention 
is  given  to  appearance  and  daintiness  instead  of  to  the 
showing  of  a  lot  of  goods.  In  this  class  of  windows, 
nice  fixtures  would  be  made  a  feature.  In  a  display  of 
food  choppers  along  this  line,  there  would  be  only 
about  a  dozen  of  these  arranged  on  fixtures  and  none 
on  the  floor.  He  believes  that  such  a  window  would 
be  successful  in  concentrating  the  passerby's  atten- 
tion on  that  line. 

Color  Scheme  and  Photographing  of  Window 

Attention,  to  the  color  scheme  is  another  factor  of 
importance.  He  recalls  a  paint  window  with  which  he 
won  first  prize  in  a  competition  while  in  Hamilton,  its 
attractiveness  being  due  chiefly  to  the  color  scheme — 
labels  and  background  being  finely  contrasted.  He 
had  always  been  troubled  with  reflections  in  photo- 
graphs of  his  window,  but  they  were  completely  avoided 


in  this  case  by  a  plan  which  may  be  of  interest  and 
value  to  some  other  trimmers.  The  awning  on  the 
store  extended  out  a  considerable  distance.  Black  oil- 
skins were  draped  down  the  front  and  sides  of  it,  the 
camera  placed  in  the  enclosure  as  far  back  as  possible 
from  the  display,  and  a  flashlight  taken.  The  result 
was  a  perfect  photograph. 


LOCAL  PAPER  HOLDS  WINDOW  CONTEST 

St.  Catharines  merchants  have  for  many  years  been 
noted  for  being  good  advertisers — for  being  bu.siness 
m,en  who  know  how.  St.  Catharines  has  been  well 
known  as  a  good  advertising  centre  for  half  a  century, 
long  before  some  other  places  woke  up  to  the  value  of 
advertising. 

That  the  merchants  of  that  thriving  city  have  always 
known  the  best  methods  of  publicity  was  manifest  by 
their  liberal  use  of  the  newspapers  for  advertising  pur- 
poses, and  the  window  display  of  late  years,  especially, 
has  come  in  as  an  important  part  of  their  campaign  for 
letting  the  buying  public  know  what  they  have  to  sell. 

Recently  The  Standard,  one  of  the  local  journals, 
held  a  window  dressing  competition,  and  during  the 
whole  of  the  Window  Display  Week  the  leading  men 
of  the  city  entered  into  the  contest  with  that  zeal  and 
enthusiasm  which  has  characterized  the'r  business 
career  all  through,  and  the  competition  produced  some 


Hardware  warship  in  C.  P.  Moore's  store  window 
at  Sydney,  N.S. 

of  the  finest  and  best  dressed  show  windows  in  the 
country. 

Many  of  the  merchants  had  window  displays  which 
would  be  a  credit  to  the  best  shops  in  the  big  cities,  and 
their  efforts  were  rewarded  by  the  wide  attention 
which  these  window  displays  attracted  to  their  goods. 

Various  forms  of  attractiveness  were  embodied  in  the 


OljristmftB  dl^»^  in  Cwri^re'a  berdwBi*  store  at  Hull,  Que. 
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exhibition  of  window  dressing.  Some  were  simply 
unique,  others  depended  upon  their  beauty  alone  for 
attraction,  while  the  great  majority  combined  the 
beautiful  with  utility  and  uniqueness,  and  there  was 
not  a  single  window  in  the  whole  list  which  had  not 
some  distinguishing  feature  to  commend  it. 

Watts  &  Bates  had  a  made-in-St.  Catharines  display. 
In  the  window  were  set  out,  m  neat  arrangement,  ham- 
mers, wrenches,  locks,  chains,  nails,  hand-axes,  etc.  The 
side  and  back  of  the  window  were  trimmed  with  the 
national  emblem  and  colors,  while  upon  them  were 


time  required  by  the  man  who  takes  his  goods  into 
the  window  and  then  decides  how  he  is  to  arrange 
them. 

Window-trimming  of  the  highest  type  is  largely  a 
matter  of  taking  pains  and  looking  after  the  little 
things,  for  it  is  careful  attention  to  little  things  that 
makes  perfection.  Never  be  satisfied  with  an  effect 
that  is  "fairly  good."  If  a  corner  is  not  exactly  as 
It  should  be,  work  with  it  until  you  get  it  exactly 
right — do  not  leave  it  until  thoroughly  satisfied  it  can 
not  be  improved  upon.    You  do  yourself  an  injustice 


Window  display  of  Northern  Aluminum  Company's  goods  made  by  the  Abercrombie  Hardware  Co.,  Van- 
couver. The  fixtures  are  all  ordinary  shelves  used  in  other  displays.  The  bottom  and  first  shelf  are 
covered  with  dark  green  crepe  paper,  which  makes  a  good  contrast  with  the  polished  surface  of  the 
goods.  The  ot  er  shelves  are  plate  glass  set  on  shelf  brackets.  The  cost  of  the  crepe  paper,  cards,  etc., 
used  in  embellishing  the  display  amounted  to  about  SI. 50. 


strung  pitchforks,  potato  shovels,  and  some  of  the 
above-mentioned  articles.  In  the  other  window,  also 
decorated  with  the  national  colors,  were  displayed  cut- 
lery, fine  tools,  and  household  necessities. 

HINTS  ON  WINDOW  TRIMMING 

By  C.  A.  Nelzhammer 

When  a  person  enters  your  shop  to  buy  an  every- 
day article,  made  by  numerous  manufacturers,  and 
has  an  open  mind,  he  probably  will  buy  the  article 
he  sees  advertised  then  and  there.  A  shop  crammed 
full  of  advertising  matter  advertises  not  all,  but  none, 
there  being  too  much  for  the  eye  to  take  note  of, 
giving  only  a  confused  general  impression,  useless  to 
the  advertiser  and  shopkeeper.  So  don't  crowd  your 
shop  or  window. 

The  time  your  window  is  closed  to  the  public  is 
valuable  advertising  lost,  and  the  difference  between 
keepinET  tlie  curtain  down  for  two  or  three  hours,  and 
keeping  it  down  for  a  day,  will  be  appreciated  by 
any  merchant.  The  trimmer  who  goes  into  his  -vvin- 
dow  fully  prepared,  and  knowing  what  he  is  going  to 
do,  can  raise  his  curtain  in  a  small  fraction  of  the 


when  you  turn  out  imperfect  work.  By  doing  a  thing 
right  at  first  it  is  much  easier  to  do  it  right  the  next 
time. 


THE  MONTHLY  BATTLESHIP  WINDOW 

Isbister  &  Pretty,  hardware  merchants,  Saskatoon, 
are  making  a  unique  display  in  their  window,  consist- 
ing of  two  models  of  battleships,  made  up  of  various 
articles  from  their  stock.  The  sides  of  the  vessels  are 
composed  of  crosscut  saws,  the  bulwarks  of  clothespins 
and  jack  chains,  the  spars  of  cleaning  rods  for  22  cal. 
rifles  and  spools  of  copper  wire.  The  funnels  are  made 
up  of  hose  nozzles  and  ordinary  pipe  elbows  and  the 
erowsnests  from  circular  mouse  traps. 

Altogether  they  are  remarkably  good  representa- 
tions of  warships,  and  reflect  great  ingenuity  on  the 
part  of  James  Niehol,  one  of  the  clerks  of  the  store. 
Since  they  have  been  displayed  they  have  attracted 
great  attention  from  the  passersby. 


Doust  Specialty  Co.,  Toronto,  capital  $40,000.  has 
been  incorporated  to  make  and  deal  in  mechanical  nov- 
elties and  devices. 
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Advertising  Clearing  Sales  m  Hard  ware  Stores 

By  A.  B.  LEVER 


FOLLOWING  the  holiday  trade  and  preceding  stock- 
taking, many  retailers  find  it  advisable  to  inaugu- 
rate a  period  of  clearing  sales. 
At  no  time,  within  the  last  twenty  years  at  any  rate, 
are  clearing  sales  more  necessary  than  at  the  present. 
We  are  passing  through  a  period  of  both  unusual  quiet- 
ness in  business  and  of  unusual  disturbances  in  credit. 
It  naturally  follows,  therefore,  that  stocks  should  be 
cleaned  up  as  far  as  possible.  Clearing  sales  properly 
conducted  will  always  accomplish  much  in  this  respect. 

As  it  is  irnpossible  to  conduct  a  successful  clearing 
sale  without  advertising,  I  have  selected  for  reproduc- 
tion this  montb  a  number  of  advertisements  which  have 
been  used  for  this  purpose.  These  advertisements  cover 
a  multitude  of  subjects. 

The  advertisement  of  Cragg  Bros.,  Halifax,  deals 
with  electrical  goods  only.  This  is  a  good  idea,  particu- 
larly when  large  space  is  not  used  and  the  ad.  is  run  in 
a  daily  paper  and  can  be  changed  every  day.  The  ad. 
is  well  displayed  and  is  striking  in  appearance.  Orig- 
inal was  4V4  by  6l^  inches. 

Bell's  (Halifax)  ad.  is  an  exceeding  good  one  from  a 
threefold  point  of  view.  The  original  was  only  2% 
by  6  inches,  but  it  stands  out  better  than  many  an  ad. 
often  does  when  larger  space  is  used.  Credit  is  due 
both  to  the  Bell  Company  and  to  the  printers  for  this. 
Then  "The  Odd  Job  Saw"  phrase  is  arresting,  both  on 
account  of  its  uniqueness  and  its  typographical  ar- 
rangement. Finally  the  reading  matter  is  terse  and  to 
the  point,  and  the  giving  of  prices  has  not  been  over- 
looked. 

The  Central  Hardware  Co.,  Regina,  have  in  their  ad. 
made  no  attempt  at  artistic  etfect,  but  it  is  a  good  ad. 
nevertheless.  The  first  line,  "Saturday  Special,  35c," 
is  arresting,  and  the  arrangement  of  articles  and  their 
price  excellent.  It  is  an  ad.  that  anyone  could  write 
and  so  no  one  has  any  excuse  for  not  being  able  to  turn 
out  good  copy.   Original  was  21/8  by  4i/2  inches. 

The  advertisement  of  Peart  Bros.,  Regina,  is,  in  its 
chief  essentials,  a  good  one.  Its  chief  strength  is  its 
25c  proposition.  I  should  think  it  sold  a  lot  of  goods, 
and  probably  led  to  sales  of  other  lines  as  well.  But 
the  effectiveness  of  the  ad.  would  have  been  enhanced 
and  its  typographical  appearance  improved  had  the 
top  line  been  occupied  by  "Nothing  Over  25e"  and  the 
name  of  the  firm  confined  to  that  which  graced  the  bot- 
tom of  the  advertisement.  Original  was  4%  by  5% 
inches. 

The  advertisement  of  J.  T.  Macdonald  Hardware  Co., 
Calgary,  shows  what  good  use  can  be  made  of  an  8%  by 
n%-inch  space.  This  ad.  appeared  in  a  daily  paper, 
but  it  is  a  particularly  good  example  of  that  which  may 
be  used  in  a  weekly  publication.  The  ad.  is  well  writ- 
ten and  well  arranged.  The  phrases  over  the  first  and 
last  columns  in  the  ad.  are  particularly  apt  and  strik- 
ing. 

C.  T.  Laird,  Regina,  has  two  good  ads.  in  the  group, 
but  the  one  beginning  "Every  Sale  a  Sample,"  is  the 
most  effective  from  a  selling  point  of  view.  And  that 
which  gives  it  its  particular  strength  is  the  prices  and 
their  arrangement.   Both  ads.  are  2i/i  by  6%  inches. 

MacNab  Bros.,  Orillia,  have  a  good  ad.  in  their  blan- 
ket sale  announcement.  If  it  didn't  sell  horse  blankets 
it  wasn't  the  fault  of  the  ad.   If  I  had  been  writing  the 


ad.,  however,  T  would  have  left  out  the  two  lines  "Now 
going  on  at  MacNab  Bros."  They  were  unnecessary 
and  therefore  took  up  space  that  should  have  been 
given  to  extending  other  parts  of  the  ad.  Original  was 
6%  by  5%  inches. 

The  Enterprise  Electric  Co.,  Calgary,  have  a  good, 
all-round  ad.  No  one  would  overlook  it,  for  it  is  strik- 
ing, and  the  reading  matter  is  well  put.  It  was  hardly 
necessary,  however,  to  have  the  name  of  the  firm  top 
and  bottom.  The  line  beginning  "Too  Many  Gas  Heat- 
ers" should  have  been  given  first  place.  Original  was 
61/2  by  4%  inches. 

Ashdown's,  Winnipeg,  usually  turn  out  a  good  ad. 
In  fact,  I  cannot  recall  a  poor  one.  The  ad.  herewith 
reproduced,  like  all  their  ads.,  is  designed  to  sell  goods 
and  no  space  is  taken  up  with  useless  platitudes.  As 
the  firm  always  use  a  copy  of  their  trade  mark  on  each 
corner  of  their  ad.,  the  same  exception  cannot  be  taken 
to  the  using  of  the  firm  name  at  top  as  well  as  at  bot- 
tom as  I  have  taken  to  the  other  ads.  in  which  this  has 
been  done.   Original  was  4%  by  TVs  inches. 

The  ad.  of  A.  R.  Dundas,  Cobourg,  is  one  of  the  best 
in  the  group.  "Tight  Money  Prices"  is  a  particularly 
apt  and  catching  phrase  in  view  of  the  present  financial 
stringency.  The  ad.  is  a  particularly  all-round  good 
one,  and  especially  so  for  its  selling  qualities.  A.  R. 
Dundas  is  to  be  congratulated.  Original  was  6%  by 
7l^  inches. 


VALUE  IN  GIVING  PERSONAL  TOUCH  TO  ADS. 

Last  year,  the  J.  F.  Cairns  Company,  of  Saskatoon, 
Sask.,  erected  a  new  store  in  that  city  that  would  do 
credit  to  cities  of  much  larger  population.  It  is  not 
only  large,  but  conducted  along  highly  efficient 
methods. 

"The  difficulty  with  which  we  are  confronted," 
states  J.  E.  McWilliams,  advertising  manager  of  the 
new  store,  "is  trying  to  conduct  a  store  on  a  metro- 
politan scale  in  a  small  city.  In  attempting  it  we  are 
liable  to  get  away  from  the  small  town  spirit,  in  which 
the  personality  of  the  man  at  the  head  of  the  business 
plays  such  an  important  part."  In  writing  his  ads., 
Mr.  McWilliams  tries  to  "give  a  personal  touch  by 
using  Mr.  Cairns'  name  quite  frequently. 

Space  is  used  in  both  morning  and  evening  papers. 
On  holidays,  instead  of  regular  advertisement,  a  store 
editorial  is  generally  run,  dealing  with  some  phase  of 
the  store's  service  or  policy. 

"The  big  necessity  in  a  city  of  this  size,"  says  Mr. 
McWilliams,  "is  to  constantly  have  something  new. 
Interest  soon  dies  in  advertisements  if  a  set  form  is  con- 
tinually followed.  We  constantly  aim  to  have  a 
change,  instituting  special  features,  such  as  managers' 
sales,  first-of-the-month  sales,  etc."  To  give  a  dif- 
ferent appearance  to  ads.  borders  and  arrangement  are 
frequently  changed. 


WHAT  ADVERTISING  WILL  DO 

The  writer  attended  a  meeting  of  merchants  recently 
and  the  subject  of  advertising  came  up  for  discussion. 
One  man  stated  that  he  was  not  favorable  to  spending 
money  on  advertising — that  he  had  been  in  business  for 
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80  many  years,  and  that  he  had  never  done  any  adver- 
tising, and  that  he  had  done  pretty  well  in  a  business 
way.  It  must  be  admitted  that  he  has  done  quite  well 
in  the  matter  of  business  progress,  but  it  is  a  safe  bet 
that  if  he  had  done  a  little  advertising  that  his  progress 
would  have  been  much  greater.  The  outstanding  mer- 
chandise houses  of  to-day  that  have  built  their  business 
by  advertising,  would  no  doubt  have  made  considerable 
progress  even  if  they  had  done  no  advertising.  The 
ability  and  hard  work  of  the  men  behind  them  would 
have  assured  that,  but  their  stores  stand  out  to-day  as 
concrete  examples  of  what  the  addition  of  advertising 
to  other  merchandising  methods  has  made  possible. 

Advertising  has  proved  its  worth  in  a  myriad  of 
cases.  In  every  town  and  city  can  be  seen  convincing 
examples  of  what  advertising  has  accomplished.  The 
store  which  a  few  years  ago  was  small  in  size,  and  on  a 
side  street,  has  now  become  the  large  establishment  on 
the  main  corner.  Dealers  who  started  ten  years  ago 
with  a  hundred  dollars  and  one  clerk,  now  have  an  ex- 
tensive staff  and  a  big  capital.  Intelligent  and  persist- 
ent advertising  has  accomplished  these  things.  Adver- 
tising is  the  corner  stone  on  which  many  a  great  busi- 
ness has  been  built.  No  business  is  so  small,  nor  no  field 
so  narrow,  but  that  intelligent  advertising  will  prove 
valuable. 


SPECIALTY  ADVERTISING  AND  THE  RETAILER 

Advertisements  in  trade  papers,  and  not  exclusively 
the  persuasion  of  commercial  travelers,  now  help  the 
retailer  in  making  his  selection.    If  he  is  not  a  good 


judge  of  a  particular  product,  he  can  buy  it  from  some 
manufacturer  who  has  created  a  trade  reputation  by 
advertising  it  in  trade  papers.  Because  of  his  stake 
in  advertising,  such  a  manufacturer  must  maintain 
(luality.  Goods  advertised  to  the  public  by  name  or 
trade  mark  do  not  call  for  any  judgment  on  the  part 
of  the  retailer.  Advertising  is  a  guarantee  of  quality 
in  itself. 


TEST  YOUR  NEXT  ADVERTISEMENT 

In  advertising  a  thing  what  point  do  you  have  in 
mind  as  you  prepare  your  printed  matter?  Arthur 
Brisbane,  a  famous  editor,  says  if  you  really  want  to 
sell  the  thing  you  advertise  your  ad.  should  cover  these 
points : 

First :  Make  the  people  see  the  ad. 
Second:  Make  them  read  it. 
Third :  Make  them  understand  it. 
Fourth :  Make  them  believe  it. 

If  you  can  do  this  you  are  a  good  ad.  writer  and  your 
work  will  pull.  Suppose  you  apply  this  test  to  your 
next  ad. 


LEAD  TO  THE  ORIENT 

Regular  shipments  of  pig  lead  from  the  smelter  of 
the  Consolidated  Mining  &  Smelting  Company  of  Can- 
ada, Limited,  at  Trail,  B.C.,  to  China  and  Japan  were 
recommenced  in  December,  after  a  lapse  of  two  years. 
The  Consolidated  Company  has  contracted  to  ship  100 
tons  in  each  of  the  first  two  months  of  the  year.  Fifty 
of  the  250  tons  which  were  shipped  last  month  went 
to  Kobe,  Japan,  and  200  tons  to  Shanghai,  China. 
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How  a  iniiiibor  of  hardware  dealers  in  various  parte  of  Canada  recently  advertised  clearing  sales  of  Block. 
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One  of  a  series  of  articles 

Collins'  Course  in  Show  Card  Writing 

specially  prepared  for  this 

journal. 

AT  the  beginning  of  this  course  we  emphasized 
the  importance  of  speed  or  the  saving  of  time  in 
card  writing.  It  is  to  everyone's  advantage, 
and  especially  to  the  card  writer  himself,  to  turn  out 
work  as  quickly  as  possible.  There  are  many  little 
kinks  and  wrinkles  to  facilitate  the  rapidity  of  work, 
among  which  are  stencils  and  templets.  But  these  are 
advisable  only  where  a  goodly  number  of  cards  are  to  be 
made  of  the  same  kind.  Stencils  are  best  suited  for 
large  letters,  and  are  used  much  in  board  sign  work. 


0  PTI  KAIi 


OPTICAL 


Fig.  22.— S<ample  of  stencil  and  its  work. 

But  of  course  they  can  be  used  on  cards  when  the  let- 
ters are  large  enough.  The  stencil  should  be  cut  out  of 
heavy  manilla  paper.  There  are  two  ways  of  making 
your  design.  One  is  to  lay  out  your  paper  the  way 
you  want  it,  then  place  tracing  or  other  transparent 
paper  over  the  letters  you  wish  to  stencil  and  either 
trace  these  on  the  manilla  paper  or  paste  the  paper 
right  on  to  the  stencil  paper.  With  a  very  sharp 
pointed  knife  cut  out  the  letters.  Lay  the  stencil  paper 
on  a  smooth  piece  of  card,  so  as  to  prevent  a  ragged 
edge  on  the  under  side  of  the  paper  when  you  are 
cutting  the  letters  out.  Note  Figure  22,  which  will 
give  you  an  idea  how  to  cut  the  letters  and  leave  suffi- 
cient "bridges."  These  are  to  keep  certain  parts  of 
the  letters  in  place,  like  the  centres  of  the  letters  0,  P, 
A.  etc.  The  L  and  C  are  bridged  to  strengthen  the  sten- 
cil, as  it  would  curl  at  these  points  and  not  work  well 
if  it  were  not  tied  or  bridged.  After  cutting  out  the 
letters,  shellac  the  stencil  paper  well  on  both  sides. 
This  prevents  the  paint  from  soaking  into  the  paper  and 


spoiling  it.  Be  sure  that  the  edges  of  the  letters  are 
well  shellaced. 

The  paint  used  for  stencilling  must  be  much  thicker 
than  for  ordinary  work.  Also  use  a  stubby  brush  and 
use  the  ends  of  the  hair,  rubbing  the  paint  on  lightly 
until  the  letters  are  all  covered.  Be  careful  not  to  let 
the  paint  get  under  the  edges  of  the  stencil.  Turn  the 
stencil  over  occasionally  and  wipe  off  any  paint  that 
may  be  on  the  under  side.  After  you  have  filled  in  the 
letters  with  the  stencil,  take  it  off  and  go  over  the 
"bridges"  with  your  brush,  thus  making  one  con- 
tinuous stroke  of  each  letter.  See  the  lower  part  of 
Figure  22. 

The  other  way  to  lay  out  your  stencil  is  to  lay  out 
your  design  on  the  stencil  paper  and  proceed  as  above. 

Templets 

The  templets  are  similar  in  construction  to  stencils, 
hut  are  operated  differently.  If  you  have  a  dozen  or 
more  of  one  style  of  card  to  make,  cut  a  templet  similar 


Seasonable  card— printed  on  burlap,  mounted 
on  white  card. 

to  Fig.  23,  and  lay  it  on  to  your  cards  and  mark  the 
openings.  This  will  assure  speed  and  uniformity. 
After  marking  the  cards  proceed  to  letter  in  the  usual 
way.   The  pencil  marks  still  on  the  card,  Fig.  24,  will 


ABCDErGHI 
aKLMNOPOR 
STUV  WXYZ  ? 


Plate  49.— Full  block  Roman  with  rounded  blocks— capitals. 
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show  you  the  operation  of  marking.  The  process  of 
laying  out  the  templet  is  the  same  as  the  stencil. 

Fancy  Blended  Colored  Cards 

For  special  businesses  or  special  occasions,  where 
bright,  fancy,  fussy  cards  may  be  used  and  not  look 
out  of  place,  you  can  make  these  with  dry  colors,  chalk 
or  crayons.  It  requires  a  rather  rough  surfaced  card 
or  paper  to  do  this  work  on,  as  you  cannot  obtain  the 
best  results  on  a  glazed  or  smooth-surfaced  card.  If 
you  use  dry  colors,  make  a  pounce  bag  for  each  color. 
This  is  done  by  taking  a  square  piece  of  cheesecloth 
or  open  mesh  cotton  and  put  your  color  in,  and  gather 
the  edges  up  and  tie  with  a  string,  the  same  as  a 
"blueing  bag"  used  for  blueing  clothes.  Make  an- 
other bag  the  same  way,  but  use  a  piece  of  cotton 
batting  for  the  centre.   This  is  for  a  blender. 

To  get  the  color  effect,  pounce  or  rub  the  desired 
colors  on  to  the  card,  then  blend  with  the  cotton  batting 
bag.  With  a  little  practice  some  very  pleasing  Effects 
are  obtainable.  For  example,  you  may  get  pretty  sky 
backgrounds,  moonlight  grounds,  water  effects,  etc.  If 
chalk  or  crayons  are  used,  you  proceed  in  the  same 


in  the  original  card.  This  is  because  the  ochre  photo- 
graphs very  dark. 

Alphabets 

The  alphabets  shown  in  Plates  48  and  49  are  a  prac- 
tical kind  that  may  be  used  frequently  in  card  work. 
They  are  a  full  block  Roman,  with  the  ends  of  the 
blocks  rounded.  This  gives  a  very  pleasant  effect,  and 
is  not  hard  to  execute. 


BUCKING  THE  CURRENT 

"I  once  steered  a  raft  down  the  Mississippi  River  and 
it  went  along  delightfully  with  the  current;  but  I 
didn't  meet  any  rafts  going  upstream.  They  were  all 
steamboats."  Thus  in  his  well  known  homely  fashion 
Abraham  Lincoln  spoke  a  very  suggestive  parable.  It 
is  easy  to  drift  down  the  stream  of  life,  with  just 
enough  effort  to  keep  out  of  the  shallows  and  rifts, 
using  the  least  possible  energy. 

That  is  one  way  to  go  through  life — perfectly  satis- 
factory if  one  has  no  ambition  to  get  on  and  succeed 
and  accomplish.  If,  however,  one  wishes  to  be  of  some 
use  in  the  world,  it  is  necessary  to  develop  virile,  manly 


Figs.  23  and  24.— Work 
done  by  templet,  and  tem- 
plet itself. 


way,  only  you  rub  them  directly  on  to  the  card  or  paper 
and  blend  in  the  usual  way.  Plain  ingrain  wall  paper 
is  very  suitable  to  work  in  this  way.  It  has  that  rough 
surface  that  takes  the  color  well.  Cut  the  paper  to  the 
required  size  and  mount  on  white  or  grey  card,  leaving 
enough  projecting  all  around  to  make  a  margin.  After 
mounting,  the  card  is  ready  to  letter  in  any  desired 
way.  It  is  well  to  use  dark  colors  for  the  lettering. 
Cards  of  this  character  must  be  handled  carefully,  for 
the  dry  colors  always  rub  off  easily.  This  class  of  cards 
is  not  desirable  to  use  should  they  require  to  be  handled 
much,  for  they  soil  so  easily. 

Sample  Cards 

The  one  sample  card  this  month  is  an  illustration  of 
the  utilization  of  various  material  for  card  work.  This 
one  is  done  on  a  piece  of  filled  burlap  and  mounted 
on  a  white  card.  The  color  is  ochre,  which  is  dark 
enough  to  be  lettered  in  white.  The  shading  of  the 
figures  is  done  with  the-  air  brush  and,  unfortunately, 
does  not  show  so  strongly  in  the  reproduction  as  it  does 


qualities,  such  as  determination,  force,  earnestness  and 
firmness,  to  enable  one  to  buffet  the  swirling  cross  cur- 
rents, baffling  rapids,  perilous  eddies  and  hidden  under- 
tows of  the  up-stream  of  life. 

To  succeed  and  better  oneself,  one  must  not  be  con- 
tent to  drift;  one  must  develop  the  latent  qualities  that 
make  for  success.  The  steamer  forces  its  way  up- 
stream against  odds  because  in  it  are  concealed  certain 
forces  which  push  it  relentlessly  ahead — always  guided 
by  a  wise  pilot. 

And  so  the  man  or  woman  who  would  be  a  success 
must  have  not  only  reserve  force  for  emergencies,  and 
must  be  guided  by  the  pilot  of  Self-control,  but  this 
reserve  force  or  power  must  be  restrainable. 


Here  is  a  sign  from  an  Oklahoma  City  M.D.'s  office: 
"There  i$  a  little  matter  that  $ome  of  my  patient$  have 
$eemingly  forgotten.  It  i$  unneee$$ary  to  $ay  that  I 
allude  to  the  fee$  for  my  $erviee$.  Money  i$  needed 
in  my  bu$ine$$  and  mu$t  be  had." 


ab  c  de  f  Imn 
opqrsluvwxqz 


Plate  48.— Full  block  Roman  with  rounded  blockn— lower  case. 
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Co.Mi  i.i.i.iNG  Paint  Window  Display  Made  by  Fred  W.  Ash,  of  the  Creston  Mercantile  Co..  Ckeston,  B.C. 


Making  Winter  Pay  Paint  and  Varnish  Profits 


IN  a  recent  number  of  "Selling  Power,"  Pratt  &  Lam- 
bert's dealers'  magazine,  there  appeared  an  article 
dealing  with  profits  of  paint  sales  in  winter  time.  It 
was  so  good  and  contained  so  many  fine  points  that  it 
is  in  part  reproduced  herewith: 

Friday  was  the  dullest  day  in  the  business  week 
until  the  department  stores  changed  it.  Winter  like- 
wise can  be  made  to  pay  good  paint  profits.  In  the 
summer,  when  the  days  are  long  and  outdoor  life  calls, 
people  are  but  little  inclined  to  do  much  work  inside, 
nor  does  the  need  for  a  good  looking  interior  become  so 
apparent  as  in  the  winter.  During  the  long  winter 
months  much  time  is  spent  indoors,  and  time  often 
hangs  heavily  on  the  hands,  which  could  be  improved 
in  painting.  Why  should  a  man  whose  rooms  are  ob- 
viously in  need  of  the  "cheerfulizing"  influence  of 
paint  and  varnish  wait  until  spring,  when  outdoor  life 
will  again  come  into  its  own?  Why  shouldn't  he  get 
the  benefit  of  the  first  beauty  of  freshly  finished  rooms 
by  doing  it  now?  Here's  an  argument  to  present  in 
your  advertising  and  across  the  counter,  that  should 
boom  winter  paint  and  varnish  sales. 

Paint  can  be  as  successfully  applied  in  cold  weather, 
as  in  warm,  providing  the  surface  is  dry  and  the  atmos- 
phere dry,  not  damp  or  humid.  If  the  room  is  cold,  the 
paint  will  have  to  be  thinned  a  little  nlore  with  turpen- 
tine to  counteract  the  effect  of  oil  congealing  in  cold 
weather  and  will  have  to  be  brushed  out  more.  In 
winter  when  the  stoves  and  furnaces  are  going  full 
blast,  the  air  as  well  as  the  walls  and  ceilings  of  any 
house  are  often  dryer  than  during  the  spring  and  fall 
So  don 't  let  down  the  bars  on  your  paint  selling  efforts 
when  cold  weather  comes.  Keep  up  your  window  dis- 
plays. Feature  paint  in  your  advertising.  Keep  the 
paint,  varnish  and  enamel  stock  and  selling  help.s 
featured  well  up  in  front  of  the  store  all  year  around. 

Household  paint  specialties  should  sell  particularly 
well  during  the  winter  months.  Why  not  make  an  ad- 
vertising point  of  it?  Ever  think  of  having  a  big 
winter  paint  clearance  sale  of  damaged  and  rusted  cans 
— of  goods  that  didn't  sell,  so  as  to  be  in  a  position  to 


start  off  in  the  spring  with  a  good  clean  salable  stock 
with  no  shelf  warmers?  A  little  'phone  solicitation  on 
household  paint  specialties  might  help  boost  paint  and 
varnish  sales  when  time  hangs  heavy.  . 

Painters  will  usually  accept  work  during  the  winter 
at  a  lower  figure  than  in  the  spring,  to  keep  them  busy. 
Why  not  call  a  meeting  of  your  painter  customers  and 
suggest  that  they  give  a  discount  to  all  those  who  have 
their  work  done  during  the  months  of  January  and 
February,  and  guarantee  first-class  results.  Then  place 
a  large  sign  in  your  window,  "Save  money.  Have  your 
painting  done  during  the  months  of  January  and  Feb- 
ruary. The  following  painters  will  give  a  discount  of 
—  per  cent,  on  all  painting  work  done  during  these 
months  and  guarantee  first-class  results."  Then  list 
the  painters  on  the  remainder  of  this  sign.  Suggest 
to  these  painters  that  they  get  out  a  co-operative  cir- 
cular along  the  S'ame  lines.  Devote  portions  of  your 
advertising  to  it. 

Extra  dryer  is  required  in  cold  weather,  and  why 
should  the  fellow  who's  got  his  automobile  or  boat  laid 
up  for  the  winter  wait  until  spring  to  refinish  it? 
Chances  are,  if  you  get  after  him  and  show  liim  the 
advantages  of  working  on  it  at  his  leisure  he'll  refinish 
it  during  the  winter.  When  nobody  starts  anything, 
nobody  does  anything.  It's  up  to  you  to  start  some- 
thing in  making  winter  pay  paint  and  varnish  profits. 


BRANDRAM-HENDERSON'S  CONVENTION 

The  annual  sales  convention  of  Brandram-IIenderson. 
Ltd.,  held  at  JMontreal  on  Dec.  14  and  15,  was  a  most 
satisfactory  one,  surpassing  the  Toronto  convention  of 
last  year,  and  the  one  at  Halifax,  two  years  agd.  in  all 
respects — and  that's  going  some.  The  meetings  were 
held  at  the  company's  plant  at  Mile  End.  The  first  ses- 
sion began  with  an  inspection  of  the  plant,  and  instruc- 
tional work  on  lead  corroding,  grinding,  dry-color  mak- 
ing, paint  grinding,  etc.  These  lessons  were  given  by 
Mr.  Monk,  manager  of  the  lead  works,  and  Mr.  Ed- 
wards, manager  of  the  Montreal  paint  works,  and  their 
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purpose  was  to  increase  each  salesman's  efficiency  by' 
giving  him  a  more  complete  knowledge  of  how  B.-H. 
products  are  made. 

At  half-past  twelve  these  lectures  were  complete,  and 
luncheon  was  served  at  the  club  house.    At  the  after- 


.losEPH  R.  Henderson,  Pres.  and  Gen.  Manager,  Montreal. 


noon  session  there  were  short  addresses  on  the  new 
B.-H.  products  of  the  year  from  George  Henderson, 
Maritime  Provinces'  manager;  Mr.  Edwards,  Mr.  Poole 
and  Mr.  Monk,  of  the  Montreal  office.  During  this  meet- 
ing, the  president,  Jos.  R.  Henderson,  was  in  the  chair. 
At  SMO  there  was  a  meeting  presided  over  by  Mr.  Car- 
leton.  the  senior  salesman.  This  meeting  Avas  attended 
not  only  by  the  traveling  men,  but  by  heads  of  depart- 
ments and  the  president,  and  the  salesmen  told  the 
bosses  quite  frankly  what  they  thought  about  the  ad- 
ministration of  the  business  and  what  people  were  say- 
ing about  B.-H.  products.  They  made  suggestions  for 
increasing  sales,  new  styles  of  packages,  etc.,  all  of 
which  were  reported  in  shorthand,  and  afterAvards 
transcribed  for  the  consideration  of  the  managers  on 
the  next  morning.  This  meeting  lasted  until  dinner 
time,  when  the  whole  party  adjourned  to  meet  at  the 
Princess  Theatre,  to  see  Marie  Dressier,  as  the  guests 
of  the  president. 

On  Tuesday  morning  the  branch  managers  and  the 
general  manager  met  to  consider  the  travelers'  recom- 
mendations of  the  day  before,  but  their  decisions  with 
regard  to  the  same  were  not  given  out  until  later  in  the 
day.  While  this  meeting  was  going  on,  Mr.  Poole,  the 
]\rontreal  sales  manager,  was  conducting  a  window 
dressing  competition,  entries  being  made  by  the  ]\Iari- 
time  Provinces,  Quebec  and  Ontario  representatives. 
First  honors  went  to  the  East,  R.  C.  Blakeney,  of  Hali- 
fax, and  Mr.  Church,  of  St,  John,  being  awarded  the 
prize  for  having  designed  the  most  effective  display.  At 
noon  there  was  luneheon  at  the  Place  Viger  Hotel,  and 
while  coffee  was  being  served  a  short  and  easy  interest- 
ing address  was  made  by  C.  W.  Tinling,  of  the  Nation- 
al Drug  Company.  Mr.  Tinling's  subject  was  "Made 
in  Canada  Goods,"  and  his  arguments  made  a  very 


deep  impression  on  all  those  who  had  the  good  fortune 
to  hear  him,  Mr.  Tinling  is  one  of  the  foremost  work- 
ers in  the  "Made-in-Canada"  campaign,  and  the  Cana- 
dian manufacturers  of  the  future,  as  well  as  those  of 
to-day  should  feel  the  benefit  of  his  work. 

From  the  "Place  Viger"  the  party  returned  to  the 
Brandram-Henderson  plant  to  another  business  meet- 
ing. This  proved  to  be  quite  an  important  one,  for  it 
dealt  with  the  publicity  campaign  of  the  company  for 
1915.  George  Henderson  was  the  speaker,  and  the  de- 
tails of  this  campaign  were  received  with  much  enthu- 
siasm by  the  salesmen,  one  and  all,  who  seemed  to  have 
a  very  high  appreciation  for  the  help  which  comes  from 
well  connected,  forceful  advertising.  Mr.  Henderson 
told  them  that  the  campaign  for  the  New  Year  would 
be  up  to  the  usual  high  standard  of  the  company — that 
despite  the  quietness  of  business  in  some  parts  of  Can- 
ada, the  Brandram-Henderson  Company  were  deter- 
mined to  maintain  a  strong  educational  advertising 
campaign  throughout  the  new  year. 

Immediately  this  meeting  adjourned,  everybody 
Avent  over  to  the  president's  office  to  learn  the  manage- 
ment's decisions  concerning  the  salesmens'  suggestions 
of  the  previous  day,  and  it  afforded  great  satisfaction 
when  the  information  was  given  out  that  nearly  every- 
thing the  salesmen  had  asked  for  had  been  granted. 

The  closing  function  of  the  day  and  of  the  conven- 
tion was  the  dinner.  On  account  of  the  war  it  was 
thought  that  this  function  should  be  given  very  quietly 
and  that  instead  of  going  to  one  of  the  big  hotels  as 
usual  and  everybody  appearing  in  evening  dress,  it 
would  be  very  much  better  if  it  were  held  on  the  com- 
pany's premises.  At  7  o'clock,  therefore,  the  assembly 
sat  down  to  a  simple,  but  Avell-served  banquet  in  their 


Geo.  Henderson,  Manager  Maritime  Provinces. 


own  club  house.  A  piano  had  been  provided  and  so, 
after  full  justice  had  been  done  to  the  eatables  and 
drinkables,  all  made  in  Canada,  the  company  sat 
around  and  participated,  each  as  he  could,  in  the  musi- 
cal programme  which  had  been  arranged  by  Mr.  Poole, 
the  sales  manager  at  Montreal. 
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IT  IS  PINCHIN,  JOHNSON  &  CO.  OF  CANADA,  NOW 

Pinchin,  Johnson  &  Co.,  of  Canada,  manufacturers  of 
Minerva  paints  and  specialties,  announce  that  they  are 
now  owned  solely  by  Canadian  interests,  and  that  the 
company  becomes  a  Canadian  organization  in  which 
Brandram-Henderson,  Ltd.,  are  largely  interested. 
This  connection  is  considered  particularly  advantage- 
ous to  Pinchin,  Johnson  &  Co.,  as  it  gives  them  a  raw 
material  source  of  supply  heretofore  unavailable,  par- 
ticularly that  of  white  lead,  which  is  corroded  direct 
from  the  metal  by  the  Brandram  and  Old  Dutch  pro- 


R.  B.  .lolINSON 

Manager  Piiit  liiii,  .lohnson  &  Co. 
o(  Canada. 


cess,  by  Brandram-Henderson,  Ltd.,  at  their  lead  cor- 
roding works,  Montreal. 

R.  B.  Johnson,  who  has  been  connected  with  Pinchin, 
Johnson  &  Company  for  some  years,  is  appointed  man- 
ager, and  will  retain  most  of  the  old  staff.  The  policy 
adopted  is  broad  and  aggressive.  The  quality  of  Min- 
erva paint  will  be  maintained  at  "high  standard,"  and 
they  are  in  a  better  position  than  ever  to  render  most 
efficient  service.  Their  salesmen  will  shortly  place  the 
Minerva  paint  1915  selling  campaign  before  the  trade 
in  such  a  manner  as  they  feel  confident  will  be  appreci- 
ated. 

Pinchin,  Johnson  &  Co.'s  Canadian  business  was  es- 
tablished five  years  ago,  their  plant  being  located  at  To- 
ronto. Despite  the  short  time  it  has  been  operating  in 
the  Dominion,  the  company  has  made  splendid  trade 
connections.  Their  Old  Country  business  has  a  con- 
tinuous record  of  70  years. 

R.  B.  Johnson,  who  is  now  manager,  comes  of  old 
painl  stock,  his  uncle,  Wm.  Johnson,  being  one  of  the 
paint-making  pioneers  of  Canada — at  the  head  of  the 
old  Wm.  Johnson  Paint  Co.,  Toronto,  the  forerunner  of 
the  Canada  Paint  Co.  It  was  natural,  therefore,  that  R. 
B.  should  gravitate  to  that  business,  in  which  he  has 
now  been  engaged  for  the  past  17  years,  Mr.  Johnson 
was  born  and  reared  at  Brockville,  Ont.  He  is  an  en- 
thusiastic believer  in  the  "Made-in-Canada"  principle, 
and  has  high  hopes  for  the  paint  business  in  1915.  He 
was  a  year  ago  a  member  of  the  executive  of  the  Cana- 
dian Hardware  Manufacturers'  Exhibitors'  Associa- 
tion. 


FROM  PAINT  TO  TOBACCO. 

A  complimentary  dinner  was  given  to  L.  R.  Greene 
by  his  friends  of  the  Montreal  Publicity  Association,  of 
which  he  is  a  past  president,  in  the  club  rooms  of  that 
organization  on  Friday,  Dec.  11,  on  the  occasion  of  his 


leaving  Montreal.  Mr.  Greene  has  resigned  his  position 
of  advertising  manager  for  the  Sherwin-Williams  Co. 
of  Canada,  Ltd.,  to  take  up  a  position  with  the  Tuckett 
Tobacco  Co.,  Hamilton.  Mr.  Greene  is  thus  getting 
back  near  the  home  of  his  youth,  having  spent  his 
boyhood  days  around  Burlington. 

He  came  to  Toronto  as  a  boy,  taking  a  joh  as  office 
boy  in  the  S.-W.P.  warehouse  there,  For  a  time,  too,  he 
was  also  the  gasoline  engine  which  ran  the  elevator  to 
the  upper  storerooms.  While  with  the  Toronto  house, 
always  interested  in  drawing,  Mr.  Greene  showed  such 
aptitude  in  drawing  and  lettering  showcards  that  he 
was  encouraged  to  continue  his  artistic  proclivities  and 
eventually  he  came  to  the  notice  of  the  officials  at  the 
head  office  in  Cleveland. 

Mr.  Greene  went  to  Cleveland  about  14  years  ago  and 
became  a  member  of  the  advertising  staff,  rising 
through  promotion  to  the  management  of  that  depart- 
ment. In  that  period  of  rising  he  grew  to  be  one  of 
the  best  paint  advertising  men  in  America.  In  fact,  he 
was  one  of  the  pioneers  in  the  field  of  paint  advertising. 
The  little  Dutch  boy,  so  often  used  in  connfction  with 
the  S.-W.P.  products,  is  a  creation  of  his. 

A  few  years  ago,  when  the  amalgamation  of  the 
S.-W.P.  and  Canada  Paint  Co.  was  effected  under  the 
title  of  the  Sherwin-Williams  Co.  of  Canada,  Mr.  Greene 
was  sent  by  his  superiors  at  Cleveland  to  Montreal  to 
organize  the  Canadian  advertising  department  for  his 
company,  and  how  successfully  he  accomplished  his 
work  is  known  to  all  the  newspapermen  and  all  the 
hardware  dealers  throughout  the  Dominion. 

And  now  he  is  going  up  to  Hamilton  to  do  for  a  to- 
bacco company  what  he  did  for  paint  advertising.  The 
death  recently  of  J.  W.  Laraoureaux.  president  of  the 
Tuckett  Tobacco  Co.,  made  some  changes  necessary  in 
that  organization,  and  Mr.  Greene  goes  up  to  assist.  It 


L.  It.  GuKl-NF. 

Paint  advertising  man  who  i^s  to  make 
Tuckett  tobacco  just  as  {amous. 


is  somewhat  of  a  wrench  to  break  away  from  a  business 
and  a  personal  connection  which  has  been  a  life  work, 
but  Mr.  Greene  has  enough  of  the  vitality  of  youth  to 
make  his  new  position  a  decidedly  enviable  one. 

At  the  dinner  tendered  him  by  his  friends,  Mr. 
Greene  was  presented  with  a  fountain  pen,  which  he 
will  keep  available  to  sign  many  advertising  orders  for 
the  Tuckett  Company. 

He  was  also  presented  by  the  management  and  his 
many  friends  in  The  Sherwin-Williams  Co.,  on  the  eve 
of  his  departure,  with  a  silver  loving  cup  as  a  token 
of  the  regard  and  esteem  in  which  he  is  held.  The 
presentation  was  made  by  J.  H.  Gordon,  secretary- 
treasurer,  in  the  absence  of  C.  C.  Ballantyne,  vice-presi- 
dent and  managing  director. 
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Why  Hardware  Dealers  Should  Handle  Metal  Roofing 


By  A.  A.  GILMORE 


The  first  thing  human  nature  considers  in  any  pur- 
chase is  what  will  it  cost,  and  this  is  divided  into  first 
cost  and  ultimate  cost.  In  most  cases  first  cost  is  alone 
considered,  and  money  is  necessarily  wasted. 

In  buying  a  roof- — no  matter  what  the  material  to  be 
used — price  should  be  considered  from  a  cost  per  year 
of  service  point  of  view.   First  cost  should  hardly  ever 


lool  at  Stirling.  Out.,  covered  with  galvanized  metal  shingles. 


enter  the  transaction.  A  poor  roof  or  a  roof  that  will 
not  stand  the  weather  a  reasonable  length  of  time  is  a 
loss  from  the  day  it  is  erected. 

The  price  of  a  metal-shingled  roof — even  in  first  cost 
— compares  favorably  with  a  good  grade  of  wood 
shingles.  I  have  made  a  canvass  of  a  number  of  builders 
in  different  parts  of  Canada,  and  find,  considering  cost 
of  erection,  nails,  etc.,  the  metal  shingles  are  little,  if 
any,  higher  in  first  cost. 


Tests  have  proven  beyond  all  doubt  that  a  good 
grade  of  metal  shingles  will  outlast  all  ordinary  kinds 
of  barn  or  house  roofing  and  will  give  the  best  of  satis- 
faction. 

Metal  Roofs  With  Long  Life 

In  my  travels  I  have  seen  and  examined  metal  roofs 
that  have  been  up  for  twenty-five  years  and  found  no 
rust  or  wear.  They  apparently  were  good  for  another 
twenty-five  years.  Absolutely  not  one  cent  for  re- 
pairs was  spent  on  these  roofs.  They  were  never 
touched  since  the  day  they  were  erected.  I  have  seen 
roofs  on  houses  right  next  to  a  stove  foundry,  which 
have  been  getting  coal  dust  and  gases  for  ten  years, 
and  the  metal  is  still  standing  the  racket  and  giving 
good  service. 

Farmers,  as  a  class,  are  the  best  buyers  of  our  coun- 
try. They  know  the  value  of  money  and  want  full  value 
for  every  cent.  A  trip  through  our  rural  districts  will 
show  what  farmers  think  of  metal  roofs.  There  are 
thousands  of  them. 

Years  ago  metal  shingles  were  given  a  black  eye  on 
account  of  poor  erection.  If  a  man  put  on  a  metal  roof 
and  it  leaked,  he  cursed  the  "tin"  roof  from  eave  to 
ridge  and  back,  and  then  he  kicked  himself  for  being 
led  to  buy  it.  He  didn't  stop  to  think  that  the  shingles 
might  have  been  erected  improperly.  If  it  had  been  a 
wood  roof  he  would  have  made  his  carpenter  come 
and  fix  it,  for  one  shingle  might  have  been  out  of  place. 

To-day  the  metal  companies'  agents  are  usually 
trained  men,  and  any  of  the  advertised  shingles  pro- 
perly erected  will  give  the  best  satisfaction.  Of  course, 
there  are  still  a  few  who  will  pay  no  attention  to  direc- 
tions, or  untrained  men  will  try  and  do  the  erection, 
and  the  consequences  are  that  the  company  who  made 
the  shingles  gets  all  the  blame. 

A  good  metal  shingle  such  as  the  popular  brands 


Serviceable  new  stables  of  Mies  K.  L.  Wilks.  at  Cnilckston  Park.  Gait,  Ont.,  designed  bv  A.  A.  Gilmore.  The  mnln  stable  is  over  130  feet  lonjr. 
The  roof  U  covered  with  Knlvanizod  "Preston"  safe  lock  shinplPB,  and  fitted  with  "Acorn"  barn  ventilators.  The  sides  are  "Acorn"  corriigraiod 
galvanized  iron,  and  the  eaves  are  covered  with  cornice  of  same  rrnke.  The  lower  half  of  the  stable  is  of  brick  coDStructioQ.  The  sheds  and 
smaller  stable  are  also  covered  with  galvanized  metal  bhingles  and  side  covering. 
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here  in  Canada  will  give  long  life  and  the  very  best  of 
satisfaction  if  properly  erected. 

Severe  Test  of  Metal  Roof 

I  know  of  one  grado  of  metal  shingles  which  was 
tested  by  turning  the  full  pressure  of  a  city  hydrant 
against  the  roof  from  various  angles  for  over  two  hours, 
and  not  a  leak  developed. 

Everyone  will  admit  that  a  metal  shingle  roof  is 
fireproof,  for  metal  cannot  burn.  The  shingles,  being 
locked  tightly  together,  will  admit  no  sparks.  Sparks 
from  other  burning  buildings  or  from  threshing  outfits 
die  and  do  no  damage  on  these  roofs.  Metal  shingles 
are  also  a  fire  retardant.  A  few  years  ago,  at  Simcoe, 
Ont.,  a  shop  was  covered  with  a  standard  make  of 
shingles.  One  day  the  building  was  gutted  by  fire :  all 
afound  it  were  other  buildings,  but  the  fire  was  con- 
fined to  the  shop  by  the  metal  roof. 

Lightning-Proof  Quality 

As  to  the  lightning-proof  qualities  of  a  metal  roof, 
we  can  quote  C.  Dolph,  of  the  Metal  Shingle  and  Siding 
Co.,  Preston,  Ont.:  "We  have  been  giving  a  lightning 
guarantee  with  our  Safe  Lock  Shingles  for  fifteen 
years,  and  have  yet  to  be  called  on  to  pay  a  claim." 

Prof.  Day,  of  the  O.A.C.,  says  that  a  metal  roof, 
properly  grounded,  is  one  of  the  best  forms  of  lightning 
protection. 

Insurance  companies  give  lower  rates  on  metal-cov- 
ered buildings. 

Metal  shingles  are  easily  handled,  easily  erected,  and 
make  a  beautifully  appearing  roof  for  any  kind  of  a 
building.  A  glance  at  the  two  buildings  shown  here 
will  bear  out  this  claim. 

Anyone  buying  a  roof  can  make  a  thorough  investiga- 
tion of  metal  roofs.  There  are  thousands  of  chances 
here  in  Canada,  and  all  the  metal  companies  welcome 
any  questions  about  their  products. — A.  A.  Gilmore. 


CANADIAN  INVENTS  METAL  PARTITION. 

Charles  William  Sanders,  of  Victoria,  B.C.,  has  been 
granted  a  United  States  patent  under  number  1,111,617 
for  a  sheet  metal  partition  described  as  follows :  A  me- 
tallic partition,  comprising  spaced  studding  elements. 


La 
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each  having  oppositely  projecting  flanges  along  its  ver- 
tical edges,  channel  plates  at  the  top  and  bottom  of  the 
partition,  the  top  plate  presenting  downwardly  pro- 
jecting flanges  and  the  bottom  plate  presenting  up- 
wardly projecting  flanges,  between  which  flanges  the 
upper  and  lower  ends  of  the  studding  elements  are  re- 
ceived, the  studding  elements  being  formed  with  verti- 


cal series  of  vertically  ranging,  elongated  slots  adjacent 
to  the  side  flanges,  the  flanges  of  the  channel  plates 
having  transverse  holes  adjacent  to  the  upper  and  low- 
er slots  of  the  studding  elements,  ties  securing  the  chan- 
nel plates  to  the  studding  elements,  said  ties  extending 
through  the  holes  of  the  channel  plates  and  the  adjac- 
ent slots  of  the  studding  elements,  stiffening  members 
between  adjacent  studding  elements,  metallic  lathing 
on  the  faces  of  the  partition,  ties  securing  the  lathing 
to  the  studding  elements,  said  ties  passing  through 
slots  of  the  studding  elements  between  the  channel 
plates  and  ties  securing  the  lathing  to  the  flanges  of  the 
channel  plates,  the  lathing  being  in  the  vertical  plane 
of  the  flanges  of  the  channel  plates  and  the  latter  hav- 
ing openings  for  receiving  the  last-mentioned  ties. 


THE  ABUSE  OF  PLUMBING  FIXTURES 

All  too  often  the  plumbing  manufacturer  is  blamed 
and  claims  are  made  for  defective  material  when  con- 
ditions such  as  are  set  forth  are  responsible  for  the 
damage,  says  a  writer  in  the  Architect  and  Engineer. 
This  letter  is  from  a  manufacturer's  representative: 

"The  other  day  T  was  called  in  to  look  at  a  couple  of 
tubs  installed  in  a  very  fine  anartment  building.  In  this 
job  were  twenty-six  C26)  high  grade  tubs.  I  was  sur- 
prised to  see  the  condition  of  the  fixtures  generally,  as 
the  tubs  were  most  all  covered  with  lime  and  mortar 
left  by  the  plasterers  and  tile  setters.  On  at  least  three 
of  the  tubs  it  was  almost  impossible  to  see  any  enamel, 
and  T  am  of  the  opinion  that  when  this  debris  is  re- 
moved the  surface  will  be  affected. 

"The  lavatories  are  also  in  very  bad  shape,  as  most 
of  them  show  where  the  painters  have  cleaned  their 
brushes  on  them.  T  took  this  subject  up  with  the  plumb- 
er and  he  stated  that  after  he  set  each  fixture  he  cov- 
ered both  tubs  and  wash  stands  with  paper,  but  that  the 
plasterers,  carpenters,  painters  and  other  tradesmen  on 
the  job  removed  the  covering.  It  is  my  opinion  that  a 
more  substantial  coveriner  should  have  been  used:  one 
that  would  have  required  more  effort  to  remove,  such 
as  a  tarpaulin  or  canvas  covering.  Paper  is  not  suffi- 
ciently strongr  and  too  easilv  removed  to  be  of  anv  real 
value  for  this  use.  T  next  took  the  matter  up  with  the 
sreneral  contractor  and  pointed  out  to  him  the  shame  of 
abusing  bathroom  fixtures  in  this  manner,  and  he  stated 
that  it  was  something  beyond  his  control,  and  was  up 
to  the  individual  or  sub-contractors. 

"T  have  no  doubt  but  what  more  care  will  be  taken 
on  future  jobs  bv  the  people  whom  I  talked  to  in  this 
particular  case,  but  to  take  up  each  individual  contract 
and  attempt  to  guard  against  this  abuse  is  something 
out  of  the  question. 

"On  the  same  job  I  was  walking  on  a  hardwood  floor 
and  was  ciautioned  by  the  man  laying  it  to  walk  on  my 
toes  and  not  with  the  heels  of  my  shoes,  yet  apparently 
no  care  was  thought  to  be  taken  about  porcelain  enam- 
eled lavatories  and  bath  tubs." 

This  case  was  clearlv  one  where  the  plumbing  fix- 
tures were  installed  before  they  should  have  been.  The 
plastering  and  all  similar  work  should  have  been  com- 
pleted before  the  fixtures  were  even  taken  to  the  job. 
and  there  Avould  have  been  no  possibility  of  such  dam- 
age being  done. 


A  Kentucky  hardware  dealer  handling  sporting 
goods  in  a  country  district  not  only  sells  guns,  but  rents 
them  to  those  who  do  not  care  to  buy  outright,  but  who 
buy  ammunition  from  him. 
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Displaying  Bathroom  Fittings  in  Hardware  Stores 

By  K.N.F. 


TELERE  is  no  one  line  of  goods  that  makes  a  more 
effective  display  than    nickelplated  bathroom 
ware,  such  as  towel  bars,  soap  dishes,  tumbler 
holders,  and  the  like;  and  conversely  there  is  nothing 
much  worse  than  a  poor,  neglected,  tarnished  lot  of 
these  accessories. 

The  writer  of  this  article  has  in  mind  two  hardware 
stores  in  the  same  block  on  the  best  retail  street  in  one 
of  our  bright  Canadian  cities.  In  one  of  these  stores 
is  an  imposing  window  array  of  towel  bars  in  all  sizes 
and  styles,  which  attracts  the  attention  of  the  casual 
passerby.  On  going  inside  the  store,  one  finds  con- 
veniently placed  behind  the  counter  another  display  in 
a  wall  cabinet.  This  enables  the  salesman  to  show 
goods  without  asking  the  customer  to  walk  over  to  the 
window  display.  The  owner  and  salesmen  in  this  store 
report  a  good  demand  for  these  goods,  and  consider  the 
line  one  of  the  most  satisfactory  sellers  they  have;  and 
they  handle  only  the  best  grade,  too. 

The  other  store  has  a  nice  display  of  everything 
except  bathroom  fittings;  and  reports  "no  enquiries" 
for  such  goods.  On  a  board  covered  with  a  rusty-black 
cloth  there  are  screwed  a  towel  bar  or  two  and  one  or 
two  other  fixtures.  The  bare  spaces  on  this  "display" 
board  are  eloquent  of  short  stock — or  no  stock;  and 
the  samples  themselves  are  tarnished  to  a  dull  grey, 
about  the  color  of  a  German  soldier's  service  uniform, 
and  that,  as  you  know,  is  designed  to  be  as  incon- 
spicuous as  possible.  Let  us  start  out  with  the  axiom 
that  a  di-splay  of  bathroom  fittings  should  not  be  incon- 
spicuous. 

It  will  depend  on  the  taste  of  the  individual  mer- 
chant whether  his  permanent  display  is  to  be  in  a  wall 
cabinet  or  in  the  counter  show  case.  Either  is  satisfac- 
tory, provided  the  articles  are  tastefully  arranged, 
and  are  rubbed  over  often  enough  to  keep  them  bright. 
A  mistake  that  should  be  guarded  against  is  the  remov- 
ing of  articles  from  the  case  for  filling  orders.  Such 
depletion  spoils  the  whole  effect  and  gives  the  customer 
the  impression  of  scant  stocks.  It  is  not  necessary  to 
carry  a  heavy  stock  of  any  one  thing,' because  they  can 
generally  be  brought  on  quickly  from  your  dealer's 
stock;  but  there  should  be  at  least  enough  of  each 
article  to  sspare  the  display  board. 

In  addition  to  such  permanent  (Exhibition,  an  occa- 
sional window  advertisement  is  a  good  trade  help. 


Place  as  many  of  each  thing  in  the  window,  loosely,  as 
you  can  spare  from  stock,  arranging  in  such  a  way  as 
to  attra^.t  attention ;  and  be  sure  to  keep  them  rubbed 
up  bright.  Merchants  who  have  tried  this  occasional 
window  display  state  that  the  goods  move  rapidly  dur- 
ing such  exhibitions.  The  essential  thing  is  to  change 
your  display  frequently.  Do  not  put  fixtures  in  the 
window  and  forget  all  about  them.  Give  the  public  an 
occasional  rest. 

One  rather  excellent  manner  of  quickening  sales  i& 
to  put  an  assortment  of  fixtures  on  the  counter  or, 
better  still,  on  a  table  in  a  prominent  place,  so  that  the 
customer  can  pick  up  and  examine  the  goods.  Have 
everything  tagged  to  show  the  price ;  and  if  the  cus- 
tomer does  not  buy  the  first  time  she  has  at  least  be- 
come interested  and  will  probably  make  the  purchase 
later.  Just  at  the  present  time  it  will  help  if  the  goods 
are  "Made  in  Canada"  and  are  tagged  in  such  a  way 
as  to  let  the  customer  know  this. 

Some  live  dealers  who  use  the  newspaper  to  adver- 
tise their  business  will  announce  a  special  sale  for  a  cer- 
tain day  or  week,  on  which  occasions  they  make  a  dis- 
play table  of  an  assortment  of  fixtures  that  can  be  re- 
tailed at  one  price.  One  successful  plan  is  to  make  a 
69c.  sale,  another  a  50c.  sale,  and  so  on.  In  this  case 
it  is  necessary  to  have  plenty  of  fixtures  in  stock,  al- 
though it  is  generally  sufficient  to  have  perhaps  one 
style  of  towel  bar,  one  tumbler  holder,  one  soap  dish, 
one  toilet  paper  holder,  etc.,  for  the  assortment. 

Whatever  method  is  adopted,  the  goods  must  be  care- 
fully selected,  and  must  be  of  the  best  materials,  and 
well  finished.  As  a  rule,  choose  a  line  with  an  estab- 
lished trade  mark.  If  the  goods  are  well  bought,  a  few 
experiments  in  display  as  suggested  in  this  article  will 
amply  repay  the  live  merchant  for  his  trouble. 


THE  ROMANCE  OF  BUSINESS 
By  Andrew  Carnegie 

IF  a  young  man  does  not  find  romance  in  his  bi:siness, 
it  is  not  the  fault  of  the  business,  but  the  fault 
of  the  young  man. 
Business  is  not  all  dollars.    These  are  but  the  shell 
—the  kernel  lies  within  and  is  to  be  enjoyed  later,  as 
the  higher  faculties  of  the  business  man,  so  constantly 
cnlled  into  play,  develop  and  mature. 
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Dad  s  Letter  to  Jim  on  Selling  Stoves 


By  Edward  Dreier 


WHEN  you  sell  stoves,  Jim,  you  must  be  very 
much  like  a  doctor  diagnosing  a  case.  You 
must  be  able  to  go  to  every  part  of  the  stove 
and  tell  why  and  what  it  is  for. 

Did  you  ever  realize  that  a  stove  is  very  much 
human? 

It  must  eat.  It  must  be  fed,  and  must  breathe  and 
be  given  shelter — otherwise  it  isn't  of  much  account. 

Stoves  are  like  people.  There  are  different  kinds. 
Some  are  more  valuable  and  better  developed  than 
others. 

You  have  seen  people  who  consume  a  great  amount  of 
food,  and  yet  they  are  thin,  sickly-looking,  and  do  very 
little  work.  You  also  have  seen  hollow-chested  people 
who  didn't  breathe  well,  they  too  played  a  very  small 
part  in  life's  game. 

Then  you  have  seen  people  with  great  broad  chests. 


bake  well,  give  long  service,  and  to  be  made  of  the 
best  materials  by  a  thoroughly  reliable  house. 

A  good  stove  lasts  long,  and  that  is  your  aim.  When 
you  pay  good  hard-earned  cash  for  it  you  want  to  get 
one  hundred  cents'  worth  of  value  for  every  dollar  you 
spend — more  if  you  can.  Some  stoves  can  be  bought 
for  fifteen  dollars,  stoves  that  look  all  right  and  are  of 
good  size,  while  you  can  buy  others  of  the  same  size 
for  thirty-five  dollars.  In  the  latter  stove  you  get  value, 
good  material,  and  excellent  workmanship.  It  will 
last  three  years  to  the  other's  one,  and  money  will  be 
saved  by  its  purchase.  Just  as  your  farm  or  your 
store  must  pay  you  dividends,  so  must  a  stove  give  back 
to  you  every  year  good  service. 

Now,  Jim,  when  you  sell  stoves  you  must  sell  along 
these  lines.  You  must  be  able  to  tell  your  customer  all 
about  the  stove  you  have  to  sell — and  you  must  tell  it 


ALLOPING  ran^e 
^  sug-'csted  by  Lt.- 
Col.  Gnrtshore.  of  the 
McClary  Mfg.  Co.. 
for  use  of  troop.s  in 
the  field.  This  riinge 
provides  accommoda- 
tion for  sixteen  stand- 
ard camp  kettles,  be- 
sides pans  in  the  oven. 
While  very  strongly 
built,  it  weiph-i  only 
10.5<)  pounds,  and  can 
be  moved  rapidly  over 
rough  ground,  drawn 
by  one  horse. 


hard  firm  muscles;  with  a  glow  of  health  to  their 
bodies — yet  these  men  and  women  eat  moderately;  but 
they  get  every  bit  of  energy  out  of  what  they  eat. 
They  breathe  deeply,  and  keep  themselves  clean. 

Stoves  are.  just  the  same.  There  are  the  stoves  which 
eat  up  a  lot  of  coal  and  give  off  very  little  heat,  most 
of  which  goes  up  the  chimney.  Others  take  in  a  lot  of 
coal  and  burn  about  half — the  rest  stays  in  the  firepot 
and  chokes  up  the  fire.  Some  have  very  poor  ventila- 
tion, which  reminds  one  of  the  flat-chested  mortals  who 
go  through  life  doing  very  little  of  anything. 

And  now  we  come  to  the  stoves  which  use  very  little 
fuel,  but  get  all  the  energy  out  of  it,  these  are  the  stoves 
with  the  good  flues,  correctly  arranged  dampers,  and 
firepots  which  are  made  so  as  to  utilize  all  the  fuel  to 
the  best  advantage. 

When  you  buy  a  horse  you  buy  one  that  looks  well — 
one  that  will  give  good  hard  work  for  every  quart  of 
oats  and  pound  of  hay  he  eats.  When  you  hire  a  man 
you  want  one  who  will  give  you  the  best  service  at  all 
times — at  the  lowest  possible  cost.  It  is  the  same  way 
with  everything  you  buy,  rent  or  hire.  You  want  ser- 
vice, and  you  want  good  service. 

Now,  it  is  just  the  same  when  buying  a  stove.  You 
want  one  that  looks  well,  consumes  little  fuel — and 
gives  value  for  every  piece  of  wood  or  coal  consumed. 
It  must  retain  the  heat  within  itself  and  the  room,  leav- 
ing none  to  go  out  the  chimney.   One  wants  a  stove  to 


in  a  simple  way,  which  will  make  that  customer  believe 
you.  Try  it  on  the  next  one  that  comes  in  and  let  me 
know  how  it  works  out. 


DON'T  KNOCK  OTHER  STOVES 

Did  you  ever  go  into  a  retail  store  on  a  shopping 
expedition — be  looking  at  some  article  and  happen  to 
mention  to  the  salesman  waiting  upon  you  that  you 
thought  you  could  do  better  at  such  and  such  a  place? 

The  salesman  at  the  mention  of  this  name  goes  up  in 
the  air,  commences  to  run  down  the  other  fellow's 
goods  and  his  store.  You  didn't  buy  when  that  hap- 
pened, did  you?    No,  of  course  not;  neither  did  I. 

One  day  I  happened  to  be  waiting  upon  two  ladies  in 
a  retail  store,  showing  them,  as  it  happened,  a  steel 
range.  During  the  progress  of  the  sale  one  of  the 
ladies  said:  "What  do  you  think  of  the  S —  stove?" 
I  said:  "Very  good  stove,  indeed,  but  I  know  we  have 
one  here  that  will  give  you  far  better  and  more  lasting 
service." 

"Well,  sir,"  she  said,  "I'll  take  your  stove.  Do  you 
know  I  just  came  from  another  store  and  when  we 
mentioned  the  B —  they  said  so  many  things  deroga- 
tory to  it  that  it  made  us  want  to  see  them.  We  are 
very  glad  we  came  here." 

Such  will  be  the  result  nine  times  out  of  ten  if  you 
and  your  selling  force  will  only  ' '  quit  your  knocking. ' ' 
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Frame  Shack  to  Department  Store 

THE  story  of  the  wonderful  growth  of  the  hardware 
department  and  general  business  of  J.  F.  Cairns, 
of  Saskatoon,  Sask.,  is  like  a  page  from  a  fairy 
book.  Looking  back  at  the  little  two-storey  frame 
structure  of  1902,  and  turning  then  to  the  wonderful 
structure  of  to-day — a  modern  department  store  of  five 
floors  and  with  87,000  feet  of  floor  space — one  is  struck 
more  than  ever  with  the  possibilities  this  country  af- 
fords for  the  building  of  substantial  things  from  modest 
beginnings.  Saskatoon,  and  in  fact  the  whole  West, 
has  made  wonderful  progress  in  the  past  decade,  but 
J.  F.  Cairns  has  indeed  kept  pace  with  it. 

The  Call  of  the  West. 

After  a  varied  experience  in  the  East  as  high  school 
teacher,  journalist  and  manager  of  an  opera  house,  Mr. 
Cairns,  like  many  others,  turned  his  face  to  the  West, 
carrying    with  him  enthusiasm    and  business  talent 


mercial  infant  since  its  birth — ^became  acute,  the  build- 
ing was  extended  and  another  entrance  placed  on  21st 
street. 

Following  the  remarkable  increase  of  population  in 
the  years  succeeding,  it  became  apparent  that  the  Sec- 
ond avenue  store  would  have  to  be  superseded  by  a 
larger  structure.  In  1911,  therefore,  the  site  of  the 
present  building  was  secured,  and  construction  com- 
menced. 

The  New  Store. 

The  new  store  was  opened  in  February  of  last  year. 
It  is  a  handsome  structure  five  storeys  in  height.  A 
large  and  roomy  basement  running  the  full  extent  of 
the  building  gives  six  floors,  and  in  this  basement  are  lo- 
cated the  stove  and  hardware  departments.  Here,  as  a 
view  of  the  accompanying  illustration  will  show,  is  set 
out  an  immense  range  of  hardware  items,  embracing 
everything  needful  in  the  home  that  can  in  any  way  be 
classed  as  related  to  the  hardware  line  of  business. 

The  department  is  well  lighted ;  the  groupings  of 


This  view  in  the  basement  of  CHirns'  store  at  Saskatoon  shows  but  one-quarter  of  the  stove  and  house  furnishings  department  It 
gives  niHny  suggestions  to  hardware  dealers  as  to  r>ossibilities  of  ba-^ein<^nt  arrangement.  It  is  flooded  with  daylight;  the  stoves 
and  rantres  are  set  out  in  groupinsis  of  house  furnishings,  and  there  is  plenty  of  demonstration  space.  Hardware  dealers  who  are 
not  now  using  their  basements  may  got  some  hints  as  to  how  orderly  stock  may  be  arranged  from  a  study  of  this  picture. 


which  apparently  only  lay  dormant  because  it  had  not 
found  its  proper  sphere.  In  those  days  Saskatoon  was 
little  more  than  a  half-way  house  on  the  trail  between 
Winnipeg  and  Edmonton.  Here,  accompanied  by  his 
wife,  he  set  up  in  business. 

A  Modest  Beginning. 

The  original  store  was  adequate  for  the  needs  of  Sas- 
katoon's population  in  1902,  but  with  the  influx  of  the 
Barr  colonists  Mr.  Cairns  began  to  realize,  not  only  that 
his  business  was  going  to  grow,  but  that  the  town  was 
destined  to  develop  into  a  great  city. 

In  1904  necessity  demanded  that  more  commodious 
premises  should  be  secured  if  the  increasing  business 
were  to  be  hold,  and  so  the  second  home  of  the  Cairns' 
business — or  milestone  No.  2 — was  built. 

In  1906.  coincident  with  the  incorporation  of  Saska- 
toon as  a  city.  Mr.  Cairns  moved  into  his  new  business 
home,  which  had  been  erected  on  the  south  side  of  the 
frame  building. 

Later,  when  the  old-time  complaint  of  growing  pains 
— which  had  been  attendant  on  the  otherwise  lusty  corn- 


goods  show  at  a  glance  all  that  could  be  asked  for  by 
customers;  they  are  arranged  to  be  convenient  for  cus- 
tomers and  to  facilitate  sales,  and  the  whole  layout  is 
one  that  might  well  with  profit  be  followed  by  other 
dealers  who  intend  to  improve  their  store,  or  who  have 
problems  on  their  hands  as  to  how  to  arrange  their 
basement  as  a  sales  floor,  or  how  to  lay  out  their  hard- 
ware stock  to  best  display  and  sales  advantage. 

The  new  building  is  equipped  Avith  passenger  and 
freight  elevators,  vacuum  cleaners,  telephones  and 
sprinkler  system  for  the  immediate  quelling  of  incipi- 
ent fires  among  stock  in  the  various  rooms.  There  is  a 
central  pneumatic  tube  system  for  the  handling  of  cash 
in  all  departments.  The  heating  system  is  of  steam. 
There  is  a  spiral  parcel  chute  from  all  departments  to 
the  shipping  room. 

A.  J.  Burton  is  the  general  manager  of  the  store  and, 
as  Mr.  Cairns'  right-hand  man.  has  for  the  last  four 
years  helped  considerably  to  bring  the  store  up  to  its 
hijrh  standard.  The  advertising  manager  is  J.  E.  Mac- 
Williams,  formerly  with  Simpson  Crawford  Co.,  New 
York.    Window  dressing  is  in  charge  of  C.  Vosburg. 
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Some  Important  Thmgs  to  Consider  in  Installing  a  Furnace 

opinions  of  a  competent  heating  engineer — How  pipes  should  be  installed — Im- 
portance of  correct  location  of  furnace — Proper  airsuppl}; — Construction  of  chimney. 

By  DAVID  MILLAR 


TO  me  it  seems  a  shame  that  builders,  particularly 
the  speculative  kind,  do  not  give  more  consider- 
ation to  the  class  of  furnace  they  put  in  their 
houses  and  to  the  v^ay  the  heating  systems  are 
installed.  It  seems  that  the  lower  the  price  the  better 
the  builder  is. pleased,  and  no  thought  seems  to  be  given 
to  the  persons  who  will  ultimately  live  in  the  house. 
Why,  I  have  figured  on  many  jobs,  and  time  and  time 
again  have  had  builders  say  to  me:  "Of  course  you 
know,  Mr.  Millar,  if  I  were  building  this  house  for 
myself,  I  would  willingly  pay  the  difference  in  cost  and 
have  a  first  class  installation."  Surely  this  shows  the 
value  of  having  a  heating  system  insitalled  pro- 
perly, and  were  it  not  for  the  competition  in  the  sale  of 
houses,  I  do  not  think  there  would  be  any  room  for 
the  many  complaints  we  hear  about  houses  not  being, 
properly  heated. 

The  Main  Point  to  Consider 

There  are  many  points  the  builder  and  owner 
should  consider  when  it  comes  the  time  to  put  in  the 
furnace,  but  the  first  main  one  is  selecting  the  proper 
sized  furnace.  It  is  always  better  to  put  in  a  furnace 
that  is  one  size  too  large  than  to  have  one  that  will 
barely  do  the  work  required  of  it.  There  is  too  much 
of  a  tendency  to  put  in  a  small  one.  in  order  to  cut  the 
price  down.  A  small  furnace  that  will  do  the  work 
means  more  firing,  more  attention  and  more  frequent 
repairs.  With  a  furnace  of  the  right  size,  there  is  less; 
wear  and  tear  and  more  economy  in  regard  to  fuel. 

How  the  Pipes  Should  be  Installed 

The  next  big  point  to  be  considered  is  the  roughing 
in  or  stacking  of  warm  air  pipes-  The  pipes  should  be 
of  proper  dimensions  and  properly  put  together,  with 
proper  cleat  joints,  soldered,  and  all  joints  covered  with 
asbestos.  The  builder  should  see  that  the  proper  sized 
pipes  are  conducted  to  the  upper  rooms,  and  provisions; 
should  be  made  for  the  furnace  man  to  get  the  proper 
sized  pipes  in.  The  great  difficulty  is  that  when  the 
heating  engineer  comes  to  install  the  pipes,  too  often 
he  finds  it  impossible  to  carry  out  the  work  as  he  would 
wish  and  as  it  ought  to  be  done,  because  the  builder  has 
not  left  the  necessary  space.  The  result  is  that  he  has 
to  make  the  best  of  conditions  as  he  finds  them.  This 
means  that  he  has  to  cut  up  a  lot  of  work  that  already 
is  in  place  and,  as  a  result,  there  is  more  work  for  the 
builder. 

In  this  matter,  too,  the  architects  are  just  about  as 
bad  as  the  builder.  They  leave  no  provision  for  the 
heating  system.  If  the  heating  engineer  is  called  in  be- 
fore the  building  is  too  far  advanced,  better  results 
will  accrue,  for  he  can  arrange  for  the  piping  before 
things  have  gone  too  far. 

Proper  Location  of  Furnace  Essential 

Provision  should  be  made  in  all  eases  for  the  furnace- 
room  to  be  located  so  that  the  furnace  will  get  a  fair 
chance  to  do  its  proper  work.  In  furnace  installation 
you  have  to  have  an  equal  distribution  of  the  pipes, 
and  unless  this  is  done,  the  result  will  not  be  at  all  satis- 
factory. This  further  brings  out  the  necessity  of  con- 


sulting a  heating  engineer  when  plans  are  being  drawn 
up,  in  order  that  he  may  offer  his  advice  as  to  the  best 
situation. 

The  Proper  Supply  of  Air 

Another  very  important  point  is  the  question  of  the 
proper  supply  of  air.  In  nine  cases  out  of  ten,  the  air 
supply  is  about  one-half  what  it  should  be.  The  area 
in  square  inches  of  the  air  supply  to  a  furnace,  when 
taken  from  the  house,  should  be  equal  to  the  area  in 
square  inches  of  all  the  warm-air  pipes  on  the  furnace. 
This  area  should  be  carried  from  the  receiving  point  to 
the  entrance  of  the  furnace,  with  full  capacity,  and  not 
contracted  at  any  point. 

Watching  Construction  of  the  Chimney 

Very  little  attention  is  given  by  the  average  builder 
to  the  flue  or  chimney  constniction.  This  is  really  the 
most  important  point  of  any  heating  apparatus.  The 
furnace  flue  should  be  independent  of  any  other,  and 
no  other  flue  connection  should  connect  with  the  fur- 
nace flue.  If  there  is  another  connection  the  draft  will 
be  checked  and  the  results  given  will  not  be  so  good. 
For  the  average  furnace  the  flue  should  not  be  less  than 
8x12  inches,  smoothed  inside,  carried  straight,  and  be 
fully  two  feet  above  the  highest  point  in  the  roof-  This 
is  very  important,  for  any  man  can  see  if  the  roof  is  a 
peaked  one  and  the  top  of  the  chimney  is  not  higher 
than  the  highest  point  on  the  peak,  the  wind  will  sweep 
across,  will  hit  the  level  that  is  higher  than  the  chim- 
ney and  be  blown  back  down  the  chimney  again. 

Heating  Systems  Should  be  Inspected 

In  my  opinion,  the  time  is  coming  when  every  heat- 
ing system  will  be  inspected,  the  same  as  plumbing  and 
wiring  is  to-day.  When  this  does  come  the  builder 
will  have  to  see  that  the  right  furnace  is  put  in  and 
that  it  is  properly  installed. 

I  would  advise  all  those  who  want  to  turn  out  the 
best  work  to  place  their  contracts  in  the  hands  of  a 
competent  heating  engineer — one  who  understands  the 
work,  not  only  practically,  but  scientifically,  one  who 
is  fully  up  with  the  requirements  of  a  proper  in- 
stallation. 


DON'T  LET  THE  WAR  INTERRUPT 
BUSINESS 

VT/'^R  talk  is  in  the  air — it  is  rampant  every- 
where.  But  if  the  salesmen  spend  more 
time  discussing  the  war  and  reading  the  extras 
than  they  spend  calling  on  prospects  and  push- 
ing for  business  how  can  yon  expect  that  the 
reports  at  the  end  of  the  month  will  equal  those 
of  a  year  ago? 

There  are  only  eight  or  ten  working  hours  to 
a  day  even  in  war-time.  And  they  must  be  put 
in  on  solid  work  if  the  ledger  is  to  read  right. 
Extra  hustle — extra  energy — higher  speed, 
"hitting  on  all  six"  is  the  demand  of  the  hour. 
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Med  icine  Hat  Retailers  Have  Credit  Association 


A  local  organization  among  the  retail  merchants  of  Medicine  Hat,  Alberta, 
that  is  doing  a  good  deal  to  protect  them  against  loss  through  bad  accounts. 


STAFF  CORRESPONDENCE 


AN  organization  has  been  formed  among  the  retail 
merchants  of  Medicine  Hat,  Alberta,  that  is 
doing  a  great  deal  to  reduce  outstanding  ac- 
counts and  protect  the  members  against  loss  by  the  fur- 
ther extension  of  credit  to  unreliable  parties.  It  is 
known  as  the  Medicine  Hat  Retailers  Credit  Associa- 
tion, and  is  made  up  of  merchants  in  various  lines  of 
business,  being  of  value  to  all  those  who  extend  credit 
or  have  outstanding  accounts. 

Association  Meets  Every  Week. 

This  association  meets  every  week  to  discuss  matters 
of  general  interest,  such  as  the  reliability  of  new  men 
in  town,  and  to  acquaint  one  another  with  those  who 
have  seciired  credit  and  failed  to  pay  up  within  the 
stipulated  time.  This  puts  other  dealers  on  their 
guard. 

"The  big  trouble  in  the  past,"  explained  Secretary 
O.  C.  Frood  to  the  writer,  "has  been  that  a  person  who 
owes  one  merchant  a  bill  would  go  to  another  to  secure 
'Credit.  The  second  merchant,  not  knowing  of  his  other 
debts,  would  probably  allow  him  to  run  an  account.  The 


HAEDWARE  DEALERS  PROMINENT  IN 
ASSOCIATION 

Hardwaremen  are  very  prominent  in  the  Medicine 
Hat  Retailers'  Credit  Association.  In  fact,  it  was 
largely  through  their  efforts  that  the  organization  was 
formed.  Being  large  extenders  of  credit,  they  realize 
the  necessity  of  some  form  of  protection  against  bad 
pays  and  unreliable  customers.  They  believe  that  this 
association  is  one  means  of  protecting  them  in  this 
regard. 

The  president  of  the  association  is  J.  Kellas,  of 
Hewitt  &  Black,  Ltd.;  the  vice-president  is  J.  D.  Mc- 
Pherson,  of  MePherson  Bros.,  and  the  secretary-treas- 
urer, Oren  C.  Frood,  of  Birnie  Bros.  The  fact  that 
these  firms  are  all  hardware  houses,  shows  how  prom- 
inent har'dwaremen  arc  in  the  organization. 


same  thing  might  occur  with  other  dealers,  and  before 
long  he  would  have  immense  debts  contracted  which 
he  would  be  unable  to  pay.  This  evil  of  the  credit 
business  is  eliminated  under  the  workings  of  our  asso- 
ciation. 

Issues  a  "Blacklist." 

The  association  gets  out  a  "blacklist"  of  those  peo- 
ple who  have  contracted  debts  and  failed  to  pay  them. 
This  list  at  present  contains  some  11,000  names,  and  as 
it  goes  to  each  member  of  the  association,  they  know 
those  people  to  whom  credit  should  not  be  given.  Fur- 
thoniiore,  each  member  agrees  not  to  sell  to  any  of  the 
" blacklisters"  until  they  square  up  and  get  their  name 
removed  from  the  list.  This  shuts  right  down  on  the 
bad  pays,  and  they  are  practically  forced  to  do  some- 
thing in  regard  to  their  debts. 

Various  Accounts  Consolidated. 

The  association  has  also  inaugurated  a  plan  of  con- 
solidating all  tho  accounts  due  its  various  members  by 
each  person  and  dealing  with  each  such  person  as  if 


there  was  just  one  account  against  him  or  her.  For  in- 
stance, if  a  man  owes  several  dealers,  they  each  send  in 
their  account  to  the  association,  which  deals  with  them 
all  as  one.  Money  that  is  collected  is  divided  among 
the  various  members  in  proportion  to  the  amount  due 
each. 

How  It  Works  Out 

The  method  of  operation  was  explained  to  the  writer 
by  the  secretary.  "Suppose  a  farmer  is  in  financial 
difficulties,  although  not  really  dishonest.  We  will  say 
that  he  owes  a  total  of  $2,000.  "We  go  to  him  and  ask 
him  for  a  list  of  all  his  creditors.  Then  we  say  to  him 
'Now  you  will  have  a  crop  amounting  to  about  $6,000 
this  year.  We  will  take  a  mortgage  of  $2,000  and  agree 
that  none  of  our  members  Avill  take  action  against  you, 
but  we  will  expect  payment  when  you  sell  your  crop.' 
This  gives  us  some  security  for  what  is  due  us  and  is 
also  a  protection  to  the  customer  as  he  is  assured  that 
no  action  will  be  taken  against  him  by  any  of  his  credit- 
ors." 

Form  letters  are  i.ssued  by  the  association  to  its  mem- 
bers, which  they  can  send  out  to  slow  pays,  and  which, 
on  account  of  being  typewritten,  and  on  the  letterhead 
of  the  association,  are  probably  given  more  attention 
by  those  who  receive  them. 

Collection  Letters  for  Members. 

One  form  letter  of  this  nature  reads  as  follows : 

Dear  Sir, — 

The  above  association  has  been  formed  by 
the  leading  merchants  of  this  city  with  a  view, 
if  possible,  of  forming  more  friendly  relations 
between  the  retailer  and  the  public  in  general 
and  ineidently  for  the  protection  of  credit,  and 
no  doubt  in  the  near  future  it  will  be  proven 
that  it  is  a  benefit  to  all  parties  concerned. 

Delinquent  debtors  are  reported  at  each  and 
every  meeting,  and  as  we  notice  you  have  a 
small  bill  which  is  somewhat  overdue,  i.e.,  we 
hope  that  you  will  give  this  your  immediate  at- 
tention and  thus  avoid  our  placing  your  name 
before  the  board  at  the  next  meeting. 

Thanking  you  in  advance  for  your  prompt 
and  courteous  attention,  we  are 
Yours  truly, 
MemlDer  Medicine  Hat  Credit  Men's 
Association. 

The  association  attempts  the  collection  of  all  those 
accounts  where  payment  is  asked  for  and  is  not  forth- 
coming. The  expenses  of  collection  are  borne  pro  rata 
by  all  members  of  the  association.  Members  of  the  as- 
sociation expressed  great  satisfaction  to  the  writer  dur- 
ing his  visit  to  Medicine  Hat  on  the  work  that  is  being 
done  for  them  by  the  association. 


Push  your  seasonable  goods  so  hard  while  they  are 
in  season  that  there  will  not  be  any  stock  of  them  left 
to  bo  sacrificed  when  the  season  ends, 
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Canada's  Oil  Trade  in  War  Time 

The  oil  business  in  Canada,  including  pumping,  re- 
fining, selling,  and  distribution,  accounts  for  the  em- 
ployment of  some  nine  or  ten  thousand  people.  This 
refers  to  petroleum  oil  and  its  products,  including 
"coal"  oil,  as  used  for  illumination,  gasoline,  benzine, 
lubricating  oil,  paraffin  wax,  fuel  oil,  gas  oil,  road 
oil,  and  petroleum  coke.  There  are  other  by-products 
of  this  wonderful  stuff  we  call  petroleuin,  but  those  are 
the  main  items,  and  the  ones  produced  in  Canada. 

The  war  has  had  an  effect  in  the  business  of  pro- 
ducing and  selling  these  products,  though  what  it  is  is 
as  yet  unknown.  Not  a  single  employe  has  been  dis- 
pensed with  since  the  war  began.  Oil  companies  say 
that  business  has  kept  up  wonderfully  well.  Last  year 
was  the  biggest  year  to  date,  and  1914  will  equal  last 
year.  In  some  lines,  say  the  companies,  there  has  been 
an  increase  over  last  year,  as  in  gasoline.  Illuminating 
oil  shows  an  increase.  There  has  been  a  little  falling 
off,  some  firms  say,  in  fuel  oil  and  lubricating  oils  sold 
to  manufacturers. 

Sales  to  Farmers  Good 

Gasoline  and  fuel  oil  are  used  by  the  Western  farmers 
for  tractor  engines,  and  in  the  parts  of  the  West  af- 
fected disastrously  by  the  drought  last  summer,  the 
consumption  of  gasoline  and  fuel  oil  has  declined.  But 
it  is  encouraging  to  learn  that  the  increased  acreage 
plowed  up  last  fall  has  caused  an  appreciable  recovery 
in  the  sales  of  gasoline  and  fuel  oils  in  the  West,  where 
power  plows  are  widely  used. 

In  Ontario  and  the  East  the  consumption  has  been 
about  normal,  except  in  the  manufacturing  plants  of 
some  of  the  cities,  although  a  surprising  amount  has 
been  used  in  Toronto,  despite  the  war,  according  to 
the  oil  men.  Evidently  the  wheels  of  industry  in  this 
country  continue  to  revolve. 

"We  are  looking  for  a  banner  year  in  1915,"  said 
Mr.  Littlefield,  of  the  Canadian  Oil  Company.  "We 
have  no  complaint  to  make  about  this  year.  Our 
volume  of  business  was  the  biggest  ever,  although 
prices  were  a  little  lower.  We  are  looking  for  export 
business,  on  account  of  the  war.  We  are  in  touch  with 
a  number  of  English  firms  now." 

The  Canadian  Oil  Company  have  three  hundred 
acres  of  oil  land  at  Petrolia,  Ontario,  but  import  the 
biggest  proportion  of  the  crude  oil  from  the  United 
States,  as  do  other  Canadian  companies. 

The  British  American  Oil  Company's  refinery  is  lo- 
cated in  Toronto,  the  only  one  in  that  city.  "There  is 
an  increase  shown  in  gasoline,  also  in  illuminating  oils. 
We  sell  in  Ontario  only  and  the  east.  Ontario  at  all 
country  points  is  good.  Collections  are  good.  Quebec  is 
all  right.  We  don't  push  business  in  the  Maritimes,  but 
those  provinces  seem  to  be  exceptionally  well  off  this 
year."  Such  is  that  company's  comment. 

Expansion  is  the  Word. 

Another  example  of  steadiness  in  Canada  is  found  in 
the  Imperial  Oil  Company,  which  has  refineries  at  Sar- 
nia  and  Vancouver,  and  employs  3,000  workers.  It 
buys  the  chief  proportion  of  the  Petrolia  oilfield's  pro- 
duction, but  as  the  Ontario  oil  supply  is  limited,  the 
bulk  of  their  oil  is  piped  under  the  river  from  Ohio.  It 
maintains  529  distributing  centres  in  Canada  from 
coast  to  coast. 

At  the  opening  of  the  war  a  great  deal  of  develop- 
ment work  was  under  way  in  the  shape  of  new  office 
buildings,  a  new  refinery,  and  a  storage  warehouse  at 


Prince  Rupert.  The  refinery  is  to  cost  $1,000,000,  and 
is  located  at  Vancouver.  The  storage  warehouse  is  to 
be  the  distributing  centre  for  the  new  territory  devel- 
oped by  the  Grand  Trunk  Pacific.  None  of  this  work 
has  been  interrupted  by  the  war.  A  five-storey  factory 
is  being  erected  at  Sarnia  solely  for  the  purpose  of 
manufacturing  candles,  while  new  office  buildings  are 
being  rushed  to  completion  at  Halifax,  Fort  William 
and  Vancouver.  Two  hundred  tank  cars  are  being  add- 
ed to  the  company's  facilities  to  aid  in  the  distribution 
of  oils  and  gasoline  throughout  Canada.  The  Imperial 
is  preparing  for  larger  business  this  year  than  ever  be- 
fore. 

"We  are  spending  more  money  in  advertising  than 
ever,"  said  an  officer  of  the  company.  "We  think  that 
now  is  the  time  to  develop  the  sale  of  Made-in-Canada 
products." 

Jobbers  like  the  High  Grade  Oil  Company,  George  W. 
Grant,  and  others  also  report  business  as  usual  in  the 
oil  trade. 


A  NEGLECTED  LINE. 

There  is  a  too  frequent  tendency  on  the  part  of  the 
average  hardware  dealer  to  neglect  to  investigate  the 
possibilities  in  new  lines  which  appropriately  belong 
to  his  business,  but  which  are  not  commonly  sold,  except 
direct  by  the  manufacturers  or  through  the  catalogue 
house.  One  of  these,  which  is  closely  connected  with 
road  work,  is  the  steel  culvert.  Without  investigat- 
ing, the  majority  of  dealers  conclude,  from  the  fact 
that  they  are  mostly  sold  to  township  and  county  offi- 
cials, that  the  retail  dealer  stands  no  chance  of  securing 
the  order. 

There  are  manufacturers,  however,  who  protect  the 
dealer,  particularly  where  he  shows  any  desire  to  be 
protected  by  taking  the  agency  and  doing  what  he  can 
to  get  the  contracts,  instead  of  taking  no  interest  in 
the  business.  There  is  practically  no  expense  connect- 
ed with  the  sale  of  this  line,  where  the  dealer  ties  up 
with  the  right  sort  of  a  manufacturer.  The  most  of 
the  possibilities  being  with  the  road  officials,  as  inti- 
mated, general  advertising,  such  as  in  the  newspapers, 
is  unnecessary ;  merely  furnish  the  prospects  and  let  the 
manufacturer  do  the  rest.  Anything  more  simple  or 
easy  is  hard  to  imagine. 

The  steel  culvert,  especially  in  its  present  corrugated 
form,  has  demonstrated  its  practicability.  The  corru- 
gations, it  is  said,  increase  the  strength  of  the  culvert 
arch  twenty-nine  times,  making  it  possible  for  heavy 
loads  to  be  driven  over  such  a  culvert,  even  with  no 
earth  or  other  protection  over  it ;  while  with  proper 
protection  it  will  easily  withstand  heavy  traction  out- 
fits without  danger.  Such  being  the  case,  these  cul- 
verts are  bound  to  come  into  general  use,  as,  in  fact, 
they  are  already.  Hence,  why  not  take  the  profits  that 
this  business  affords? 

There  are  some  good  selling  arguments  in  this  ease. 
For  instance,  any  reasonable  man,  be  he  farmer  or  not, 
would  naturally  prefer  to  patronize  his  home  dealer, 
other  things  being  equal.  He  knows  his  dealer,  who 
stands  back  of  the  goods  he  sells,  and  he  has  the  further 
benefit  of  knowing  that  a  reputable  and  responsible 
manufacturer  stands  back  of  the  dealer;  while  in  the 
ca^  of  a  catalogue  house  he  knows  it  is  a  sort  of 
"sight-and-unseen"  arrangement,  exceeding  difficult 
to  do  anything  with  in  case  of  disappointment,  and 
then  only  to  know  the  name  of  the  catalogue  house 
and  not  even  the  same  of  the  more  or  less  obscure 
manufacturer  who  supplies  the  goods  under  the  cata- 
logue house's  brand. 
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The  Passing  of  a  Man  Amongst  Men 

By  W.  L.  E'DMONT>S 


A.  D.  Kennelly,  who  passed  away  in  Toronto  the 
other  day,  was  a  man  of  striking  personality.  He  never 
obtruded.  He  was  always  retiring.  But  there  was 
that  something  about  him  that  drew  all  men  to  him  who 
were  blessed  with  his  acquaintanceship. 

In  business  he  was  serious,  and  always  on  the  alert  to 
advance  the  interests  of  the  McClary  Manufacturing 
Co.,  whose  manager  in  Toronto  he  had  been  for  a  num- 
ber of  years. 

But  though  serious  in  business,  he  was  of  a  most 
kindly,  qviiet  and  lovable  disposition.  To  sit  Avith  him 
for  a  few  minutes  in  his  private  office  was  a  treat.  He 
always  seemed  to  be  a  little  better  informed  on  business 
matters  generally  than  most  men,  although  there  was 


The  Late  A.  D.  Ken.neli.y. 


never  anything  in  his  manner  than  conveyed  the  im- 
pression that  he  thought  so  himself.  But  while  in  busi- 
ness hours  his  first  and  last  thought  was  business.  One 
could  not  converse  with  him  for  five  minutes  before  dis- 
covering that  in  his  spare  moments,  at  least,  he  gave 
much  thought  to  other  things — to  those  things  that 
develop  ]\Ianhood  in  men.  This  was  so  stamped  on  his 
personality  that  those  who  knew  him  early  felt  its  soft- 
ening influence. 

Some  might  call  him  a  prince  among  men.  But  he 
was  more.  He  was  a  Man  among  men.  And  that  is  why 
those  who  knew  him  best  realize  that  it  is  a  Friend  who 
has  passed  from  thcii'  uiirlst,  and  not  a  mere  acquaint- 
ance. 

Although  he  had  only  passed  thf  three-score  age  a 
couple  of  years,  he  was  in  some  respects  a  pioneer  busi- 
ness man.  Before  the  advent  of  transcontinental  lines 
of  railway  in  Canada,  he  was  in  Winnipeg  opening  a 
branch  for  the  McClary  Company,  and  prospecting  for 
business  in  the  Far  West.  In  the  extreme  East  he  was 
also  well  known,  having,  too.  been  one  of  the  pioneer 
stove  travelers  in  the  Maritime  Provinces. 

He  began  his  business  career  in  the  stove  business, 
and  over  one-half  of  his  life  was  spent  with  the  Mc- 
Clary Manufacturing  Company. 


We  all  pass  away,  but  we  don't  all  leave  behind  us 
the  stamp  of  a  personality  like  that  of  the  late  A.  D. 
Kennelly. 

Mr.  Kennelly  died  at  his  home,  488  Euclid  avenue, 
Toronto,  on  Sunday,  Dec.  13th,  after  a  two  weeks'  ill- 
ness, and  the  announcement  of  his  death  created  wide- 
spread regret  among  the  hardware  and  stove  trade 
throughout  Canada,  many  of  whom  were  personally 
acquainted  with  Mr.  Kennelly  since  the  days  he  repre- 
sented the  McClary  Mfg.  Co.  on  the  road. 

Mr.  Kennelly  was  a  member  of  the  McClary  Mfg. 
Co.  's  staff  for  36  years,  for  the  latter  23  years  of  which 
he  was  Toronto  manager.  He  knew  his  work  from  the 
ground  up,  gaining  his  first  knowledge  of  the  stove  and 
tinsmithing  business  as  an  apprentice  for  J.  C  Law- 
rence at  Lucknow,  Ont.,  fifty  years  ago. 

He  was  62  years  of  age  at  his  death,  having  been  born 
in  Pickering  Township.  His  funeral  took  place  to  For- 
est Lawn  mausoleum,  Toronto,  the  pall  bearers  being 
Col.  Gartshore,  N.  R.  Turner,  W.  Baxter,  G.  B.  Mea- 
dows, J.  Bentley  and  J.  Nain.  His  widow,  one  son  and 
two  daughters  survive. 


COMPENSATION  ACT  EXEMPTS  RETAILERS 

Retailers  of  Ontario  will  be  pleased  to  learn  that  they 
have  been  exempted  from  the  Workmen's  Compensation 
Act,  for  which  they  have,  no  doubt,  to  thank  to  a  large 
extent  the  Retail  Merchants'  Association,  which  put 
up  a  vigorous  fight  in  their  behalf. 

Chief  among  the  occupations  now  declared  exempt 
from  the  operation  of  the  Act  are  wholesale  and  retail 
mercantile  businesses,  hotel  keeping  and  restaurant 
keeping,  public  garages,  livery  stables,  auction  and 
sales  stables,  also  making  or  repairing  of  men's  and 
women's  clothing,  whitewear,  shirts,  collars,  corsets, 
hats,  caps,  furs,  or  robes  carried  on  as  part  of  an  ex- 
clusively retail  business.  In  these  occupations  it  is  con- 
sidered there  is  no  substantial  hazard. 

It  is  also  made  clear  that  such  operations  as  coffee 
grinding,  meat  cutting,  drug  manufacturing,  boot  and 
shoe  making  and  repairing,  watch,  clock,  and  jewelry 
making  and  repairing,  harness  making  and  repairing, 
etc.,  when  carried  on  as  part  of  and  for  the  purpose  of 
an  exclusively  retail  business  are  not  to  be  considered 
under  the  Act. 

Two  other  regulations  deal  with  exclusions  where 
less  than  six  men  are  usually  employed.  Under  this 
heading  are  included  manufacture  of  cheese  or  butter, 
operation  of  creameries  or  dairies,  construction  or  oper- 
ation of  telephone  lines,  power  laundries,  dyeing  and 
cleaning  establishments,  mining,  except  in  the  case  of 
producing  mines  where  the  workmen  are  in  the  employ 
of  the  owner,  operation  of  threshing  machines,  etc. 


Countries  "grow  great  in  the  midst  of  toils." 
Let  us  show  our  greatness  by  surmounting  our 
difficulties. 
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MR.  KENNELLY'S  SUCCESSOR 

The  vacancy  of  the  position  of  manager  of  the  Toron- 
to branch  of  the  McClary  Mfg.  Co.,  left  by  the  death  of 
Mr.  Kennelly,  has  been  filled  by  the  appointment  of  M. 
F.  Irwin.  Mr.  Irwin  is  a  man  of  long  and  broad  experi- 
ence, having  spent  well  over  twenty  years  past  in  the 
service  of  this  company  in  almost  every  possible  posi- 
tion. He  has  at  different  times  been  "the  man  who 
manages  the  sale,"  and  also  "the  man  who  manages  the 
man  who  manages  the  sale."  Part  of  his  earliest  train- 
ing was  a  thorough  drilling  in  the  many  systems  and 
operations  in  the  wares  made  by  McClary,  and  in  the 
past  three  or  four  years  he,  as  manager  of  the  foundry 
plant,  became  thoroughly  conversant  with  all  methods 
and  processes  there.  In  addition  to  this  he  has  had  pre- 
vious experience  as  a  branch  manager  at  St.  John,  N.B. 

Mr.  Irwin  has  been  connected  with  the  McClary  Mfg. 
Co.  since  March,  3889.   In  November,  1906,  he  was  sent 


M.  F.  Ikwin 


Successor  to  the  late  A.  D.  Kennelly  in  the 
management  of  the  Toronto  warehouse  of 
the  M(K;iary  Mfg.  Co. 

to  St.  John  as  manager  there,  where  he  remained  until 
December,  1908.  He  then  returned  to  London,  as  gen- 
eral sales  manager,  which  position  he  held  until  in  Jan- 
uary, 1912,  he  was  appointed  manager  of  the  foundry. 
He  has  occupied  the  latter  position  until  the  present 
time.  Previous  to  being  sent  to  St.  John,  Mr.  Irwin 
worked  in  the  plant,  having  learned  originally  the  tin- 
smithing  trade,  and  later  represented  the  company  on 
the  road. 


SASKATCHEWAN  NEWS  ITEMS 

Definite  steps  are  being  taken  with'  a  view  to  consum- 
mating the  "Closer  Community"  scheme  outlined  by 
the  Regina  Board  of  Trade.  A  big  convention  was  held 
in  Regina  recently,  when  representatives  from  all  parts 
of  Western  Canada  were  present.  The  objects  of  the 
Closer  Community  scheme  are  to  bring  about  the  closer 
settlement  of  farm  lands  on  a  community  plan  similar 
to  that  worked  out  in  European  countries.  All  land 
held  by  speculators  and  not  now  cultivated  may  be  reg- 
istered by  a  central  organization,  which  will  act  as 
agents  to  sell  or  rent  land  as  required  to  parties  who 
desire  to  farm  it. 

The  ladies  of  Regina  have  now  started  on  a  unique 


scheme,  aiming  to  popularize  "Made  in  Regina"  wares. 
A  meeting  of  the  ladies  was  called  in  the  Y.W.C.A.  re- 
cently, when  prepared  foods  from  Regina-made  flour, 
etc.,  were  served.  Regina-made  candies  were  also  passed 
around.  All  firms  manufacturing  in  Regina  had  wares 
on  display,  these  including  furniturf,  bricks,  iron  work, 
steel  work,  soaps,  prepared  meats,  mineral  waters,  ex- 
tracts, vinegar,  ironing  boards,  and  portable  granaries. 

A  movement  to  favor  the  settlement  of  Belgian  farm- 
ers on  Saskatchewan  lands  in  the  vicinity  of  Regina  has 
taken  definite  form. 


SASKATOON  HARDWARE  WAREHOUSE  BURNED 

Destroying  a  stock  and  building  valued  at  between 
$40,000  and  $50,000,  fire  recently  destroyed  the  ware- 
house, with  all  contents,  of  the  Saskatoon  Hardware 
Company,  at  Saskatoon.  So  swiftly  did  the  fire  devour 
the  large  stock  of  oils,  paints  and  varnishes,  that  within 
15  minutes  the  whole  building  was  a  mass  of  flames. 
The  company  will  rebuild  its  warehouse,  according  to 
J.  H.  L.  Hutchinson,  manager  of  the  firm,  and  they  have 
made  arrangements  with  the  jobbers  in  Winnipeg  to 
ship  goods  to  take  care  of  all  orders  received.  The  loss 
on  the  building  and  stock  over  and  above  what  insur- 
ance was  being  carried  amounts  to  about  $8,000. 

The  Saskatoon  Hardware  Company  recently  opened 
anew  their  store  building  on  Second  Avenue.  The  store 
has  a  very  attractive  entrance.  It  is  14  feet  in  width 
at  the  widest  place,  and  tapers  back  in  V-shape  to  the 
front  door.  All  the  glass  is  supported  by  copper  bars, 
and  the  sills  are  covered  with  copper.  For  a  suitable 
display  of  goods  at  night  seven  X-ray  lights  are  pro- 
vided for  each  window.  The  ceiling  is  of  artistic  de- 
sign and  finish.  Opposite  the  front  door  on  each  side 
are  windows  which  give  a  clear  view  of  the  interior. 
The  second  floor  of  the  building  is  devoted  to  a  splendid 
display  of  the  big  stock  which  the  company  carries. 


PROMISING  CONDITIONS  IN  MARITIME 

Mr.  W.  S.  Fisher,  of  Emmerson  &  Fisher,  St.  John, 
N.B.,  and  president  of  the  Enterprise  Foundry  Co., 
Sackville,  N.B.,  recently  spent  a  few  days  in  Ontario, 
principally  at  Toronto  and  Hamilton,  returning  home 
by  way  of  New  York. 

"The  outlook  is  not  bad  in  New  Brunswick,"  he  said. 
"The  farmers  had  a  good  season,  and  the  winter 
port  business  at  St.  John  promises  to  be  better  than 
usual  this  year.  Money  is  a  little  slow,  but,  taken  on 
the  whole,  trade  conditions  in  the  Maritime  Provinces 
are  better  than  in  any  other  part  of  Canada.  You 
know  we  do  not  go  so  high  in  trade  matters  as  you 
people  do  in  the  West,  but  neither  do  we  go  as  low." 


MONTREAL  METAL  &  HARDWARE  ASSOCIATION 

Christmas  dinners  to  two  hundred  poor  children  of 
the  city  were  given  by  the  Montreal  Metal  and  Hard- 
ware Association.  This  feast  for  the  children  took  the 
place  of  the  annual  dinner  of  the  association. 

The  election  of  officers  resulted  as  follows:  President, 
Alex.  Gibb;  vice-president,  T.  Esmond  Peck;  treasurer, 
E.  Goodwill:  directors.  J.  H.  Hanson.  W.  S.  Leslie,  A. 
Prud'homme  and  A.  W.  Pyke. 

The  retiring  president,  Mr.  G.  J.  Crowdy,  was  unani- 
mously  selected  as  the  association's  nominee  for  elec- 
tion to  the  council  of  the  Board  of  Trade. 
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Manufacturers'  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


C.  S.  Norcross  &  Sons,  Bushnell,  111.,  have  just  pub- 
lished theii-  new  catalogue,  descriptive  and  illustrative 
of  their  "Norcross"  cultivator-hoes  and  Aveeders.  This 
publication  is  bound  with  a  colored  cover,  and  is  "P'ell 
printed  iii  colors.  It  contains  16  pages.  The  company- 
is  also  distributing  a  circular  which  shows  the  "Nor- 
cross" 5-prong  cultivator-hoe,  the  3-prong  cultivator- 
line,  and  the  "IMidget"  weeder. 

The  Bissell  Carpet  Sweeper  Company,  Grand  Rapids, 
Mich.,  is  sending  out  to  the  trade  a  circular  letter 
headed  "Bissell's  Christmas  Offer."  This  letter  is 
printed  on  high-grade  paper  in  colors,  and  on  the  re- 
verse side  of  it  is  an  illustration  showing  the  "Bissell's 
Roto-Rrilliant "  window  display.  The  Bissell  company 
is  also  sending  with  its  Christmas  offer  an  eight-page 
newspfiper  size  proof  sheet,  showing  proofs  of  over 
ninety-five  free  co-operative  newspaper  eleetrotj^pes 
for  the  use  of  merchants  selling  Bissell  sweepers. 

The  Stanley  Rule  &  Level  Co.,  New  Britain,  Conn., 

have  just  published  a  new  booklet  in  their  "Stanley 
Tool"  series  entitled  "  '55'  plane  and  how  to  use  it." 
This  plane  is  not  in  itself  a  new  tool,  but  this  is  the  first 
time  it  has  been  so  exhaustively  treated  in  a  descriptive 
booklet.  Both  by  illustration  and  letter  press,  in  gen- 
I'ral  and  in  detail,  is  the  plane  described  together  with 
its  varied  parts.  "55"  is  a  planing  mill  in  itself.  As 
a  universal  tool  it  is  a  plow,  dado,  rabbet,  filletstev 
and  match  plane:  and  a  beading,  centre  beading,  sash, 
slitting  and  moulding  plane.  With  its  52  cutters  a 
workman  can  pi-oduce  all  mouldings  generally  used. 

The  Crescent  Tool  Co.,  Jamestovm,  N.Y.,  have  just 
issued  their  "Catalogue  Number  11,"  in  which  they 
describe  and  illustrate  their  various  "Crescent  Tools." 
Since  their  last  catalogue  was  issued,  the  Crescent  Co. 
have  added  an  18-inch  adjustable  wrench,  a  five  and 
a  six-inch  motor  kit  combination  plier,  and  a  five-inch 
CeeTeeCo  combination  plier. 

In  addition  to  descriptions  of  these  and  their  other 
plier  lines,  a  section  of  the  catalogue  is  given  over  to 
some  methods  or  sales  aids  for  bringing  these  tools  to 
the  attention  of  the  buying  public,  and  they  take  in  all 
the  aids  which  have  previously  been  sent  out  by  cir- 
culars in  the  past. 

The  Taylor  &  Bog-gis  Foundry  Co.,  Cleveland,  Ohio, 

have  receiilly  i.ssued  a  very  complete  and  tastj^  cata- 
logue of  their  builders'  hardware,  including  all  their 
articles  made  up  to  the  fall  of  1914.  It  takes  180  pages 
to  tell  of  these  goods,  so  numerous  are  the  styles  and 
designs  offered,  and  so  many  are  the  lines  manufac- 
tured. It  takes  125  pages  to  illustrate  and  describe 
the  designs  in  the  one  line  of  door  sets.  A  very  com- 
I)lete  index  is  a  help  to  immediately  locate  any  partic- 
ular article  wanted,  and  the  illustrations  give  a  good 
idea  of  the  article  described. 

Henry  Disston  &  Sons,  steel  tool  manufacturers, 
Philadelphia,  Pa.,  have  been  advertising  the  guarant(ic 
tVatiire  ot  their  goods  in  the  trade  press.  "Of  What 
Value  Is  a  Guarantee  Without  a  Guarantee?"  is  the 
caption  of  the  copy,  and  the  situation  as  it  affects  the 
Diivston  company,  says  Hardware  Age,  is  summed  up 
this  way:    "Almost  everybody  guarantees  their  goods 


to-day.  It  is  hard  to  make  a  sale  unless  you  stand  back 
of  the  goods,  *  *  *  There  is  a  wrong  impression 
prevailing  among  most  people  as  to  the  status  of  a 
guarantee.  They  look  at  it  only  as  the  promise  of  the 
manufacturer  to  replace  defective  articles.  Under  such 
a  guarantee  you  can  replace  a  poor  tool  innumerable 
times.  You  could  keep  it  up  for  a  lifetime  (if  the  busi- 
nss  lasted  that  long),  but  only  at  a  constant  loss  to  you 
through  the  trouble  and  delay  occasioned  by  the  re- 
placement. *  *  *  Our  reputation  for  making  high- 
grade  and  efficient  tools,  saws  and  files  assures  the 
buyer  that  there  is  little  likelihood,  of  his  having  to 
take  advantage  of  our  guarantee.  That  gives  the  guar- 
antee its  fullest  meaning.  It  is  the  guarantee  of  the 
guarantee." 

The  E.  T.  Wright  Co.,  Ltd.,  Hamilton,  have  just  pub- 
lished their  No.  19,  section  "A"  general  illustrated 
catalogue  and  price  list.  As  the  book  contains  416 
pages,  and  the  index  alone  covers  13  pages,  it  is  impos- 
sible in  a  narrow  space  to  do  justice  to  the  various  pro- 
ducts or  indeed,  the  many  lines,  except  to  say  that  the 
catalogue  is  a  comprehensive  one  embracing  thousands 
of  descriptions  and  illustrations  of  lanterns,  bird  cages, 
pressed,  pierced  and  Japanned  tinwares,  galvanized 
wares,  oilers',  tinners'  and  roofers'  materials,  stove 
pipe  and  elbows,  hardware,  and  general  kitchen  special- 
ties. The  catalogue  is  a  valuable  book  of  reference, 
even  though  the  "Wrico"  line  is  being  constantly  add- 
ed to.  The  recent  enlargement  of  their  plant  allows 
of  stocking  every  line  manufactured  and  thus  also  of 
shipping  every  order  on  the  day  of  receipt. 

Iver  Johnson's  Arms  and  Cycle  Works,  Fitchburg, 
Mass.,  have  just  published,  for  distribution,  their  1915 
catalogue  of  their  bicycles,  motorcycles  and  firearms. 
It  is  a  neat  book  of  some  82  pages,  with  board  covers, 
and  of  a  size  convenient  for  slipping  into  the  pocket.  It 
is  well  illustrated  and  is  the  last  word  in  de  eription  of 
the  Iver  Johnson  goods.  Most  people  who  buy  firearms 
or  cycles  don't  know  much  about  them.  They  have  no 
means  of  knowing  what  quality  of  steel  is  used,  wheth- 
er the  design  is  mechanically  sound,  or  what  degrees  of 
accuracy  and  skill  are  represented  in  the  workmanship. 
This  catalogue  is  issued  to  overcome  this  handicap,  and 
as  such  is  a  valuable  aid  to  the  dealer  and  his  customer. 
All  the  new  1915  features  are  described. 

The  Peck,  Stow  &  Wilcox  Co.,  Cleveland,  Ohio,  have 
just  got  out  a  new  catalogue  of  builders'  hardware. 
The  illustrations  and  text  are  well  arranged  to  save 
time  for  the  bus.y  hardware  merchant,  and  the  plates 
shoAving  individual  items  are  excellent.  The  new  cata- 
logue shows  many  additions  to  the  Pexto  line,  includ- 
ing the  Kenilworth,  Gordon  and  Forest  lock-set  de- 
signs, which"  are  of  special  interest  to  the  trade.  These 
beautiful  designs  were  originated  by  The  Peck.  Stow 
&  Wilcox  Company,  and'  should  make  a  favorable  im- 
pression upon  the  buying  public. 

All  items  of  the  same  design  are  grouped  together. 
For  example,  under  the  Kenilworth  design  the  dealer 
can  quickly  refer  to  latch  sets,  inside  door,  front  door, 
or  vestibule  door  sets,  push  plates,  sash  lifts,  drop 
drawer  pulls,  etc.,  instead  of  being  compelled  to  look 
for  them  in  as  many  different  sections  of  the  book.  De- 
scription of  each  item  is  directly  under  the  illustration 
and  is  complete,  short  and  to  the  point,  giving  all  di- 
mensions, including  keyhole  spacing  and  back  set,  with 
all  needful  data  regarding  locks,  knobs,  keys,  escutch- 
eons, materials,  prices,  etc. 

The  P.S.  &  W.  one-key  way  mortise  front  door  locks 
are    of  the  latest    design  and  are  well  constructed 
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throughout.  The  inside  is  largely  made  of  steel,  having 
rack  tumblers.  All  interior  construction  is  well  pro- 
tected against  dust  and  grit.  Builders'  hardware  is 
but  one  of  the  many  lines  manufactured  by  The  Peck, 
Stow  &  Wilcox  Co.,  who  also  make  mechanics'  hand 
tools,  tinners'  and  sheet  metal  workers'  tools  and  ma- 


Two  new  pai.t«iu«  of  P.  S.  &  W.  door  hardware. 


chines,  and  general  hardware.  All  products  of  the 
builders'  hardware  line  are  made  at  the  Cleveland 
branch. 

The  Stanley  Rule  &  Level  Co.,  New  Britain  ,Conn., 

recently  issued  their  catalogue  No.  110,  descriptive  of 
Stanley  tools.  The  book  embraces  52  pages  and  covers 
the  complete  line  of  carpenters'  and  mechanics'  tools, 
catalogued  in  condensed  form,  and  the  various  lines  of 
tools  are  classified,  making  the  book  far  superior  to  any 
previous  catalogue  issued  by  the  company. 

"Bailey"  and  "Bed  Rock"  planes,  mitre  boxes,  "Zig 
Zag"  rules,  a  line  of  breast  drills,  small  vises,  screw 
drivers,  boxwood  rules,  levels  and  bit  braces  are  among 
the  new  lines  illustrated  and  described  in  No.  110. 

The  Renfrevsr  Electric  Mfg.  Co.,  Ltd.,  Renfrew,  Ont., 

have  issued  their  catalogue  "A"  descriptive  of  their 
"Canadian  Beauty"  electric  heating  appliances.  These 
include  chafing  dishes,  domestic  irons,  disc  stoves,  dou- 
ble and  single  plate  cookers,  hot  water  urns,  immersion 
water  heaters,  percolators,  portable  radiators,  of  both 
warm  air  and  luminous  types,  toasters  and  grills,  tail- 
ors' and  pressing  irons,  and  warming  pads.  All  of 
these  goods  are  illustrated  and  described  in  detail.  The 
company  are  also  bringing  out  some  new  goods  not  yet 
ready  for  market.  Among  them  are  water  heaters  for 
bathrooms,  portable  ovens,  luminous  electric  heaters 
for  fireplaces,  and  large  gang  toasters. 

Wells  Bros.  Co.  of  Canada,  Ltd.,  Gait,  Ont.,  are  bring- 
ing out  this  month  a  new  catalogue.  No.  1,  the  first 
under  their  name,  showing  their  complete  line,  and  as 
well  containing  much  valuable  information.  The  com- 
pany are  aiming  to  make  it  one  of  the  most  complete 
catalogues  of  taps  and  dies  ever  published. 

Simonds  Canada  Saw  Co.,  Ltd.,  Montreal,  have  just 
got  out  a  small  folder  giving  some  pictorial  suggentions 


of  the  Simonds  line.  These  include  all  manner  of  saws 
for  all  purposes,  and  also  something  about  the  Simonds 
files.  The  folder  is  being  sent  to  the  trade. 


New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


Metal  Specialties  Mfg.  Co.,  Chicago,  have  brought 
out  a  new  electric  hand  lamp  in  their  "Presto,"  being 
an  attachment  for  any  dry  cell  battery,  which  makes  a 
powerful,  low-cost,  "safety-first"  lantern.  This  new 
hand  lamp  is  equipped  with  a  tungsten  bulb  and  a  two- 
inch  bulls-eye  lens,  and  can  be  attached  to  any  ordinary 
dry  cell  battery.  It  is  a  very  handy  and  serviceable 
illuminating  device  for  every  automobile  owner  to  use 
at  night  when  in  trouble.  It  is  of  exceptional  value 
for  use  around  the  garage,  around  the  barn,  in  the 
house,  by  the  plumber,  gas  man,  electrician,  inspector, 
autoist,  farmer,  physician;  in  fact,  there  is  use  for  it 
everywhere  where  a  light  is  needed.  It  is  absolutely 
safe  around  gas,  gasoline,  oil  or  hay,  for  it  cannot  ig- 


nite anything  inflammable.  The  price  is  reasonable,  and 
all  interested  can  secure  information  from  the  sole 
manufacturers. 

The  H.  D.  Smith  &  Co.,  Plantsville,  Conn.,  have  re- 
cently put  on  the  market  a  new  valve  spring  lifter, 
which  claims  to  be  one  of  the  strongest  and  most  prac- 
tical devices  for  compressing  the  valve  springs  of  auto- 
mobile or  other  gas  engines  to  permit  of  the  easy  re- 
moving and  replacing  of  the  valves.  The  lever  is  drop 
forged  and  has  a  waterproofed,  unbreakable  "perfect 
handle."  The  safety  chain  allows  quick  adjustment  to 
any  depth  and  the  prong  of  the  lever  admits  any  valve 
stem. 


A  statement  was  made  at  a  recent  meeting  of  the 
Retail  Merchants'  Association,  in  Weyburn,  Sask.,  that 
during  the  past  summer  the  merchants  of  Saskatoon 
saved  $1,500  by  carefully  checking  up  freight  bills  to 
see  princiDallv  that  freight  was  properly  classified. 

The  leading  importers  of  the  world  are  Great  Brit- 
ain, Germany  and  the  United  States,  in  the  order 
named,  France  being  fourth  and  the  Netherlands  sixth. 
The  United  States  and  Great  Britain  are  the  world's 
largest  exporters,  next  in  order  being  Germany,  France 
and  the  Netherlands. 
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Hardware  Convention  Program 

All  is  now  in  readiness  for  the  big  convention  of  the 
Ontario  lietail  Ilai'dware  and  Stove  Dealers'  Associa- 
tion, on  Wednesday  and  Thursday',  Febi'uary  24th  and 
25th.  At  a  joint  meeting  of  representatives  of  the  Re- 
tail and  Exhibitors'  Associations,  held  in  the  Queen's 
Hotel,  Toronto,  on  January  4th,  the  dates  above  were 
set,  and  the  place  chosen  is  the  King  Edward  Hotel, 
Toronto. 

The  various  meetings  will  be  held  in  the  banquet 
room  of  that  hostelry,  where  the  appointments  and 
ei[uipment  lend  themselves  to  make  the  gatherings  a 
success. 

Wednesday  morning  (the  opening  day)  will  be  de- 
voted pretty  much  to  preliminary  business — annual  ad- 
dresses of  retail  officers,  presentation  of  reports,  etc. 
The  officers  and  members  of  the  Exhibitors'  Associa- 
tion are  invited  to  attend  this  session,  and  it  is  ex- 
pected that  the  convention  will  get  under  way  imme- 
diately. 

Tn  the  afternoon  the  Exhibitoi's'  Association  will 
hold  their  annual  meeting  and  election  of  officers,  while 
the  Retail  Association  goes  on  with  its  business. 

The  Wednesday  afternoon  session  of  the  retail  con- 
vention will  be  a  meeting  for  retailers  only.  This  is  ex- 
pected to  be  one  of  the  most  interesting  and  important 
meetings  in  the  history  of  the  association.  It  will  be 
a  heart-to-heart  talk  among  the  members,  and  the  in- 
formation to  be  gleaned  fi'om  attending  this  one  meet- 
ing alone  should  be  worth  many  dollars  to  the  hard- 
ware dealers  who  will  be  present. 

In  the  evening  the  Exhibitors'  Association  will  tender 
an  informal  complimentary  dinner  to  those  attending 
the  convention.  The  dinner  will  commence  at  6  o'clock. 
Adam  Taylor,  president  of  the  Exhibitors'  Association, 
will  be  chairman  at  the  dinner,  and  it  is  expected  that 
Hon.  W.  H.  Hearst,  Premier  of  Ontario,  will  be  the 
principal  speaker  at  this  function.  He  will  speak  on 
the  upbuilding  of  Canada,  or  some  other  similar  topic. 
This  will  be  followed  by  a  discussion  sandwiched  in 
with  some  vaudeville  or  other  entertainment  features. 

Thursday  morning  there  will  be  committee  meetings, 
an  executive  session,  and  the  election  of  officers.  Among 
other  topics  there  will  be  discussed  the  question  of 
atYiliation  with  the  Retail  Merchants'  Association. 

In  the  afternoon  the  Question  Box  Discussion  will 
l)e  given  play.  This,  in  the  past,  has  proven  to  be,  per- 
haps, the  most  important  feature  to  the  memhers  at- 
tending the  convention. 

Thursday  evening  is  left  open  for  the  present  await- 
ing a  further  working  out  of  the  details  on  the  program 
of  the  convention. 

From  present  indications  it  looks  as  if  the  1915  con- 
vention will  be  one  of  tlie  most  important  in  the  historv 
of  tlir  O.T^.II.  &  S.D.A. 


RECENT  STUNTS  OF  HARDWARE  DEALERS 

J.  A.  Rrownlee.  a  London.  Ont.,  hardware  dealer  and 
tinsmith,  gave  each  of  his  fifti'en  employes  a  turkey  as 
a  Christmas  present. 

The  Strathmore  Hardware  (Jo.,  Htrathmore,  Alta..  in 
wishing  their  friends  a  Happy  Xraas  announced  that 
(hiring  1915  they  would  send  out  a  series  of  twelve 
monthly  calendars  comprising  twelve  views  of  the 
constnu'tidii  of  the  Panama  Canal. 

How  Western  Firm  Welcomes  1915. 

"Ooodhyr  t(i  l!n4  An  opci!  hand  of  welcome  to 
1915 — Tliursday  we  tnnifd  over  oui-  last  aiiiioniiceraent 


of  store  news  with  the  satisfaction  of  a  task  well  done. 
'J'he  achievements  of  the  past  year  have  been  greater 
than  our  most  sanguine  expectations  would  have  led  us 
to  anticipate.  But  we  have  a  higher  aim  in  our  mer- 
chandising than  percentage  of  increase.  The  past  year 
has  established  a  confidence  in  our  daily  announce- 
ments, a  dependence  in  our  honesty  of  purpose,  that  is 
more  gratifying  to  us  and  valued  above  dollars  and 
cents. 

"Many  years  ago  we  learned  our  lesson  that  it  is 
good  storekeeping  to  advertise  truthfully,  to  take  our 
money  to  the  home  markets,  to  buy  for  cash  and  to  sell 
for  cash,  and  to  keep  only  the  most  dependable  grades 
of  merchandise. 

"In  obedience  to  the  natural  law  of  the  survival  of 
the  fittest,  the  Moose  Jaw  Hardware,  Limited,  store  has 
grown  and  is  continually  gaining  new  customers,  and 
we  expect  to  justify  still  greater  progress  for  the  year 
1915. 

"We  take  this  opportunity  of  tendering  all  our  pat- 
rons our  heartiest  good  wishes  for  the  New  Year  with 
a  full  measure  of  health  and  prosperity." — Moose  Jaw 
Hardware,  Limited. 


AND  NOW  IT'S  MAYOR  WANLESS 

Ed.  J.  Wanless,  of  the  J.  C.  Wanless  Hardware  Co., 
Chatham,  Ont.,  was  elected  mayor  by  acclamation  of 
that  city  for  1915.  Mr.  Wanless  is  still  a  young  man, 
well-known  as  a  hardware  man,  and  was  an  officer  of 


Mavok  Ed.  Wanless 


the  Ontario  Retail  Hardware  Association  for  several 
years.  He  has  served  his  city  as  alderman  for  three 
years  before  seeking  the  higher  honor. 

Chas.  W.  Summers,  hardwareman  of  London,  Ont., 
was  elected  an  alderman  at  the  I'ecent  municipal  elec- 
tions. 

The  following  hardware  dealers  were  elected  mayors 
of  their  respective  to^\^ls  on  January  4th :  A.  S.  Hunter, 
Durham,  Ont.;  John  H.  Crow,  Welland,  Ont.;  and  Jos. 
Weber,  Neustadt,  Ont. 


Geo.  Ennis  &  Sons,  hardware  dealers  and  grocers  at 
Pilot  Butte,  Sask.,  are  succeeded  by  H.  A.  Davidson. 

Alf.  J.  Wright,  of  Wright's  Hardware,  Hamilton, 
purchased  the  stock  and  fixtures  of  The  Lord  Hardware 
Co.,  325  King  St.  East,  Hamilton,  from  the  assignees, 
and  since  he  has  sold  the  business  as  a  going  concern 
to  Robt.  J.  Anderson,  formerly  with  Alexander  Hard- 
ware Co.  Mr.  Wright  Avill  continue  his  own  business 
at  his  old  stand  on  James  Street  North. 
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IH^anadian  Trade  Ne^ 


A  Hubbell,  hardware  dealer  at  Kent  Bridge,  Ont.,  is 
dead. 

J.  L.  McAvity's  stove  foundry  at  St.  John,  N.B.,  was 
damaged  by  fire  recently. 

A.  Picher,  of  Robitaille  &  Picher,  hardware  mer- 
chants, Quebec,  died  recently. 

The  Winnipeg  Hardware  &  Jobbing  Co.'s  premises 
were  damaged  by  a  recent  fire. 

Fire  damaged  the  Ketchum  Sporting  Goods  Co.'s 
store  and  stock  at  Ottawa  recently. 

Fire  in  the  business  section  of  Fenelon  Falls,  Ont., 
damaged  F.  C.  Taylor's  hardware  store. 

Venne  Armand's  hardware  stock  was  damaged  by 
water  through  fire  at  Montreal  recently. 

John  A.  McCulloch,  hardware  dealer  of  Grand  Val- 
ley, Ont.,  died  recently  after  a  brief  illness. 

Hollenberg  Bros.'  hardware  and  furniture  store,  at 
Fort  William,  was  damaged  by  fire  recently. 

Geo.  A.  Tennant  for  nineteen  years  associated  with 
the  James  Smart  Mfg.  Co.,  Broekville,  is  dead. 

The  Mills  Co.,  Ltd.,  has  been  incorporated  to  take 


I>.  S.  MoituisoN.  of  llic  Jiuiics  Morrison 
nrassMfff.  Co..  Toronto, recently  promoted 
to  a  captaincy  wil  h  tlie  first  Canadian  con- 
tingent at  Salisbury;  Flain.s. 


over  the  Mills  Hardware  Co.,  Hamilton.  The  capital 
is  set  at  $250,000. 

The  Federal  Steel  &  Foundry  Co.,  Toronto,  has  been 
incorporated  to  make  and  deal  in  metals  and  metal  pro- 
ducts.   Capital,  $1,000,000. 

Canadian  Roofing  Mfg.  Co.,  Windsor,  Ont.,  has  been 
incorporated  with  a  capital  of  $100,000,  to  make  and 
deal  in  roofing  material  of  every  description. 

J.  Martindale's  hardware  store  at  Caledonia,  Ont., 
was  burned  in  a  conflagration  which  wiped  out  part  of 
the  business  section  of  the  town  a  few  days  ago. 

The  Star  Boiler  and  Radiator  Co.,  Ltd.,  Montreal, 
has  been  incorporated  with  a  capital  of  $200,000,  to 
make  furnaces  and  radiators,  and  deal  in  all  metals. 

Canadian  Aluminum  Goods  Supply  Co.,  Ltd.,  Toron- 
to, has  been  incorporated  with  a  capital  of  $100,000,  to 


manufacture  and  deal  in  "goods,  wares  and  merchan- 
dise." 

Canadian  Cartridge  Co.,  Ltd.,  Toronto,  has  been  in- 
corporated at  Toronto  with  a  capital  of  $100,000,  to 
make  brass,  bronze,  iron,  steel,  manganese  and  other 
metals,  and  trade  in  hardware,  cartridges  and  rifles. 

A  disastrous  fire  broke  out  in  James  Flett's  hardware 
store  at  Wiarton,  Ont.,  recently.  The  explosion  of  a 
gasoline  lamp  is  thought  to  have  been  the  cause.  Every- 
thing is  a  total  loss,  amounting  probably  to  $10,000. 

The  Walkerville  Roofing  Mfg.  Co.,  Ltd.,  Walkerville, 
Ont.,  has  been  incorporated  to  make  and  sell  roofing. 
The  capital  is  $60,000,  and  the  provisional  directors  are 
L.  H.  Cheeseman,  C.  J.  Cheeseman  and  J.  T.  Sullivan. 

Ontario  Specialties,  Ltd.,  Ottawa,  is  a  concern  cap- 
italized at  $100,000,  just  incorporated  to  make  and  deal 
in  metal  specialties.  P.  J.  Murphy,  Midland,  and  G.  F. 
Perley  and  R.  H.  Cunnington,  Ottawa,  are  provisional 
directors. 

The  employes  of  the  Cobalt  branch  of  the  Geo.  Tay- 
lor Hardware,  Ltd.,  are  each  donating  one  day's  pay 
per  month  for  December  and  January,  in  aid  of  the 
Canadian  Patriotic  Fund,  Belgium  Relief  Fund  and  the 
Central  Relief  Society. 

Peleg  Howland,  president  of  H.  S.  Howland  Sons  & 
Co.,  Torontp,  recently  elected  vice-president  of  the  Im- 
perial Bank,  has  .just  been  appointed  president  of  that 
institution  following  the  death  of  Senator  Jaffray. 

Samuel  Birch,  of  McKelvie  &  Birch,  hardware  deal- 
ers, Kingston,  Ont.,  and  one  of  the  oldest  merchants  of 
that  city,  died  while  talking  to  one  of  his  employes  a 
few  days  ago.  His  funeral  was  largely  attended  by 
representatives  of  hardware  manufacturers  from  all 
sections  of  the  country. 


EUREKA  VACUUM  CLEANER  IMPROVED. 

The  Onward  Mfg.  Co.,  Berlin,  Ont.,  recently  added  a 
further  improvement  to  their  "Eureka"  electric 
vacuum  cleaner  by  making  the  commutator  on  the 
armature  considerably  larger  than  formerly  supplied 
and  by  making  the  carbon  brushes  twice  the  former 
size,  thus  giving  the  machine  still  more  power  and 
longer  wearing  qualities. 

The  Onward  people  have  also  just  got  out  a  life-size 
cut-out  advertising  card  of  a  girl  operating  a 
"Eureka"  machine.  This  cut-out  is  similar  to  the  large 
picture  on  the  inside  of  the  firm's  folder.  The  card  is 
very  attractive  and  will  be  sent  to  any  "Eureka"  deal- 
er on  request. 


PENNANT  TO  ADVERTISE  FRANCO  PRODUCTS. 

In  accordance  with  the  policy  of  the  Interstate  Elec- 
tric Novelty  Co.  of  Canada,  Ltd.,  of  supplying  dealers 
in  "Franco"  products  with  catchy  advertising  matter 
from  time  to  time,  this  concern  is  now  distributing  to 
the  trade  a  very  pretty  and  attractive  pennant.  In  their 
advertisement  of  this  issue  the  same  is  illustrated. 

Apart  from  being  artistic,  these  pennants  are  sure  to 
stimulate  trade  and  materially  increase  the  sale  of  their 
well-known  flashlights  and  other  electric  specialties. 


MARTIN-SENOUR  STAFF  CONVENE 

The  annual  sales  convention  of  The  Martin-Senour 
Co.,  Ltd.,  took  place  at  Montreal  during  the  week  of 
December  28th. 

W.  H.  Gerke,  general  manager  of  The  Martin-Senour 
Co.,  Ltd.,  Montreal,  has  recovered  frim  his  attack  of 
appendicitis,  although  an  operation  was  necessary.  He 
is  about  the  offices  again. 
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Western  Trade  News 

H.  O.  Rodon,  hardware  dealer  at  Calgary,  is  succeed- 
ed by  W.  G.  Duggan. 

S.  J.  Woods  has  sold  his  harness  business  at  Sperlnii?, 
Man.,  to  T.  Thorapson. 

R.  A.  Rosebrugh  is  himself  conducting  the  hardware 
lousiness  of  Rosebrugh  Bros,  at  Gray,  Sask. 

E.  Troughtoii  has  sold  his  hardware  and  furniture 
business  at  Lumsden,  Sask.,  to  W.  B.  Lawson. 

George  ChafiFee,  of  McLennan  &  McFeely,  Limited, 
wholesale  hardware,  Vancouver,  accompanied  the  body 
of  James  A.  Wright,  a  drug  traveler  who  died  in  the 
West,  and  a  personal  friend  of  Mr.  ChaflPee,  to  Montreal 
a  few  days  ago. 

The  convention  held  at  Regina  recently^  to  further 
the  aims  of  the  Closer  Community  Settlement  scheme, 
was  a  decided  success,  the  city  hall  auditorium  being 
packed  to  capacity  by  delegates  from  all  parts  of  Can- 
ada. Some  very  influential  business  men  addressed  the 
gathering,  dealing  with  the  necessity  for  increasing  the 
production  of  grain,  and  their  sentiments  were  heartily 
approved  by  the  audience. 


SOMETHING  NEW  IN  STOVES. 

A  little  booklet  entitled  "A  lighter  day  in  the  kit- 
chen" has  just  come  from  the  press,  descriptive  of 
Clare  Bros,  and  Company's  new  Peninsular  high  oven 
range.  It  seems  a  long  time  since  high  ovens  were  in 
fashion,  but  it  seems  strange,  too,  that  the  idea  was  not 
featured  and  i)ushed  long  ago.  Heat  will  rise;  so  what 
more  natural  than  to  place  the  oven  above  the  heat 
instead  of  below.  This  in  brief  is  what  has  been  done 
with  this  new  Peninsular. 

It  has  a  splendid  appearance — somewhat  like  a  table, 
with  the  oven  at  a  person's  standing  height,  doing 
away  with  stooping.  It  has  also  a  warming  closet 
which  is  really  heated — just  like  a  second  oven — and 
has  an  inside  pot-hole  for  boiling,  so  that  all  cooking 
odors  can  be  shut  in.  It  also  has  clear  glass  oven 
doors;  and  a  receptacle  for  pots  and  pans,  always  at 
hand,  but  out  of  sight  when  not  in  use.  A  lever  which 
raises  and  lowers  the  top  front  section  of  the  stove 
allows  of  toasting  and  broiling  with  the  least  possible 
effort,  and  this  feature  may  also  be  used  as  a  feed 
door  when  coal  is  used. 

Enamel  or  tile  walls  lining  the  cooking  top  leave 
no  surface  for  steam  to  rust,  and  the  nickel  polished 
steel  trimmings  add  to  its  cleanliness  and  beauty.  This 
new  heating  principle  stove  burns  wood  and  coal,  and 
may  be  had  in  combination  with  gas  and  electricity. 


THIRTY  THOUSAND  AUTOMOBILES  IN  ONTARIO 

Ontario's  important  position  in  the  motoring  world 
is  revealed  by  the  registration  figures  appearing  in  the 
list  of  automobile  permits  issued  last  month  by  the 
Provincial  Secretary's  Department.  This  book,  which 
gives  the  automobile  permit  number  of  every  automo- 
bile owned  in  the  province,  with  the  name  and  address 
of  the  owner,  shows  that  31,000  cars  had  been  register- 
ed up  to  the  1st  September.  Registrations  made  since 
that  date,  together  with  registrations  of  cars  owned 
and  operated  by  automobile  agents,  bring  the  total 
close  to  34,000.  Of  this  number  about  5,000  are  cars 
owned  in  the  United  States,  which  have  been  operated 
in  Ontario,  leaving  a  total  of  29,000  Ontario-owned  au- 
tomobiles. 


A  great  increase  in  the  number  of  cars  owned  in  On- 
tario is  shown  by  comparison  with  registration  figure", 
for  1913.  Last  year  a  total  of  16,458  cars  were  owned 
in  Ontario,  as  against  29,000  this  year,  which  means  a 
net  increase  of  12,500  automobiles,  or  over  seventy-five 
per  cent. 

Few  Torontonians  are  aware  of  the  fact  that  more 
cars  are  owned  and  operated  in  this  city  than  in  many 
of  the  principal  countries  of  the  world.  There  are  over 
6,000  cars  registered  as  owned  in  Toronto,  which,  ac- 
cording to  a  recent  census,  is  pqual  to  the  number  of 
cars  owned  in  the  Kingdom  of  Hungary,  and  a  greater 
number  than  is  owned  in  British  South  Africa.  Sweden, 
Switzerland,  Holland  or  Bulgaria. 

It  is  surprising  to  note  that  there  are  three  times  as 
many  cars  in  use  in  Ontario  as  in  the  entire  Rus.sian 
Empire,  and  twice  as  many  as  in  Austria. 

Ontario  owns  more  than  one-half  as  many  cars  as 
Germany  (57,000),  and  over  a  third  the  number  owned 
by  France  (90,000).  Australian  registration  figures 
show  15,000  cars  as  owned  in  that  continent,  which  is 
less  than  half  the  number  owned  in  Ontario.  In  only 
four  countries  in  the  world  are  more  cars  owned  than 
in  the  Province  of  Ontario,  United  States  being  in  first 
place,  Great  Britain  second,  France  third,  and  Germany 
fourth.  No  other  countries  boast  as  many  cars  as  this 
province. 


BRUSHES  FOR  ALL  PURPOSES 

Meakins  &  Sons,  Hamilton,  have  just  put  out  their 
191.')  brush  catalogue.  Over  100  pages  of  the  booklet 
are  given  over  to  illustrations  and  descriptions  of  their 
many  brush  and  broom  lines.  Unprecedented  events 
due  to  the  European  war  have  upset  the  commercial 
equanimity,  and  should  the  war  continue  some  brush 
lines  may  have  to  be  cancelled.  On  the  other  hand, 
should  there  be  a  cessation  of  hostilities.  Meakins'  firm 
promise  to  protect  their  customers.  However,  all  their 
make  of  brushes  are  included  in  this  latest  catalogue 
as  well  as  many  of  their  woodenware,  basket  and  mat 
goods. 


WE  ALL  WOULD 

"I  wonder  if  Edison  would  answer  a  personal  letter 
on  a  scientific  subject?" 

"He  might  on  some  matter  of  interest  to  the  world. 
What's  on  your  mind?" 

"I  would  like  to  know  if  it  does  any  good  to  jiggle 
the  telephone  hook  up  and  down  when  the  girl  is  slow 
in  getting  your  number?" — Puck. 


A  man  cannot  put  himself  in  the  position  of  taking 
what  he  has  not  earned  without  having  himself  un- 
jileasantly  criticized — no  more  can  a  concern  or  cor- 
poration. 

The  cash  discount  is  a  premium  for  the  payment  of 
an  account  within  the  time  given  or  agreed  upon  and 
when  not  earned  cannot  justly  be  taken.  Taking  an 
unearned  discount  is  equivalent  to  making  a  short 
payment,  and  short  payments  cannot  be  justified  upon 
any  ground  by  him  who  cares  for  his  credit  and  repu- 
tation. 

The  disregard  of  trade  terras  is  one  of  the  big  costly 
abuses  of  American  commerce.  It  points  to  an  absence 
of  that  fine  sense  of  honesty  which  every  right-think- 
ing business  man  recognizes  the  necessity  of  develop 
ing. 

Punctilious  observance  of  sales  terms  is  one  of  the 
best  evidences  of  business  integrity  and  good  faith — 
XatiQnal  Association  of  Credit  ^leii. 
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mm      96  Years  to  Test  a  Tool  ^ 
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CAVES  the  mechanic's  time  ex- 
^  perimenting  with  new  tools.  The 
"1819  original  P.  S.  &  W.  Co." 
Snip  has  already  been  approved  by 
four  generations  of  users. 

The  Peck,  Stow  &  Wilcox  Company 

Mfrs.  Mechanics'  Hand  Tools.  Tinsmiths'  and 
Sheet  Metal  Workers'  Tools  and  Machines. 
Builders'  and  General  Hardware. 


The  first  high-grade 
Snip  made  on  this  side 
of  the  water. 


Southington,  Conn. 


Cleveland,  Ohio 


if 
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Dealers— Handle  this  Fence 

YOUR  success  in  the  sale  of  fencing  does  not 
depend  so  much  on  your  sales  ability  as  on 
the  fencing-  j-ou  sell.    It's  fence  service — not 
price — that  brings  you  customers.  Ours  is  a  fence  of  ser- 
vice—a fence  of  repeat  orders.  We  have  letters  from  deal- 
ers all  over  the  Dominion  substantiating  these  statements. 

Peerless  Ornamental  Fencing 

not  only  protects,  but  beautifies  property  as  well.  Every  stay 
is  made  of  strong,  stiff  wire  that  will  not  sag.  Our  fencing 
is  made  from  galvanized  Mire  and  in  addition,  is  given  a 
coating  of  zinc  enamel  paint,  thus  forming  the  best  possible 
insurince  against  rust.  Peerless  fence  is  easy  to  erect  and 
will  hold  its  shape  for  years  to  come.  We  also  build  a 
full  line  of  ornamental  gates. 

Send  for  Dealers'  Proposition 
Get  our  literature  showing  many  beautiful  de- 
signs for  lawns,  parks,  cemeteries,  etc.  Also 
ask  about  our  farm  fencing  and  gates. 

The  Banwell-Hoxie  Wire  Fence 
Company,  Ltd. 
Wionipeg,  Man.  Hamilton,  Ont. 
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Builders*  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  largest  manufacturers  of  this  line  in  the 
Dominion.    To  dealers  only. 
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CHURC113coU)iffllDl>i: 

Alabastine^ 
iJ/ALL  coating" 


Easy  toMix.Casy  toApfrty. 
ALABASTINE  COMPAriV^I 


Great  Improvement  In 


in 


Made  In  Canada 


To  Hardware  and  Paint  Dealers: 


THE 


ONLY  PERWANENT  WALL  COATING.^ 

To     W  AT  E  R_  J 


iSHIiL  MiK  mtiW 


CmmCHScouJMnir]' 

Alabastine 

^ALL  COATING^ 

lasy  toMtx.tJsy  toApply, 

1 

ALABASm  COMPAffc': 

jJlabastine 
is  made  in 
Canada,  in 
the  same 
factory  and 
at  the  same 
price  as  for 
hrrnti/-nine 


The  Alabastine  Company,  Paris,  Limited,  comes  to  you  this 
season  with  two  principal  features  that  we  respectfully  request 
you  to  consider. 

r.r  ^  ■    "     ^  ^>- 

From  the  time  it  was  first  invented,  back  in  1875  by  Mr.  M.  B. 
Church,  President  of  this  Company,  Alabastine  has  been  in  de- 
mand mostly  for  its  artistic,  sanitary  and 
lasting  qualities.  Mr.  Church  has.  after 
many  months  of  scientific  and  practical 
experiments  at  our  laboratory,  perfected 
a  ffreat  and  valuable  improvement  that 
preserves  all  the  old  qualities,  and  adds 
brushing,  covering,  and  working  qualities 
that  make  it  superior  to  any  article 
of  the  kind,  and  the  last  word  in 
water  color  wall  coating. 

Our  new  goods  stay  mixed  in  good  work- 
ing condition  over  night,  or  as  long  as  de- 
sired, and  will  not  sour  or  spoil  no  matter 
how  long  the  Alabastine  is  left  mixed  be- 
fore using.  It  flows  on  beautifully,  and 
covers  perfectly.  It  stands  recoating  satisfactorily,  and  can 
be  second  coated  as  soon  as  the  first  coat  dries  out.  If  desired 
it  can  be  easily  sponged  off  the  wall.  Practical  decorators  who 
formerly  did  not  like  Alabastine.  now  use  and  endorse  it  as  a 
perfect  working  material. 

c... "  J^^Jp  Ca^nrla  " 

The  Alabastine  Company.  Paris.  Limited,  is  not  a  branch,  but 
is  entirely  a  Canadian  organization,  and  has  no  connection  with 
any  concern  in  the  U.S.  or  elsewhere.  We  operate  our  own 
mines  at  Caledonia.  Ont..  for  a  large  part  of  base  material,  and 
purchase  balance  from  Canadian  and  English  manufacturers. 
In  spite  of  the  greatly  increased  cost  of  nearly  all  our  materials 
on  account  of  the  war.  we  have  decided  not  to  raise  the  price. 

We  have  confidence  in  all  our  old  customers  staying  with  us, 
and  believe  that  many  dealers  who  have  been  buying  wall  coat- 
ings made  in  the  U.S.  will  now  handle  Alabastine  and  support 
a  Canadian  industry. 


THE 


Paris 


m 


COMPANY 


Pari*,  Limited 

Ontario 


When  wilting  to  advortiseis  kindly  mention  Canadian  Hardware  Journal 
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The 
House 
of 

Quality 
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The 
House 

of 
Service 
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Quality ::  Profits 


For  Your  Customers 


For  You 


They  always  go  together  when  you  sell 

Sanderson  Pearcy 

Paints,  Varnishes 

Oils,  Glass  and  Cutlery 


Best  Long  years  of  fair  dealings  have  won  us  thousands  Pvompt 

Goods     of  steady  customers.  Try  us  with  your  next  order.  SeWiCC 


Sanderson  Pearcy  &  Co,,  Ltd. 

61-63-65  Adelaide  St.  W.,  Toronto 


m 
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ALABASTINE 
ALUM 
AMMONIA 
AXLE  GREASE 
BAEYTES 
BEESWAX 
BLTTESTONE 
BOEAX 
BRONZES 
BRONZITE 
BRUSHES 
BUG  KILLER 
BUG  DEATH 
CARBONIZING  COATING 
CASTOR  OIL 
CHALK 
CHAMOIS  SKINS 
COPPERAS 
CUTLERY 
GLAZIERS'  DIAMONDS 
EMERY 
RUBBING  FELT 
FILLERS 
FLOOR  WAX 
GALVANUM 
GLUES 
GLASS 
GOLD  LEAF 
LAMP  BLACK 
JELLSTONE 
LACQUERS 
METHYLATED  SPIRITS 
MORTAR  COLORS 
OILS,  ALL  KINDS 
PARIS  GREEN 
PITCH 
PLASTER  PARIS 
POLISHES 
PUMICE 
PUTTY 
RESIN 
ROCK  SALT 
EPSOM  SALTS 
GLAUBER  SALTS 
SALTPETRE 
SAND  PAPER 

SHELLAC 
SILVER  SAND 

SPONGES 
STEEL  WOOL 
STOVE  LINING 
SULPHUR 
TAR 
TURPENTINE 
VARNISHES 
WHITE  LKAD 
WOOD  ALCOHOL 
PAINTERS'  CUTLERY, 

WHITING 
WYANDOTTE  CLEANER 
ice. 
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Hockey  Sticks 


Handles 


Distinctly  a  Canadian  House 


DRAYTON  MILLS,  LIMITED 

DRAYTON,  ONT. 

"You  can't  buy  any  better  anywhere" 
QUALITY  PROVED  BY  COMPARISON 

Send  for  Samples  and  Price  Lists 


Neckyokes 


Whiffletrees 


PROMPT  SHIPMENTS 


Drive  Well 
Points 


Otterville  Mfg.  Co. 
Ltd.,  Otterville,  Ort. 


All  lengths  from  14  inches  to  six  feet.    All  iron  pipe,  sizes  from  one  inch  to  four  inches.    All  numbers  of  gauze  from  60  to  120  mesh. 
Also  Tubular  and  Washer  Points,  Earth  Augers,  Drive  Caps,  Cast  Steel  Drive  Shoes.  '  ubuiar  Well  Valves,  Porcelai>n  Lined  Iron  Cylinders  . or  Wood 
Pumps.    Brass  Wire  Cloth,  and  Perforated  Sheet  Brass,  Pump  Leathers,  Rod  Coup.ings,  Tank  Lugs. 


JENKINS  &  HARDY 

Assignees,  Cliartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
ISyi  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Copper  Rirets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails.  Copper  and  Steel  Boat  and  Canoe  Nails, 
Eacutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


..-.•so  ■ 

Copy  of  Catalogue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  HLE  CO. 


When  vriting  to  advertisers  klncUy  mention  Canadian  Hardware  Journal 
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The  War  Has  Not  Cut  Off  the 
Importation  of  Varnish  and 
Enamels  from  Europe 


We  have  received  from  our  English  factory  con- 
siderably more  Varnish  and  Enamel  since  the 
war  began  than  we  received  during  the  previous 
SIX  months.  We  have  had  shipments  delivered 
to  Montreal,  Quebec,  St.  John,  N.B.,  Halifax, 
St.  Johns,  Newfoundland,  and  one  shipment 
through  the  Panama  Canal  to  Vancouver. 


Our  customers  need 
fear  no  delay  or  hold- 
up of  any  description 
in  the  dehvery  of 
our  EngHsh  Var- 
nishes and  Enamels. 


Also,  the  price  of 
our  Imported  Var- 
nishes and  Enamels 
will  remain  the  same 
although  the  war  risk 
has  made  insurance 
somewhat  higher. 


Quality  Based  on  Experience 


WM.  HARLAND  &  SON 

Varnigh  Makers  for  120  years 

400  Eastern  Avenue  Toronto 

Factories  :  Merton,  London,  S.W.,  England,  Buffalo  and  Toronto 
Branches  :  Pari*,  Milan,  Barcelona,  Sydney,  Melbourne,  Cape  Town,  Buenoi  Ayre*,  etc.,  etc. 


Wban  wiltiag  to  kdvaiUicrt  kindly  mention  Canadian  Hardwax*  Journal 
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Hardware  Markets.  December  opened  with  Christ- 
mas business  somewhat  slow.  As 
the  month  progressed,  however,  buying  became  better 
and  the  last  week  before  the  holiday  brought  pretty 
brisk  business — at  first  glance  fully  equal  to  last  sea- 
son's buying. 

It  was  noted  that  practical  gifts  had  the  call  this  year 
when  buyers  had  holiday  presents  in  mind,  and  right 
up  to  Christmas  week  staple  goods  sales  showed  splen- 
did results.  The  last  few  days  saw  pretty  much  of  a 
clearance  of  toys  and  the  better  grades  of  cutlery,  elec- 
tric and  similar  lines  suitable  for  Christmas  gifts. 

The  jobbing  trade  was  somewhat  quiet,  if  we  except 
the  small  repeat  orders  sent  in  for  go'ods  for  holiday 
selling.  "Winter  goods  moved  better  to  country  dis- 
tricts than  to  the  towns,  but  it  was  noticeable  that  or- 
ders did  not  call  for  the  large  quantities  of  other  years. 
Travelers  in  off  the  road  speak  hopefully  for  the  future, 
some  of  them  anticipating  an  awakening  of  business 
when  spring  goods  begin  to  move  in  February. 

Dealers  should,  during  the  next  couple  of  weeks  get 
busy  with  the  stock  taking,  and,  where  credits  are  run- 
ning any  length  of  time,  should  make  a  strong  effort  to 
collect  on  debts  owing.  If  there  was  made  some  strong 
effort  to  wipe  out  debts  owing  retailers,  with  a  conse- 
quent payment  of  accounts  to  jobbers  and  manufactur- 
ers, there  is  no  other  one  thing  that  would  do  so  much 
to  clear  the  business  horizon  and  hasten  the  day  of  in- 
dustrial revival. 

No  serious  price  changes  are  noted  since  last  report. 


Metal  Markets.  Conditions  in  the  metal  markets 

are  somewhat  dull.  Trading  is, 
and  has  been  slow  for  a  month  past.  The  lull  in  pres- 
ent buying  is  characteristic  of  the  holiday  season  of 
other  years  as  well  as  this,  so  the  war,  blamed  for  so 
many  business  evils,  should  not  be  held  too  responsible 
to  this  year's  off  custom. 

There  is  a  feeling  both  in  Canada  and  the  United 
States  that  early  in  the  new  year  there  will  be  a  decided 
improvement,  and  this  sentiment  is  growing  stronger. 
The  first  indication  of  this  is  already  in  the  air,  in  the 
effort  to  obtain  higher  prices  on  finished  products. 

The  raw  metals  show  little,  if  any,  price  changes 
over  the  quotations  of  a  month  ago,  though  iron  prices 
are  somewhat  off  color.  Tin  shows  little  change  with 
demand  light.  Copper  is  quiet.  Solder  is  in  fair  de- 
mand with  prices  firm.  Spelter  is  dull,  but  supplies  be- 
ing light,  prices  are  firm,  as  also  are  antimony  quota- 
tions on  a  strong  market. 

Demand  for  sheets  and  plates  is  weak,  and  in  many 
finished  product  lines  the  same  conditions  prevail.  It 
is  to  be  hoped  that  the  new  year  will  stir  up  more  busi- 
ness in  the  Eastern  Canadian  centres. 


Heating  Goods.  Passing  trade  is  fair.  Christmas 
buying  was  better  proportionate- 
ly than  for  some  few  recent  years,  state  several  stove 
dealers.  The  general  situation  is  not  too  bright,  how- 
ever, in  the  large  centres  of  population.  Money  is 
scarce,  householders  are  doubling  up,  and  many  people 
are  economizing  on  home  furniture.  In  the  country  a 
better  condition  obtains,  but  stoves  not  bought  at 


Christmas  time  are  not  expected  to  move  very  rapidly 
while  the  trade  depression  lasts,  nor  until  a  long  spell 
of  cold  weather  shows  up  the  failings  of  the  old  stove 
at  home. 

•    •    •  • 

Paints  and  Oils.  Quietness  following  the  Christ- 
mas holiday  season  prevails. 
Manufacturers  are  preparing  their  1915  campaigns  fol- 
lowing the  information  gleaned  at  the  annual  house 
conventions.  Hardware  dealers  say  paint  was  a  slow 
seller  this  season,  but  if  a  better  feeling  obtains  in  the 
new  year  the  spring  clean-up  season  should  see  just  as 
good  a  paint  season  this  coming  spring  as  the  early 
months  of  last  year. 

Linseed  Oil  is  advancing  in  price.  This  year  (1914) 
shows  a  reduced  world  crop.  Buying  is  not  heavy.  Tur- 
pentine remains  easy  on  small  buying. 

Glass  buying  is  light  on  the  new  prices,  and  putty  is 
moving  very  slowly.  All  paint  lines  remain  at  un- 
changed quotations,  and  so  do  their  bases.  Coal  oil 
and  gasoline  are  good  sellers,  winter  being  a  good  time 
for  demand  for  these  commodities. 


OTTAWA  PAINT  CO.  SPREADING  OUT 

The  Ottawa  Paint  Works,  associated  with  which  is 
the  Ottawa  Varnish  Co.,  Ltd.,  Ottawa,  are  opening  a 
Toronto  branch  at  153  Duchess  St.,  with  J.  D.  Robinson 
as  manager.  "Dan"  is  well  known  to  the  trade,  hav- 
ing been  connected  for  12  years  with  the  Imperial  Var- 
nish &  Color  Co.,  and  3  years  previous  to  that  with  the 
Canada  Paint  Co. 

Associated  with  him  in  the  Toronto  branch  are  his 
brother,  C.  W.  Robinson,  who  was  connected  with  the 
Canada  Paint  Co.  from  the  days  of  Peuchan  &  Co.  until 
recently,  and  also  A.  R.  Tarlton,  late  of  the  Sherwin- 
Williams  Co.  The  Toronto  branch  will  handle  all  busi- 
ness from  Peterboro  and  Belleville  on  the  east  to  Ilunts- 
ville  on  the  north  and  Windsor  in  the  west,  and  a  full 
stock  will  be  carried  in  the  Toronto  warehouse.  Trav- 
elers will  represent  their  lines  in  this  territory,  selling 
to  the  wholesale  trade,  and  will  have  some  very  attrac- 
tive new  propositions  for  the  hardware  trade. 


ALABASTINE  STAFF  CONVENTION 

The  Alabastine  Company,  Paris,  Limited,  Paris,  Ont., 
have  just  concluded  what  proved  to  be  one  of  their 
most  successful  and  enthusiastic  sales  conventions  held 
in  years.  Among  other  things  plans  for  1915  were  dis- 
cussed. The  possibilities  of  profit  for  hardware  and 
paint  dealers  were  dealt  with  and  the  boys  were  over- 
flowing with  good  feeling,  because  of  the  bright  pro.s- 
pects  for  business  during  1915. 


BIG  SHOVEL  ORDER  FOR  THE  WAR 

An  order  for  120.000  shovels  was  placed  recently  by 
Frederick  Stobart,  purchasing  representative  of  the 
British  War  Offiee.  Mr.  Stobart  stated  that  shovels  are 
not  made  in  any  great  quantitj-  in  Canada,  except  by 
two  firms — the  Jones  Shovel  Company,  of  Gananoque, 
and  the  Hamilton  Shovel  Company,  at  Hamilton.  Conse- 
(jueutly  these  two  firms  divided  the  order,  which  was 
estimated  to  be  worth  over  $50,000.  The  shovels  are 
to  be  delivered  in  weekly  shipments,  and  the  orders  will 
be  completed  within  two  months. 
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MINERVA 

Made  in  Canada  for 


THE 

HIGHEST 
QUALITY 


PROTECTS 
PROPERTY 


COVERS 
BETTER 


PAINTS 

Canadian  Trade 


PINCHIN-JOHNSON  &  CO.  of  Canada  is 
now  owned  entirely  by  Canadian  capital,  and 
managed  by  Canadians.  Buy  MINERVA 
PAINTS,  and  keep  your  money  circulating  in 
the  Home  Market,  thereby  aiding  Home  Indus- 
tries and  assisting  general  Canadian  prosperity. 


Minerva  Paints  have 
made  good  —  WHY? 

1st.    Quality;  Absolutely  Dependable. 

2nd.  We  have  and  will  always  stand  behind  MINERVA 
PAINT  PRODUCTS.  . 

3rd.  Advertising  and  selling  help;  applied  in  DIRECT 
SUPPORT  OF  MINERVA  AGENCIES— IT 
BRINGS  RESULTS.  ASK  ANY  MINERVA 
AGENCY. 

THE  MINERVA  PAINT 
PROPOSITION  for  1915 

Is  a  real  Profit  Producer 

You  cannot  afford  to  overlook  it 

When  will  it  be  most  convenient  for  the  MINERVA 
PAINT  MAN  to  call  and  show  you  how  your  paint 
profits  can  be  increased? 

DROP  US  A  LINE 


PINCHIN-JOHNSON  &  CO. 

OF  CANADA 

Paint,  Color  and  Varnish  Manufacturers 
377-386  Carlaw  Avenue  -  Toronto,  Canada 


MOST 
EFFICIENT 
SERVICE 


BEAUTIFIES 
HOMES 


WEARS 
LONGER 
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PREVAILINQ  MARKET  PRICES. 

Toronto. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS. 

Aluminum,  ingots    0  22 

Antimony,  per  lb   0  18 

Brass  rodi,  H  to  1  ineh . .  0  23 

Slipcts,  up  to  20  gauge.  0  25 

Tubing  1   inch  base...  0  24 

Copper,  ingots,  casting...  0  14% 
.Sheets,  plain,  14  oi. 

baae   0  20  H 

Sheets,  tinned,  14  oz. 

base   0  80% 

Sheets,  planished,  14  oz. 

base  :   0  87H 

Sheeta,  bratiera    0  29  H 

Bars,  round,  Vi  to  2  In.  0  27% 

Black  Sheets,  28  gauge  base, 

Toronto    2  75 

Montreal   2  70 

Canada  Plates — 

Ordinary,  52  sheets,  To- 
ronto  8  00 

AH  bright,  52  sheets..  4  00 

Galvanized        Apollo  Ordinary 

18x24x52    4  45        ^  75 

eo    4  70        6  00 

20x28x80    8  00        9  SO 

20x28x80    9  40  10  00 

Galvanized  Sheets  (Corrugated) 
10  p.c.  off. 

22  gauge,  per  square..  6  75 
24  gauge,  per  square.  .  5  50 
26  gauge,  per  square  ..425 
28  gauge,  per  square..  4  00 

GHdTanlied  Sheets.  Fleur  Queen's 
de  Lis  Head 

16-20  gauge  .  .  3  45  3  80 
22-24    gauge.  .  3  55        3  85 

26  gauge    3  90        4  10 

28  gauge    4  10        4  35 

Apollo  brand  Toronto 

24  gauge,  American  ...  3  20 
26  gaaee,  American  ...  3  55 

28   gauge    (26   English)  3  70 
10  K    oi.,    equal    to  28 

Eng  3  80 

Iron  Pipe,  per  100  feet — 

Black  base,  1  inch  ....  4  51 
Galvanized  base,  1  inch  6  21 

Iron  Pipe  Fittings — 

Oanadian  malleable,  40;  cast 
iron.  05;  standard  bashings,  70; 
beaaers  80;  flanged  anions,  05; 
malliabls  boshinss,  05;  nipples, 
77%;  malleable  lipped  unions, 
85. 

Soil  Pipe  and  Fittings — 

Mediam  and  extra  heavy  pipe 
np  to  6  inch,  65  and  10;  7  and 

8  in.  pipe,  45. 

Toronto 

Bar  Iron,  per  100  lb.  ...  2  00 

Forged  iron    2  85 

Refined  horseshoe  iron .  .  9  40 
Sleigh    shoe    and  mild 

steel  2  25 

Iron  finished  steel  ....  2  60 

Tire   steel    2  20 

High  speed  steel  0  05 

Lead,  Canadian  pig    5  00 

Bar  pig    5  75 

Sheets,  base,  2%  lbs.  sq. 

ft   7  60 

Pipe  and  waste    9  00 

Traps  and  bends   40  p.e. 

Solder,  half  and  half,  lb.  0  28 

Speltar,  foreign,  per  100 

lb  6  25 

Sheet  zinc    8  00 

Tin,  ingots,   100  lbs.    ...35  00 

Tin  Plata*,  rhareoal — 

If  L  8,  Famoas  (eqnal  Bradley) 

Per  box 

I  C,  14x20  base    7  00 

I  X,  14x20  base   0  00 

I  X       14x20  base  ...  7  00 

"Dominion     Grown     Best" — Be- 
tinned. 

I  0,  14x90  kai«  7  00 

I  X  14x90  basa   •  9S 

I  Z  X  14x90  baa*  •  BO 


"AUaway's      Best"  —  Standard 
Quality. 

T  0,  14x20  base    4  65 

I  X.  14x20  base    5  05 

I  X  X,  14x20  base  ....  0  65 

Bright  Cokes,  Bessemer  Steel. 
I  0,  14x20  base    4  50 

Terne  Plates. 

I  0,  20x28,  112  sheets  7  40 
I  X,  Terne  Tin   9  40 

Tinned  Iron. 

72x30  up  to  24  gauge, 

case  lots    9  50 

72x30  up  to  26  gauge, 

case  lots   10  00 


Scrap    Metal,  Dealers' 

Prices — 

Heavy  Copper  and  Wire, 

lb  

Light  copper  bottoms.. 

Heavy  red  brass   

Heavy  yellow  brass  .  .  . 

Heavy  lead   

Light  brass   

Tea  lead   

Scrap  zinc   

No.  1  wrought  iron .... 
Machinery     cast  scrap 

No.  1   

Stove  plate   

Malleable  

Miscellaneous  steel  .... 


Buying 


0  09% 
0  09 
0  07  Va 
0  07% 
0  03% 
0  05% 
0  03 
0  03% 
6  00 

8  75 

9  00 
9  00 
6  00 


PAINTS  AND  GLASS 

Barn  Paint,  barrel  lots — 

Gallon  tins    80  90 

Chemicals,  in  casks,  per  lb. — 

.'Vrseniite  of  lead    0  17  Vz 

Sulphate  of  copper  (blue 

8ton-»  0  07 

Litharge,  ground    0  07 

Litharge,  flaked    0  07% 

Green    copperas  (green 

vitriol)  0  01 

Sugar  of  Lead    0  09 

Colors  In  Oil — 

Venetian  red,  1-lb.  tins, 

pure   0  12 

Chrome,  yellow,  pure  .  .  0  28 

Golden  ochre,  pure  ...  0  14 

French  ochre,  pure  ....  0  12 

Chrome  green,  pure  ...  0  11 
French  permanent  green, 

pure  0  15 

Marine    black,     25  lb. 

irons   0  06 

Signwriters'  black,  pure  0  20 

Glne,  in  sheets  ...  0  10  0  18 

1  lb.  pkges  (Brantford)  0  25 
Petroleum — 

Can.  prime  white,  gal..  0  13% 

U.S.   water  white    ....  0  17 

U.S.  Pratt's  astral    ...  0  17% 

Castor  oil,   per  lb.,  in 

bbls   0  08    0  08% 

Motor    Gasoline,  single 

bbls   0  18% 

Benzine,  per  gal.,  single 

bbls  0  17 

Putty — 

Bulk,  TOO  lb.  drums.  ,  2  60 
Bladders  in  barrels   ...   2  90 

Beady  Mixed  Paints — 

Per  gal.,  qt.  tins  1  65    2  00 

Red  Lead  (Dry)  — 

Genuine,  .560  lb.  casks, 

per  cwt   6  40 

Ger  uine,    100   lb.  kegs, 

per  cwt  6  75 

Shingle  Stains — 

In  .S-f:nllon  buckets   ...   1  15 

Turpentine  and  Linseed  Oil — 
Pure  Turpentine,  single 

barrels    0  08 

Linseed  Oil,  single  bar- 
rel, raw   0  56 

Linseed  Oil.  single  bar- 
rel,   boiled    0  59 

Rosin,    "Q"    grade,  bbl. 

per  280  lb*   7  00 


Varnishes,  per  gal.  cans — 

Carriage,  No.  1    1  50 

Pale  durable  body  ....  8  50 

Finest  elastic  gearing.  .  .  8  00 

Elastic  oak    1  50 

Furniture,    polishing    .  .  2  00 

Furniture,  extra    1  20 

.   Furniture,  No.  1    1  15 

Light  oil  finish    1  35 

Gold  size  japnn    2  00 

Turps  brown  japan  ....  1  60 

Baking  black  japan  ...  135 

Crystal   Damar    2  50 

Pure  asphaltum    1  40 

Oilcloth   1  50 

Lightning  dryer    1  05 

Pure  while  shellac  var- 
nish, in  barrels   ....  2  00 
Pure  orange  shellac  var- 
nish, in  barrels  ....  1  90 

Canadian  pure, 

ton    lots    ....  8  30    9  55 
Canadian  pare,  less  than 

tons    8  50    9  75 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(drj;)   100  lb.  kegs.  ,  0  07% 
Pare,  in  25-lb.  irons  (in 

oil)    0  10 

Window  Glass — 

United  Inches         Star  D.D. 

Under  26                    6  50  8  60 

26  to  40                    7  00  10  00 

41  to  50                    7  40  11  70 

51  to  60                    8  00  12  00 

61  to  70                   8  75  12  75 

71  to  80                    9  50  13  85 

81  to  85   10  50  17  50 

86  to  90    18  85 

91  to  95    19  20 

95  to  100    22  75 

Toronto,  20  p.c. 

Miscellaneous  — 

Beeswax,  per  lb   0  40 

Orange  mineral,  100  lb. 

kegs    0  08% 

Pine  tar,  %  lb.  tins,  doz.  0  60 

Plaster  of  Paris,  bbl...  2  25 

Paris  white,  bbla   0  90 

Whiting,   gilders,   bolted  1  20 

Whiting,   plain    1  00 

HEAVY  HARDWARE 

Anvils,  Taylor- Forbes   ...  0  05% 

Chain — Proof  coil,  per  100  lb,:  M 
in.,  $6.00;  516  in.,  $5.20;  % 
in.,  $4.45;  716  in.,  $4.20;  % 
in.,  $3.90;  9-16  in.,  $3.90;  % 
in.,  $3.80;  %  in.,  $3,65;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50:  cow  ties,  40; 
halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portable, 

135  lbs   9  85 

Horse  Nails — 

$2.60  per  box  base  No.  0  and 
larger;  Sampson  No.  10  base, 
$2.25. 

Horseshoes  —  Iron,  light  and 
medium  No.  1  and  smaller, 
$4,15;  No.  2  and  larger,  $8.90; 
snow  pattern.  No,  1  and  smaller, 
$4,40;  No.  2  and  larger,  $4.15; 
"X.L."  new  light  steel.  No.  1 
and  smaller,  $4.10;  No.  2  aud 
larger,  $3.85-  "X.L."  feather 
weight  steel.  No.  0  to  4,  $5.75 ; 
special  countersunk  steel.  No.  0 
to  4,  $6,25  pkg, ;  toe-weight,  all 
sizes,  $6,75. 

Toecalks  Standard,  J.P.  A  Co., 
"Blunt"  No,  1  and  smaller. 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller. 
$1.75;  No.  2  and  larger,  $1.50 
per  box.    25-lb.  boxes. 

Wire  Nails,  base    2  05 

Cut  nails — Montreal,  $2.50;  To- 
ronto, $2.70. 

Miscellaneous  wire  nails,  75  p,c. 
Coopers'  nails,  33  1-3  p.c. 
Pressed  spikes,  %  diameter,  per 
100  lbs.,  $3.00. 

Annealed  Wire,  base  $2,50, 

Hay  Baling  Wire — No.  12  and  18. 

$4;  No,  13%,  $4.10;  No.  14. 
$4.25;  No.  15,  $4.50,  in  lengths 
6  ft.  to  11  ft.,  30  per  cent.,  other 
lengths  20c.  per  100 'lbs.  extra. 

Clothes  Line  Wire — No,  19,  $2.70 
per  100  ft. 


Colled  Spring  Wire- 
High  Carbon,  No.  9,  $2.40;  No. 
12,    $2.55,  Montreal. 

Fine  Steel  Wire — 25  per  cent. 

Galvanized  Wire — From  stock, 
f.o.b.  Montreal — 100  lbs..  No. 
9,  $2.25,  base.  In  car  lot* 
straight  or  mixed. 

Poultry  Netting — 2-in.  mesh,  19 
w.g.,  60  off. 

Smooth    Steel  Wire — Base.  $2.30 

Wire   Fencing,    car  lots — Toronto 

Galvanized,  barb    2  35 

Galvanized,    plain    twist  2  40 

Fence  Staples — Bright,  $2.60;  gal- 
vanized, $2.85. 

Wire  Rope — Galvanized,  1st  grade, 
6  strands,  24  wires,  %,  $5;  1 
inch.  $16.80. 

Black,  let  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100  feet  f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    9  M 

Plain    9  60 

Vises,   per  lb  0  12 

Hinged  pipe  vise,  25  lbs.  8  55 

Saw  vise    4  50    5  00 

Blacksmiths',    60;    parallel,  4( 
per  cent. 

GENERAL  HARDWARE 

Adzes — Carpenters', 

per  doz.  ...  12  50    14  00 
Axes — Single  bit, 

per  dos.  ...     6  75      0  50 

Samson    9  00 

Double  bit,  per 

doz   10  50    12  50 

Bench  axes  .  .  9  00  12  00 
Broad  axes  .  .  22  75  25  00 
Hunters'  axes.  5  00  0  00 
'Boys'  axes  .  .  5  75  0  50 
Lathing 

hatchets   ...     4  70    10  00 
Shingle  hatchets   1  45      6  75 
Claw  hatchets.     1  70      0  00 
Barrel  hatchets    5  50      6  85 
Ammunition  —  "Dominion"  RIra 
Fire  Cartridges  and   C.B.  caps, 
50,   10  &   2%   per  cent.;  B.B. 
caps,  50,  10  and  2%  per  cent.; 
Centre  Fire  Pistol  Cartridges.  20 
and  2%  per  cent.;  Centre  Fire 
Sporting     and     Military  Cart- 
ridges,   10   per   cent.;  Primers, 
10   and    2%    per   cent.;  Brass 
Shot   Shells,   45   and   12%  per 
cent.;  Shot  Cartridges,  discount 
same  as  ball  cartridges. 

Crown  Black  Powder,  "So- 
vereign" Bulk  Smokeless  Pow- 
der, "Regal"  Dense,  Smoke- 
less Powder,  "Imperial"  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  30 
and  10  per  cent. 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.:  net 
extras  as  follows;  chilled  40e. ; 
buck  and  seal  80c.;  No.  28  ball 
$1.20  per  100  lbs.;  bags  less 
than  25  lbs.  %c.  per  lb.  f.o.b. 
Montreal,  Halifax  and  St.  John, 
f.o.b.  Toronto.  Hamilton  and 
London,  add  25c.  per  100  Tb*. 
Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  45;  Gil- 
mour's  anger,  70;  Rockford's 
auger,  50  and  10;  Gilmoar's 
car,  47%;  Clark's  expansive.  40. 
Jennings'  Gen.  auger,  net  list. 
Tobin  High  Speed,  50  and  5; 
Tobin  Never-Choke,  50  and  5. 
Bam  Door  Hangers — 

Double  straphangers,  doi. 

sets   0  50 

Standard  jointed  hangers, 

doz.  sets    0  45 

Steel,  track,  1  x  3-16  in. 

(100   ft.)    8  25 

Bolts  and  Nuts — 

Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts,    %  and  smaller, 

65  and  10  per  cent. 
Carriage   Bolts,    7-16    and  up, 
52%  and  12%  per  cent. 
Carriage  Bolts,  Norway  Iron  ($3 

list),  60  per  cent. 

Machine  bolts,    ^   and  less,  T'l 

and  5  per  cent. 

Machine  Bolts,    7-10    and  np, 

60  and  5  per  cent. 

Plough  Bolts.  55,  10  and  5  per 

cent. 

Bolt  Ends,  60  and  5  per  cent. 
Blank  Bolts,  57%  per  cent. 
Sleigh  Shoe  Bolts,   %  and  less, 

62%  per  cent. 

Sleigh   Shoe    Bolts,    7-10  and 
larger,  50  and  12%  per  cent. 
Coach    Screws.     new    list,  76 

and  5  per  cent. 

Nuts,  square,  all  sizes.  4%  c.  per 
lb.  off. 

Nuts,    hexagon,    all    sizes.  4*1 

§er  lb.  off. 
tove  rods,  per  lb..  5%e.  to  6«. 
Stove  bolta  80  and  7%. 
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If  it's  Jamieson's,  it  will  pay 
you  to  handle  it 


It  will  give  satisfaction  to  your  customers  because  of  the  econ- 
omy of  pamt  needed  to  cover  any  area  and  its  lasting  qualities. 

To  you  because  of  the  good  margin  of  profit  and  the  large  sales 

R.  C.  Jamieson  &  Company,  Limited 


Montreal 


Established  1858 


V 


ancouver 


Owning  and  Operating  P.  D.  Dods  &  Co.,  Limited 


WlMn  vrlUng  to  adv*rUB«ri  Uiidly  manUon  OanadUii  Hardwax*  Journkl 
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Ball! — Door  belli,  path  and  turn, 

45  and  10  per  cent. 

Cow  bells,  65  per  cent. 

Sleigh   belU,    shaft  and  bamea, 

pair,    22c.  up. 

Sleigh  bells,  body  straps,  each, 

$1.15  up. 

Farm  bells.    No.  1,  $1.85. 
Building  Paper,  Etc. — 


Tarred  slater's  paper,  per 

roll  0  OS 

O.  K.  paper,  No.  1,  per  roll  0  95 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  60 

Tarred   Fibre.  No.  1,  per 

400  ft.  roll    0  82 

Tarred  Fibre  Cyclone,  25 

lb.,  per  roll    0  62 

Dry  Cyclone.  15  lbs  0  50 

Plain  Surprise,  per  roll..'  0  42 
Resin  sized  Fibre,  per  roll  0  42 
Asbestos    building  paper, 

per  100  lbs  8  25 

Heavy  straw,  plain  &  tar- 
red, per  ton   86  00 

Carpet  Felt,  per  100  lbs..  2  60 
Tarred  wool   roofing  felt, 

per  100   lb  2  00 

Pitch,   Boston   or  Sydney, 

per  100  lbs  0  85 

Pilch,  Scotch,  per  100  lbs.  0  85 
Heavy  Fibre,  32  &  60,  per 

100    lbs  8  00 

2  ply  Ready  Roofing,  per 

square    0  75 

8  ply  Ready  Roofing,  per 

a(|uare    0  65 

2  ply  complete,  per  roll.  1  15 

3  ply  complete,  per  roll.  1  85 
Liquid     Roofing  Cement, 

bbls.,  per  gal  0  17 

Liquid     Roofing  Cement, 

tins   0  19 

Crude  Coal  Tar,  per  barrel  4  50 
Refined  Coal  Tar,  tins,  per 

doi   1  25 

Refined  Coal  Tar,  per  bar- 
rel  6  00 

Shingle  Varnish,  per  bbl..  5  00 

Caps,  per  lb  0  05 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  17 


Butts — Plated,     bower     barff  Si 
nickel,  45  per  cent. 
Wrought  brass,  45  per  cent,  off 
revised  list. 

Cast  iron  loose  pin,  60  per  cent. 
Wrought  steel,  fast  joint  and 
loose  pin,  70  and  5  per  cent. 

Cement. — Portland,  bags  per 


bbl  1  55  1  63 

Cold  Chisels,  5  x  6  In.  doi..  2  20 

Bevel  edge,  1  inch,  doz..  .  .  2  50 

Conductor  Pipe — 

2  inch,  in  10  ft.  lengths..  8  45 

8  "  •■  .  .  4  20 

4  "  ■'  .  .  5  53 

5  '  ■  "  .  .  7  60 

6  "  "  . .  9  25 


Door  Knobs — Canadian,  45  per  cent. 
Porcelain,  mineral  and  jet  knobs, 
net  list,  plus  5e. 

Door  Sets — Canadian,  50  per  cent. 

Door  pulls,  60  per  cent. 
Door  Hangers  (Parlor)  — 


Single   sets,   each    1  80 

Double  sets,  each    8  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 

Carpenters'  6  inch,  doi...  5  25 

Holding  handles,  8  in.,  dox.  1  80 
Folding  handles,    8  inch, 

doi   1  80 


Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  50  per 
cent. 

Bavetrongh — 


8  in.  in  100  ft.  length! .  .  8  02 

10  "  "           . .  3  80 

12  "  .  .  3  88 

15  "  "           .  .  5  53 


Factory  Milk  Cans — 

Milk  cans  and  pails,  35  p.c. 
Hand     delivery    and  creamery 
cans,    35  p.c. 

Railroad   and   cream    cans  and 

taps,   40   and   12%  p.c. 
rreamcry  trimmings,  20. 

Files  and  Hasps — 

Disston's.  Great  Western  Ameri- 
can Kearnev  &  Foot.  Globe,  all 
75;  Black  Diamond  66  2-3,  and 
Nicholson  66%;  Jowett's  (Eng- 
lish list)  27 H,  Delta  85. 


Hammers — Tack,  iron,  dox..  0  S6 
Ladies  claw,  handled,  dox.  0  60 
Adze  eye  nail  hammer,  10 

oz.,  doz   1  25 

Adze  eye,  hickory  handle, 

1  lb.,  dcz   6  25 

Adze  eve,  straight  claw,  1 

lb.,  doz   7  00 

Farriers'  hammers,  10  oz., 

doz  5  50 

Tinners    setting,     %  lb., 

doz  4  50 

Machinists,  %  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over  '•  •  0  06 

Sledge,  Napping,  up  to  2 

lbs   0  09 


Harvest  Tools,  50  p.c. — 

Samson,  best  quality,  47  H  p.c 
Sidewalk  and  stable  scrapers, 
net,  $2.25. 

Wood  hay  rakes,    40     and  10 

per  cent. 

Lawn  rakes,  net. 

Hinges — Blind,  50  per  cent. 

Heavy  T  and  strap  discount,  40 
and  10  per  cent. 
Light  T  and  strap,  70  p.c. 
.Screw   hook   and   hinge,  $4.25, 
$5.00.  , 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges   (Spring) — Per  gross — No. 

5,  $18.00  No.  10,  $19.50;  No. 
20,  $8.50;  No.  50.  $24;  No.  51, 
$9.60;  No.  120,  $17.40. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
stanles,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and   20  p.c. 

Crescent  hat  and  coat  wire.  60 
per  cent. 

Stove  pipe  eyes,  kitchen  and 
square  hooks.  60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.,  $7.00. 
I,ift  Tubular  and  Single  Plain, 
per  doz.,  $5.25. 
Japanning,  50c.  per  dozen  extra. 
Prism  Globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 
and  10. 

Locks  and  Keys — Canadian  50  and 

10  per  cent. 

Mallets  —  Tinsmiths',    2%  x 


5%  in.,  per  doz  1  65 

Carpenters',    round  hick- 
ory,  6  in   1  95 

Lignum    Vitae,    round,  5 

inch    2  40 

Caulking,   No.  8,  oak   ...15  00 


Mattocks — 6  lb.,  18  inch,  $6  doi. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'     hammers,  16%c. 
per  lb. 

Drilling  hammers,  6  cents  per  lb. 

Crowbars,  3%   cents  per  lb. 

Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,  5  gallon,  per  doz., 
$10.00. 

Davidson  oilers,  45  p.c. 
Zinc  and  tin,  45  p.c. 
Coppered  oilers.  45  p.c. 
Brass  oilers,  45  p.c. 
Malleable,  25  p.c. 

Planes — Wood     bench,  Canadian, 
15,  American,  25  p.c. 
Wood,    fancy,     30    to    35  per 


cent. 

Rope  and  Twine — 

Sisal  rope    0  09% 

Pure  Manilla  rcpe  ....  0  14 
"British"  Manilla  ....  0  11 
Cotton,   316    inch  and 

larger   0  21 

Russia  Deep  Sea   "  20 

■Tute   0  12% 

Lath  Yarn,  single   0  08*.i 

Lath  Yarn,  double  ...  0  09  % 
Sisal  bed  cord,  48  feet. 

per  doz   0  72 

Sisal  bed  cord,  80  feet. 

per  doz   0  90 

Sisal  bed  cord,  72  feet, 

par  dot   1  08 


Cotton  clothes  line,  18  off. 
Bag,    Russian    twine,  per 


lb   0  37 

Wrapping,     cotton,  3-ply 

twine   0  19 

Wrapping,     cotton  4-ply 

twine  0  21% 

Mattress  twine,  per  lb...  0  45 

Staging   twine,   per  lb....  0  85 


Rivets    and  Burrs — Iron  Rivets, 

black  and  tinned,  75. 
iron  Burrs,  75  per  cent. 
Copper  Rivets,    usual  proportion 
burrs,  35  and  12%  per  cent. 
Copper  burrs  only,  30  and  12% 
per  cent. 

Rivet  Sets — Canadian,  35  to  87  H 

per  cent. 


Sad  Irons — Mrs.   Potts,  No. 

55,  polished,  per  set  ...  0  78 
Mrs.  Potts,  No.  50,  nickel- 
plated,   per  set   0  85 

Mrs.    Potts,    handles,  jap- 
anned, per  gross    9  00 

Common,   plain    5  00 

Common,   plated    5  50 

Asbestos,  per  set    1  50 

Sand  and  Emery  Paper,  40  p.c. 

Sash  Weights — 

Sectional,  %  lb.  each,  per 

100  lbs   2  25 

Solid,  3  to  30  lbs  1  60 


Sash  Cord — No.   3,   per  lb.  0  80 

Screws — Wood,  F.  H.,  bright 

and  steel  .  .85  10  7%  10  5 
Wood,     R.  H., 

bright   80  10  7%  10  5 

Wood,      F.  H., 

brass   75  10  7%  10 

Wood,      R.  H., 

brass   70  10  7%  10 


Wood,      F.  H., 

bronze   70  10  5  10 

Wood,      R.  H., 

bronze   65  10  5  10 

Drive    screws   65  10  5  10 

Set,  case  hardened.. 60  and  10 

Square  cap   50  and  05 

Hexagon    cap   45 


Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — 

Flat   head,    iron  and   brass,  85 

per  cent. 

Fillister  head,  iron,  80;  brass, 
25  per  cent. 

Shovels  and  Spades — 

Canadian,    No.    1,    80;    No.  2 

grade,  55  and  2%  p.c. 
No.  3  and  4  grade,  45  per  cent. 

Soldering  Irons — 

Base,  per  lb.,  28  cents. 

Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per  1,000    6  00 

Eureka  tinned  steel  honks, 

per  1,000    8  00 

Staples — 

Poultry  netting,  100  lbs...  8  70 

Bed,  100  lbs..  No.  14  6  75 

Blind,  per  lb   0  12 

Coopers'  staples,  45  per  cent. 
Bright  spear  point,  75  per  cent. 

Stovepipes — 

5  &  6  in.,  per  100  lengths  8  50 
7  inch,  per  100  lengths.  .  9  00 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 

doz   1  46 

7-inch  elbows,  per  doz....  1  64 
Thimbles,  70  p.c. 

Carpet  tacks — Blued,  80  and  10; 
tinned,  80  and  15;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  ^  weights.  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens, 
75  and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tin- 
ned, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japan- 
ned, 82%;  zinc  tacks.  35;  lea- 
ther carpet  tacks,  35;  copper 
tacks,  45;  copper  nails,  50; 
trunk  nails  black.  65  and  10; 
trunk  nails,  tinned  and  blued. 
65  and  10;  clout  nails,  blued 
and  tinned,  65  and  10;  chair 
nails,  35  and  10;  patent  brads. 
40  and  10;  fine  finishing,  40  and 
10;  lining  tacks,  in  papers,  net; 
lining  tacks,  in  bulk,  16:  lining 
tacks,  solid  heads,  in  bulk,  75; 
saddle  nails,  in  papers.  10;  sad- 
dle nails  in  bulk,  15:  tufting  but- 
tons, 22  line  in  dozens  only,  60; 
zinc  glaziers'  points.  5;  double 
pointed  tacks,  papers,  90  and 
10;  double  pointed  tacks,  bulk, 
66;  elineh  point  aho«  rlveta,  46 


and  10;  cheese  box  tacks,  87  H; 

trunk  tacks.  80  and  20;  straw- 
berry box  tacks,  80  and  10. 

Thermometers — Tin  case  and  dairy. 

75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 

Tinners'  Trimmings— 4.'>  per  cent 
Plain  and  retinned,  72  and  5. 

Traps  (steel  game) — Newhouie.  30 

Fpr  cent, 
lawley  t  Norton,  40,  10  and  8 
per  cent. 

Victor.  60  and  5  per  cent. 
Oneida  Jump  (Star),  60,  10,  and 

5  per  cent. 

Wheelbarrows — 

Navvy,  steel  wheel,  dozen  21  00 
Garden,  steel  wheel,  dox.  82  40 

Wrought  Iron  Washers — Canadian. 

45  per  cent. 

Wire  Cloth — Painted  Screen.  In 
100-ft.  rolls.  $1.55  per  100  sq. 
ft.;  in  50-ft.  rolls,  $1.60  per 
100  sq.  ft. 

Wire  Door  Mats — 16  x  24.  dox., 

$9.00. 

HOTJSEFTIENISHINGS. 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves    and   ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent. 

Range  Boilers — 30  gallon.  Stan- 
dard, $4.75;  extra  heavy,  $7.00. 

Kitchen  Sinks — Cunt  iron.  16  x  24. 
$1;  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x24 
$2  65;  18x30,  $3.10;  18x»« 
$4.15. 

Enameled  Ware — White    ware.  75 

per  cent. 

London  and    Princess,    50  per 

cent. 

Canada,  Diamond,  Premier.  SO 
and  10  p.c. 

Pearl,  Imperial.  Crescent  and 
granite  steel.  60  and  10  per  cent. 
Premier  steel  ware.  60  and  10  p.c. 
.Star  decorated  steel  and  white. 
33%  per  cent. 

Hollow  ware,  tinned  cast,  40 
per  cent.  off. 

Enamelled  street  signs,  50  per 
cent. 

Copper  Ware — Copper  boilers,  ket 
ties,  50  p.c. 

Copper  tea  and  coffee  pots.  50 
per  cent. 

Copper  pitts,  30  and  5  per  cent. 
Galvanized  Ware — Dufferin  pattern 
pails.  50  per  cent. 
Flaring  pattern.   50  per  cent. 
Galvanized  washfubs.  50  p.e. 

Pieced  Ware,  35  per  cent. — 

Copper  bottom  tea  kettles  and 
boilers,  35  per  cent. 
Coal  hods,  40  per  cent. 
Boiler  and  tea  kettle  pitts,  40 
per  cent. 

Stamped  'Waie — Plain,  72%  and  5 
per  cent. 

Retinned,  72%  and  5  per  cent. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Chums — No.  0,  $9 ;  No.  1,  $9 ;  No. 
2,  $10;  No.  8.  $11:  No.  4,  $18; 
No.  5,  $16;  f.o.b.  Toronto,  Ham- 
ilton, London  ar.d  St.  Maryt.  40 
per  cent.;  f.o.b.  Ottawa,  King- 
ston and  Montreal.  37  %  and  10 


per  cent. 
Washing  Machines — 

New  Ontario    41  36 

Round,  re-acting,  per  dox.  "8  75 

Square,   re-act.,   per  doi.  77  50 

DowBwell    53  50 

New  Century,  Style  A...  101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan  Motor  165  00 

Connor,  improved   53  50 

Ottawa    55  00 

Connor  Ball  Bearing.  ...  112  50 
Connor    Gearless  Motor 

Washer   180  00 

Wringers  — 

Royal    Canadian,    11  in., 

doz   45  25 

Eze.  10  in.,  per  dox  51  75 

Birvcle,  11  inch    58  25 

Trojan.   12  inch  100  00 

Challenge;  3  year,  11  inch  48  75 


Ottawa,  3  year,  11  inch.  54  00 
Favorite,  5  year,  11  inch  57  75 
30  par  eant. 
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MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  yourcustom- 
ers  by  bringing  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for  our  complete 
ROLLING  LADDER 
CATALOGUE,  showing 
mnny  styles  suitable  .for 
all  kinds  of  shelving. 

MILBRADT  MANUFACTURING  CO. 


2400  N.  10th  Street 


St.  Louis,  Mo. 


Why  buy  the  "Near"  Brand  when  the  "Best" 
is  procurable  ? 

The  L.  Martin  Co. 

Old  Standard,  Eagle 
Pyramid  and  Globe 

GERMANTOWN 
LAMP  BLACK 

IS  THE  BEST  AND  HAS  BEEN 
FOR  OVER  SIXTY  YEARS. 

When  we  originated  Germantown  Lamp 
Black  at  our  factory  in  Germantown,  Phila- 
delphia, we  little  realized  that  it  would 
become  the  STANDARD  of  the  Trade 
and  that  in  order  to  market  their  Blacks 
every  other  manufacturer  would  have  to 
use  that  name,  or  else  make  something 
better. 

THINK  IT  OVER 
FOUR  FACTORIES 


PHILADELPHIA 
JOHNSONBURG 


CINCINNATI 
LONDON.  ENG. 

MAIN  OFFICE    81  FULTON  ST.,  NEW  YORK 


Get  the  most  possible  out  of  the 
New  Year.  Sell  the  absolutely  de- 
pendable paint  lines  which  return 
you  the  largest  profit. 

Moore's  House  Colors  are  Pure 
Linseed  Oil  Paints  made  from  the 
best  and  most  lasting  pigments. 
They'll  give  satisfaction  to  your 
customers  and  more  profit  to  your- 
self. 


Sell 
Moore's 

House  Colors 

(Pure  Linseed  Oil) 


Resolve  to  investigate.  Let  us  tell 
you  what  our  goods  would  mean 
to  you.  Cheerfully  we  will  send  full 
particulars. 

Made  in  Canada 

By 

Benjamin  Moore  &  Co.,  Ltd. 

6  Lloyd  St.,  West  Toronto 


Wt«n  writing  to  tdvartlieit  kindly  msntlon  Canadlui  Haxdwax*  Joorntl 


10^  CANADIAN  HARDWARE  JOURNAL.  January,  1915 


INDEX  TO  ADVERTISEMENTS 


A 
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B 
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Bomnier  Bros   57 

Brandram-Henderson,   Ltd.    .  .i.b.c. 
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Connor  &  Son,  J.  H   33 

Cummer-Dowswell    16 

D 

Davidson  Mfg.  Co.,  Thos.  ...  7 

Dominion  Cartridge  Co   43 

Dominion  Oilcloth  Co   51 

Drayton  Mills,  Ltd   98 


E 


Exeter  Mfg.  Co   9 

O 

Gutta  Percha  &  Rubber,  Ltd .  .  34 
H 

ITall    Zrvd   Foundry   Co   26 

Ilarland  &   Co.,   Wm   99 

Rowland,  Sons  &  Co.,  H.  S...  12 

I 

Interstate  Ele'ctric  Novelty  Oo.  28 

Invincible  Renovator  Co   25 

J 

.Tamieson  &  Co.,  R.  0   103 

.Jenkins  &  Hardy    98 

K 

Kir-Ben,  Limited    36 

Kinzinger,  Bruce  &  Co   25 

Kuhne-Anderton  Mfg.  Co.  ...  31 

L 

Laidlaw  Bale-Tie  Co   29 

Landers,  Frary  &  Clark   6 

Lufkin  Rule  Co   106 


M 


Manton  Bros   95 

Martin  &  Co..  L   105 

Martin-Senour    Co  o.f.c. 

Maxwell's  Limited   50 

McKinnon  Chain  Co  o.b.c. 

McClary  Mfg.  Co   32 

McFarlane    Ladder   Works...  41 

Meakins  &  Sons    22 

Metal  Specialties  Mfg.  Oo.  ...  23 
Milbradt  Manufacturing  Co...  105 

Moore  &  Co.,  Benj   lO.i 

Morrison  Brass  Mfg.  Co.,  Jas.  38 
Myers  Company,  C.  A   23 


N 

National   Machinery   Co   42 

Nicholson  File  Oo  46-47 

North  Bros.  Mfg.  Co   17 

Northern  Aluminum   52-53 

Novelty  Mfg.  Oo   19 


O 

Ontario  Lantern  &  Lamp  Co.  24 
Otterville  Mfg.  Co  


P 

Parmenter  Bulloch  Co.,  The. 

Peck,  Stow  &  Wilcox  Co   95 

Pinchln,  Johnson  Co  101 


S 


Ramsay  &  Son,  A   93 

Renfrew  Electric  Mfg.  Co.  ...  15 

Rice  Lewis  &  Son    4 

Ross  Rifle  Co   35 

S 

Samuels,  J   46 

Sanderson  Pearcy  Co   97 

Sheet  Metal  Products  Co.  ...i.f.c. 

.Simonds  Canada  Saw  Co.  ...  21 

Stanley  Rule  &  Level  Co.  ...  87 

Stewart  Mfg.  Co.,  Jas   80 

Steel  Company  of  Canada.  ...  29 

Steel  Bending  Brake  Works.  .  83 

Steel  Equipment  Co   13 

Stratford  Mfg.  Oo   35 

Supreme  Heating  Co   57 


T 

Taylor-Forbes   Co   10 

Toronto  Plate  Glass  Impt.  Co.  106 

Tuttle  &  Bailey  Mfg.  Co   57 


W 

Walker  Bin  &  Store  Fixture 

Company   44 

Wavne  Oil.  Tank  &  Pumj  Co.  31 

Wright  Co.,  E.  T   45 

Western  Clock  Mfg.  Co   5S 

Welland  Vale  Mfg.  Co   5 


^(/jpflf/J^  MEASURING  TAPES 


and  RULES 


WILL  SELL  WELL 

Back  of  that  are  these  causes — The  quality  put  into  the  goods— The  reputation  they  bear 
among  users.  But,  the  thing  that  most  deserve*  your  attention  as  a  dealer  is  this  fact  — 
THEY  WILL  MOVE.  Not  only  are  they  the  best,  but  they  are  recognized  at  such  by  users 
of  Measuring  Tapes  and  Rules.    More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 
W/A/DSO/tOJVr. 


RED   

GLASS 
BENDERS 
TO 
THE 
TRADE 


s 

BRAND 
WINDOW 
GLASS 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

TORONTO 


DON  ROADWAY 


Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
and  Ornamental  Glass 


Wban  writing  to  advertisers  kindly  mention  Canadian  Hardware  JournsJ 
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n  MADE  IN  CANADA 


Electric-Sweld-Weld  Coil,  Loading  and  Boom  Chain 

Sizes  /»  to  ;U  in.  inclusive 


Sold 
^  through 
Jobbers 


Electric-Sweld-Weld  Logging  Chain 

Sizes  %  to  yi  in,  inclusive 


Sold 

by 
Dealers 


German  Pattern 
Machine  Chain 


No.  90  Heel 
Chain 


Electric- Welded  Trace  Chain 

all  sizes,  lengths  and  styles 


Butt  or  Half  Traces 

all  sizes,  lengths  and  styles 


Breast  Chain 
with  Slide 

No.  220 
XC 


German  Pattern 
Coil  Chain 


Patronize 

Home 

Industry 


Cow  Ties 

all  sizes  and 
styles 


No.  150 
Heel  Chain 


McKinnonize 
Your 
Line 


Halters 

all  sizes  and 
lengths 


Galvanized  Triumph  Pattern  Chain 


More  Weld 
More  Wear 
More  Value 


More  Sales 


Anti-Skid  Chain 


Tie-Out  Chain 


I  McKINNON  CHAIN  COMPANY  I 

—I     ST.  CATHARINES  ONTARIO,  CANADA  L. 


MWfflS 


Circulates 
in  every 
Canadian 
Province 


J[(0)i!gliL 


Covers  the 
Stove  and  Heating 
Metal  Working 
and  Paint  Trades 


Published  by  The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish  :  The  Retail  Grocer  and  Provisioner,  The  Retail  Druggist,  Canadian  Furniture  World  and  The  Undertaker,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worker,  Motoring  and  Motor  Trade  of  Canada 
Good  Roads  of  Canada,  The  Machine  Shop,  The  Canadian  Nurse 
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No.  2 


REMINGTON 
UMC 


"  <J  3  »aT 


-made  in  Canada 

The  World's  Standard  Ammunition  is 

made  at  Windsor  (Ontario)  and  bears 
the  name  — 


REMINGTON 
UMC 


Every  Remington-UMC  Gun,  Rifle,  Cartridge  and 
Shell  is  the  climax  of  a  century's  experience.  The 
proven  product  of  a  thousand  inspections  and  tests. 
A  member  of  the  biggest  and  best-advertised  line 
of  arms  and  ammunition  in  the  w^orld. 

Order  from  your  Jobber 

Remington  Arms-Union  Metallic  Cartridge  Co. 


Wind 


sor 


Ontario 


REMINGTON 
UMC 


REMINGTON 
UMC 
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Kdsre  inciirled  dow 
vviirds  with  heavy  roll. 


Self-riKhtiiiff  tinned  bail.  4 

Springs  upright  and  stays  ^ 
upright. 

The  name   "BEACON"  ^, 

ernbossed  on  every  laii  \j[ 
tern. 


Multiple  match  .scratch- 
er.    Not  found  on  any  fl' 
other  lantern  made,  ■in<i 
fully  patented. 


Patent  extinguisher.  An 
exclusive    feature  used  1  A< 
only  on  the  "BEACON."  lU 
Serviceable,  Simple  and 
S*fe. 


.Short,  wide  globe— short 
to  get  away   frotu  the  |  O 
heat  above  the  flame— 
wide  to  get  the  hand  in. 


Larjre  tinned  steel  nozzle, 
double  seamed,  soldered,  |  4 
and  fitted  with  brags  cap.  I'l 


10  lbs.  pressure  tests  every 
inch  of  this  seam  on  every 
lantern.  The  bottom  it- 
self is  corrugated  radi- 
ally. This  is  a  feature  of 
the  "BEACON"  found 
nowhere  else. 


Tinned  wire  ring,  firmly 
clinched  and  upright  to 
leceive  finger. 


Ears  clinched  into  tube 
and  flushed  with  solder. 
.Nothing  stronger  made. 

Tubes  double  seamed  in- 
to lantern  head  and  sold- 
ered inside. 


.Strengthening  ribs  on 
tubes. 


Safety  globe  guard.  No 
other  lantern  globe  is  so 
well  prolected. 


Inside  glolje  lift.  Not  in 
the  way  and  always 
works. 


Taper  fit  tinned  steel  bur- 
ner—burner cannot  bi- 
conie  loose. 


Single  deck  bowl,  em- 
bossed and  with  rounded 
top.  The  "BEACON" 
way  of  attaching  the 
tubes  and  burner  to  the 
bowl  is  the  strongest  way 
by  test. 


Guaranteed  for  10  candle  power  in  any  wind 


Sh 


IPMENTS 


M 


ADE 


ROMPTLY 


THE  SHEET  METAL  PRODUCTS  CO.  °u°m*tTd* 

MONTREAL  TORONTO  WINNIPEG 
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Meilinks  Home  Safes 


The  only  safe  built 
that  is  guaranteed 
against  dampness, 
swollen  walls  and  rus- 
ted bolt  work.  Lasts 
a  lifetime. 


You  will  find  it  highly 
profitable  to  carry  one 
or  two  of  these  safes — 
your  customers  will 
appreciate  their  merits 


The  only  Practical  Small  Safe  Made 

Meilink's  Home  Safes  are  intended  to  replace  the  old  tin  deed  or 
jewelry  boxes.  They  are  designed  for  papers,  insurance  policies, 
wills,  deeds,  mortgages,  jewelry,  or  any  small  valuables.  They  are 
fire-proof  and  cannot  be  forced  open  in  any  way.  They  are  speci- 
ally needful  to  doctors,  lawyers,  lodges,  private  offices,  cigar  stands, 
drug  stores,  small  businesses  of  any  kind  and  particularly  in  the  home. 

Features  You  Can  Emphasize  to  Your  Customers 

First— The  weight  and  exterior  of  these  safes  are  reduced  so  that 
they  can  be  conveniently  placed  in  any  room  or  any  corner  or  on 
any  floor.  They  are  guaranteed  against  gathering  dampness  inside, 
thereby  destroying  books,  papers  or  jewelry. 

Second — They  are  guaranteed  positively  against  the  rusting  of 
either  interior  or  exterior.  The  interior  is  steel,  not  wood,  as  is 
used  by  most  makers. 

Third — They  are  guaranteed  against  swelling  or  bursting  walls. 
The  weight  of  Meilink's  Home  Safes  ranges  from  70  lbs  to  1135  lbs. 

WRITE  FOR  CATALOG  AND  PRICES 

Rice  Lewis  &  Son 

Limited 

Toronto  Ontario 


Wlitn  writiog  to  4dvtitis«i>  kindly  mantlon  Oanftdian  Haxdwara  Journal 
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HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  at  to  quality.     WARRANTED  to  give  aaliafaction. 
WARRANTED  as  to  price. 

Plain  Bearings  and  Steel  Ball  Bearinga. 
Enclosed  Cog  Wheels. 


Plain  Bearings 
No.  340  E 
No.  341  E 


Steel  Ball  Bearings         Size  of  Rolls 
No.  360  E  10  X  13/  inches 


No.  361  E  11  X  13^  inches 

W»  make  the  largest  variety  of  Wringers  in  the  world. 
Send  for  our  latest  Catalog  and  Price  List 

The  American  Wringer  Co. 

New  York,  U.  S.  A. 


Canadian  Made 

TRADE    /Rk  MARK 


Bathroom  Fixtures 

Your  customers  are  giving 
the  preference  to  Empire 
Made  goods  in  all  lines. 

Our  goods  are  all  tagged  "Made 
in  Canada,  '  They  are  equal  to 
the  best  made  anywhere;  and 
the  deliveries  are  prompt. 

We  Carry  the  Stock 

Write  for  New  Prices 

Kinzinger,  Bruce  &  Co. 

Niagara  Falls,  Ontario 


Time  to  Order 

FREEZERS 


Whether  you  stock  the  LIGHTNING,  GEM 
or  BLIZZARD,  you  get  a  Freezer  that  has  made 
good  for  more  than  a  quarter  of  a  century — one 
that  has  won  its  way  into  the  hearts  of  the 
housekeepers  by  service  that  satisfies — backed 
by  quality  that  creates  confidence  in  both  mer- 
chant and  manufacturer — one  that's  well  adver- 
tised and  in  demand — one  that  brings  trade  and 
helps  you  keep  it. 

The  BLIZZARD,  being  a  low-priced  Treezer, 
makes  a  good  nmning  mate  with  either  the  GEM 
or  LIGHTNING.  Now  is  the  time  to  place  your 
order.  Shipment  can  be  made  any  time  you 
specify. 


BE  SURE  to  IN- 
CLUDE the  LIGHT- 
NING ICE  CHIP- 
PER No.  1.  You  can 
sell  one  with  every 
Freezer.  It  chips  a 
block  of  ice  into 
small  uniform  pieces 
in  a  jiffy,  just  right 
to  pack  closely  around 
the  can  and  shorten 
the  time  of  freezing. 
So  much  easier  to 
make  Ice  Cream.  They 
help  the  sale  of 
Freezers. 

Your  Jobber  will 
Supply  You. 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


Wben  WTUlng  to  advertlaeis  kindly  mention  Canadian  Hardware  Journal 
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M.S.HOWLAND  SONS^<|,qg.{| 

-"     ■     ^)  TOffONTO  " 


SAMSON 

ROOFING 


Th 


e  success 


of 


"SAMSON" 

ROOFING 

is  due  to  the  fact  that  it  was 
never  made  to  meet  a  price.  A 
successful  roofing  came  first, 
price  second. 

Highest  Quality  Permanently  Maintained 


H.  S.  HOWLAND,  SONS  &  CO. 

^  LIMITED 

WHOLESALE  HARDWARE 

WE  SHIP  PROMPTLY  TORONTO  '""'^^^  '^"^  RIGHT 

GRAHAM    NAILS    ARE   THE  BEST 

Wl>«n  writing  to  advcrtiSMB  Idadly  mention  Canadian  Hardware  Journal 
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Fills  the  Bag  and  Increases  Turnover 


\/OUR  customers  demand  Dominion 
^  Ammunition — they  know  that  eye 
and  gun  linked  up  with  dependable  car- 
tridges —  Dominion  Cartridges  —  mean 
good  sport  and  successful  sport. 

The  steady  call  for  Dominion  Cartridges 
means  live  stock  that  moves — clean  shelves 
that  present  an  attractive  appearance  and  increased 
sales  of  guns  and  other  hunters  suppHes. 


T\i^1i^I\TJ^\\J  The  only  ammunition  en- 
UKJlVlHylyJly     tirely    made    in  Canada. 


Dominion  Cartridge  Company,  Ltd.,  Montreal 


Made  In  Canada'' 

Electric  Heating 
Appliances 


TRADE  MARK 
Regiileied 


"Canadian  Beauly" 
UPRIGHT  ELECTRIC 
TOASTER 


The'  'Canadian  Beauty" 
line  of  household  electrical 
goods  is  the  best  that  can 
be  had  on  the  Canadian 
Market. 

it  is  "Made  in  Canada" 
and  a  safe  and  money  mak- 
ing line  for  the  Hardivare 
Man  to  handle. 


Have  you  received  our 
new  catalogue  yet?  If  you 
haven't  send  a  post  card 
and  let  us  quote  you  prices. 


"Cantdian  Beauty" 

ELECTRIC  IRON 


Renfrew  Electric  Mfg.  Company 

Limited 

Renfrew  Ontario  Canada 


Now  is  the  time  to  show  something  new  in 

Washing  and  Wringing 
Machines 


Sell  the  Seafoam 
ELECTRIC 

It  Isn't  Hard 


Every  housekeeper  in 
your  locality  will  be 
interested  in  this  latest 
method  of  cleaning  clothes 
and  one  sale  will  lead  to 
a  dozen.  It  is  operated 
from  an  ordinary  lamp  socket.  Washes  and  Wrings  at 
the  same  time  or  separate  ly  and  can  be  furnished  without 
motor,  equipped  to  run  by  Gas,  Gasoline,  Steam  Engine 
or  IVindmill  'Power. 

There  is  a  place  for  it  in  every  home 

Made  by 

Cummer-Dowswell,  Limited 

Hamilton,  Ontario 


Whw  writing  to  adT«rtU«ri  kindly  mantlon  Canadian  Hardware  Joomal 
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When  ordering  your  stock  of 

Canadian-Made  Lawn  Mowers 

for  1915,  specify 

"TAYLOR-FORBES" 


Why  not  order  the  best  7 

'T^AYLOR-FORBES  Lawn  Mowers 
are  the  best  that  are  offered  to  the 
Canadian  Trade.  They  are  high- 
grade  machines  with  the  best  ot  me- 
chanical features. 

They  are  MADE  IN  CANADA  and  are 
therefore  more  reasonable  than  imported 
makes.  They  are  also  better  in  quality 
than  imported  makes. 


"Adanac"  Lawn  Mower 

lOJ  inch  wheels.  6J  inch  cylinders.  Four  blades.  Special 
crucible  tool  steel  knives,  oil  tempered.  Equipped  with  a 
train  of  gears.  Best  quality  material  used  throughout  its 
construction. 


Woodyatt"  Lawn  Mower 


Open  four  and  Ave  l<nife  cylinder.  Tool  si  eel  knives,  oil 
tempered.  Bearings  are  extra  long  and  adjustable.  Be*t 
quality  material  used  throughout  its  construction.  Made 
with  grass-box  attachment.  This  mower  has  been  on  the 
market  longer  than  any  other  high  gi-ade  mower  in  the  world. 


Empress"  Lawn  Mower 


This  Guarantee  goes  with 
every  T-F  Lawn  Mower 

If  for  any  reason,  at  any  time  within  one 
year  from  date  of  purchase,  the  Taylor- 
Forbes  purchaser  is  not  satisfied,  we  insist 
on  giving  him  a  new  machine  or  refunding 
the  money. 


Open  four  and  (l\  c-knii'i-  rylindcr.  lOJ  inch  wheels.  Special 
tool  stool  kni\  es,  nil-toniiicrcd.  Case-fiaidenod  ball-bearings 
and  balls.  Specially  prepared  poli-hed  steel  shafts.  Cheeks 
easily  detached.   Ma<Ie  with  grass-ljox  attachment. 


//  you  cannot  purchase  our  goods  from  your 
jobber,  write  us  direct  and  we  will  supply. 


Taylor-Forbes  Co.,  Limited 


Head  Office  and  Works  : 

GUELPH,  ONTARIO 


Taylor-Forbes  Co.  246  Craia  St.  W  Montreal 
H.  G.  Rouen.  147  Prince  William  Street. 

St.  John.  N  B. 
Canadian  United  Mfrs.  Aeency.  Loodon,  Eng. 


Taylor-Forbes  Co..   Ltd.,  1070    Homer  St. 

Vancouver. 
H.  F.  Moulden  &  Son,  Travelers'  Building 

Winnipee- 


Csinadian  Made  for  Canadian  Trade 
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"PRESTO" 

Electric  Hand  Lamp 


An  Altachmeni  for  «ny  Dry  Cell  Btttcir. 
TungXcn  EJectnc  Bulb  and  twa-incii  bull 


Exiuipp'^i  with 
n-eye  lelM. 

It  il  for  daily  rvcrywh^e  on  alt  occasions,  by  th«  famn*^. 
plumbs,  autoist.  inspector,  housewife,  pbysirian.  in  store  or 
factory,  bam  or  garage,  cellar  or  attic.  Always  ready,  ab- 
solutely safe.    A  lot  of  li((ht  for  a  little  nnoney- 


THE  SEARCHLIGHT  REFLECTOR  CAN  BE  (MOVED  AND  SET  TO  ANY  ANGLE. 

DFAI  FRS  ^^^^  y^^^  opportunity  to  make  some  real  money  quick.  We 
give  big  discounts  to  Canadian  Houses.  F>old  either  with  or 
without  batteries.  Get  the  "Presto"  and  you  get  the  cheapest  and  best.  Re- 
tails for  $1.50  complete.  Write  at  once  for  discounts  in  quantities.  Sole  manu- 
facturers. 

METAL  SPECIALTIES  MANUFACTURING  CO. 


736-738  West  Monroe  Street,  Chicago,  U.S.A. 


SALESMEN  WANTED. 


THE  GENUINE 

MYERS 

DOLLAR 
SEWING  AWL 


Convenient  counter  display  box,  and  show 
card  in  three  colors,  JUST  OUT  NEW. 
Actual  size  of  box  10^  x  4%  x  1^.  One 
box  with  every  }4  doz.  awls,  shipping  weight 
2  lbs. 


Se«  that  exposed  reel 
under  the  finder  tips 
(THIS  PRINCIPLE  IS 
RIGHT) 

Ask  for  1914  catalogue  and 
and  wholesale  prices. 


Needles 
in  the  hollow 
handle 
screw 
top 

Canadian  DiatributoTB  : 
A.  PRUD'HOMME  &  RLS,  UMITED. 

10  Rue  de  Bresoles,  Montreal 
THE  HOBBS  HARDWARE  CO.,  LTD., 
London,  Ont.,  Canada 
MERRICK  ANDERSON  COMPANY. 
Winnipeg,  Manitoba 
MARSHALL-WELLS  CO.,  UMITED.  Winnipeg  Man 


C.  A.  MYERS  COMPANY,  Inc.,      Sole  Manufacturers,      6319  University  Ave.,  Chicago,  111.,  U.S.A. 


Davidson's  Railroad  Milk  Cans 


Dominion  Milic  Cans  are  supplied  with 
Dome  or  Seamless  Covers,  and  Malle- 
able Tinned  Upright  Side  Handles. 

Made  of  extra  quality  tinned  iron. 
Tn  three  sizes,  5,  8  and  10-gallon. 

Bodies  and  bottoms  are  curled  and 
grooved  together  by  a  heavy  hydraulic 
process,  which  makes  the  can  practic- 
ally in  one  piece.  The  necessity  for 
heavy  iron  hoops  (that  only  add 
weight)  has  been  eliminated,  this  bot- 
tom adding  strength  where  strength  is 
re(|uired  without  the  cumbersome  extra 
weight. 

They  are  smooth  in  the  inside  and 
great  care  has  been  taken  to  see  that  all 
crevices  are  soldered,  leaving  no  pos- 
sible opening  for  dirt  or  bacteria  to 
collect. 

WRITE  FOR  PRICES 


The  Thos.  Davidson  Manufacturing  Company,  Limited 

MONTREAL  TORONTO  WINNIPEG 


Wlien  writing  to  advertisers  kindly  mention  Canadian  Hardware  Joomal 
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Reduction  In 
Prices 

on  all  types  of 


—I 


Sunbeam 

Incandescent 

Lamps 

Effective  February  1st 


Canadian  Sunbeam  Lamp  Company 


Montreal 


Limited 

Main  Of f ice  and  Factory :  TORONTO 

Branch  Warehouse* 

Winnigeg  Calgary 


Vancouver 


When  writing  to  advertluers  Icindl;  meultou  Cauadian  Hardware  Journal 
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GOOD  APPEARANCE  and  GOOD  SERVICE 

Are  Two  Essentials  for  the  Up-to-Date  Store 

The  public  appreciate  good  service,  and  tliey  get  it  when  BERLIN  HARDWARE  DISPLAY  CABINETS 
are  used.  The  goods  are  displayed  behind  glass  doors  or  display-front  compartments.  Articles  thus  dis- 
played are  kept  absolutely  free  from  dust,  and  as  a  result  always  retain  their  oiiginal  good  finish  and  make  a 
stronger  appeal  to  the  prospective  buyer.    Made  in  oak  and  beautifully  finished. 

The  customer  who  enters  your  store  and  sees  the  goods  in  good  order  right  before  him 
gets  the  impression  that  there  is  good  management  behind  your  store's  service — 
besides,  he  realizes  that  here  he  can  see  what  he  wants  and  can  get  it  quickly. 

Illustrated  Catalog  and  Estimates  Gladly  Furnished 

The  Walker  Bin  and  Store  Fixture  Company,  Limited 


BERLIN 


MANUFACTURERS  AND  DESIGNERS  OF 
MODERN  STORE  FIXTURES 


ONTARIO 


Increase  Your  Profits 

By  handling  our 

BALE-TIES 

for  baling  purposes 


SINGLE  LOOP 


We  also  manufacture 

Wire  Nails  and  Staples 

All  th*  Standard  and  Miscellaneous 
Sizes 

The  Laidlaw  Bale-Tie  Co. 

HAMILTON,  ONT.  Limited 


Geo.  W.  Laidlaw 

Vancouver   B  C. 


Harry  F.  M'ulden 

WinnipeR,  Man. 


The  Steel  Company  of  Canada,  Ltd. 

Hamilton  Canada 

TIGER  BRAND 

WHITE  LEAD 

"THE  LEAD  WITH  THE  SPREAD" 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  \2}4.  25.  50.  100  LB. 
IRONS  AND  500  LB.  KEGS. 

Sales  Offices 

HAMILTON  MONTREAL         TORONTO  WINNIPEG 

VANCOUVER       VICTORIA  HALIFAX  ST.  JOHN 


Wb«a  WTtUBf  to  ftdTvrUMis  kindly  meatlon  OsaadiAa  Haidwu*  Jooraal 


February,  1915 
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Hardwaremen  of  Ontario!!! 


You  will  be  assured  of  a  hearty  welcome 
at  the  showrooms  of 

M 

177  King  St.  West,  Toronto 

Where  a  special  display  of  'Famous*  goods  is  being 
arranged  for  the  Convention  on 

February  24th  and  25th 

Tfait  it  your  opportunity  to  view  all 
the  latest  ideas  in 

RANGES  for  COAL  and  GAS 
FURNACES  and  HEATERS 
ENAMELWARE  and  TINWARE 
JAPANNED  and  GALVANIZED  WARE 
COPPER  and  ALUMINUM  WARE 
OIL  STOVES  and  HEATERS 
REFRIGERATORS 
MILK  CANS  and  TRIMMINGS 
EAVETROUGH  and  ROOFING  SUPPLIES 


Branches  Everywhere  Head  Office:   London,  Ontario 


Wh«n  writing  to  advcrtlsan  kindly  mantion  Canadlaa  HarAwar*  JoumiJ 
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GLASS 


Plate  Gla»s 
Sheet  Glass 
Prism  Glass 
Figured  Glass 
Leaded  Glass 
Mirrors 

Sidewalk  Prisms 
Metal  Store  Fronts 
Bevelled  Plates 
Art  Glass 
Glass  Shelves 


Let  u*  figure  on 
your  next 
Specification 

The 


Consolidated  Plate  Glass  Co. 

Limited  of  Canada 

Toronto  Montreal  Winnipeg 


ARMSTRONG'S 

Hinged  Vises 

They  are  of  the  best  Malleable  Iron,  with  steel 
Jaws,  and  are  made  on  the  interchangeable  system, 
so  that  any  of  the  part*  can  be  replaced  if  it  should 
become  necessary.  They  are  so  simple  in  con- 
struction that  any  further  explanation  is  unnece  sary. 

Write  for  Catalogue  TO- DA  Y 

The  Armstrong  Mfg.  Co. 

333  Knowlton  St.       Bridgeport,  Conn. 

ManafacturerM  of 

Water,  Gas  and  Steamfitter's  Tools 


Qhicago  Jteel  [pending  ^rake 


Made  in  200  sizes 


Why  lose  money  in  your 
Sheet  Metal  Department? 


^  The  fact  that  Chicago  Steel  Bending 
j|  Brakes  have  been  installed  in  ten  thous- 
and workshops,  including  those  of  a  number 
i  f  the  largest  U.S.  Trusts  and  Corporations, 
should  bear  sufficient  testimony  to  the  invalu- 
able services  these  Bending  Brakes  render, 
that  you  will  be  induced  to  write  us  if  you 
are  at  ai\  interested  in  a  first  class  Sheet 
Metal  Bending  Brake.  The  Chicago  saves 
you  money  and  will  soon  save  its  cost. 

Attractive  Catalogue  and  Price 
List  upon  request 

The  Steel  Bending  Brake  Works 

Chatham,  Ontario  "^""^ 


THE  DAY  BEFORE 


Wash  day  used  to  be  a  day  of  misery  for 
Milady  of  the  House  thinking  of  that  dreadful 
washing  to  be  done  to-morrow. 

But,  nowadays,  the  Connor  Ball  Bearing 
Washer  has  lifted  the  load  from  the  overtaxed 
housekeeper,  and  the  washing  is  done  in  a  jiffy — 
with  time  and  energy  to  spare. 

Are  you  prepared  to  demonstrate  this  machine 
to  the  prospect  wiho  will  come  into  your  store 
to-day  t 

Made  in  Ottawa,  Ont.,  by 

J.  H.  Connor  &  Son,  Ltd. 


Wljen  writing  to  advertisers  klndlj  mention  Oau.idlan  Hardware  Journal 
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There  is  only  One  Best 


Others  have  some  of  special  features 
appearing  in  the  Invincible, 
but  none  have  them  all. 

^  The  only  machine  with 
w^hich  hose  is  furnished  free 

^  The  only  one  having  the 
F   patent  sw^ivel-joint,  reaching  ^ 
\^  entirely  under  furniture  2^  ^ 
inches  from  the  floor. 

^  Has  the  most  complete 
set  of  tools  of  any  machine 
in  the  market. 

Price  $37.50  mthoul  tools  and 
$45. 00  with  all  tools  complete. 


ExcluiiTC 
agencies  given  *^ 
to  Aggressive 
dealers 


The 

Invincible 

Renovator  Mfg.  ^ 

Co.,  Limited 
81  Peter  Street 

Toronto 


Get  ready 
for  the 
Spring  Trade 
NOW 


Send  in  a  good  mailing 
list  and  let  us  help  you 
to  close  a  number  of 
profitable  sales. 

Made  Complete 
in  Canada 


When  writing  to  advertisers  kludly   moution  Canadian  Hardwai*  Joor&al 
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STANLEY  NAIL  SETS  AND 
CENTER  PUNCHES 

"STANLEY"  Nail  Sets  and  Center 
Punches  are  made  of  a  special  grade  of 
tool  steel.  They  are  hardened  on  both 
ends  by  an  improved  process,  given  an 
oil  temper  and  will  be  found  to  "stand 
up"  under  the  most  severe  conditions. 

Special  care  has  been  taken  in  select- 
ing the  proper  knurling  for  the  shank, 
and  the  user  will  find  that  the  feeling 
of  security  as  to  "grip"  is  a  particular 
feature  of  "STANLEY"  Nail  Sets  and 
Center  Punches. 

The  top  of  the  head  is  shaped  to  just  the 
rigfht  form  to  reduce  to  a  minimum  the  pos- 
sibility of  the  hammer  slipping  when  strik- 
ing a  blow. 

The  point  or  tip  of  the  Nail  Sets  that  come 
in  contact  with  the  nail  is  "cupped"  and  the 
edges  nicely  rounded. 

The  point  or  tip  of  the  Center  Punches  is 
accurately  made  and  always  in  the  center 
of  the  tool. 

All  sizes  of  both  Nail  Sets  and  Center 
Punches  are  four  inches  long  from  end  to 
end. 

The  neat  and  handy  boxes  in  which  they 
are  packed  make  them  an  attractive  article 
for  counter  display. 

MANUFACTURED  BY 

Stanley  Rule  &  Level  Co- 

New  Britain,  Conn.  U.S.A. 


Five  Favorites 

The  lion's  share  of  the  files  used  in 
Canada  are  these  five  famous  brands. 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

Made  in  Canada 

Most  users  prefer  them  because  they 
reflect  50  years'  experience  m  making 
good  files.  Because  they  never  vary  in 
quality  or  work.  Because  a  sixty-million 
output  yearly  means  maximum  value  at 
minimum  cost. 

With  4,000  patterns  to  select  from 
— with  huge  stocks  ready  to  ship  at  a 
moment's  notice — we  guarantee  you  the 
right  files  at  the  right  price,  at  the  right 
time. 

And  we're  showing  your  trade  that 
"it  costs  less  to  use  more."  Teaching 
them  to  use  more  Files. 

That  means  GOOD  BUSINESS  for 
you. 

Nicholson  File  Company 

PORT  HOPE      E^^ttTere  ONTARIO 

Read  ^^File  Filosophy  and  be  an 
authority  on  files.  A  copy  wtlh 
our  catalog  ivill  be  sent  you  free  on 
request. 


WbMi  'wrlUnc  to  tdT«rtlMn  klndlj  mMtion  Owxltmn  H*rdw4r«  JonriMl 
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Branch  Houses 
The  Gurney-Massey  Colimiteo. Montreal 
The  GufiNEY  Foundry C'limiteo.HamiltON. 
The  Gurney  NoflTHwEST  Foundry  C'LiMirEo.WiNNiPEO 
The  Gurney  Foundry  C°Li>iiTtD,CALOARY. 
The  Gurney  Foundry  C^LiHiTeo. Vancouver 


m  Giii  Foundry  [omi 


LIMITED 


everything  for  cooking  &  heating 
Toronto. Canada 

January  27th.,  I915. 

MAKE  THIS  CONVEX TIOJ^  PROFITABLE. 


Mr.  Hardware  Dealer. 

Never  before  since  you  or  ourselves 
started  in  the  hardware  and  stove  "business,  has  it  been 
more  necessary  for  us  to  exert  every  effort  that  will 
INCREASE  ^  OUR  USEFULNESS  TO  OURSELVES  AWD  OUR  COUNTRY. 


Co-operation  between  manufacturer  and 
retailer  is  more  necessary  than  ever  before,  and  we  want 
to  make  this  a  "get  together"  year.     The  officers  and 
staff  of  this  Company  will  be  "AT  HOME"  during  this  week  of 
the  coming  Convention  in  Toronto,  not  only  vo  our  many 
friends  in  the  Trade,  but  to  everybody  of  the  hardware  and 
stove  business. 

You  all  know  that  the  handling  of  "Made 
in  Canada"  goods.  Stoves  for  instance,  is  one  of  the  surest 
ways  to  do  this,  and  we  as  manufacturers  are  prepared  to 
offer  you  inducements,  so  tha"c  it  will  not  only  be  zhe  right 
thing  to  do,  but  the  profitable  one. 

We  have  several  new  lines  for  1915  to 
show  you.    We  will  not  have  any  opportunity  of  exhibiting 
them  to  you  excepting  at  our  Showrooms,  500  King  St.  W. 
Toronto,  ana  therefore  look  forward  to  a  visit  from  you.; 

Yours  truly, 

'  THE  GURNEY  FOUNDRY  Co.  Limited 
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The  "HERCULES"  Step  Ladders 

Arc  Ihe  sliongj'sl  and  most  pei  fecl  ladders  made.  The  wide  top,  side^,  ^teps, 
and  all  stock  entering  into  it  are  carefully  selected  from  Ihe  best  material. 
All  iron  and  steel  parts  of  the  ladder  are  finished  in  aluminum  which,  with 
the  clean  bright  wood,  makes  this  pattern  one  of  the  most  attractive  and 
easiest  sellers  on  the  market.  Made  from  clear  yellow  pine  in  lengths  from 
4  to  1(J  feet  in  the  standard  weight  stock,  and  extra  heavy  10  to  16  feet. 

Drop  at  ■  line  far  onr  catalogue  and  fct  information  regarding  oor  fall  line. 

The  Stratford  Manufacturing  Co.,  Limited 

Makers  of  Ladderi.  Lawn  Swinirs.  Bojer'g  Gliding  Settees,  Folding  Chairs  and  Tables. 
Chairs  for   Assembly  Seating,   Lawn,   Camp    and   Verandah   Furniture,  Woodware, 

STRATFORD  '*"''  CANADA 


JOBBERS!  JOBBERS!! 

Here  is  a  small  but  profitable  kitchen  convenience  that  will  be  purchased  in 
thousands  by  consumers  just  as  soon  as  the  cherry  crop  begins  to  materialize. 

The  Perfection  Cherry  Stoner 

is  now  being  "Made  in  Canada",  and  we  are  ready  to  book  your  order  for  de- 
liver within  THREE  WKEKS — ample  time  to  stock  up  for  your  spring  requirements. 
THE  PERFECTION  CHERRY  STONER  operates  rapidly  and  easily,  and 
stones  cherries  perfectly  at  the  rate  of  sixty  per  minute.  For  preparing  cherries 
for  preserving-  purposes  the  "Perfection"  cannot  be  excelled,  as  it  takes  the  stone  out  with- 
out spoiling  the  shape  of  the  cherry.  THE  PERFECTION  CHERRY  STONER  is  packed 
1  doz.  in  a  carton — 1  gross  in  a  case. 

Write  for  Price.     Write  for  Sample.     Write  for  your  Stock  Supply 

Write 

E.  T.  WRIGHT  CO.,  LIMITED,  HAMILTON,  CAN. 


The  PARMENTER  BULLOCH  CO.  Limited 
GANANOQUE,  ONT. 

Iron  and  Copp»r  Rirett.  Iron  and  Copper  Bum,  Bifurcated  and 
Tubular  RiTets,  Wire  Nails.  Copper  and  Steel  Boat  and  Canoe  NaiU, 
Escutcheon  Pins*  Leather  Shoe  and  OTerthoe  Buckles,  Felloe  Plates. 


JENKINS  &  HARDY 

Assig^nees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
iB}4  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 


Made  in  3  Sizes 


You  can  Increase  Your  Profits  with  these  Two  Lines 


SAMUELS'  INDESTRUCTIBLE 

GARBAGE  CAN 


SAMUELS' 

DUSTLESS  ASH  SIFTER 


Best  service  for  the  money.  Made 
of    extra    heavy    galvanized    iron  ' 
with  strong  V-shaped  staves  riveted 
to  body.    Smooth  interior  williout 
any  dirt-catchinp  corrugations. 


.\  saver  of  coal,  time 
and  needless  work 
which  will  appeal  to 
ypiir  customers. 


Amh  your  Jobber  for  Pricea  on  these  Linet 


Manufactured        T     C  1 

b,      J.  damuels 


McCauI  Streets  Toronto 


PractiwiUy  Dustless 
Operated. 


Kasily 


When  writing  to  adrertlgert  kindly  mention  Canadian  Hardware  Journal 
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BY  THE  PERFECTION  STOVE 
CO.,  LIMITED,  SARNIA,  ONT. 

EW  Perfection  Oil  Cook  Stoves  arc 
easy  to   sell  because  Canadian 
housewives  know  all  about  them. 

The  New  Perfection  has  been  advertised 
for  years  throughout  the  Dominion. 
This  year  again  an  expensive  advertising 
campaign  will  run  in  magazines,  farm 
papers,  and  newspapers  everywhere. 

By  selling  New  Perfection  Oil  Cook 
Stoves  you  are  helping  along  the  Made 
in  Canada  movement,  and  at  the  same 
time  handling  the  very  best  oil  cook 
stove  on  the  market. 

New  Perfection  Oil  Cook  Stoves  are 
made  with  1,  2,  3  and  4  burners,  cabi- 
net tops,  drop  shelves,  towel  racks,  etc. 

They  are  especially  good  sellers  during 
the  summer  months  because  they  keep 
the  kitchen  cool  and  free  from  dirt,  soot 
and  ashes. 

For  catalogue  and  price  list  address  the 
the  nearest  branch  office  of 


THE  IMPERIAL  OIL  COMPANY 


TORONTO 
REGINA 


MONTREAL 
SASKATOON 


LIMITED 

ST.  JOHN 
CALGARY 


HALIFAX 
EDMONTON 


WINNIPEG 
VANCOUVER 
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When  in  want  of 

STEAM  or  WATER  SUPPLIES 

remember  the 

JMT  LINE 


MORRISON  TORONTO 


The  kind  that  satisfies  your  cus- 
tomers, the  kind  that  gives  per- 
manent and  efficient  service,  the 
kind  approved  of  in  the  provinces 
employing  a  bocurd  of  Inspectors. 


JMT  angle  valve 
Renewable  disc 


JMT  Globe  Valve 
Renewable  disc 


JMT  SUck  Gas  Water  Heater. 
Heats  enough  water  for  a  bath 
tub  in  10  to  15  minutes. 
Guaranteed 


Our 

Plumbing  Specialties 

combine  goods  made  substantial 
in  design,  weight  and  metal  for 
durability. 

The 

James  Morrison  Brass  Mfg.  Co. 

Limited 

93-97  West  Adelaide  St.,  Toronto.  Ont. 


For  Watering  Stock 

And  water  storage  purposei  are  a  profitable  line  for  the  pro- 
gressive hardware  dealer  to  handle.  They  are  sanitary,  rust- 
proof and  lealc-proof.  They  are  made  to  stand  hard  usage 
and  will  not  dry  up  in  summet  or  freeze  in  winter.  We  stock 
a  large  range  of  sizes  for  various  uses. 

Write  for  Illustrations  and  Prices. 

Wayne  Oil  Tank  &  Pump  Co. 

Limited 

Woodstock  Ontario 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  yourcustom- 
ers  by  bringing  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for  our  comolete 
ROLLING  LADDER 
CATALOGUE,  .howinc 
many  style*  .uitable  for 
all  kinds  of  thelving. 

MILBRADT  MANUFACTURING  CO. 


2400  N.  10th  Street 


St.  Louis,  Mo. 


Wku  wrltlac  to  aATartiam  klndlj  BMnttoa  OumAUb  Bvdwu*  JoanuU 
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NOTHING  BEATS  SUCCESS 

ALL-STEEL  REFRIGERATORS 


Perfectly 
Sanitary 


Absolutely 
Air-Tight 


The  Refrigerators  that  are  built  with  the  Most  Perfect  Insulation 
ever  used.    Doors,  Walls,  Top  and  Bottom  are  Insulated  throughout. 


Cottage  Style 


THEY  have  stood  the  test  and 
gained  a  reputation  for  their 
attractiveness,  durability,  economy, 
and  their  perfec'ly  sanitary  quahties. 
Constructed  entirely  of  Galvanized 
Steel. 

Made  in  Eight  Styles 

1  4  Sizes 
Not  a  tplinter  of  wood  about  them 

AluTiinum  FinisH  Outside 
White  Enimel  Inside 
Gilvanized  Steel  Ice  Chamber 
Brass  Trimmings 

Brass  Combined  Lever  Latch  and  Lock 
BjII  Bearing  Steel  Casters 


Germ  Proof,  Dirt  Proof,  Odorless. 


Three  Chamber  Style 


No.  24 

Specially  Adapted  for  Town  and  Country 


Ice  capacity,  125  lb>  ;  Shipping  weight,  230  lb*. 


Dimensions 
OulsiJc 
Ice  Chamber 
Footl  Chamber 


Ilcidht 
5\>A  in. 
15  in. 
24  in. 


Depth 
20)4  in. 
17  in. 
17  in. 


Width 
27K  in. 
22  in. 

9->.  In 


No.  30 

A  Most  Desirable  Three  Compartment  Refrigerator 

Ice  capacity,  225  lbs;  Shipping  weight,  345  Ibi. 

Dirncnsions  Height  Deptli  Width 

Outside  -  -  58  in.  24 ;4  in.  3SK  in. 
IceChMtnher  -  -  2T/.  in.  20  in.  1«><  in. 
.»imall  Food  Chamber  18  in.  2IJ^in.  17^  in. 
Larg-e  Food  Chamber     48     in.         21^  in.         17^  in. 


When  ordering  refrigerators,  order  SUCCESS^' 

Send  to-day        •  copy  of  "OUR  COMPLETE  CATALOGUE" 

LEWIS  BROS.,  Limited,  Montreal 


Wtaa  writing  to  advtrlUart  kludl;  meotion  CauadUn  Hardware  Journai 
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PEERLESS 

Ornamental  rencing 


IT  is  easy  to  explain  the  merits  of  Peer-  ^ 
less  Ornamental  J'  cncing  to  a  prospective  , 
customer.^  There  are  so  many  things  in  its 
favor.     First,  it  is  really  an  ornamental  fence;  second, 
it  is  an  economical,  and  at  the  same  time,  durable  fence;  i 
third,  it  beautifies  home  surroundings  and  presents  a 
splendid  appearance.     Gate  and  fence  match  well  to- 
gether.   Then,  too,  there  is  money  in  it  for  you. 

Peerless  Ornamental  Fending 

not  only  protects,  but  beautifies  property  as  well.  Every 
stay  is  made  of  strong,  stiff  wire  that  will  not  sag. 
Our  fencing  is  made  from  galvanized  wire.  Peerless 
fence  is  easy  to  erect,  and  will  hold  its  shape  for 
years  to  come. 

Send  for  Dealers'  Proposition 


Get  our  literature  showintr  many  l)cautif\il  de- 
signs for  lawns,  parks,  cemeteries,  etc:  also 
ask  about  our  farm  fencing  and  gates. 
The  Banwell-Hoxie  Wire  Fence 
Company.  Ltd, 
HInnlpcB.Ma.,.,  Hamilton, 
Onlarlo 
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Help  Your  Bookkeeper  to  Help  You 

Help  him  to  give  you  more  »;fficient  service.  You  wouldn't  want 
your  stenographer  to  transcnbe  your  letters  with  a  pen.  it  wouldn't 
pay  you.  Why,  then,  expect  your  bookkeeper  to  work  with  toolf 
that  are  antiquated  >  The 

Remington 

Adding  and  Subtracting  Typewriter 


(Wahl  Adding  Mechmniasn) 

ha«  opened  the  door  of  every 
accounting  department  to  the 
writing  machme.  This  machine, 
which  writes  and  adds  (or  sub- 
tracts) in  one  operation,  is  the 
last  word  in  typewriter  effi- 
ciency. 

You  know  the  typewriter  tavet 
time  and  labor  in  corrtspondence. 
In  billing  and  itatement  woilc  the 
Adding  ar.d  Subtracting  Type- 
writer does  the  same-  and  more. 
It  ilops  errori.  prevents  errors :  it 
gives  you  machme  accuracy  in  place 
of  brain  fallibility. 

The  prevention  of  lou  through  errora  makes  this  machine  worth  more  tfaaa  it 
cost  to  you.    And  the  time  and  labor  saving  are  clear  gain. 

Our  illattrated  booklet,  "The  Remington  Idea,  " 
eent   on    regue»t,    will  tell  you   all   about  it 

Remington  Typewriter  Company,  Limited 

144  Bay  Street,  Toronto,  Ontario 

7  Notre  Dame  St.  West,  Montreal,  Que. 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Gremd  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  of  Catalogue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  HLE  CO. 


Step  Ladders,  Ladder 
Chairs,  Lace  Curtain 
Stretchers,  Ironing 
Boards  and  Tub  Stands 


You  will  save  money  by 
learning  our  prices  before 
placing  your  Spring  Order. 

Otterville  Mfg.  Co.,  Limited 
Otterville,  Ont. 


READ    THIS    ISSUE  FROM 
COVER  TO  COVER 

Then  you  will  agree  that  this  Paper 
is  worth  Several  times  the  price. 

$1.00  per  Year 
Send  Your  Sabtcription  in  to-day. 

THE  COMMERCIAL  PRESS,  LIMITED 

32  Colborne  Street,  Toronto. 
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The 

Standish 
Pattern 


It 


Canadian 
Wm.  A.  Rogers 

Limited 

570  King  St.  West,  Toronto 

Hammond  Building  Winnipeg 
Fairfield  Building  Vancouver 


^^RE  you  one  of  the  few 
Hardware  Merchants 
are  not  making  their 
s  from  a  Silver  Dept.? 
you  are  hesitating  be- 
you  are  not  sure  that 
will  pay  you  to  carry 
Flatware,  write  to  us  for 
Discount  Sheet  of  the 
Horseshoe  Line,  1881 
Line  and  W.  R.  Quality. 
Hardware  Merchants  all 
over  Canada  are  making 
profits  on  Flatware.  Why 
not  you  } 


mum  vilUac  U  alTtrtlMn  klndljr  manttoa  Oaaadlaa  HarAwmn  Jouaal 
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EVERY  COLD  DAY 
IS  A  PROFIT  DAY 


FOR  DEALERS  WHO  SELL  THE 


Clark  Indestructible  Steel  Heaters 


\ 


for  Automobile,  Wagon,  Sleigh  or  Carriage. 

There  is  a  great  and  growing  demand  for  this,  the  advertised 
line  of  heaters. 

Order  an  assortment  from  your  jobber  now  and  get  this  business 
in  your  community. 

It  will  pay  you  and  every  heater  you  sell  makes  a  permanent 
winter  market  for  you  on  the  Clark  Carbon  fuel. 

Write  for  new  catalogue.    It's  a  beauty. 

Chicago  Flexible  Shaft  Co. 

187  Ontario  St.,  Chicago,  111. 


Clark  Carbon 


Ignites  EAtiett 
Heati  Strongest 
Lasts  Longest 

of  all  Heater  Fuels. 


ll't  the  bind  that  al- 
wayM  comes  awfully 
good. 


Th^re  IS  no  come  back 
It  always  makes  good 
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Don't  Sell  Spring  Hinges 
Of  Obsolete  Construction 

Only  the  New  Double  Acting 

Bommer 

Spring  Butt  Hinges 

have  the  weight-suppoit- 
ing  bearings  coirectly 
located  to  liberate  the 
action  of  the  springs,  re- 
ducing breakage  and  in- 
creasing spring  power, 
preventing  unequal  wear 
of  the  barrels,  and  giving 
practically  unlimited  dur- 
ability. ^ 

Bommer  double-acting  spring  hinges  open  alike  at  both 
casings  and  both  doors  when  both  doors  are  opened. 

The  carpenter  can  avoid  guesswork  and  save  time  when 
hanging  double  acting  doors  in  pairs,  as  he  can  scribe  and 
fit  bo'.h  doors  of  a  pair  from  the  same  side  of  the  opening. 

YOUR  JOBBER  CAN  SUPPLY  THEM 

Bommer  Bros.,  Manafactarers,  Brooklyn,  N.Y. 

Canadian  RepreientatiTC,  Alex.  Thurber,  448  St.  Panl  St.,  Montreal 


The  "Handy  Andy" 
Improved  Force  Cup 


For  household  use, 
enables  anyone  to 
keep  the  drain  pipes 
of  sinks,  baths,  basins, 
tubs,  etc.,  free  and 
clear,  and  in  a  safe 
and  san.tary  condition. 

There's  a  Good 
Sale  for  Them 


Manufncturcd  solely  by 

Gutta  Percha  &  Rubber,  Limited 

SdCCrsjrri  to 

The  Gutta  Percha  &  Rubber  Mfg.  Co.  of  Toronto 

I  imited 

TORONTO  MONTREAL  WINNIPEG 

CALGARY  VANCOUVER 


c 


o 


ireiE  mm 

DISTINCTION 

The  Chicago  "Relax"  Spring  Hinge 

has  distinctive  features 
which  impress  your  cus- 
tomers and  create  the 
demand. 

The  spring  action  re- 
lease allows  the  door  to 
be  placed  open  at  any  de- 
sired position  and  automatically  re- 
engages when  the  door  is  closed. 

Chicago Spritig^tti!  Compatj^, 


CHICAGO    fy^j     NEW  YORK 

Send  for  Catalogue  S29 


The  "Quick  Set"  Register 


(It 'a  oar  lalemt) 


iWe  think  it  our  be»t) 


WE  ARE 


FOR  ALL  STYLES 
OF 
SIDEWALL 
AND 

FLOOR  REGISTERS 
OF 
ALL  SIZES 


H 
E 
A 
D 


VENTILATORS 
AND 


Q     GRILLES  IN  METAL 

y  OR  WIRE 

A 

OF  ALL  STYLES 


R 
T 
E 
R 
S 


AND 

FINISHES 


Writm  for  eatalogum  and  price* 


Tuttle  &  Bailey  Mfg.  Co.,  Limited,  Bri<lgebnrg,Ont. 

BRANCH  -126  LOMBARD  ST..  WINNIPEG 
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Over  Three  1 

DIG  Ben  has  put  over  three  mil- 
^  lion  dollars  in  clean,  honest 
profit  into  the  tills  of  23,000 
retailers. 

Better  still,  he's  out  to  put 
several  million  more  into  these 
same  tills. 

A  stock  IS  ready  for  Cana- 
dian trade — packed  6  in  a  car- 
ton with  sales  helps. 


illion  in  Profit 

A  mahogany  display  stand 
free  with  an  order  for  12;  names 
printed  on  dials  with  an  order 
for  24. 

With  an  order  for  48  we  fur- 
nish an  electric  flasher  which  will 
attract  attention  to  your  window. 

In  case  lots  of  24— $1 .95  each.  In 
broken  lot?,  $2.05  each.  Less  2%. 
Retail  Price  in  Canada,  $3.00. 
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Parliament  to  Honor  The  honor  of  moving  the  resolu- 
a  Hardwareman.  tion  in  the  House  of  Commons, 
in  reply  to  the  address  from  the 
throne,  at  the  next  session  of  Parliament,  has  been  dele- 
gated by  the  Qovernment  to  a  retail  hardware  mer- 
chant. 

The  hardware  merchant  thus  honored  is  Mr.  W.  G. 
Weichel,  M.P.,  whose  place  of  business  is  "Waterloo, 
Ont. 

Mr.  Weichel,  wbo  is  a  young  man,  made  his  first  bow 
in  Parliament  in  1911,  and  since  then  he  has  displayed 
ability  which  marks  out  for  him  a  promising  career  in 
political  life,  should  he  continue  to  be  a  member  of  the 
House. 

To  the  business  interests  of  the  Dominion  Mr. 
Weichel  has  been  particularly  valuable  since  his  ap- 
pearance in  Parliament.  He  may  be  a  politician,  but 
he  is  first  of  all  a  business  man,  and  it  is  therein  that 
lies  his  chief  value.  This  quality  was  particularly  ex- 
emplified during  the  revision  of  the  tariff  early  last 
year,  when  he  gave  material  assistance  in  the  shaping 
of  the  rates  and  regulations  regarding  items  appertain- 
ing to  the  hardware  trade.  One  item  might  be  cited  as 
an  illustration.  It  was  that  regarding  wire  for  fence 
manufacturing  purpose.  Out  of  his  practical  exper- 
ience in  the  trade  he  had  learned  that  some  of  the 
manufacturers  were  evading  the  regulations  by  im- 
porting wire  free,  which  should  have  been  dutiable, 
thus  enabling  them  to  undersell  hardware  dealers,  who 
bought  fencing  through  manufacturers  who  were  using 
the  regulation  gauge  of  wire.  Mr.  Weichel  was  en- 
abled to  prove  his  case  so  thoroughly  that  the  regula- 
tions were  amended  and  made  so  clear  and  specific  that 
the  practice  of  deception  is  scarcely  likely  to  be  ri'- 
peated. 

We  cannot  have  too  many  business  men  of  Mr, 
Weichel 's  stamp  in  Parliament. 

1 

//  cos/s  nioiny  to  aftend  n  hat^dware  cqnven- 
tion  ;  but  it  costs  more  to  stay  at  homef^  Jl^ 

Every  Dealer  Every ^fterchant    should  take 

Should  Take  Stock    stock  ^Bnd   make   out   a  fiscal 
statement  at  least  once  a  year. 
The  benefits  are  so  great  that  no  man  who  has  his  own 


interests  at  heart  can  afford  to  pass  up  this  important 
work,  even  though  it  does  take  considerable  time  from 
the  regular  and  routine  work  of  the  store.  What  is 
the  use  of  giving  all  your  time  to  strenuous  marching 
unless  you  know  you  are  marching  in  the  right  direc- 
tion? In  the  same  way,  what  is  the  use  of  laboring 
hard  for  business  unless  you  know  that  you  are  conduct- 
ing business  in  a  profitable  manner?  That  is  what  the 
annual  inventory  shows  you. 

It  can  well  be  described  as  the  business  man's  X- 
ray.  It  brings  to  light  many  of  the  important  details 
of  his  business  that  could  not  otherwise  be  ascertained. 
It  shows  him  the  true  standing  of  his  business  and 
allows  him  to  gauge  competently  as  to  the  progress  be- 
ing made,  and  whether  it  is  satisfactory. 

Listless  dealers  sometimes  think  that  they  know 
these  particulars  well  enough  without  going  to  the 
work  of  taking  stock.  They  are  merely  guessing,  how- 
ever, and  guesswork  has  no  place  in  business  to-day. 
The  merchant  must  know  for  a  certainty. 

He  must  ascertain  at  least  once  a  year  if  satisfactory 
progress  is  being  made.  If  not,  an  examination  should 
at  once  be  made  into  the  cause  with  the  aim  of  remov- 
ing it.  If  he  does  not  take  stock  he  will  not  be  aware 
of  the  fact  that  profits  are  not  what  they  should  be 
and,  therefore,  he  continues  on,  all  unconscious  that  he 
is  not  sailing  in  the  direction  of  Port  Success. 

Ideas  picked  up  at  the  hardware  conve?ition 
will  more  than  recompejise  for  both  time  and 
money  spent  in  attending. 

Rapid  Stock-  Talking  of  stock-taking  reminds 

Taking  me  of  the  lightning  speed  with 

which  one  of  the  departmental 
stores  in  Canada  takes  stock. 

W^'th  most  retailers  the  process  is  a  long  and  wearied 
one.'  It  is  begun  with  dislike  and  finished  in  disgust 
by  all  who  have  anything  to  do  with  it. 

In  the  department  store  in  question  it  is  all  over  in  a 
few  hours.  Immediately  after  the  store  is  closed  for 
the  day  tea  is  served  in  the  dining-room  to  the  em- 
ployes, none  of  whom  are  allowed  to  leave  the  premises 
until  each  has  performed  his  or  her  allotted  tasks. 
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After  tea  work  of  taking  stock  begins.  The  staff  work 
in  pairs,  one  calling  off  and  the  other  making  the 
entries.  'J'wo  cover  each  department,  one  beginning 
at  one  end  and  the  other  at  the  other.  When  these 
pairs  have  covered  their  allotted  department  or  section, 
which  averages  two  to  three  hours,  they  compare  notes. 
If  the  documents  correspond  they  are  passed  on  to 
the  auditors,  who  work  all  night  and  have  the  results 
tabulated  for  the  inspection  of  the  heads  of  the  firm 
when  they  come  down  to  business  in  the  jnorning. 
Thus  in  a  little  over  twelve  hours  the  task  of  stock- 
taking is  completed  and  the  results  of  the  six  months' 
business  known.  Stock  is  taken  twice  a  year.  The 
employes  arc  remunerated  for  the  extra  hours  they 
work  while  taking  stock. 

There  is  probably  not  a  retailer  in  the  country  but 
could  shorten  considerably  the  time  devoted  to  taking 
stock  if  the  method  of  doing  so  was  better  .systemized. 

Prejudices  are  worn  away  during  the  process 
of  rubbing  shoulders  with  competitors  at  trade 
conventions. 

EflFect  of  War  on  Stores  that  handle  flower  and 
the  Seed  Supply.  vegetable  seeds  Avill  probably 
find  a  higher  range  of  values  ob- 
taining next  season,  as  importers  procured  their  prin- 
cipal supplies  of  certain  descriptions  from  Germany. 
That  source  having  been  cut  off,  importers  are  looking 
elsewhere  for  supplies,  but  with  what  result  remains  to 
be  seen,  particularly  in  view  of  the  disturbance  which 
the  war  has  created  in  other  producing  countries. 

Should,  however,  the  war  seriously  interfere  with 
importations,  it  will  afford  an  opportunity  of  cleaning 
up  stocks  left  over  from  last  season. 

Do  not  deprive  the  coming  hardware  conven- 
tion of  your  presence.  Your  absence  would 
mean  a  loss  to  the  trade  as  well  as  to  yourself. 

The  Tune  the  Old  Do  you  really  knoAv  the  tnne  the 
Cow  Died  On,  old  cow  died  on?    If  called  upon 

to  give  it,  you  probably  could 
not.  Yet  you  have  been  telling  people  all  these  years 
when  you  whistled  some  unknown  air  that  it  was  "The 
tune  the  old  cow  died  on."  Well,  here  is  the  tune,  the 
old  cow  died  on — or  at  least  one  version  of  it: 

There  was  a  man  who  liad  a  cow 
And  he  had  naught  to  give  her, 

So  he  took  his  pipe  and  played  her  a  tune 
"Consider,  good  cow,  consider." 

That  was  the  tune,  and,  of  course,  the  old  cow  died. 
Cows,  like  people,  have  to  have  sustenance  in  order  to 
live. 

And  many  a  dealer  is  playing  the  same  empty  tune 
on  his  "old  cow"  of  a  business,  and  yet  wonders  why  it 
is  slowly  dying.  lie  has  milked  the  business  so  long 
without  provender  necessary  to  stimulate  life  that  the 
poor  old  business  is  in  danger  of  soon  being  in  need  of 
a  business  undertaker — the  sheriff. 

How  frequently  you  see  a  dealer — especially  one  of 
the  old  school — trying  to  maintain  life  in  his  bi;sincss 
without  the  use  of  proper  provender.  He  refuses  to 
spend  money  on  new  fixtures  or  equipment  sue  i  as  «re 
necessary  to  get  the  best  results  in  these  days  of  keen 
competition — he  does  not  feel  disposed  to  advert'so  to 
attract  new  customers  and  sell  more  goods  lo  o'd  ones — 


he  will  not  add  the  new  sidelines  that  are  ncaking 
money  for  other  dealers  in  the  same  business — be  wiil 
Lot,  or  does  not,  adopt  the  live  merchandising  melb  -d* 
that  are  bringing  success  to  his  more  aggressive  com- 
petitors. He  is  trying  to  make  his  business  exist  on  the 
"tune  the  old  cow  died  on,"  and  unless  he  changes  his 
business  methods  he  will  soon  find  it  departing  in  the 
same  manner  as  the  cow  which  we  hear  paraphrased  so 
often. 

There  must  be  something  wrong  with  the  hard- 
wareman  who  is  not  able  to  make  a  profit  of 
two  or  three  himdred  per  cent,  on  the  money 
he  has  invested  in  attending  a  convention. 

Get  Co-operation  Enthusiastic  and  Avhole-hearted 
of  Clerks.  co-operation  of  clerks  is  a  valu- 

able factor  in  the  achieving  of 
the  best  results  in  any  retail  store.  The  dealer  who  ia 
not  getUng  this  co-operation  is  losing  a  good  deal,  and 
the  unfortunate  part  of  it  is  that  it  could  often  be  se- 
cured if  the  dealer  himself  would  only  p\it  forth  an 
effort  to  get  his  staff  int'^rested  in  the  store  and  pulling 
with  him  for  the  accomplishment  of  the  best  results. 

Just  about  this  time  last  year  a  dealer  found  that 
his  sales  for  the  year  were  going  to  fall  short  of  his 
anticipated  total  unless  they  took  a  decided  spurt  dur- 
ing the  last  month  of  the  year.  Realizing  this,  he 
called  a  conference  of  his  sales  staff  and  explained  to 
them  the  exact  situation  of  affairs,  pointing  out  what 
would  have  to  be  done 'in  order  to  cause  the  year's 
sales  to  come  up  to  the  ideal  set  at  the  beginning  of  'h'} 
year.  Then  he  put  the  proposition  up  to  them:  "Can 
we  do  this  during  the  last  month?  Are  you  willing  to 
work  with  me  in  a  grand  effort  to  make  the  grade?" 
And  the  answer  came  back,  "Yes.'' 

All  the  clerks  were  extremely  pleased  that  their  em- 
ployer had  taken  them  into  his  confidence,  aiul  his  ad- 
mittance that  he  was  not  the  whole" works."  but  that 
they  were  important  factors  also  in  the  store's  work. 
They  taciixled  the  task  with  enthusiasm,  and  many  were 
the  suggestions  for  increasing  business  that  they  pro- 
posed on  his  invitation.  A  friendl.v  rivalry  in  tlic  mat- 
ter of  sales  sprang  up.  Different  clerks  were  given 
charge  of  different  windows  and  vied  with  one  anotlier 
in  turning  out  displays  that  would  sell  the  most  goods. 

Sale.s  did  show  a  decided  spurt  during  the  month,  a 
tab  being  kept  on  them  from  daj'^  to  day  to  see  >vhat 
increase  was  being  made.  To  make  a  long  story  short, 
their  aim  was  attained  and.  in  addition,  a  spirit  of  co- 
operation Avas  worked  up  among  the  clerks  that  con- 
tinued to  show  its  value  in  increased  sales  from  month 
to  month. 
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Hardware  Trade  Problems  will  be  Discussed 


By  W.  L.  EDMONDS 


AS  time  approaches  for  holding  the  annual  convention  of  the  Ontario  Retail  Hardware  and 
Stove  Dealers'  Association  it  becomes  more  and  more  evident,  from  the  arrangements  that 
are  being  made,  that  it  will  be  of  an  unusually  interesting  and  practical  character. 
One  of  the  features  of  a  convention  of  retailers  that  always  imparts  interest  is  that  Avhich  is 
termed  "heart-to-heart"  talks.    In  other  words,  when  the  members  get  together  and,  in  a  free  and 
easy  way,  air  their  grievances,  no  matter  whose  "corns"  may  be  trodden  upon  during  the  process. 

At  the  coming  convention  more  than  usual  opportunity  will  be  given  for  the  members  engag- 
ing in  heart-to-heart  talks.  Two  or  three  sessions,  at  any  rate,  will  be  set  apart  for  that  purpose, 
at  which  none  but  retailers  will  be  admitted. 

The  subjects  "Trade  Buying"  and  "Trade  Grievances"  will  afford  ample  opportunity  for 
creating  almost  unlimited  discussion,  while  to  supplement  these  will  be  the  "Question  Box," 
which  has  become  such  a  striking  and  profitable  feature  of  conventions  during  the  last  few  years. 

•  *    •  • 

IT  is  not  the  STibjects  provided  for  discussion  by  the  officers  of  a  convention  of  business  men 
that,  in  the  final  analysis,  determine  its  success. 
If  subjects  tabulated  for  discussion  alone  determined  the  success  of  a  convention  it  would  be 
unnecessary  for  anyone  to  be  present.    Thi'ir  pros  and  eons  could  be  discussed  by  mail  from  the 
office  desk  of  the  retailer's  store. 

Much  information  might  be  elicited  in  this  way.  But  even  this  granted,  it  would  be  a  poor 
substitute  indeed  for  the  verbal  discussion  which  is  made  possible  by  men  sitting  side  by  side  at  a 
convention,  where  opinions  are  stamped  with  the  personality  of  those  who  participate  in  the 
proceedings. 

There  are  a  great  many  wise  and  experienced  hardwaremen  in  Canada,  but  no  one  hardware- 
man  has  a  monopoly  of  wisdom  or  of  ideas.  Out  of  his  experience  each  hardwareman  has  learned 
something  different  from  that  of  his  confreres  in  other  stores.  He  has  also  accumulated  ideas 
that  are  different  and  looked  upon  matters  appertaining  to  the  trade  from  viewpoints  a  little 
different. 

"When  men  sit  together  in  conventions  and  rub  shoulders  in  groups  of  two  or  more  these  varied 
ideas,  viewpoints  and  experiences  are  brought  into  the  limelight  and  analyzed.  By  this  process 
that  which  possesses  practical  utility  gathers  mom.entum  and  that  which  is  impractical  gives  place 
to  that  which  has  greater  potential  valvie.  , 

It  is  quite  obvious,  therefore,  that  the  greater  the  number  of  heads  that  get  together  in  con- 
ference, the  greater  will  be  the  practical  good  that  will  result  therefrom,  not  only  to  the  individual, 
but  to  the  trade  as  a  whole. 

•  *    •  • 

JUST  now  the  hardware  trade  of  Canada  is  in  need  of  all  the  ideas  it  can  get  and  all  the  wisdom 
it  can-command. 

It  is  passing  through  strenuous  times.  A  new  corner  in  its  experience  is  being  t\irned.  Until 
the  corner  is  completely  turned  it  is  not  possible  to  get  a  clear  view  of  that  which  is  ahead. 

But  in  the  meantime  hardwaremen  c-\n  do  much  to  prepare  themselves  to  face  siiccessfully 
whatever  eventualities  may  develop  in  the  future  of  the  trade. 

And  there  is  nothing  under  the  sun  which  affords  such  an  opportunity  for  doing  this  as  a  con- 
vention of  hardwaremen  like  unto  that  which  is  to  be  held  in  Toronto  in  the  course  of  a  few  weeks. 

If  you  stay  away  not  only  Avill  the  convention  be  deprived  of  your  ideas  and  your  wisdom, 
but  you  will  be  deprived  of  the  ideas  and  wisdom  which  come  from  personal  contact  with  your 
follow  hardwaremen  from  different  parts  of  the  country  who  are  present. 

If  you  have  not  yet  made  up  your  mind  to  attend,  do  so  now.  And  then  get  out  your  note- 
book, jot  down  your  ideas  regarding  matters  of  importance  to  the  trade,  and  when  the  convention 
opens  scatter  them  abroad. 
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A  Business 
Convention 
This  Year 


Annual  gathering  of  Ontario  Retail 
Hardware  Dealers  at  Toronto — Meet- 
ings in  King  Edward  Hotel — February 
24  and  25  the  dates. 


King  Edward  Hotel,  where 
the  convention  will  be  held 


THE  tenth  annual  convention  of  the  Ontario  Retail 
Hardware  and  Stove  Dealers'  Association  is  to 
be  held  in  Toronto  this  year,  with  headquarters 
at  the  King  Edward  Hotel. 

The  association  was  organized  in  April,  1906,  with 
the  object  of  discussing  matters  of  interest  to  retail 
hardware  merchants.  The  first  three  conventions  were 
purely  educational,  but  several  hardware  manufactur- 
ers expressing  a  desire  to  make  educational  displays  of 


CONVENTION  PROGRAM 

Ontario  Retail  Hardware  &  Stove  Dealers'  Association. 

Meetings  will  be  held  in  the  Banquet  Hall,  King  EJ- 
ward  Hotel,  Toronto. 

Wednesday,  Feb.  24. 

9  a.m.  Registration  of  members  and  distribution  of 
badges  in  convention  offices,  second  floor.  King 
Edward  Hotel. 
10  a.m.  Opening  session  of  convention  in  banquet  hall, 
King  Edward  Hotel.  Representatives  of  the 
Canadian  Hardware  Manufacturers'  Exhibi- 
tors' and  Retail  Merchants'  Associations  "we 
invited  to  attend  this  meeting. 

2p.m.  Members'  meeting — retailers  only,  in  banquet 
hall,  King  Edward  Hotel.  A  heart-to-heart  dis- 
cussion on  the  buying  of  hardware,  comparison 
of  prices  paid,  etc.,  l«d  by  President  Maopher- 
son. 

(It  is  planned  to  make  this  meeting  the  most 
interesting  in  the  history  of  the  association, 
and  it  should  be  worth  many  dollars  for  any 
dealer  to  attend.) 
6  p.m.  Complimentary  dinner  (informal  dress)  ten- 
dered to  tlie  members  of  the  Retail  Hardware 
Association  by  the  Canadian  Hardware  Manu- 
facturers' Exhibitors'  Ass'ociation,  (Adam 
Taylor,  Guelph,  president),  followed  by  pro- 
gram of  entertainment. 

Thursday,  Feb.  25 

9  a.m.  Business  session  in  banquet  hall,  King  Edward 
Hotel,  committee  reports,  discussion  on  pro- 
posed affiliktion  with  Retail  Merchants'  Asso. 
Consideration  of  Workmen 's  Compensation  Act. 
Election  of  officers  for  1915,  etc. 

2p.m.  Members'  meeting — retailers  only,  banquet 
hall,  question  box  discussion  and  continuation 
of  talk  on  hardwiare  buying  begun  on  Wednes- 
day afternoon. 

8  p.m.  Question  box  discussion  or  theatre  party,  as 
decided  by  members  in  attendance. 


goods,  exhibitions  have  been  held  for  six  years,  and  at 
Ottawa  last  February  entertainment  took  precedence 
over  educational  discussions. 

The  war  in  Europe  having  prevented  the  securing  of 
the  armories  for  the  proposed  hardware  exhibition  at 
London,  the  executive  officers  of  the  Retail  Hardware 
Association  have  decided  to  hold  a  purely  business  con- 
vention at  Toronto,  the  most  central  point  available, 
and  special  railway  and  hotel  rates  have  been  secured. 

A  short  two-day  convention  with  a  business  pro- 
gramme is  outlined  for  this  year,  and  retailers  are  pro- 
mised by  President  Macpherson  that  this  year's  con- 
vention will  be  a  business  gathering  from  start  to  fin- 
ish. The  talk  on  "Hardware  Buying"  ought  to  be 
worth  from  $10  to  $100  for  any  dealer  to  hear. 

The  Canadian  Hardware  Manufacturers'  Exhibitors 
will  hold  their  annual  meeting  and  will  entertain  the 
retailers  to  an  informal  dinner  on  Wednesday,  Feb.  24. 
There  will  be  no  hardware  displays  this  year. 

Every  retail  hardwareman  in  Ontario  is  invited  to  at- 
tend this  year's  convention  and  participate  in  the  dis- 
cussions, and  those  who  come  by  rail  should  ask  for  a 
convention  certificate  when  purchasing  single  fare 
ticket.  The  tickets  are  good  leaving  home  for  Toronto 
from  Feb.  20th  to  26th,  and  are  valid  for  return  up  to 
March  2nd. 

THE  QUESTION  BOX. 

One  of  the  big  features  of  this  year's  convention  will 
be  the  question  box  discussion.  Secretary  Wrigley  has 
sent  out  return  postcards  asking  for  suggestions  from 
retailers  relative  to  this  feature.  The  replies  coming  in 
indicate  that  great  interest  is  being  taken  this  year  in 
the  question  box  discussion. 

A  number  of  dealers  in  various  parts  of  the  province 
have  sent  in  advance  questions  which  they  think  might 
interest  other  hardwaremen,  if  discussed  at  the  forth- 
coming gathering. 

Alf.  J.  "Wright.  Hamilton,  asks:  ""Why  do  retailers 
buy  foreign-made  goods?" 

R.  Hawkins.  Smiths  Falls,  Ont.,  wants  to  know  the 
"best  methods  of  regulating  retail  credit  business  and 
collections." 

Bernhardt  &  Spalding,  Preston.  Ont..  ask:  "Is  Gov- 
ernment  compensation  insurance  preferable  for  our 
trade  to  that  of  policies  such  as  those  issued  by  the 
Travelers  Co.?" 
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A.  M.  Holden,  Weston,  believes  these  topics  would  in- 
terest dealers:  "Purchasing  from  firms  who  sell  other 
than  to  the  trade  only";  "Manufacturer  selling  Eaton 
Co.  at  cost";  "City  and  country  prices." 

Heart-to-Heart  Talk  on  Buying. 

An  innovation  this  year  will  be  introduced  into  the 
convention  in  the  heart-to-heart  talk  on  buying  and 
selling  hardware.  It  is  an  idea  of  President  Macpher- 
son.  At  this  meeting  speakers  will  tell  of  their  own  ac- 
tual experiences  in  buying  and  selling  of  their  stock. 
Prices  and  quantities  will  be  given  and  details  mention- 
ed that  have  to  do  with  the  transactions.  The  various 
methods  of  disposing  of  the  stock,  too,  will  be  dealt 
^vith  in  detail. 

This  one  meeting  alone  should  be  worth  many  dollars 
to  the  hardware  dealer  who  attends.  Those  who  were 
present  at  the  joint  gathering  of  manufacturers,  job- 
bers and  retailers  two  years  ago  at  Hamilton  have,  no 
doubt,  a  pleasant  recollection  of  that  meeting.  And 
that  it  was  helpful  also  goes  without  saying.  This 
year's  talk  will  be  confined  to  retailers  and  is  expected 
to  be  the  most  interesting  of  any  session  held  at  the 
yearly  conventions. 

What  About  Workmen's  Compensation? 

One  of  the  subjects  for  discussion  at  the  forthcoming 
convention  is  the  Workmen's  Compensation  Act.  On 
this  question  the  following  letter  from  Past-President 
Occomore  is  of  interest: 
Editor  Canadian  Hardware  Journal : 

I  have  always  found  it  profitable  to  attend  the  annual 
conventions  of  the  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association,  and  every  year  have  gained  some 
information  or  made  some  connections  with  firms  I  do 
business  with  to  compensate  many  times  over  the  ex- 
pense of  attending  the  convention. 

I  am  particularly  interested  in  this  year's  conven- 
tion because  one  of  the  subjects  to  be  discussed  is  the 
new  Workmen's  Compensation  Act. 

An  important  feature  of  my  business  is  the  tinsmith- 
ing  and  metal  working  department,  and  I  have  an 
average  number  of  twelve  working  in  this  department. 
In  previous  years  I  have  paid  about  $65  in  employes' 
liability  insurance  to  cover  possible  accidents  among 
these  workmen.  This  year,  however,  the  new  Work- 
men's Compensation  Act  has  come  into  force,  and 
under  its  regulations  I  have  been  called  on  to  pay  $190, 
an  increase  of  200  per  cent. 

I  understand  that  through  the  work  of  Secretary 
Trowern,  of  the  Retail  ^lerehants'  Association,  retail 


HOTEL  RATES  IN  TORONTO 


Hotel  Plan  Room  with  bath 

King  Edward    European  One  person  $2.50 
Two  persons  $4.00 


Queen's  American 
Prince  George  American 
Walker  House  American 
Carls  Rite  American 
Mossop's  European 

Iroquois  American 
Those   attending  convention 
direct  with  hotel  preferred. 


$4.00  up 
$3.50  up 
$3.00  up 
$3.00  up 
(One)  $2.00 
(Two)  $3.50 

$2.50  up 

should  make   hotel  reservations 
Ample  accommodation  is  avail- 
able in  above  and  other  hotels,  although  the  Ontario  Legisla- 
ture will  be  in  session. 


Without  bath. 
(One)  $1.50 
(Two)  $2.50 

$3.00  up 
$3.00  up 
$2.50  up 
$2.50  up 
(One)  $1.50 
(Two)  $2.50 

$2.00  up 


merchants  generally  have  been  excepted  from  the  work- 
ing of  this  Act,  and  in  small  shops  employing  less  than 
four  men  the  Act  is  not  operative.  I  further  under- 
stand that  about  $24,000  is  being  paid  to  the  three  com- 
missioners in  charge  of  this  new  department,  irrespec- 
tive of  any  salaries  which  may  be  paid  to  office  staff 
employes. 

If  other  hardwaremen  employing  tinsmiths,  etc.,  are 
being  hit  for  greatly  increased  insurance  expense  as  I 
have  been,  should  we  not  give  this  subject  an  important 
place  in  our  program  and  discuss  it  thoroughly,  in 
order  to  obtain  as  much  light  as  possible  on  the  matter, 
so  that  rates  in  future  years  will  be  materiallv  reduced? 

Guelph,  January  28.  H.  OCCOMORE. 


MANUFACTURERS'  EXHIBITORS'  CONVENTION 

The  program  for  the  convention  of  the  Canadian 
Hardware  Manufacturers'  Exhibitors'  Association, 
which  will  be  held  on  the  same  dates  as  the  retail  con- 
vention, has  been  arranged.  The  business  meeting  of 
the  association  will  be  held  on  Wednesday  afternoon  at 
two  o'clock.  On  Wednesday  evening  at  5.30,  the 
C.H.M.E.A.  will  entertain  the  Ontai-io  Retail  Hardware 
and  Stove  Dealers'  Association  at  dinner  in  the  King 
Edward  Hotel.  It  is  intended  to  secure  a  prominent 
speaker  for  that  evening,  and  a  number  of  popular  en- 
tertainers will  also  be  heard. 

The  headquarters  of  the  C.H.M.E.A.  will  be  at  the 
Queen's  Hotel. 

The  distribution  of  advertising  souvenirs  by  members 
of  the  Manufacturers'  Association  will  be  permitted  if 
any  of  the  members  wish  to  undertake  anything  of  this 
kind,  and  it  is  also  planned  to  hold  a  joint  meeting  of 
the  Ontario  Retail  Hardware  and  Stove  Dealers'  Asso- 
ciation and  the  Canadian  Hardware  Manufacturers' 
Exhibitors'  Association  on  Thursdav,  Februarv  25. 


Banquet  Hull  of  the  Kintf 
Edward  Hotel  where  con- 
vention meetings  will  be 
hold  and  where  C.H.M. 
E  A.,  will  entertain  llc- 
tnilers  on  evening  of  Feb- 
ruary 21. 
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Why  Hardware  Dealers  Should 
Attend  Convention 


The  following  letter  tells  in  direct  language  why- 
hardware  dealers  should  attend  the  coming  hardware 
convention  in  Toronto.   The  writer's  experience  is  also 
the  experience  of  many  others: 
To  the  Editor: 

Feeling  somewhat  indebted  to  the  officers  and  mem- 
bers of  the  O.  H.  and  S.  D.  A.  for  the  information  that 
I  have  been  able  to  gather  and  make  use  of  in  the  past, 
I  shall  endeavor  to  state  why  members  of  the  trade 
should  attend  the  convention  in  Toronto  next  month. 

During  the  Hamilton  convention  I  was  induced  to 
attend  a  .joint  meeting  of  the  manufacturers  and  re- 
tailers and,  while  there,  T  with  others  was  invited  to 
ask  questions.  My  question  was  as  follows:.  "Why  do 
manufacturers  sell  my  customer  at  the  same  price  they 
sell  to  me?"  Simple,  was  it  not?  Embarrassing  to 
some.  T  was  sure,  and  may  add  it  was  not  answered 
satisfactorily  to  the  members  present  on  that  occasion. 

This  question  caused  lively  discussion.  The  manufac- 
turers (guilty  of  the  practice)  sat  up  and  took  some 
notice.  The  retailers  present  recited  instances  of  how 
this  practice  had  atTected  their  sales.    This  one  ques- 


tion, besides  others  that  had  been  taken  up,  showed 
distinctly  where  the  interests  of  the  retailer  and  manu- 
facturer clashed.  As  a  conse*)uence,  more  than  one 
manufacturer  has  ceased  taking  the  retailers'  profits, 
and  the  merchants  of  Ontario  have  benefited  many  dol- 
lars thereby. 

T  intend  to  be  present  at  the  coming  convention  next 
month  and  have  another  question  to  present  to  the 
meeting. 

Mr.  Retail  Hardwareman,  not  a  member  of  the  O.  H. 
and  S.  D.  A.,  do  you  not  realize  that  the  above  is  only 
a  mite  compared  with  what  the  association  is  doing  for 
its  members  and  you.  We  want  your  questions  and 
answers  at  our  convention  in  February.  Send  in  your 
subscription  and  be  a  live  one.  By  helping  the  associa- 
tion with  your  membership,  you  help  yourself.  I  ex- 
pect to  meet  you  at  the  convention. 

Yours  for  better  business. 

ALF.  J.  WRIGHT. 

Hamilton,  Jan.  27. 

Paid  in  Dollars  to  Attend 

"In  looking  over  the  proposed  program  for  the  1915 
convention,"  writes  Jas.  N.  McGregor,  Oakville,  "I 
am  pleased  to  see  that  the  business  portion  of  it  much 
preponderates.  There  is  a  tendency,  when  a  number  of 
congenial  spirits  get  together,  to  forget  the  real  ob.iect 
of  the  convention,  but  a  great  mistake  is  made  in  not 
fully  realizing  the  importance  of  such  an  occasion. 
Many  advantages  can  be  derived  from  meeting  our 
brother  hardwaremen  in  convention,  getting  their  ideas 
and  giving  ours,  and  as  there  is  wisdom  in  much  coun- 
sel, no  matter  how  clever  the  hardwareman  is  or  how 
high  up  he  is  in  his  business,  if  he  attends  in  the  right 
spirit  he  wall  go  away  strengthened  and  fortified  to  do 
both  himself  and  his  customers  more  justice. 

"We  can  attend  a  theatre  party  almost  any  time.  It 
is  only  once  a  year  that  we  have  an  opportunity  of 
brushing  the  cobwebs  from  our  business  acumen,  and 
the  man  who  thinks  he  has  no  cobwebs  is  in  a  deplor- 
able state. 

"Personally,  I  could  cite  many  instances  in  which  I 
have  derived  particular  benefit.  One  case  in  point: 
Prior  to  the  convention  of  1914,  T  was  arranging  to  re- 
box  part  of  my  store,  and  had  a  price  submitted  to  rae 
for  that  purpose  of  $240.00.  This  price  did  not  include 
the  placing  of  fixtures  in  position,  which  would  have 
been'  an  additional  expense.  I  took  this  matter  up  at 
the  convention,  got  certain  ideas  there  which  I  carried 
out  upon  my  return,  with  the  result  that  T  got  the  work 
done  to  my  entire  satisfaction  for  $78.00.  Had  I  not 
gone  to  Ottawa  I  would  have  accepted  the  first  proposi- 
tion, and  would  not  have  been  as  well  satisfied.  This 
one  instance  much  more  than,  repaid  me  for  my  trip, 
besides  many  other  benefits  derived. 

"Hardwaremen,  especially  in  smaller  towns,  are 
prone  to  become  circumscribed  and  narrow,  keeping 
too  much  to  themselves.  Rubbing  shoulders  with  his 
fellow  hardwaremen  once  a  year  broadens  him  out 
and  shows  him  his  weaknesses.  Xo  hardwareman  can 
afford  to  miss  our  convention  if  he  has  any  desire  to 
get  the  best  out  of  the  conditions  which  surround  him." 

Business  and  Educative  Convention 

Replying  to  a  querj'  as  to  why  hardware  dealers 
should  attend  their  annual  convention.  Chas.  W.  Conu, 
Tillsonburg,  Ont.,  writes  to  Secretary  Wrigley: 

"The  fact  that  this  convention  will  be  purely  a  busi- 
ness or  educative  one  and  that  the  meetings  will  be 
open  to  retail  hardwaremen  only,  so  that  they  can  dis- 
cuss prices,  how,  and  where  to  buy,  trade  grievances, 


A  IVES>AGE  FROM  THE  RETAIL  PRESIDENT. 

OTTR  next  Convention,  soon  to  be  held,  will  meet 
uniler  conditions  Ruch  as  were  deemed  beyonl 
the  range  of  possibilities  a  short  year  ago  by 
our  reaoe-loviug  nation.  Then  as  a  people  free  from 
any  foreboding  of  conflict,  we  were  engaged  in  our 
customary  rounds  of  business  and  pleasure,  being  at 
peace  with  the  world,  as  business  men  feeling  free 
to  buy  or  sell  our  goods  in  any  market  in  the  world, 
without  being  open  to  any  charge  of  lack  of  patriot- 
ism— and  to-day,  our  country  at  war,  at  war  in  de- 
fence of  honor,  keeping  faith  with  her  obligation  to 
jirotect  the  weak,  scorning  the  violation  of  her  promise, 
as  would  any  honest  man  the  breaking  of  his  word. 
Soon  we  are  to  meet  realizing  the  seriousness  of  the 
situation  to  the  full — many  of  us  with  sons  or  brothers 
or  fathers  gone  forward  in  defence  of  the  Mother- 
land. They  realize  their  duty,  and  all  honor  to  tiem 
for  it.  and  we,  who  stay  at  home — we  also  have  a  duty 
to  perform — ^to  keep  the  wheels  of  business  going-- 
to  buy  and  sell  and  manufacture,  or  sell  the  goods  of 
our  Canadian  manufacturers,  and  all  for  what?- — to 
enrich  ourselves?  No,  but  to  provide  the  sinews  of 
war  for  those  at  the  front  in  the  battle  line,  to  look 
after  the  homes  and  families  left  behind,  and  to  keep 
our  country  moving  forward  to  its  ultimate  destiny, 
as  the  brightest  gem  in  the  Empire's  crown. 

Our  Convention  this  year  is  to  be  a  business  Con- 
vention from  the  start  to  the  finish.  It  is  to  be  a 
members  Convention,  and  many  questions  will  be  dis- 
cussed of  vital  importance  to  every  Hardwareman  and 
Stove  Dealer  in  the  Province. 

Be  on  hand  and  bring  some  item  of  interest  to  dis- 
cuss. Have  you  worked  out  a  good  thing  in  sales 
promoting  line?  Pass  it  on.  Something  new  in 
method  of  stock  display?  Tell  about  it.  Have  you 
added  a  new  line  to  your  business  that  is  profitable? 
What  is  it?  Remember  it  isn't  what  a  man  gets  and 
keeps  that  makes  life  worth  living,  but  what  he  gives. 
Let  us  give  our  best.  This  comes  easy  in  a  large 
gathering  of  kindred  spirits.  Be  one  of  the  crowd, 
and  make  this  our  banner  Convention. 

Yours  for  business, 

W.  F.  MACPHERSON, 
President  0.  E.  H.  &  S.  D.  A. 

Prescott,  Jan.  27. 


February,  1915 


CANADIAN  HARDWARE  JOURNAL. 


31 


etc.  freely,  is  to  my  mind  a  very  important  reason  why 
every  retail  hardwareman  should  attend  this  conven- 
tion. Also  reports  that  the  Government  are  likely  to 
make  some  tariff  clianges  at  their  coming  session,  which, 
if  so,  would  likely  affect  all  hardwarenien,  and  the  dis- 
cussion that  this  will  bring  forth  should  help  everyone 
better  to  decide  how  and  when  to  buy  the  staple  com- 
modities which  are  likely  to  be  affected  by  tariff  revi- 
sion." 

Conventions  Teach  System 

Mayor  Ed.  Wnnless,  of  J.  C.  Wanless,  Chatham,  Ont., 
writes  of  the  features  that  make  for  a  successful  con- 
vention, as  follows: 

"I  have  thought  for  some  time  that  the  question  box, 
while  being  a  mighty  good  proposition,  has  been  neg- 
lected to  a  large  extent,  possibly  through  lack  of  in- 
terest on  the  members'  part,  and  it  makes  me  feel  rather 
serious  towards  this,  when  I  remember  what  good 
question  boxes  we  used  to  have.  You  will  remember  at 
the  meeting  at  Hamilton,  I  believe  it  was,  what  a  higli 
word  of  praise  we  had  from  Mr.  Abbott,  who  was  then 
the  president  of  the  American  Association,  and  what 
interest  was  manifested  in  the  discussion.  You  will 
also  remember  that  we  did  not  break  up  until  midnight, 
or  thereabouts.  Of  course,  the  question  box  should  be 
one  of  the  details,  and  to  my  mind  addresses,  such  as 
that  delivered  by  Mr.  Sheldon  last  year  and  others  of 
that  kind,  were  very  helpful  indeed.  Then,  if  we  can 
have  demonstrations,  it  will  help  the  dealer  to  put  sys- 
tem, and  through  .system  success,  into  his  business, 
which  is  always  to  be  desired." 


THINGS  DOING  CONVENTION  WEEK 

During  hardware  convention  week  at  Toronto  the 
Toronto  Motorcycle,  Bicycle  and  Accessory  Show  will 
be  held  in  the  Bond  Building,  Temperance  Street.  This 
is  the  first  exclusive  show  to  be  held  in  Canada,  and  is 
auxiliary  to  the  third  annual  convention  of  the  Canada 
Motorcyclists  Association,  which  will  also  be  held  that 
week. 

The  Canadian  Associated  Boards  of  Trade  will  hold 
a  conference  in  the  new  Board  of  Trade  Chambers, 
Royal  Bank  Building,  Toronto,  on  Feb.  25  and  26,  dur- 
ing Hardware  Convention  AVeek. 


SPECIAL  RAILWAY  RATES  FOR  CONVENTION 

For  the  convention  of  the  Ontario  Retail  Hardware 
and  Stove  Dealers'  Association  the  Eastern  Canadian 
Passenger  Association  has  authorized  reduced  fares  on 
certificate  plan  as  follows: 

Delegates  should  purchase  one-way  first  class  tickets 
to  Toronto  and  obtain  therewith  at  the  time  of  pur- 
chase an  Eastern  Canadian  Passenger  Association  stan- 
dard railway  convention  certificate.  This  certificate, 
when  properly  vised  by  the  special  agent  of  the  pas- 
senger association  (for  which  a  charge  of  twenty-five 
cents  is  made)  will  be  honored  by  ticket  agents  at  To- 
ronto for  tickets  for  the  return  .iourney  to  original 
starting  point  on  the  following  basis: 

If  ninety-nine  or  less  delegates  are  in  attendance, 
vised  certificates  will  be  honored  at  two-thirds  of  the 
one-way  first  class  fare  from  Toronto  to  original  start- 
ing point. 

If  one  hundred  to  two  hundred  and  ninety-nine  dele- 
gates are  in  attendance,  vised  certificates  Avill  be  hon- 
ored for  tickets  from  Toronto  to  original  starting  point 
at  one-third  of  the  one-way  first  class  fare  from  To- 
ronto. 


If  three  hundred  or  more  delegates  are  in  attend- 
ance, vised  certificates  will  be  honored  for  tickets  from 
Toronto  to  original  starting  point  free. 

Delegates  may  obtain  one-way  tickets  and  standard 
certificates  to  Toronto  from  Saturday,  February  20th, 
to  Friday,  February  26th,  and  properly  vised  certifi- 
cates will  be  honored  for  tickets  from  Toronto  to  orig- 
inal starting  point  in  accordance  with  the  above,  up 
to  and  including  Tuesday,  March  2nd,  1915. 


BOOST  THE  CONVENTION 

The  association  secretary  has  sent  out  a  circular 
letter  to  all  members  of  the  association  asking  their 
help  in  boosting  the  convention,  and  asking  also  what 
subjects  the  members  would  like  threshed  out  in  the 
"Question  Box"  discussion. 


GREETING  FROM  EXHIBITORS'  PRESIDENT 

TO  the  retailer  I  would  say  that  I  am  very  sorry 
that  we  are  not  holding  an  exhibition  this  year, 
but  we  are  aware  that  this  has  been  impossible. 
As  business  men  we  hear  in  conimereial  life  and  read 
in  the  trade  and  daily  papers  the  significant  expres- 
sion "Made  in  Canada."    WJiat  does  it  mean  to  us? 

If  the  "  Made-in-Canada "  campaign  is  to  be  really 
successful — if  it  is  to  lead  to  quick  and  appreciable 
results,  the  sympathetic  support  of  the  retail  trade 
must  be  secured. 

Perhaps  more  than  any  one  class  in  Canada,  the  re- 
tail hardware  merchants  have  it  in  their  power  to  make 
or  mar  the  entire  movement.  They  are  the  salesmen 
through  whom  our  goods  must  finally  reach  the  con- 
sumer. If  they  are  good  salesmen,  if  they  know  their 
business,  they  can  persuade  a  cus.tomer  three  times  out 
of  four  to  take  the  article  they  most  want  to  sell. 

Can  there  be  any  question  from  even  a  personal 
standpoint  that  w«  require  our  money  spent  in  the 
country  to-day  more  than  any  other  time  in  its  his- 
tory; that,  according  to  the  laws  of  finance,  every 
dollar  that  is  retained  in  this  country  will,  in  due 
course,  possibly  return  a  second  time  over  our  own 
counters,  and  by  S'O  doing  we  are  not  only  working 
for  our  own  interests  directly  but  are  assisting  every- 
one else  to  do  business,  which  means  that  we  furnish 
each  other  with  capital  without  having  to  borrow  it 
with  the  obligation  of  repayment  later. 

This  "Made-in-Canada"  and  " Keep-your-money-in- 
Canada"  propaganda  is  no  myth — it  simply  means 
that  we,  like  Great  Britain,  are  suddenly  awakening 
to  the  fact  that  we  have  been  catering  to  the  suc- 
cess of  others  instead  of  looking  after  the  expenses 
of  our  own  business.  The  commercial  prosperity  of 
Germany  is  widely  due  to  the  easy  facilities  afforded 
by  other  countries  to  manufacture  their  goods  and 
build  up  their  German  indusitries. 

We  expect  about  95  per  cent,  of  the  members  of 
our  association  to  be  in  Toronto  on  Februarj'  24th 
ami  25th,  to  attend  the  meeting  of  the  Retail  Hard- 
ware Convention,  and  as  the  Canadian  manufacturers 
of  hardware  to-day  are  imbued  with  the  spirit  it 
should  not  be  a  difficult  matter  to  bring  the  retailers 
to  a  proper  realization  of  what  "Made-in-Canada" 
means  to  his  own  business.  A  good  part  of  some 
factory's  payroll  is  safe  in  his  till  every  Saturday 
night.  The  bigger  the  payroll  the  bigger  his  trade, 
and  vice  versa — the  smaller  the  payroll  the  less  busi- 
ness he  gets.  What's  more,  when  his  customers  lose 
their  jobs  he  has  to  give  more  credit,  and  his  losses 
from  had  debts  increase. 

And  in  conclusion  I  would  say  (and  bear  this  well 
in  mind),  every  man  who  sends  an  order  out  of  the 
country  for  goods  he  could  get  made  in  Canada,  puts 
the  country  further  in  debt  and  thereby  retards  im- 
provement and  recovery  of  his  business  conditions  here. 
Yours  very  truly, 

ADAM  TAYLOR, 

Pres.  C.H.M.E.A. 

(!uc]|'h.  .T;munry  26. 
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Convention  Time  Table 


CANADIAN  PACIFIO  TEAIN 
SEEVICE 


Time  A 
4.40  p.m. 
9.40  a.m. 
1.20  a.m. 
7.20  a.m. 
4.30  p.m. 
7.05  a.m. 
12.45  p.m. 
6.30  a.m. 
9.38  a.m. 
7.10  p.m. 
6.40  a.m. 
8.10  p.m. 
6.15  a.m. 
2.45  p.m. 
Owen  Sound  6.30  a.m. 

8.10  p.m. 


Leave 
Windsor 


St.  Thomas 

Ooderich 

Ouelph 

Wingham 
Teeswater 


Walkerton 
Eamilton 


Peterboro 
Belleville 
Port  Hope 

Oshawa 

Lindsay 
Sndbury 


6.20  a.m. 
8.10  p.m. 
7.40  a.m. 

8.35  a.m. 
10.25  a.m. 
12.30  noon 

8.20  p.m. 
5.05  p.m. 
8.20  p.m. 
7.50  a.m. 
4.23  p.m. 
3.53  a.m. 
2.10  p.m. 
5.28  a.m. 
8.30  a.m. 

3.36  p.m. 
9.27  a.m. 
4.30  p.m. 
8.00  a.m. 
4.20  p.m. 
7.22  a.m. 

10.50  p.m. 


rrive  Toronto 
11.20  p.m. 
4.30  p.m. 
8.30  a.m. 
12.20  noon* 
9.25  p.m.* 
11.30  a.m.* 
5.30  p.m.* 
8.30  a.m.* 
11.30  a.m.* 
9.25  p.m.* 
12.10  noon* 
8.45  p.m.* 
12.10  noon* 
8.45  p.m.* 
11.10  a.m.* 
8.10  p.m.* 
11.10  a.m.* 
8.10  p.m.* 
8.43  a.m. 
9.38  a.m.* 
11.28  a.m. 
1.33  p.m.* 
4.23  p.m. 
6.08  p.m.* 
9.28  p.m. 
10.40  a.m.* 
7.05  p.m. 
7.35  a.m. 
5.40  p.m. 
7.35  a.m. 
10.23  a.m.* 

5.40  p.m. 
10.23  a.m.* 

5.40  p.m. 
10.30  a.m.* 
7.05  p.m.* 
4.00  p.m. 
8.40  a.m. 


Note— Branch  line  trains  shown 
above  are  local  and  make  inter- 
mediate stops. 

•Daily  except  Sunday. 

Your  local  or  nearest  Canadian 
Pacific  Ticket  Agent  will  furnish 
tickets  and  supply  any  further  in- 
formation required. 


Leave 
Windsor 


Chatham 


London 


GEAND  TBTJNK  EAILWAT 
TEAIN  SEEVICE 

Time  Arr.  Toronto 

7.00  a.m.  4.48  p.m.* 

12.40  p.m.  8.17  p.m. 

4.15  p.m.  10.08  p.m. 

8.25  a.m.  4.48  p.m.* 

2.00  p.m.  8.17  p.m. 

5.18  p.m.  10.08  p.m. 
5.45  a.m.  8.35  a.m. 
6.05  a.m.  10.05  a.m. 
6.11a.m.  10.05  a.m. 
7.20  a.m.  11.38  a.m.* 
9.00  a.m.  12.18  p.m.* 

12.45  p.m.  4.48  p.m. 

12.30  p.m.  4.55  p.m.* 

2.05  p.m.  7.00  p.m.* 

2.45  p.m.  8.20  p.m.* 

4.25  p.m.  8.17  p.m. 

6.53  p.m.  10.08  p.m. 

6.20  a.m.  11.38  a.m.* 

8.05  p.m.  8.17  p.m.* 

7.15  a.m.  10.05  a.m.* 

8.00  a.m.  11.38  a.m.* 

4.55  p.m.  8.17  p.m.* 

6.56  a.m.  10.05  a.m.* 
8.30  a.m.  11.38  a.m.* 
9.45  a.m.  12.18  p.m.* 

12.53  p.m.  4.48  p.m. 

8.04  p.m.  7.00  p.m.* 
5.13  p.m.  8.17  p.m. 
7.38  p.m.  10.05  p.m. 

7.05  a.m.     8.35  a.m. 
6.50  a.m.     8.53  a.m.* 
7.38  a.m.  10.05  a.m. 
9.30  a.m.  11.38  a.m.* 

10.29  a.m.  12.18  p.m.* 

1.42  p.m.  4.48  p.m. 
4.85  p.m.      7.00  p.m.* 
6.00  p.m.      8.17  p.m. 

8.19  p.m.  10.08  p.m. 
6.50  a.m.     8.20  a.m.* 
7.50  a.m.     8.53  a.m.* 
8.55  a.m.  10.05  a.m. 

10.89  a.m.  11.38  a.m. 

11.15  a.m.  12.18  p.m.* 
11.80  a.m.     1.00  p.m.* 

8.40  p.m.  4.48  p.m. 
6.85  p.m.     7.00  p.m.* 
7.05  p.m.     8.17  p.m. 
8.55  p.m.     9.58  p.m. 

9.05  p.m.  10.08  p.m. 

4.18  a.m.  10.05  a.m. 

6.00  a.m.  12.45  p.m.* 

7,00  a.m.  12.18  pjn.* 


St.  Thomas 
Simcoe 


Woodstock 


Brant  ford 


Eamilton 


SmuIs 


Note — 'Dally   except  Sunday. 


Leave 


Stratford 


Berlin 


Guelph 


Brampton 


Niagara 
Falls,  Ont. 


St.  Cathar- 
ines 


Ooderich 
Kincardine 
Wingham 
Listowel 
Owen  Sound 
Wiarton 
Southampton 
Walkerton 
Palmerston 

Rlora 

Fergus 
Preston 


Gait 


North  Bay  . 
Bracebridge 

Huntsville 

Orillia 

Midland 
Barrie 

Penetang 
Meaford 

ColHngwood 

Beeton 
Kingston 


Time 
10.25  a.m 
1.50  p.m 
2.10  p.m 
5.30  a.m 
7.30  a.m 
9.05  a.m 
1.45  p.m 
5.00  p.m 
6.20  a.m 
8.15  a.m. 
10.05  a.m 
2.32  p.m 
5.55  p.m 
6.50  a.m 
8.43  a.m 
9.40  a.m 
10.58  a.m 
8.05  p.m 
6.85  p.m 
7.45  a.m 
9.26  a.m 
11.57  a.m 
4.02  p.m 

6.15  a.m 
7.45  a.m 
9.30  a.m 
2.23  p.m 
4.45  p.m 
7.45  p.m 

6.38  a.m 
8.08  a.m 
9.50  a.m 

2.47  p.m 
5.20  p.m 

8.07  p.m 
7.05  a.m 
2.35  p.m 
5.30  a.m 
2.20  p.m 
6.45  a.m 
3.20  p.m 
8.00  a.m 
4.23  p.m 
5.30  a.m 

2.00  p.m 
5.30  a.m 
2.05  p.m 
6.10  a.m 

2.25  p.m, 

7.26  a.m 
8.35  p.m 

8.25  a.m 
8.45  a.m 
1.10  p.m 
4.55  p.m 
9.15  a.m 

9.55  a.m 

2.12  p.m 

5.56  p.m 

9.08  a.m 

9.48  a.m 
2.05  p.m 
5.48  p.m 
6.10  a.m 
8.02  a.m 

10.17  a.m 
11.23  a.m 

3.27  p.m 
5.05  p.m 

7.13  p.m 
6.20  a.m 
7.53  a.m 

10.05  a.m 
11.34  a.m 
3.38  p.m 
4.55  p.m 
7.23  p.m 
11.00  p.m 
6.15  a.m 

3.1  3  a.m 
10.07  a.m 

3.02  p.m 

2.26  a.m 
9.15  a.m 
2.15  p.m 
4.30  n.m 
7.01  a.m 

11.46  a.m 
4.80  p.m 
6.45  a.m 

11.00  a.m 
8.00  p.m 
5.10  a.m 
7.45  a.m 

12.30  p.m 
5.20  p.m 
6.00  a.m 
8.20  p.m 
5.25  a.m 
9.00  a.m 
8.10  p.m 
6.25  a.m 

11.00  a.m 
4.10  p.m 
8.80  a.m 

12.20  a.m 
2.58  a.m. 
9.15  a.m 

12.20  p.ra 


Arr, 
4 
8 
8, 
8 
10 
12 
4 
8 
8 
10 
12 
4 
8 
8 
10 
11 
12 
4 
8 
8 
10 
12 
4 


Toronto 
48  p.m. 
20  p.m. 
17  p.m. 
3.0  a.m.* 
05  a.m. 
45  p.m.* 
55  p.m.* 
20  p.m. 
30  a.m.* 
.05  a.m. 
45  p.m.* 
55  p.m.* 
20  p.m. 
30  a.m.* 
05  a.m. 
.10  a.m.* 
45  p.m.* 
55  p.m.* 
20  p.m. 
30  a.m.* 
.05  a.m. 
45  p.m.* 
55  p.m.* 


8.53  a.m. 
10.05  a.m. 
11.38  a.m. 

4.48  p.ra. 

8.17  p.m. 

9.58  p.m. 


8.53 

10.05 

11.88 
4.48 
8.17 
9.58 

12.45 
8.20 

11.10 
8.20 

11.10 
8.20 

11.10 
8.20 

11.10 
8.20 

11.10 
8.20 

11.10 
8.20 

11.10 
8.20 

11.10 

12.45 
4.45 
8.20 

11.10 

12.45 
4.55 
8.?0 

11.10 

12.45 
4.55 
8.20 
8.53 

10.05 

12.45 
4.48 
7.00 
8.20 
9.58 
8.53 

10.05 

12.45 
4.48 
7.00 
8.20 
9.58 
7.30 
2.55 
7.30 
2.55 
8.15 
7.30 
2.55 
8.15 
7.30 

10.18 
2.55 
8.15 

10.18 
2.55 
8.15 
7.30 

10.18 
2.55 
8.15 

10.18 
8.15 

10.18 
2.55 
8.15 

10.18 
2.55 
815 

11.10 
«.00 
7.80 
8.25 
4.80 


a.m.* 
a.m. 
a.m. 
p.m. 
p.m.* 
p.m. 
p.m.* 
p.m.* 
a.m.* 
p.m.* 
a.m.* 
p.m.* 
a.m.* 
p.m.* 
a.m.* 
p.m.* 
a.m.* 


p.m.* 
a.m.* 
p.m.* 
a.m.* 
p.m.* 
a.m.* 
p.m.* 
p.m.* 
p.m.* 
a.m.* 
p.m.* 
p.m.* 
p.m.* 
a.m.* 
p.m.* 
p.m.* 
p.m.* 
a.m.* 
a.m.* 
p.m.* 
p.m.* 
p.m.* 
p.m.* 
p.m.* 
a.m.* 
a.m.* 
p.m.* 
p.m.* 
p.m.* 
p.m.* 
p.m.* 
a.m. 
p.m.* 
a.m. 
p.m.* 
p.m.* 
a.m. 
p.m.* 
p.m.* 
a.m. 
a.m.* 
p.m.* 
p.m.* 
a.m.* 
p.m.* 
p.m.* 
a.m. 
a.m.* 
p.m.* 
p.m.* 
a.m.* 
p.m.* 
a.m.* 
p.m.* 
p.m.* 
a.m.* 
p.m.* 
p.m.* 
a.m.* 
a.m. 
a.m. 
p.m.* 
p.m. 


Leave 
Napanee 


1.26  a.m. 
10.27  a.m. 
1.17  p.m. 

4.10  p.m. 
1.50  p.m. 
4.55  p.m. 
2.15  a.m. 
4.35  a.m. 
7.50  a.m. 

11.15  a.m. 
2.34  a.m. 

8.11  a.m. 
11.36  a.m. 

5.15  p.m. 

3.29  a.m. 

5.34  a.m. 
6.10  a.m. 
9.02  a.m. 

12.42  p.m. 
2.53  p.m. 
6.32  p.m. 
6.25  a.m. 

3.44  a.m. 

5.45  a.m. 
9.15  a.m. 

12.57  p.m. 
Oshawa  .let.   4.44  a.m. 

7.23  a.m. 
10.00  a.m. 

1.58  p.m. 

7.30  p.m. 
4.52  a.m. 

7.35  a.m. 
10.08  a.m. 

2.07  p.m. 
7.40  p.m. 
8.10  a.m. 


Time  Arr.  Toronto 
8.04  p.m.      8.50  p.m. 


Belleville 


Trenton 


Cabourg 


Port  Hope 


Whitby  Jet. 


Peterboro 


6.00  a.m. 
825  p.m. 
4.30  p.m. 
8.50  p.m. 
4.30  p.m. 
8.50  p.m. 
6.00  a.m. 
7.80  a.m. 
11.05  a.m.* 
8.25  p.m.* 
6.00  a.m. 
11.05  a.m.* 
3.25  p.m.* 
8.50  p.m. 
6.00  a.m. 
7.30  a.m. 
8.45  a.m.* 
11.05  a.m.* 
3.25  p.m.* 
4.30  p.m. 
8.50  p.m. 
8.45  a.m.* 
6.00  a.m. 
7.30  a.m. 
11.05  a.m.* 
3.25  p.m.* 
6.00  a.m. 
8.45  a.m.* 
11.05  a.m.* 
3.25  p.m.* 
8.50  p.m. 
6.00  a.m. 
8.45  a.m.* 
11.05  a.m.* 
3.25  p.m.* 
8.50  p.m. 
11.05  a.m. 


Leave  Time  Arr.  Toronto 

4.10  p.m.  5.45  p.m.* 
8.14  p.m.     9.20  p.m.* 


Via  Port  Hope 
8.20  a.m.    12.10  p.m.* 


Lindsay 


Haliburton 
Cobiconk 
Sutton 
Kinmount 

Stoufifville 


11.40  a.m. 

5.35  p.m. 

9.20  a.m. 
12.05  p.m. 

6.28  p.m. 

6.00  a.m. 

7.10  a.m. 

7.00  a.m. 

7.10  a.m. 

3.35  p.m. 
11.00  a.m. 

9.13  a.m. 


3.45  p.m. 
9.20  p.m.* 
12.10  p.m.* 
5.45  p.m.* 
9.20  p.m.* 
12.10  p.m.* 
12.10  p.m.* 
10.30  a.m.* 
12.10  p.m.* 
9.20  p.m.* 
12.10  p.m.* 
10.30  a.m.* 


CANADIAN  NOETHEEN 
EAILWAT 

Time  Arr.  Toronto 
11.00  p.m.     7.30  a.m. 
12.15  p.m.     9.15  p.m.* 
11.40  p.m.     7.30  a.m. 
12.57  p.m.     9.15  p.m.* 
Smiths  Falls  12.20  a.m.     7.30  a.m. 

1.40  p.m.     9.15  p.m.* 

2.09  p.m.  9.15  p.m.* 
8.35  a.m.     9.15  p.m.* 

10.00  a.m.     9.15  p.m.* 
1.40  p.m.     9.15  p.m.* 
2.45  p.m.      9.15  p.m.* 
2.50  a.m.     7.30  a.m. 
4.25  p.m.     9.15  p.m.* 

3.10  a.m.     7.30  a.m. 
4.40  p.m.     9.15  p.m.* 
3.40  a.m.     7.30  a.m. 
5.10  p.m.     9.15  p.m.* 
4.05  a.m.      7.30  a.m. 
5.45  p.m.     9.15  p.m.* 
7.05  a.m.  11.00  a.m.* 
4.00  p.m.     9.15  p.m.* 
5.50  a.m.  11.00  a.m.* 

10.00  a.m.  9.15  p.m.* 
6.21  p.m.     9.15  p.m.* 

7.37  a.m.  11.00  a.m.* 
4.50  a.m.      7.30  a.m. 
6.45  p.m.     9.15  p.m.* 

8.05  a.m.  11.00  a.m.* 
5.00  a.m.      7.30  a.m. 
6.55  p.m.     9.15  p.m.* 

8.15  a.m.  11.00  a.m.* 
Bowmanville  7.37  p.m.     9.15  p.m.* 

9.02  a.m.  11.00  a.m.* 
7.52  p.m.     9.15  p.m.* 

9.21  a.m.  11.00  a.m.* 
10.30  a.m.     5.30  p.m.* 

7.40  a.m.  11.15  a.m.* 

2.25  p.m.  5.30  p.m.* 
8.40  a.m.  11.15  a.m.* 
3.19  p.m.      5.30  p.m.* 

9.26  a.m.  11.15  a  m.* 

3.54  p.m.     5.30  p.m.* 

9.55  a.m.  11.15  a.m.* 


Leave 
Ottawa 

Richmond 


Portland 

Brockville 

Athens 

Westport 

Kingston 

Napanee 

Deseronto 

Belleville 

Trenton 


Picton 

Bancroft 
Colbome 

Cobourg 


Port  Hope 


Oshawa 

Parry  Snd. 

Orillia 

Beaverton 

Mt.  Albert 

Gormley 


*Daily  except  Sunday. 


HARDWARE  DEALERS  IN  MUNICIPAL  LIFE 

Hardware  dealers  throughout  the  country  are  again 
taking  part  in  the  public  life  of  their  communities 
to  which  their  abilities  entitle  them.  In  addition  to 
those  mentioned  in  the  last  issue  of  Canadian  Hardware 
Journal  the  following  dealers  have  been  elected  to 
serve  for  1915 : 

J.  Hugill,  councillor,  Weston;  F.  E.  Shaldrick.  coun- 
cillor, Hagersville;  Geo.  W.  Ecclestone,  councillor, 
Bracebridge  ;  A.  T.  Fife,  councillor,  Kenora  :  H.  McLean, 
councillor,  Midland;  G.  A.  Binns.  councillor,  Newmar- 
ket. W.  H.  Manning  was  elected  reeve  of  Coldwater 
and  H.  G.  Fitzgerald  was  elected  reeve  of  Lakefield. 
Fred  W.  Olton  was  elected  chairman  of  the  Barrie 
Board  of  Education.  Capt.  R.  M.  Clements  was  re- 
turned as  councillor  of  Milton  for  the  third  time,  as 
also  was  "W.  H.  Bartlett,  manager  of  St.  Mary's  Hard- 
ware, Ltd.,  in  his  town. 

In  the  cities  and  larger  towns  of  Ontario  the  follow- 
ing are  some  of  the  hardwaremen  elected  to  public 
office : 

J.  H.  Crow,  mayor,  "Wolland;  W.  H.  C.  Harrison, 
mayor,  Niagara-on-the-Lake ;  H.  T.  Bush,  mayor,  Port 
Hope;  A.  W.  Fisher,  school  trustee,  Stratford;  F.  G. 
Mitchell,  water  commissioner.  London ;  J.  H.  Christie, 
alderman,  Owen  Sound ;  Wm.  Jeffrey,  school  trustee, 
Stratford;  G.  H.  Rochester,  alderman.  Haileybury;  W. 
Magladery,  councillor,  New  Liskeard. 

CATTLE  CLEANED  BY  VACUUM  PROCESS 

The  Onward  ^lanufacturing  Company,  Berlin,  Out., 
recently  sold  a  Eureka  vacuum  cleaner  with  a  special 
nozzle  attachment  for  cleaning  cattle  to  Bissett 
Brothers.  Goderich.  This  suggests  the  thought  that 
other  hardware  dealers  could  make  good  sales  to  dairy- 
men and  farmers  who  take  a  pride  in  the  care  of  their 
horses  and  cattle. 
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TWO  WINDOW  DISPLAYS  OF  CHKISTMAS  GIFTS  DRESSED  BY  HARKY  ARMSTRONG  FOR  H.  H.  OTTON  &  SON,  fiARRIE 

Dressing  the  Display  Window  to  Sell  the  Goods 

By  HARRY  ARMSTRONG,  of  H.  H.  Olton  &  Son.  Barrie 


Two  Christmas  windows  which  attracted  a  great 
deal  of  attention  in  Barrie,  Ont.,  during  the  re- 
cent holiday  season  were  those  shown  by  H.  H. 
Otton  &  Son,  hardware  dealers  of  that  town.  One  of 
them  was  a  window  display  of  skates,  hockey  sticks, 
pucks,  nickel-plated  teapots,  coffee  pots,  kettles,  perco- 
lators and  trays,  English  enameled  teapots,  electric 
irons  and  toasters,  carpet  sweepers  and  wooden  fancy 
tea  trays  and  bread  boards,  also  O-Cedar  and  Wizard 
Mops. 

The  ceiling  and  walls  of  this  window  were  sky  blue, 
on  the  ceiling  were  painted  in  white  a  moon  and  stars. 
Library  and  wall  lamps  were  suspended  from  the  ceil- 
ing. Rifles  and  snowshoes  on  back  and  side.  The  floor 
was  covered  with  blue,  over  which  was  spread  thin 
sheet  cotton  batting,  producing  in  this  way  a  delicate 
blue  shade  which  showed  the  goods  to  advantage.  All 
the  articles  were  ticketed  with  white  price  tickets, 
printed  with  dark  blue"  paint  and  the  cards  were  lined 
with  black  ink  on  the  border. 

The  large  showcard  at  the  back  was  white  with  a 
light  blue  border  and  dark  blue  lettering  as  follows : 

"HEALTH  PRODUCING  GIFTS  FOR  BOYS  AND 
GIRLS." 

Another  card  in  the  centre  (which  is  not  shown  in  this 
picture)  was  printed  in  red  on  a  blended  ground  of  red, 
green  and  yellow : 

"GIFTS    WHICH    WILL    GIVE  SATISFACTION 
EVERY  DAY  OF  THE  YEAR." 

We  sold  more  rifles  this  Xraas  than  any  of  the  pre- 
ceding ones  in  my  time,  and  I  may  say  this  was  the  first 
occasion  on  which  those  goods  were  displayed  in  a 
Xmas  window  in  this  store,  so  far  as  I  can  learn.  A 
large  number  of  skates  were  sold,  and  in  every  line  rep- 
resented in  the  window  large  sales  resulted,  which  must 
be  attributed  to  being  so  displayed. 

I  believe  to  a  great  extent  this  window  created  such 
a  favorable  impression  upon  the  general  public  (judg- 
ing by  the  interest  evinced)  that  I  decided  to  put  in  a 
display,  with  a  background  of  some  other  color,  in  the 
other  window. 


Photo  2  represents  my  red  window.  The  ceiling  and 
walls  were  of  a  vermilion  colored  paper  (dull  finish) 
and  on  the  ceiling  were  pennants  and  a  couple  of 
strings  of  beUs  for  ornamentation.  (Pennants  were 
ticketed.) 

On  the  back  and  sides  were  three  diamond-shaped 
boards,  colored  a  light  green,  bordered  with  holly 
paper.  On  two  of  those  were  displayed  dessert  and 
table  knives,  and  on  the  other  table  knives  and  forks. 
There  were  four  different  kinds  of  knives  on  each 
board.  I  also  put  razor  strops,  shaving  brushes,  pairs 
of  carvers,  scissors,  shears,  French  cook  knives  and 
butcher  knives  on  the  side  walls. 

On  the  floor  (which  was  covered  with  red  cloth  over 
which  I  had  thin  sheets  of  cotton  batting)  were  display- 
ed silver  and  brass  ware.  Safety  and  other  razors, 
ivory-handled  manicure  goods,  cut  glass,  carving  sets, 
pocket  knives  (on  a  green  felt-covered  board),  fancy 
stand  lamps  (oil)  and  electric  portable  lamps. 

The  red  cloth  covered  with  cotton  batting  produced 
a  very  delicate  red  which  showed  up  well  underneath 
the  goods,  and  the  front  part  of  the  display  (next  the 
glass)  for  about  eighteen  inches  being  sloped,  brought 
all  the  goods  on  the  floor  into  greater  prominence  than 
could  possibly  be  attained  with  a  flat  bottom.  The 
price  tickets  were  a  dull  green  with  red  lettering  and 
looked  very  pretty  in  contrast  with  the  red  of  the  win- 
dow. 

The  showcard  "Useful  Xmas  6ifts,"  was  lettered  in 
red  on  a  blended  ground  of  red,  green  and  yellow,  mak- 
ing a  very  Xraas-like  card. 

The  other  card:  "Warning — There  are  only  6  more 
shopping  days  left  before  Xmas — Get  busy,"  had  been 
in  use  for  about  two  weeks  previously  in  another  win- 
dow. The  numerical  part  of  the  card  was  interchange- 
able.  It  was  a  white  card  printed  in  red  and  green. 

This  display  attracted  more  attention  than  the  blue 
window  and  is,  in  my  estimation,  one  of  the  best  win- 
dows I  have  dressed.  The  red  gave  the  whole  display 
a  very  bright  appearance,  and  when  the  lights  were  on 
at  night  the  effect  was  very  elaborate. 

The  main  feature  about  both  windows  was  they  sold 
the  goods. 
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Displaying  Goods  in  an  Appealing 

Manner  :  :  By  a  Staff  Repreientative 

Methods  Used  in  a  Moose  Jaw  Store 

THE  constant  aim  of  progressive  hardwaremeii  in 
all  parts  of  the  country  is  to  so  display  goods 
tliat  customers  will  be  attracted  and  interested, 
and  induced  to  purchase.  New  plans  and  methods  are 
constantly  being  devised  with  this  end  in  view.  One 
firm  that  has  done  a  good  deal  in  the  way  of  inaugurat- 
ing new  plans  calculated  to  appeal  to  customers  in  a 
way  to  make  them  buy  is  the  Ross  Hardware  Company, 
of  Moose  Jaw,  Sask. 

Regular  Counters  Done  Away  With 

One  featui'e  of  the  arrangement  of  this  store  is  that 
the  regular  counters  have  been  practically  done  away 
with.  That  is,  there  is  not  the  regular  range  of  coun- 
ters down  each  side,  with  the  shelving  behind.  In- 
stead, the  space  in  front  of  the  shelving  and  wall  cases 
is  entirely  clear,  thus  making  it  possible  for  customers 
to  get  right  up  to  the  wall  displays.  The  advantages  of 
this  are  (juite  obvious,  as  people  like  to  get  elo.so  to 
articles,  so  that  they  may  examine  them. 

There  are  only  two  regular  counters  in  the  store 
and  they  are  for  wrapping  purposes.  There  are  a 
number  of  silent  salesmen,  of  course,  but  they  are  not 
arranged  in  counter  form,  but  in  a  position  where  they 
will  show  goods  up  to  the  best  advantage. 

Novel  Wall  Case  Arrangement 

Quite  a  novel  arrangement  has  been  worked  out  with 
the  wail  cases.    Some  of  these  are  fitted  with  doors 


with  gla.ss  front,  and  behind  the  glass  a  background 
on  which  samples  of  the  goods  carried  in  the  case  can 
be  shown.  These  measure  about  4  by  3  feet,  and  each 
one  is  devoted  to  a  separate  line.  For  instance,  one 
will  show  the  different  varieties  of  rules,  another  the 
different  varieties  of  bits,  and  so  on.  Surplus  stock  is 
carried  in  the  space  behind  this  display  front.  This  ar- 
rangement is  on  one  side,  while  on  the  other  goods  are 
worked  out  in  various  forms  on  the  back  of  the  reg- 
ular wall  cases,  while  there  are  regulation  wall  cases 
for  saws,  hammers,  etc. 

Keep  Changing  Things  Around 

At  the  front  of  the  store  is  a  considerable  space  for 
the  display  of  seasonable  lines.  A  practice  is  made 
of  changing  the  lines  shown  in  this  area  once  a  week. 
Even  if  no  other  change  than  from  one  side  to  another 
can  be  made,  they  believe  it  advisable,  so  as  to  present 
goods  in  a  fresh  manner  to  customers  on  each  visit. 
People  get  tired  of  looking  at  the  same  goods  just 
in  the  same  old  place  and  manner. 

The  store  uses  10  and  15-eent  counters  to  help  the 
sale  of  smaller  articles.  They  keep  changing  the  loca- 
tion of  these  counters.  They  will  have  them  at  the 
front  for  a  while  and  then  change  them  to  the  rear. 
They  realize  that  goods  have  to  be  placed  before  cus- 
tomers in  different  ways  in  order  to  create  interest  and 
induce  sales. 


Geo.  Mathewson,  hardware  dealer.  Queen  Street  East, 
Toronto,  recently  had  a  window  display  of  skates,  with 
an  old  pair  very  prominent  in  the  centre.  This  was  the 
inscription  on  them:  "These  are  the  Kaiser's  skates, 
but  he  won't  need  them  where  he's  going." 


Window  diwpliiy  of  Sidwiiy  collapsilile  larringc  inndo  l>y  an  Araeri' an  iclnil  htpro  which  won  fli-t  prize  in  a  contest  recently 
conducted  by  Iho  Sldway  MercautUe  Co.,  Kikhurt.  Ind.   The  display  is  Kiniplc.  yet  striki.nr  and  convincing. 
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ASHDOWN'S 

'iMmts)  ftc  ta)  Ik  ipnUh  U  Qtt  Hg  lUrtHArt  Slort. 

OCT  aoMS  or  nuf  wi, 

Yotni  0 

0>k  WotboTinp —  w  1 1  n  I'll 
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N»iuf  I»>                     Ik  p*lr 
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ASHDOWN'S 
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THE  ADTO  STBOr  lAZOK 
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Linking  up  the  Windows 
with  Advertising 

By  }.  C.  Smith 

WE  are  running  a  special  Saturday- 
sale  every  week,  and  by  using 
ads.  the  same  as  enclosed,  and 
also  a  Avindow  display  showing  the 
goods  on  sale,  we  are  getting  splendid 
results.  The  ad.  is  used  in  three  papers 
on  Friday,  and  the  window  display 
made  on  Friday  morning.  A  large  card 
with  "Saturday  Hardware  Specials"  is 
placed  in  the  window,  and  each  article 
is  plainly  marked  with  a  neat  ticket, 
showing  the  regular  price  and  the  Sat- 
urday price. 

The  centre  ad.  is  a  sample  of  the  style 
we  are  using  daily,  and  we  find  by 
using  cuts  we  get  the  best  results. 

I  prepare  all  these  ads.  and  make 
them  co-operate  with  the  window  dis- 
plays, by  always  making  a  big  showing 
of  the  goods  advertised  on  that  day. 

Ctit  shows  some  of  the  advertisements 
that  were  linked  up  with  Ashdown's 
window  displays. 


WHAT  ADVERTISING  REALLY  IS 

When  a  man  begins  sei'iously  to  investigate  adver- 
tising he  gets  some  rude  shocks.  He  finds  that  most 
of  the  things  he  thought  about  advertising  are  not  so. 
He  finds  that  desultory  advertising  never  paid  and 
never  will.  He  finds  that  real  advertising  is  merely 
another  term  for  the  new  science  of  business  efficiency 
applied  to  the  selling  end  of  a  business.  That  its 
function  is  to  reduce  the  time  and  cost  of  creating 
euslomers.  That  in  place  of  the  old,  piecemeal,  un- 
scientific selling  methods,  it  deals  directly  with  the 
great  currents  of  demand.  That  it  sees  to'  it  that  this 
demand  is  surely  and  completely  supplied.  That  in 
aceomplishing  sales  the  printed  advertisement  is  only 
part  of  the  operation.  That  behind  the  printed  adver- 
tisement must  be  the  systematic  and  unimpeded  dis- 
tribution— 'the  smooth  and  economical  correlation  of 
each  part  of  the  selling  machine — the  understanding 
and  control  of  that  machine  without  which  its  highest 
t'fficieney  is  lost. 


PLANNING  HARDWARE  ADVERTISING 

In  lai'gc  hnsiiii'ssc.s  witii  many  I'amifieations  and  in 
dt'partraent  stores,  the  advertising  is  so  planned  that 
each  branch  of  the  business  and  each  department  will 
have  a  certain  amount  of  publicity.  The  hardwai'i- 
dealer  eaii  prnfilal)ly  plan  publicity  along  these  lines. 

He  should  not  insert  ads.  in  a  haphazard  manner  it 
he  expects  the  maximum  results  from  his  newspaper 
work.  It  may  be  argued  that  it  makes  no  difl"ei-i  nee 
with  the  number  of  peoiile  eomiiig  in  the  store,  w  lirilu-r 
the  ads  feature  the  same  articles  or  not.  But  as  a 
matter  of  fact,  ads  which  run  continuously  in  the 
newspaper  and  feature  but  a  small  portion  of  the  stock 
carried,  do  not  bring  in  as  many  people  as  if  the  ad- 
vertising took  up  a  new  article  every  insertion.  Hard- 


ware store  advertising  must  be  varied  to  produce  the 
best  results. 

The  hardware  dealer  should  draw  up  a  schedule  of 
his  advertising.  He  should  run  so  many  ads  on  sport- 
ing goods,  so  many  on  cutlery  and  so  on  through  his 
stock.  In  this  manner  his  advertising  is  not  only 
forceful  from  a  copy  viewpoint,  but  it  has  the  advan- 
tage of  variety.  By  this  method  he  will  attract  the 
greatest  number  of  persons  to  his  store,  for  the  appeal 
of  his  advertising  is  wider. 

Of  course,  certain  lines  come  in  for  more  advertis- 
ing than  others,  as  in  any  business.  But  in  arranging 
a  schedule  the  dealer  should  see  that  every  article  of 
any  importance  is  represented.  Current  retail  hard- 
ware advertising  shows  a  woeful  lack  of  such  system. 

Then,  too,  the  hardware  merchant  can  make  use  of 
the  department  store  plan  of  bolstering  up  a  weak  de- 
partment by  means  of  increased  advertising  for  that 
department.  If  some  article  does  not  seem  to  be  sell- 
ing well,  several  ads  may  be  devoted  to  that  article. 

In  the  final  analysis  advertising  consists  of  a  per- 
son who  has  a  commodity  or  service  for  sale,  inform- 
ing those  who  should  know  about  it.  I\rultiply  this 
idea  as  you  will,  the  prineiple  remains  unchanged. 
^Fultiply  by  any  sum  you  wish  and  it  is  always  pos- 
sible by  simple  division  to  come  back  to  the  original 
■  '>  with  which  you  started.  If  is  impossible  to  change 
of  the  things  he  thought*iibout  advertising  are  not  so. 
bought  anything  until^  knew  about  it.  Modern 
advertising  is  an  imjiro^e'Ci  'method  of  letting  folks 
know.  It  is  an  education — a  vital,  potent  social  and 
eoinmercial  force  that  no  business  man  can  afford  to 
neglect.  Nations  are  advei-tising — eities  are  adver- 
tising— schools  and  churches  are  advertising — all  forms 
of  industry  are  advertising — the  space  between  the  man 
who  has  something  and  the  man  who  needs  something 
is  being  bridged  by  advertising. 
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Collins'  Course  in  Show  Card  Writing 


Fifteenth  of  a  terit*  of 
ariiclei  specially  prepared 
for  this  journal. 

Seasonable  Cards 


By  "Seasonable  Cards"  we  do  not  mean  the  design 
only.  We  mean  that  in  addition  to  the  design,  such  as 
Santa  Claus  for  December,  and  Cupids  for  February, 
the  colors  should  be  carefully  considered  for  the  par- 
ticular month  at  hand.  Each  month  has  a  sort  of  com- 
plementary color  that  should  not  be  overlooked.  But 
for  dress  goods  and  such  other  materials  where  color 
is  a  vital  part  of  the  goods  on  display,  then  the  win- 
dow trimming  and  decorations  should  be  considered 
in  the  making  of  the  cards.  Millinery,  mantles,  cloth- 
ing, etc.,  come  in  this  category.  The  main  feature  of 
such  displays  and  one  to  be  constantly  kept  in  mind  is 
harmony.  Do  not  introduce  colors  that  are  in- 
harmonious with  the  goods  on  display.  Do  not 
introduce  strong,  contrasts.  Pale  and  subdued 
colors  that  will  blend  and  harmonize  with  the 
dominating  shades  of  the  window  are  the  ones  to 
be  considered.  It  will  be  necessary  to  watch  the  pre- 
vailing colors  in  vogue  at  the  various  seasons  in  order 
that  you  may  use  harmonious  tints  and  shades. 

Of  course,  when  it  comes  to  Fehruary,  and  you  are 
making  a  St.  Valentine's  trim,  you  will  be  closely  tied 
to  reds.  But  even  then  it  will  be  well  not  to  introduce 
these  unless  they  will  not  detract  from  the  prevailing 
colors  that  are  displayed. 

We  have  mentioned  before  in  these  articles  that 
nearly  every  month  has  some  special  day  or  holiday 
that  can  be  used  to  advertising  advantage,  and  each 
month  will  have  its  particular  or  prevailing  color  that 
should  be  considered  in  show  card  work.  The  follow- 
ing list  should  be  of  help  to  the  maker  of  show  cards. 

January 

Emblematic  of  this  month  will  be  snow  scenes,  skat- 
ing, sleighing,  snowsho(\s,  etc.  The  colors  are  blue  and 
the  various  tints  of  blues.  There  is  no  holiday  that  can 
be  used  to  advantage  for  advertising  purposes. 

February 

February  does  not  vary  much  from  January  so  far  as 
weather  conditions  are  concerned,  and  the  same  colors 


vantage  in  St.  Valentine's  Day  that  can  be  used  with 
much  effect.  Hearts,  eupids,  arrows,  quivers,  bows,  etc., 
can  be  used  in  the  decorations  and  card  designs.  The 
dominating  colors  of  these  will  be  red. 

March 

Easter  occasionally  falls  in  this  month,  robbing  April 
of  the  honor.  The  weather  conditions  are  far  from 
bright  and  cheerful.  Dark  colors  can  be  used,  and  if 
scenery  is  worked  in,  rough  windy  water  effects  will  be 
in  keeping  with  the  month.  St.  Patrick's  Day  must 
not  be  overlooked.  Harps,  shamrocks,  pipes,  pigs,  hats, 
etc.,  may  be  used  with  attractiveness.  The  dominating 
color  will,  of  course,  be  green. 

April 

This  month  is  looked  upon  as  the  opening  of  spring 
time.  Easter  is  the  one  bright  spring-spot  that  sets  it 
out  strongly.  The  colors  are  purple  and  white  for  the 
Easter  season.  For  decorating  there  is  an  abundance  of 
symbols.  Lilies,  rabbits,  eggs,  chicks,  etc..  arranged  in 
various  combinations.  We  do  not  advocate  the  use  of 
the  cross,  for  its  associations  are  too  sacred  to  be 
worked  into  commercialism. 

May 

Now  we  have  spring  in  all  its  beauty.  The  24th  of 
May  is  the  big  advertising  day.  Red.  white  and  blue 
may  be  used  in  abundance.  Flags  and  bunting  will  be 
appropriate.    Everything  runs  to  brightness. 

June 

The  month  of  weddings.  Floral  designs  may  enter 
now.  June  roses,  orange  blossoms,  etc.,  may  be  used 
in  decorative  effects,  and  can  be  used  on  cards.  Sum- 
mer scenes  and  summer  sports  have  arrived,  so  that  the 
various  emblems  of  outdoor  games  may  be  used  both 
in  decorations  and  on  cards.  These  will  include  bats, 
balls,  rackets,  oars,  etc.  For  the  weddings,  old  shoes, 
rice  bags,  hearts  and  cupids  may  be  used. 

July 

mav  be  used.    But  the  month  has  an  advertising  ad-       The  first  of  July  will  have  to  be  arranged  for  during 
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the  latter  part  of  June.  Red,  white  and  blue  may  be 
used  here  also.  But  July  brings  outings  and  holiday^,, 
and  summer  camps  and  scenes  of  this  character  are 
quite  in  line  for  card  and  decorative  work. 

August 

The  month  of  hotness.  Usually  civic  holiday  comes 
in  August.  Make  your  displays  and  special  advertising 
for  this.  Use  yellows  and  kindred  colors,  and  holiday 
symbols  may  be  used  with  telling  effect. 

September 

Now  for  school  opening.  Use  bright  colors  and  work 
children  into  your  designs  and  advertising.  Make  a 
great  showing  for  Labor  Day.  Use  the  union  label. 
Designs  of  workmen,  etc.,  can  be  used  on  cards. 

October 

Hallowe'en  furnishes  much  material  for  decoration 
and  advertising.  The  colors  are  yellow  and  black.  The 
symbols  are  witches,  cats,  pumpkins,  owls,  brooms, 
moons,  etc.  Then  fruits  may  be  used,  grapes,  apples, 
etc.  These  may  be  used  on  the  cards  as  well  as  worked 
into  the  decorations.  Thanksgiving  also  comes  into 
effect  in  October.  The  emblems  are  turkeys  and  pump- 
kins.   Old  gold  colors  may  be  used. 

November 

The  Harvest  Home  may  be  a  feature  in  your  window 
decorations  in  this  month.  Corn  in  the  shock,  wheat 
in  the  sheaf,  late  fall  fruits,  etc.,  may  enter  into  this 
unique  arrangement.  The  colors  will  be  largely  yel- 
lows in  their  various  tints,  and  browns. 

December 

Now  for  the  glorious  season  of  all  the  year.  Christ- 
mas, vnth.  old  Santa,  and  holly  and  reindeer  and  snow 
and  ice  and  stockings  and  other  Christmas  emblems. 
This  is  the  one  month  that  you  may  elaborate  without 
license.    Red  and  green  are  the  dominant  colors. 

The  sample  card  this  month  is  a  St.  Valentine's  de- 
sign. This  is  an  air  brush  creation.  It  requires  two 
patterns,  one  of  the  heart  and  one  of  cupid.  Lay  the 
two  on  at  once  and  air  brush  around  them,  then  take 
the  cupid  ofiE  and  air  brush  around  the  heart  where  it 
covers  the  cupid.  Finish  the  face  and  hair  by  hand. 
If  this  is  done  on  a  red  card  the  lettering  may  be  in 
dark  brown  or  white. 

The  alphabets  shown  this  month  are  very  practical. 
They  are  fancy  Roman,  upper  and  lower  case  with 
figures.  Note  two  finishes  in  the  figures.  The  2,  3  and 
9  are  finished  differently  from  the  5  and  6.  This  is 
done  to  show  you  1tic  libertj-  you  have  with  letters  of 
this  character. 


MANUFACTURER  DIES  SUDDENLY. 

\V.  II.  Kowley.  pi'esident  of  tlie  E.  B.  Eddy  Company, 
of  Hull,  and  ex-pi'csident  of  the  Canadian  Manufac- 
turers' Association,  died  suddenly  in  Toronto  last 
mouth.  Rupture  of  an  artery  was  the  cause  of  death. 
He  was  born  at  Yarmouth.  N.S..  64  years  ago. 


REFERENCE  BOOK  FOR  BUSINESS  MEN. 

Every  business  man  in  (^auada  should  have  at  his  el- 
bow a  handy  reference  book  dealing  with  statistical  and 
other  inforn\ation  regarding  his  country.  Probably  the 
l)est  reference  book  of  this  kind  which  he  can  obtain  is 
Heaton's  Annual.  It  contains  over  500  pages  of  most 
valuable  information.  Tliis  information  embraces, 
among  a  multitude  of  other  subjects,  the  Customs  tar- 
iff, parcel  post  rates,  postage  rates,  railway  rates,  cable 


rates,  commercial  regulations,  banking  statistics,  water 
power  statistics,  railway  connections,  game  laws,  statis- 
tics regarding  agriculture,  trade,  commerce,  educa- 
tion, finance,  fisheries,  forests,  immigration,  etc.  The 
1915  edition  is  just  out,  and  can  be  obtained  from  the 
Heaton  Agency,  Toronto,  for  $1,  with  12e  additional  for 
postage. 


CURTAILING  RETAILERS'  CREDIT  IN  ALBERTA. 

A  diminution  of  credit  to  retailers  throughout  Alberta 
was  foreshadowed  at  a  big  banquet  given  in  Calgary 
recently  to  Calgary  wholesalers  by  the  Canadian  Credit 
]\Ien's  Trust  Association,  and  the  United  Commercial 
Travelers,  when  over  350  guests  were  present,  includ- 


A  seasonable  show  card  for  February 


ing  all  of  Calgary's  leading  wholesalers.  F.  M.  Black, 
treasurer  of  the  P.  Burns  Company,  was  the  speaker  of 
the  evening,  and  he  frankly  declared  that  the  people  of 
the  West  had  come  to  regard  the  use  of  credit  as  a 
right,  not  as  a  privilege.  S.  S.  Savage,  of  the  wholesale 
house  of  Plunkett  &  Savage,  asserted  that  credit  had 
been  too  cheap  in  Western  Canada  during  the  last 
twenty  years,  and  advocated  the  formation  of  an  Al- 
berta organization  that  would  put  the  province  on  what 
he  termed  a  sound  and  proper  basis  so  far  as  credit  was 
concerned. 

Other  speakers,  many  of  whom  adopted  a  similar  at- 
titude, included  R.  J.  Hutehings,  of  the  Great  West 
Saddlery  Co. ;  W.  H.  Berkiushaw,  president  of  the  board 
of  trade;  W.  A.  Georgeson,  founder  of  Calgary's  first 
wholesale  house;  T.  0.  Baldwin,  vice-president  of  the 
Alberta  board  of  the  Credit  Men's  Association;  J.  D. 
l\racDonald,  president  of  the  Alberta  board  of  the 
Northwest  Travelei's'  Association,  and  many  other 
leading  men  in  Calgary  commercial  circles.  W.  G.  Fow- 
ler, president  of  the  Credit  Men's  Association,  presided 
at  the  banquet. 
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Well -Posted  Paint  Sales  Staff  Essential 


It  is  essential  that  the  clerks  should  be  as  well  posted 
in  all  branches  of  the  paint  department  as  the  merchant 
himself.  A  customer  who  sees  a  salesman  running  round 
the  store  to  find  someone  who  will  tell  him  if  such  and 
such  a  color  is  kept  in  stock,  or  can  be  obtained  from 
the  makers;  to  solve  a  doubt  as  to  the  price  of  a  tin; 
to  answer  some  other  little  question  asked  by  the  pur- 
chaser regarding  the  best  brush  or  the  right  way  of 
applying  paint,  is  apt  to  lose  confidence  in  the  store 
as  the  best  place  to  buy  paints.  The  thought  flashes 
through  his  mind  that  a  very  great  paint  business 
cannot  be  done  in  this  place,  or  else  the  clerk  would 
be  in  possession  of  this  essential  information.  He  be- 
comes somewhat  regretful  over  the  buying  of  the  paint, 
and  he  is  in  just  that  state  of  mind  that  if  anything 
goes  wrong  with  the  painting  he  at  once  lays  the  blame 
on  the  quality  of  the  paint  rather  than  upon  his 
poor  brush  work.  There  are  so  many  ways  in  which 
good  quality  paint  can  be  spoiled  that  a  merchant  can- 
not afford  to  leave  the  slightest  loophole  for  misgivings 
on  the  part  of  the  purchaser. 

If  the  dealer  were  always  certain  that  any  complaint 
would  be  brought  back  to  him  directly  so  that  he  could 
investigate  the  trouble  and  see  where  the  fault  lies, 
there  would  be  less  need  of  establishing  the  utmost 
confidence  at  first.  But  complaints  are  seldom  made 
to  him.  The  customer  does  not  want  to  go  to  the  trou- 
ble of  calling  upon  the  merchant.  He  finds  it  easier 
to  condemn  the  paint  to  all  his  friends,  and  describe 
the  merchant  as  a  robber.  It  is,  therefore,  wise  for 
the  merchant  to  make  himself  as  secure  as  he  can  by 
establishing  as  much  confidence  as  it  is  possible  to  do 
while  the  sale  is  being  made,  so  that  not  only  is  the 
cliance  of  a  poor  brush  work  rendered  more  remote,  but 
the  customer  feels,  on  surveying  a  poor  job  that,  after 
all,  it  may  not  be  the  fault  of  the  paint. 

The  value  of  a  salesman  taking  a  keen  interest  in  the 
purchase  of  a  customer  and  endeavoring  to  post  the 
buyer  up  in  all  the  pointers  that  make  painting  suc- 
cessful cannot  be  overestimated.  If  the  clerk  likes  to 
take  the  trouble  he  can  find  out  very  easily  if  the  pur- 
chaser knows  anything  about  painting,  without  causing 
umbrage  to  be  taken.  If  the  purchaser  is  a  novice, 
then  for  the  sake  of  the  paint  the  clerk  should  proceed 
to  give  him  a  few  pointers.   Apart  from  the  safeguard- 


ing of  the  paint,  this  interest  is  appreciated  by  the  cus- 
tomer. He  feels  that  the  salesman  is  going  out  of  his 
way  to  give  satisfaction,  and  that  it  would  be  only  fair 
to  give  regular  custom  where  so  much  trouble  is  taken. 
Cases  have  been  known  where  a  salesman  has  sold  a 
customer  a  brush  knowing  that  it  was  not  suited  for 
the  job,  and  yet  because  the  customer  asked  for  it 
handed  it  out  just  like  a  slot  machine.  The  customer 
probably  went  home,  found  out  that  he  had  bought 
the  wrong  brush,  and  blamed  the  store.  When  a  sales- 
man sees  the  wrong  brush  is  being  bought  he  should 
point  out  that  a  mistake  was  being  made.  He  should 
do  it,  however,  in  such  a  way  that  the  customer  is 
pleased  at  being  told  so. 

Paint-selling  to  be  successful  requires  a  familiarity 
with  the  product,  its  composition,  and  method  of  manu- 
facture, and  also  a  knowledge  of  the  best  color  to  suit 
any  particular  circumstances  that  might  attend  the 
painting.  The  knowledge  of  the  best  kind  of  brush  to 
use,  and  sound  advice  as  to  applying  paint  to  its  best 
advantage,  are  selling  points  that  the  merchant  should 
see  are  possessed  by  all  the  clerks.  The  confidence 
produced  by  dealing  with  a  store  that  shows  a  strong 
familiarity  all  the  way  round  with  paints  and  the  cor- 
rect way  of  using  them,  is  of  the  utmost  value  to  a 
merchant. 


ANNUAL  CONVENTION  OF  MARTIN-SENOUR 

The  annual  sales  convention  of  the  ^lartin-Senour 
Co.,  Ltd..  salesmen,  was  held  in  Montreal.  December 
28th  to  31st.  inclusive,  and  was  voted  by  all  those  in  at- 
tendance to  have  been  the  best  and  most  profitable  con- 
vention yet  held. 

The  original  dates  chosen  for  this  purpose  were  De- 
cember 16th  and  following  days,  but  postponement  was 
occasioned  through  the  illness  of  W.  H.  Gerke.  general 
manager,  w  ho  recently  underwent  an  operation  for  ap- 
pendicitis. His  presence  at  the  convention  sessions  in 
almost  totally  restored  health  was  a  matter  of  satisfac- 
tion and  pleasure  to  all  the  salesmen. 

The  business  sessions  were  held  at  the  Place  Viger 
Hotel,  and  a  strenuous  programme  was  carried  out.  The 
eonvention  was  cfilled  to  order  by  the  general  manager, 
who  welcomed  the  sales  staff  which  showed  no  break  in 
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the  ranks,  but  a  little  expansion  in  numbers.  It  was  a 
source  of  pleasure  to  the  salesmen  to  also  have  in  at- 
tendance Z.  E.  Martin,  the  president  oE  the  company, 
whose  thorough  experience  from  bottom  to  top  of  all 
stages  of  the  paint  business,  and  whose  expression  of 
thanks  to  salesmen  for  good  work  already  done,  and 
optimistic  outlook  for  the  future  could  not  help  but 
prove  a  real  incentive  for  still  greater  things.  Mr.  Mar- 
tin's attendance  at  this  convention  was  like  a  home- 
coming, as  he  is  Canadian  born,  his  birthplace  being 
Knowlton,  Que. 

Salesmen  were  in  attendance  representing  all  terri- 
tories east  of  Port  Arthur,  and  Monday  was  devoted  to 
territory  reports.  Despite  the  unsettled  conditions  of 
the  past  few  months,  these  reports  showed  a  substantial 
gain  all  down  the  line.  They  showed  no  trace  of  pessi- 
mism, and  every  salesman  felt  that  the  coming  year 
would  show  no  falling  behind  in  the  onward  march  of 
this  company. 

!\ronday  evening  a  theatre  party  was  held  at  the 
Orpheum.  and  Tuesday  morning  was  devoted  to  discus- 
sion of  prices  and  demonstration  of  products. 

Commencing  Tuesday  afternoon,  the  advertising  and 
sales  promotion  campaign  for  1915  was  gone  over.  This 
showed  many  pleasant  surprises  to  the  salesmen,  who 
were  more  than  gratified  to  find  that  along  this  line  of 
work,  also,  not  the  least  sign  of  retrenchment  was 
shown,  and  that  greater  things  than  ever  were  being 
planned  in  the  way  of  a  strenuous  publicity  campaign, 
which  would  be  national  in  its  far-reaching  power. 
IMany  new  and  bright  features  of  display  were  shown 
for  the  first  time,  all  of  which  were  ready  for  distribu- 
tion to  the  dealer  agents  with  their  spring  orders. 

The  10th  annual  family  dinner  of  the  salesmen  was 
held  at  the  Canada  Club  on  Tuesday  evening,  J.  A. 
Xaud,  the  genial  sales  manager  of  the  company,  acting 
as  toastmaster.  Here,  as  elsewhere,  the  speeches  all 
breathed  of  optimism  and  bright  outlook. 

Wednesday  was  devoted  to  general  business  and  fur- 
ther demonstration  of  goods,  visits  to  the  new  home  of 
the  Martin-Senour  Co.  in  course  of  erection  at  Mile  End, 
and  the  varnish  plant,  and.promises  were  given  that  the 
next  convention  would  partake  somewhat  of  a  house- 
warming  in  the  new  premises,  which  would  be  complet- 
ed during  the  coming  spring. 


PRATT  AND  LAMBERT'S  CONVENTION 

The  stream  of  salesmen  that  poured  into  the  Buffalo 
faetorj'  of  Pratt  &  Lambert,  Inc.,  on  Jan.  5th,  on  the 
occasion  of  their  national  salesmen's  convention,  hore 
every  evidence  of  having  conquered  in  the  business  con- 
quest during  the  past  year.  Largely  as  the  result  of  tlie 
efforts  put  forth  by  these  men,  Pratt  &  Lambert,  Inc.. 
have  .just  complftfd  their  mo.st  successful  year,  despite 
"war  talk,"  and  any  number  of  other  causes  that  have 
put  the  "crimp"  in  other  business  concerns. 

Preliminary  to  the  0f)eniTig  of  the  convention,  the 
salesmen  inspected  the  factory.  Since  the  last  conven- 
tion many  additions  and  improvements  have  been  made 
in  the  plant.  Xew  tanks  for  storing  and  ageing  varnish 
have  been  put  in  which  increase  the  storage  capacit.x 
100,000  gallons,  and  a  new  chimney  has  been  built. 

Luncheon  was  served  at  the  cafe  at  the  plant  at  1 
o'clock,  and  the  convention  opened  at  2.30  with  an  ad- 
dress of  welcome  by  President  W.  II.  Andrews.  IFis 
talk  made  every  man  feel  at  home.  He  spoke  of  tin' 
success  which  the  business  had  during  the  past  year,  and 
thanked  the  sales' force  for  having  contributed  so  large. 


ly  in  making  this  success  possible.  He  stated  that  it 
was  his  opinion  that  poor  and  indifferent  business 
had  reached  rock  bottom  and  that  from  now  on  busi- 
ness is  bound  to  rise  up  again  to  a  high  point,  by  a  nat- 
ural law.  He  then  turned  the  convention  over  to  J.  H. 
McNulty,  general  manager  and  convention  chairman, 
who  in  a  brief  address  outlined  the  work  that  the  con- 
vention would  try  to  accomplish. 

In  closing,  the  chairman  introduced  F.  W.  Robinson, 
general  superintendent,  who  gave  an  address  on  "Fa- 
cilities and  Methods  of  the  Pratt  &  Lambert  Factories." 
Mr.  Robinson  spoke  of  the  great  care  that  is  observed 
from  the  selection  of  raAV  material  to  the  completion  of 
the  finished  product  to  insure  absolute  quality  and  uni- 
formity. He  was  followed  by  J.  F.  Thomas,  superinten- 
dent of  laboratories,  who  spoke  on  "Laboratory 
Work."  The  laboratory  is  really  the  creative  centre  of 
the  varnish  factory  and  the  description  of  the  constant 
testing  and  experimenting  that  is  done  in  the  labora- 
tory to  make  better  products  which  seem  to  have  reach- 
ed the  last  notch  of  possible  perfection,  was  very  inter- 
esting to  the  salesmen.  An  illustrated  talk  on  raw  ma- 
terials used  in  varnish  making  by  R.  W.  Lindsay,  chief 
chemist,  gave  the  men  a  little  more  intimate  insight  into 
the  goods  they  are  selling,  especially  the  newer  men. 

After  Mr.  Lindsay's  talk,  all  the  factory  and  office 
euiployes  of  the  Buffalo  plant  were  ushered  into  the 
convenlion  room,  where  Mr.  Andrews  awarded  e.ish 
prizes  for  the  best  suggestions  made  by  employes  dur- 


Hratt  &  Lambert  start'in  convention— splendid  arrangement  of  convention 
hall  with  display  boards,  lantern,  «tc.,  all  ready  for 
demonstration. 


ing  the  current  period.  He  also  presented  each  one 
who  has  been  in  the  employ  of  the  company  a  year  or 
more  with  a  $5  gold  piece.  Every  employe,  regardless 
of  the  length  of  his  or  her  service,  was  also  given  an  in- 
surance policy  providing  for  a  payment  in  case  of 
death,  to  the  beneficiary,  of  a  sum  equivalent  to  his  or 
her  annual  salary. 

Special  cars  took  the  salesmen  to  the  University  Club 
where  dinner  was  served  at  6  o'clock.  This  was  follow- 
ed by  an  illustrated  lecture  on  "The  Pratt  &  Lambert 
Salesmen  in  Europe,"  by  Mr.  Andrews.  The  programme 
for  the  night's  entertainment,  which  was  entitled  "Joy 
Xight,  Pratt  &  Lambert  Convention,"  described  the  ad- 
ventures of  the  Pratt  &  Lambert  commercial  tourists 
and  their  escape  from  war-stricken  Europe  on  the 
"  i\lauretania, "  and  included  "some  facts  as  well  as 
ilie  real  truth  about  Daddy  Scheib  in  Hamburg,  one 
llunn  in  Edinburgh  aiid  the  iniquities  of  the  bunco 
steerers,  Rufus  Wallingford  and  Blackie  Daw,  as  well 
as  some'  mention  of  a  few  bones  pulled  by  divers 
others." 

A  howling  contest  between  the  teams  from  the  East- 
ern, Western.  Central  and  ('.Jinadian  divisions  was  the 
next  Vveiit 'on"  the'evTning's  programme,  and  after  a 
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buffet  hinchpon,  taxicabs  took  the  men  to  the  Hotel 
Statler,  convention  he;i(1(piarters. 

Second  Day's  Proceedings. 

Wednesday  morning,  Mr.  McNulty  went  over  selling 
points  of  leading  |)7'odnctR  made  by  this  concern.  He 
was  followed  by  J.  IT.  Waterbury.  resident  manager  of 
the  Buffalo  office,  who  gave  a  sales  demonstration  on 
Vitralite,  showing  the  salesmen  how  to  demonstrate 
this' enamel  to  the  dealer  to  show  its  better  color,  great- 
er opacity,  further  covering  property  and  easier  work- 
ing qualities. 

After  luncheon  at  the  i)lant,  the  afternoon  session 
opened  with  a  talk  on  the  "Systematizing  of  a  Sales- 
man's Work,"  by  J.  N.  Welter,  manager  of  the  Chicago 
office.  H.  Scheib  was  then  called  upon  to  describe  the 
very  practical  system  which  he  has  used  with  great  suc- 
cess to  properly  plan  out  his  yvork  in  advance. 

The  selling  points  of  other  products,  including  Pratt 
&  Lambert  Effecto  Auto  Finishes  and  Vitralite  Cement 
Undercoating,  two  products  which  Pratt  &  Lambert 
have  perfected  during  the  past  year,  were  then  taken 
up  by  Mr.  McNulty,  the  convention  chairman. 

A  country  dinner  was  served  at  the  Saturn  Club  at 
6.15.  Music  was  furnished  by  a  real  old-fashioned  coun- 
try band,  composed  of  members  of  the  P.  &  L.  organiza- 
tion, garbed  in  gorgeous  attire.  The  band  marched 
through  the  club  rooms  and,  headed  by  Mr.  Andrews, 
paraded  to  the  dining  room  followed  by  the  salesmen. 
During  the  dinner  J.  G.  Schroeder,  of  the  Chicago  of- 
fice, rendered  several  songs  in  his  characteristic  style. 

Dinner  was  followed  by  a  theatre  party.  Tickets 
were  also  fui"nished  all  otfice  and  factory  employes,  so 
that  the  theatre  was  pretty  well  filled  with  Pratt  & 
Lambert  employes  and  friends.  The  comedians  pulled 
off  some  good  P.  &  L.  jokes  for  the  special  benefit  of  the 
party. 

Thursday  morning  J.  B.  Bouck,  Jr.,  resident  manager 
of  the  New  York  office,  spoke  on  "The  Salesman's  Re- 
lation to  the  Credit  System."  He  emphasized  that  the 
credit  department  and  the  salesmen  should  work  hand 
in  hand  for  best  results.  C.  A.  Steward,  architectural 
manager,  Chicago,  concluded  the  morning  programme 
with  a  talk  on  "Architectural  Work."  He  showed  the 
cabinets  containing  panels  finished  with  Pratt  &  Lam- 
bert products  which  are  furnished  architects.  These 
cabinets  brought  forth  the  greatest  admiration  of  the 
newer  men  who  had  never  seen  them  before. 

In  the  afternoon  W.  P.  Werheim.  advertising  manag- 
er, delivered  an  address  on  "Pratt  &  Lambert  Advertis- 
ing." He  talked  from  a  big  chart  on  the  wall  which 
outlined  the  entii-e  Pratt  &  Lambert  advertising  plan. 
This  chart  was  connected  up  by  ribbons  with  exhibits 
on  either  side  showing  the  actual  things  charted.  Mr. 
Werheim  also  displayed  charts  to  show  that  Pratt  <& 
■  Lambert,  through  their  advertising,  were  reaching 
practically  every  family  witli  sufficient  income  to  buy 
high  grade  varnish  products,  and  another  chart  showed 
the  lapward  trend  and  increase  in  sales  on  "61"  Floor 
Varnish  and  Vitralite.  despite  the  backward  business 
Conditions.  I\Ir.  Werheim  showed  proofs  of  th(>  adver- 
tisements which  will  appear  in  the  magazines  this 
spring.  These  advertisements  brought  forth  the  un- 
stinted admiration  of  the  salesmen.  A  new  plan  is  to 
be  worked  out  in  Pratt  &  Lambert  magazine  advertis- 
ing this  spring  many  of  the  advertisements  will  appear 
ill  color.  The  aiinouiieement  of  this  was  received  with 
great  enthnsiasiii.  Mr.  Werheim  said  that  Pratt  & 
Lambert  advertising  would  he  bifrger  this  s|))-in£r  than 
ever  before.    He  remarked  that  Pratt  &  Lamberl  ad- 


vertising is  not  to  sell  goods  to  the  dealer,  but  to  sell 
goods  for  the  dealer,  to  get  the  goods  which  Pratt  & 
Lambert  sell  him  off  his  shelves  and  the  profits  into  his 
pocket.  This,  lu;  said,  Avas  forcibly  brought  out  last 
year  when  people  were  talking  bad  times  and  many 
manufacturers  in  the  varnish  business  and  other  lines 
of  business  cut  down  their  advertising.  Pratt  &  Lam- 
bert did  not  cut  down  on  their  advertising,  and  the  re- 
sult was  that  their  sales  showed  a  decided  increase;  the 
Pratt  &  Lambert  line  proving  to  be  a  profit  equalizer  to 
dealers  who  handled  it  to  make  up  for  dimini.shed  pro- 
fits on  goods  whose  manufacturers  cut  down  on  their 
advertising  and  withdrew  their  co-operation. 

"Varnish  Talk.s,"  the  practical  Pratt  &  Lambert 
painters'  magazine,  came  in  for  much  favorable  com- 
ment, and  seemed  to  hold  its  own  as  the  second  best  ad- 
vertising business  builder  next  to  magazine  advertising 
in  the  Pratt  &  Lambert  proposition. 

Winding  Up  the  Convention. 

Thursday  evening  the  convention  was  practically 
wound  up  by  a  big  banquet  held  at  the  Hotel  Statler. 
An  orchestra  furnished  music  during  the  evening.  Mr. 
Andrews  acted  as  toa.st  master,  and  with  his  many 
humorous  remarks  as  well  as  good,  hard  common  sense, 
furnished  the  right  combination  of  things  grave  and 
gay  for  an  occasion  of  this  kind.  In  his  opening  re- 
marks Mr.  Andrews  again  stated  that  the  business  of 
Pratt  &  Lambert,  Inc.,  was  a  remarkably  successful  one 
during  1914,  and  thanked  the  salesmen  for  making  this 
possible.  He  stated  he  was  proud  of  the  men  who  rep- 
resented the  Pratt  &  Lambert  organization,  and  that 
Pratt  &  Lambert  always  tried  to  get  high  grade  men 
and  that  when  he  looked  around  the  room  at  those  as- 
sembled he  thought  that  they  had  been  successful  in  do- 
ing this.  He  also  stated  that  it  was  the  ambition  of  the 
company  to  develop  the  men  with  it.  and  he  thought 
that  in  this  it  had  met  with  a  great  measure  of  success. 
Mr.  Andrews  covered  many  of  the  basic  principles  of 
salesmanship  in  his  talk,  which  was  an  inspiration  to 
every  man  who  heard  it. 

Mr.  Andrews  then  got  down  to  some  real  definite 
business.  One  of  the  first  things  he  did  was  to  present 
silver  cigarette  cases  to  the  members  of  the  victorious 
New  York  bowling  team,  consisting  of  Messrs.  McGev- 
eran,  Ketchum,  Xoe.  Kleinpell  and  Buckingham.  J.  B. 
Bouck,  manager  of  the  New  York  office,  who  did  so 
much  to  spur  the  New  York  bowling  team  to  success  by 
lung  power,  was  given  a  handsome  cigar  ease.  Mr.  An- 
drews also  awarded  the  prize  for  individual  high  score 
to  J.  Cr.  Schroeder,  of  the  Chicago  office.  Then  he  pre- 
sented cheques  for  $100  to  every  salesman  who  "made 
his  quota."  A  large  number  of  salesmen  made  their 
sales  ((uota  for  1914. 

Insurance  policies  Avere  presented  to  every  member 
of  the  sales  force.  When  it  is  considered  that  these 
UH'U  are  all  makinir  good  salaries  and  that  the  insurance 
policies  i)rovide  for  i)ayment  to  the  beneficiary  in  the 
case  of  death  ecpiivalent  to  a  year's  salary  of  the  de- 
ceased, but  not  to  exceed  ."f-J.OOO.  it  cau  be  readily  seen 
that  these  policies  represent  something  of  real  value. 

Mr.  Andrews  then  refern'd  to  the  sales  competition 
which  was  conducted  last  spring  for  prizes  of  a  trip  to 
Kurope.  He  said  '"You'll  remember  we  mentioned  last 
year  that  if  this  contest  was  successful  that  we  might 
run  a  similar  contest  for  a  trip  to  the  San  Francisco 
Kx|)osition  this  year.  Tliis  we  have  decided  to  do.  A 
similar  contest  will  start  immediately,  ending  in  time 
t<n-  wiiuiers  to  start  for  the  Exposition  about  July  1st. 
Ill  the  case  of  ii  mai'ried  uiiiu,  he  will  be  given  the  privi- 
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lege  of  taking  his  wife  at  the  expense  of  the  firm.  The 

stay  in  San  Francisco  will  be  for  two  weeks,  and  will 
include  stop-over  privileges,  which  will  enable  the  men 
to  see  the  exposition  at  San  Diego  as  well  as  San  Fran- 
cisco, and  to  visit  other  points  of  interest.  Enthusiastic 
applause  greeted  this  announcement. 

Mr.  McNulty,  general  manager  of  the  company,  gave 
his  thanks  to  the  salesmen  for  the  success  they  have 
made  possible  and  expressed  confidence  in  the  personnel 
of  the  sales  organization.  Many  others  spoke  at  the 
banquet,  and  every  man  who  spoke  brought  out  the  tine 
spirit  of  loyalty  which  seems  to  be  inhei-ent  to  all  em- 
ployes of  this  company. 

Friday  morning,  some  of  the  odds  and  ends  of  the 
convention  which  did  not  belong  to  the  convention  pro- 
per, were  cleaned  up.  The  salesmen  left  the  hotel  in 
automobiles  for  manufacturing  plants  finished  with 
Pratt  &  Lambert  cement  undercoating  and  Vitralite.  In 
the  afternoon  business  sessions  were  held  by  various 
divisions.  One  division  was  for  new  men,  J.  H.  Water- 
bury,  RufTalo  resident  manager,  acting  as  chairman; 
another  session  was  held  for  manufacturing  men,  J.  H. 
Shanley  acting  as  chairman.  Business  sessions  were 
also  held  by  the  architectural  department  and  by  the 
railway  department,  J.  Parker  Gowing  acting  as  chair- 
man. 

The  attractive  menus,  place  cards,  programmes,  etc., 
used  during  the  convention  were  pi'inted  in  the  Pratt 
&  Lambert  private  printing  plant.  Friday  night  the 
salesmen  were  all  on  their  way  to  their  respective  terri- 
tories, carrying  with  them  enthusiasm  and  knowledge 
which  is  bound  to  pay  this  company  handsome  divi- 
dends on  the  heavy  investment  necessary  to  conduct  a 
convention  of  this  kind. 

Pratt  &  Lambert,  Inc.,  also  recently  published  "The 
Bone  Book,"  being  an  account  of  the  adventures  of 
their  twelve  commercial  tourists  abroad  in  Europe  last 
summer  and  their  escape  from  the  seat  of  war.  At  the 
commencement  of  1914  the  management  of  this  com- 
pany offered  prizes  to  their  salesmen  who  made  the 
best  record  in  the  first  six  months  of  that  year,  the 
[)rizes  being  trips  to  Europe  at  the  expense  of  the  firm. 
This  book  tells  of  their  trip. 


BRIGHT  PROSPECTS  FOR  ALABASTINE  FOR  1915 

Optimism  reigned  for  alabastine  salesmen  at  the  an- 
nual convention  of  the  Alabastine  Company,  held  at 
Paris,  Ont.,  December  29-31.  With  everything  in  its 
favor  to  fit  in  well  with  a  period  of  economy  the  sales- 
men were  very  enthusiastic  over  the  prospects  for 
business  in  this  line  for  tlie  spring  season  of  1915. 

A  most  interesting  history  is  linked  up  with  alabas- 
tine and  with  its  inventor  and  patentee,  M.  B.  Church, 
who  is  president  of  the  Alabastine  Company.  Mr. 
Church,  himself  in  his  earlier  days  a  painter  and  decor- 
ator and  withal  an  inventive  genius,  discovered  alabas- 
tine very  much  through  mere  accident.  He  has  iji- 
vented  many  other  things,  but  perhaps  alabastine  is  the 
most  successful  article  that  he  has  ever  invented.  Ala- 
bastine has  made  thousands  of  dollars  for  its  stock- 
liolders  and  for  those  di',nlei-s  in  the  trade  who  have 
handled  this  well  kno\v!i  \v;ill  coating. 

Mr.  Church  was  thr  original  patentee  of  an  ai-ticle 
in  this  liu''  in  thf  Ciiitod  States  in  187.").  Tlis  was  the 
first  prepared  wall  coating  made  from  plaster  of  paris, 
w  tiicli  w;is  coveri  (1  by  patrnt.  In  the  early  days  it  was 
iiecessar>'  to  hnve  boiling  water  avaihiblc  with  which 
to  mix  alabastine.  as  is  still  necessary-  with  many  other 
wall  coatings  which  have  sioce  coqje  on  tlie  jjiarket.  It 


was  not  until  1890  that  the  way  was  discovered  to  pre- 
pare alabastine  so  that  it  would  mix  well  and  work  per- 
fectly with  cold  water.  This  great  discovei-y  was  made 
by  Mr.  Church,  along  with  R.  E.  Haire,  his  brother-in- 
law,  who  were  in  London,  England,  at  the  time,  work- 
ing with  alabastine  at  the  manufacturing  plant  in  the 
Old  Country.  Several  patents  were  issued  covering  the 
cold  water  improvement,  and  it  is  interesting  to  know 
that  Mr.  Church  and  Mr.  Haire  wei-e  the  pioneers  in 
this  line  also. 

R.  E.  Haire  is  the  general  manager  and  secretary- 
treasurer  of  the  Alabastine  Company  at  Paris.  Being 
])ra.ctical  men  and  knowing  every  detail  of  the  busi- 
ness and  of  the  manufacture  of  alabastine,  it  is  easy  to 
appreciate  how  great  is  the  advantage  accruing  to  the 
trade  throughout  Canada  from  the  alabastine  salesmen 
getting  together  at  headquarters  in  annual  eonvention, 
in  order  to  get  in  close  tpuch  with  latest  developments 
and  information  which  will  be  of  great  service  to  the 
trade  to  hand  on  to  their  customers — the  ultimate  con- 
sumers or  users  of  alabastine.  Mr.  Church  and  Mr. 
Haire  were  both  on  hand  at  the  convention  to  pass  on 
to  the  alabastine  salesmen  their  best  words,  which  can 
be  used  by  the  dealers  with  such  advantage  to  them- 
selves. 

One  big  talking  point  in  favor  of  alabastine,  which 
has  a  new  significance  this  year,  is  the  patriotic  senti- 
ment that  attaches  to  it  because  of  it  being  the  only 
wall  covering  in  this  line  having  a  large  sale  that  is 
entirely  made  in  Canada.  Alabastine  is  made  in  Paris, 
Ont.,  where,  for  tAventy-nine  years,  it  has  been  made 
from  Canadian  and  English  materials,  by  Canadian 
labor,  operated  under  Canadian  capital.  Improvements 
made  in 'alabastine  in  recent  years  have  rendered  this 
wall  coating  so  that  it  now  spreads  freely  and  covers 
better  than  formerly.  These  points  show  up  on  the 
new  color  and  display  cards  which  the  travelers  are 
taking  out  and  making  available  for  dealers  to  use  as 
displays,  and  with  which  to  demonstrate  the  merits 
and  the  advantages  of  alabastine  to  their  customers. 

The  travelers  were  greatly  enthused  over  the  possi- 
bilities of  these  improved  cards  and  the  way  they  will 
work  out  to  the  advantage  of  the  dealers.  Then  the 
new  advertising  for  the  Alabastine  Company  this  year, 
reaching  out  to  the  consumers  to  create  desire  for  ala- 
bastine and  develop  new  customers,  is  so  striking,  good, 
and  better  than  ever  before,  that  it  raised  the  enthus- 
iasm of  the  salesmen,  because  of  what  it  Avill  do  to  make 
better  business  this  season  and  help  the  dealer.  Part 
of  the  advertising  to  the  consumers.  Avhich  will  be  used 
in  the  magazines  going  to  Avomen,  is  particularly  Avorthy 
of  note,  in  that  it  suggests  more  than  ever  tbat  atmos- 
phere of  refinement  that  can  be  had  by  householders  at 
little  cost  through  the  use  of  alabastine.  The  Alabas- 
tine Company  have  ahvays  been  great  believers  in  good 
advertising,  land  the  trade  has  come  to  look  upon  their 
product  as  one  Avhich  is  easy  to  sell  because  of  the  de- 
mand created  amongst  Ihoir  customers  for  this  pro- 
duct. 

To  round  out  their  eonvention  and  to  giA^e  their  trav- 
elers a  rencAved  appreciation  of  the  possibilities  of  ren- 
dering still  greater  and  more  efficient  service  in  co- 
o|)eration  Avith  their  dealers,  H.  J.  Haire,  sales  man- 
ager, asked  Chas.  C.  Xixon.  of  the  Continental  Pub- 
lishing Company,  Toronto,  to  address  the  salesmen.  He 
expounded  in  a  practical  Avay.  giving  actual  exper- 
iences of  his  oAvn,  some  of  the  deeper  sciences  of  selling. 
He  Avent  into  detail,  giving  facts  and  demonstrations 
as  to  hoAv  the  travelers  may  help  the  dealers  in  the 
trade  to  better  business,  his  remarks  all  being  directed 
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towards  the  g^roator  possibilities  in  real,  wortb-wbile 
service,  thait  will  help  the  dealers  to  sell  more  goods, 
and  to  make  them  greater  profits  for  themselves.  On 
Thursday  afternoon,  at  the  close  of  the  convention,  the 
travelers  left  for  their  homes  to  spend  New  Year's, 
each  overflowing  with  good  feeling,  because  of  being 
filled  with  a  new  spirit  and  a  new  purpose,  to  help  the 
dealers  in  the  trade  to  take  the  fullest  possible  advan- 
tage of  the  great  opportiinities  that  they  have  for  this 
coming  season  with  alabastine. 


SHERWIN-WILLIAMS  PUSHING  VARNISH  SALES 

"February — Varnish  Month,"  is  the  keynote  of  the 
February  S.W.P.  Tt  suggests  window  trims  and  sales 
stunts  to  belp  out  this  idea.  The  "blue  varnish  order 
plan"  is  another  new  idea.  On  all  varnisb  orders  sent 
in  to  them  during  twelve  consecutive  months  which  are 
entered  on  their  special  blue  blanks,  a  special  discount 
proportionate  to  the  size  of  the  purchase  will  be  given. 


BUYING  MADE-IN- CANADA  GOODS. 

Brandram-IIcnderson,  Ltd.,  have  resolved  that  so  far 
as  their  company  is  concerned,  for  the  future,  no  mat- 
ter what  is  bought,  they  will  take  pains  to  enquire  if 
the  article  is  the  product  of  a  Caiuidian  factory.  If  it 
is,  quality  being  equal,  these  Canadian  articles  will  get 
the  preference.  In  asking  the  staffs  of  their  various 
offices  to  do  likewise,  Mr.  Henderson,  the  president, 
says  that  it  is  manifestly  their  duty  to  do  this  at  the 
present  time. 


McCLARY'S  TORONTO  MANAGER  DINED 

M.  F.  li-win,  foi'  25  years  with  the  McClary  Manu- 
facturing Co..  was  the  guest  of  honor  at  a  big  banquet 
given  by  that  company  at  London  recently  on  the  occa- 
S'ion  of  his  leaving  to  take  the  management  of  the  To- 
ronto office.  Col.  Gartshore  presided,  and  during  th-^ 
evening  Mr.  Irwin  was  presented  with  a  beautifully 
illuminated  address  and  a  very  handsome  locket,  suit- 
ably engraved.  Many  pleasing  eulogies  of  Mr.  Irwin 
were  made  during  tbe  evening  by  various  speakers. 
Mr.  Trwin  was  still  further  surprised,  as  when  he 
reached  home  he  found  a  handsome  house  coat,  the  gift 
of  the  heads  of  various  departments  at  McClary's. 


TENDERS  WANTED  FOR  ELECTRIC  STOVES 

Supt.  \.  S.  IMelntyre,  of  the  lierlin.  Out.,  light  and 
power  plant,  and  secretary  of  the  special  committee 
appointed  by  the  Municipal  Hydro  Union  last  April  to 
prepare  specifications  for  electric  domestic  stoves,  has 
called  for  tenders  for  the  manufacture  of  1,000  stoves, 
which,  it  is  expected,  will  retail  at  from  $35  to  $40  each. 
The  Toronto  Commission  will  take  eight  hundred  of 
these  stoves,  London  one  hundred,  and  the  rest  Avill  be 
taken  by  smaller  cities.  Secretary  McTntyre  states  that 
at  the  present  Hydro  rates  the  cost  of  energy  per  raonth 
will  be  less  than  gas  at  90  cents  per  thousand.  The 
stove  will  be  of  average  size,  and  complete  in  every 
detail,  to  .serve  families  of  six  and  less. 


MARITIME  HARDWARE  DEALERS  MEET. 

A  convention  of  Halifax  hai-dwai-e  men  was  held  at 
St.  John,  N.B.,  recently,  to  discuss  mattei-«  of  interest 
regarding  the  hardware  trade  in  the  East.  Reports, 
from  various  c(Mitres  showed  business  to  be  about  as 
usual,  Aiiu)ng  the  visitors  to  the  city  Avere  II.  II.  Dal- 
toii.  of  Halifax,  who  presided:  INIe.ssrs.  Crowell  and 
.  55ii'HPons.jilg.o  of  Halifax  :  "W.  T.  II.  Spiuney,  Yarmouth, 
and  J.  S.  Neil,  of  Fredericton;  *  Z  ~ 


PARIS  GREEN  PRICES  FOR  1915. 

Prices  F.O.P..  Montreal.  Quebec,  Halifax  and  St.  John. 

C  P  Co.  Bergers 


600 J  b.  casks   16  16% 

250-lb.  casks   16^/4  17 

lOOJb.  drums   1714  18 

50Jb.  drums   17V,  18 

25-lb.  drums   I71/2  l^'A 

Mb.  packages,  100  case   19'/.  20Vt 

V2Jb.  packages,  100  case   21 V2  221/, 

Mb.  tins.  100  ca.se    20Vt  21  Vv 

1/2-lb.  tins,  100  case   2314 

Prices  F.O.H.  Toronto.  Hamilton  and  London.  \c.  lb.  advance. 


New  Prices  on  Waste 

Polishing  Waste  Cents  per  lb. 

Cream   0  ll-y. 

White  Wiping  Waste 

XXX  Extra    0  09-% 

X  Grand    0  O914 

XLCR   0  08% 

X  Empire    0  08 

X  Press    0  O714 

Colored  Wiping  Waste 

Fancy   0  07V:. 

Lion'   0  06% 

Standard   0  06 

Popular   0  O5V2 

Keen    0  05 

Wool  Packing  Waste 

Arrow   0  16 

Axle   0  11 

Anvil   0  08 

Anchor   0  0614 

Washed  Cotton  Wipers 

Select  White    0  O8V2 

Mixed  Colored   0  06 

Dark  Colored   0  05 


This  list  subject  to  trade  discount  for  quantity. 


ECCLESTONE'S  HARDWARE  BURNED 

The  large  hardware  store  of  G.  W.  Ecclestone.  at 
IJracebridge,  Out.,  was  gutted  by  fire,  from  an  unknown 
cause  a  few  days  ago,  and  the  entire  stock  destroy- 
ed. Loss,  $50,000.  partly  covered  by  insurance.  The 
thermometer  stood  at  twenty  below  during  the  fire. 


NEW  WORKMEN'S  COMPENSATION  LAW 

^  Co7itimied  from  page  44.  ) 

claims  or  act  as  a  medium  of  communication  with  the 
board. 

Part  2  of  the  Act. 

Though  not  under  the  jurisdiction  of  the  board,  it 
may  be  mentioned  that  by  Pai't  2  of  the  Act  workmen 
employed  in  industries  other  than  those  included  in 
Schedule  1  and  Schedule  2.  have  had  their  right  to  re- 
cover damages  in  the  ordinary  courts  extended  by  tbe 
taking  away  of  the  employers'  defences  of  common  em- 
ployment and  assumed  risk,  and  the  making  of  contri- 
butory negligence  only  a  ground  for  reduction  of  dam- 
ages instead  of  a  bar  to  recovery ;  but  from  this  must  be 
excepted  farm  laborers,  menial  and  domestic  servants. 
outAvorkers  as  defined  in  .the  Act.  and  persons  engaged 
in  clerical  work,  and  not  'exposed  to  the  hazards  inci- 
dent'to  the  nature  of  the  wb.rk  carried  on  in  the  em- 
ployment, these  being  expressly  excluded  from  the 
operation  of  any  part  of  the  Act.  With  the  exceptions 
mentioned,  workmen  omitted  or  excluded  from  the 
seheduli's.  as  well  as  those  included,  are  now  in  a  much 
beffer  position  thaTTuftde^'iny  former  law. 
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The  New  Workmen's  Compensation  Law  in  Concise  Form 

This  arlicle  gives  a  concise  statement  of  the  terms  of  the  new  IVorf^men's 
Compensation  Act  which  is  now  in  force.  It  gives  the  essential  features 
and  will  enable  hardware  dealers  with  tinshops  to  understand  it  without 
going  through  the  whole  Act — This  matter  will  come  up  at  convention 

BY  GEORGE  A.  KINGSTON 
Commissioner,  Worknieii'i  Compenuition  Board, 


THE  "Workmen's  Compensation  Act  was  passed  at 
the  1914  session  of  the  Ontario  Legislature.  It 
was  recommended  and  prepared  by  Sir  William 
Meredith,  after  extended  investigation.  Tt  may  be  de- 
scribed as  a  new  code  of  law  respecting  compensation 
for  accidents  happening  to  workmen  in  the  course  of 
their  employment. 

The  Act  came  into  force  immediately  upon  its  pass- 
age, so  far  as  preparations  for  its  administration  were 
concerned,  but  the  provisions  respecting  the  payment 
of  compensation  came  into  operation  at  the  beginning 
of  this  year,  1915,  that  being  the  date  fixed  by  proclam- 
ation as  provided  for  in  the  Act. 

Employments  Covered. 

The  part  of  the  Act  which  is  to  be  administered  by 
the  board  is  called  Part  I.  It  does  not  apply  to  all  em- 
ployments, but  it  applies  to  employments  in  the  very 
large  number  of  industries  enumerated  in  Schedule  1 
and  Schedule  2,  chief  among  which  are  manufacturing, 
building,  construction,  lumbering,  mining,  quarrying, 
transportation,  navigation,  operation  of  public  utili- 
ties, etc. 

The  distinction  between  the  two  schedules  is  that  as 
to  employers  in  the  industries  in  Schedule  1  the  board 
is  to  levy  an  assessment  and  collect  an  Accident  Fund 
out  of  which  the  compensation  to  workmen  is  to  be 
paid,  tlie  employers  in  this  schedule  not  being  individii- 
ally  liable  to  pay  the  compensation ;  while  as  to  employ- 
ers in  Schedule  2,  no  accident  fund  is  collected  from 
them,  but  tbey  are  individually  liable  to  pay  the  com- 
pensation as  each  accident  occurs. 

When  Compensation  Payable. 

The  compensation  for  the  injury  is  payable  irrespect- 
ive of  any  question  of  negligence  or  absence  of  negli- 
gence in  the  employer  or  the  workman.  The  matter  is 
not  complicated  by  the  old  defences  of  common  em- 
ployment or  voluntary  assumption  of  risk.  The  only 
cases  in  which  compensation  is  not  pa.yable,  provided 
the  accident  arises  out  of  and  in  the  course  of  the  em- 
ployment, are : 

1.  Where  the  disability  lasts  less  than  seven  days; 

2.  Where  the  accident  is  attributable  solely  to  the 
serious  and  wilful  misconduct  of  the  workman  and  does 
not  result  in  death  or  serious  disablement. 

Vo  agreement  to  forego  the  benefits  of  the  Act  is 
valid:  no  part  of  the  amount  payable  to  the  Accident 
Fiinrl  by  the  employer  is  to  be  charged  against  the 
workman;  and  the  compensation  cannot  be  assigned, 
charged,  or  attached,  except  with  the  approval  of  the 
board. 

An  employer  in  Sehediile  1  may  carry  himself  on  his 
wage  list  at  a  reasonable  salary,' not  exceeding  $2,000 
per  annum,  and,  if  he  makes  return  to  the  board  accord- 
ingly, will  be  entitled  to  compensation  like  any  ordin- 
ary workman. 

Compensation  is  to  be  paid  for  the  iiidustrial  diseases 
specified  in  the  Act,  as  well  as  for  accidents. 


The  right  to  compensation  under  the  Act  is  in  lieu  of 

the  right  of  action  for  damages  at  law. 

Scale  of  Compensation. 

The  scale  of  compensation  provided  for  by  the  Act  is 
as  follows : 

If  the  accident  results  in  death  and  the  workman 
leaves  a  widow,  but  no  children,  the  widow  is  entitled 
to  a  monthly  payment  of  $20  a  month. 

If  he  leaves  a  widow  and  children  the  payment  to 
the  widow  is  $20  a  month  and  $5  a  month  for  each  child 
under  sixteen  years  of  age,  not  exceeding  $40  in  all. 

If  he  leaves  children  only,  the  payment  is  $10  a 
month  for  each  child  under  16,  not  exceeding  $40  in  all. 

If  the  workman  was  under  21  years  of  age  and  his 
dependents  are  his  parents,  or  one  of  them,  such  par- 
ents or  parent  will  be  entitled  to  $20  a  month  until  the 
workman  would  have  become  21  years  of  age,  or  for 
such  longer  time  as  the  board  may  determine. 

In  the  ease  of  other  dependents  they  are  entitled  to 
a  sum  reasonable  and  proportionate  to  the  pecuniary 
loss  occasioned  to  them  by  the  workman's  death,  as  de- 
termined by  the  board. 

The  necessary  expenses  of  burial,  not  exceeding  $75, 
are  also  in  all  cases  to  be  paid. 

Al"l  the  above  is  governed,  however,  by  the  provision 
that  in  no  case  is  the  compensation  to  exceed  55  per 
cent,  of  the  workman's  average  weekly  earnings  in  the 
employment,  and  all  provisions  for  compensation  are 
subject  to  the  further  proviso  that  no  salary  or  wages 
of  a  workman  shall  be  reckoned  at  more  than  $2,000  a 
year. 

In  the  case  of  a  widow  who  marries  again,  the  peri- 
odical payment  ceases  on  her  marriage,  but  she  is  en- 
titled within  a  month  after  her  marriage  to  a  lump  sum 
equal  to  two  years'  pension. 

Where  the  accident  resiilts  in  total  disability  of  the 
workman,  he  is  entitled  during  the  continuance  of  the 
disability,  whether  for  life  or  temporarily,  to  a  weekly 
or  monthly  payment  equal  to  55  per  cent,  of  his  aver- 
age weekly  earnings  in  the  employment.  Where  the 
workman  is  only  partially  disabled,  he  is  entitled  to 
no  per  cent,  of  the  impairment  of  his  earning  capacity. 

An  important  feature  of  the  compensation  under  the 
Act  is  that,  unlike  what  existed  under  the  old  law,  it  is 
payable  periodically  rather  than  in  a  lump  sum,  and  as 
r.  rule  it  continues  during  disability  or  during  life,  as 
the  case  may  be. 

Where  the  impairment  of  earning  capacity  does  not 
exceed  10  per  cent,  the  compensation  is  to  be  fixed  by 
■  the  board  at  a  lump  sum,  unless  the  board  thinks  it  is 
not  to  the  advantage  of  the  workman  to  do  so;  and  the 
board  may  in  other  cases  fix  the  compensation  at  a 
lump  sum  if  it  sees  fit. 

How  Questions  Determined 

.-Ml  questions  as  to  the  right  to  compensation  and  the 
amount  of  it  are  to  be  determined  by  the  board  and  its 
■'  officers  instead 'of  by  the  courts.    The  employer  is  re- 
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([uired  by  the  Act  to  notify  the  board,  within  three 
days,  of  any  accident  happening  to  a  workman  in  his 
employ.  The  workman  must,  as  soon  as  practicable, 
and  before  voluntarily  leaving  the  employ,  give  notice 
of  the  accident  to  his  employer,  and,  in  all  eases  under 
Schedule  1,  also  to  the  board,  and  must  make  claim  for 
compensation  within  six  months.  Forms  prepared  by 
the  board  will  be  re(|uired  to  be  filled  up  by  the  work- 
man, by  the  employer,  and  by  the  physician,  where  one 
has  been  in  attendance,  and  forwarded  to  the  board, 
and  from  the  particulars  given  in  these  reports  and 
from  the  examination  of  a  medical  referee  chosen  by 
the  board,  where  that  is  deemed  necessary,  the  board 
will  deal  with  the  claim,  award  payment,  order  further 
investigation,  or  take  such  action  as  seems  proper. 

How  New  Law  Differs  From  Old. 

The  new  law  differs  from  the  old : 

First,  in  the  circumstances  of  conditions  under  which 
the  compensation  is  payable.  Under  the  old  law  an  in- 
jured workman,  or  the  dependents  of  a  deceased  work- 
man, had  no  right  to  recover  anything  unless  negli- 
gence of  the  employer  could  be  proven.  If  he  was  him- 
self guilty  of  negligence  contributing  to  the  accident, 
he  could  not  recover.  If  he  was  injured  by  the  negli- 
gence of  a  fellow  workman  he  was  barred  from  recov- 
ery. If  it  was  a  case  in  which  he  was  presumed  to  have 
voluntarily  assumed  the  risks  of  the  employment,  he 
was  also  barred  from  recovery.  Under  the  new  law 
none  of  these  things  is  of  any  consequence.  The  mis- 
fortune of  a  crippled  workman,  or  the  needs  of  his 
widow  or  children  are  not  any  less  because  he  or  some- 
one else  was  or  was  not  to  blame,  and  the  Act  provides 
that  the  workman  or  his  dependents  are  to  be  entitled 
to  compensation  irrespective  of  negligence  or  any  other 
circumstance  except  only,  as  before  mentioned,  that  the 
accident  must  not  be  attributable  solely  to  his  own  seri- 
ous and  wilful  misconduct;  and  even  where  it  is  attri- 
butable solely  to  his  serious  and  wilful  miscondui^t,  lie 
or  his  dependents  will  still  be  entitled,  if  the  accident 
results  in  serious  disablement  or  death. 

Secondly,  the  new  law  differs  from  the  old  in  the 
amount  of  compensation  and  in  the  mode  of  payment. 
Formerly  it  was  a  lump  sum  fixed  by  the  jury  or  by  the 
judge,  varying  greatly  in  different  cases.  Under  the 
new  law  there  is  a  greater  certainty  and  a  more  equit- 
able rule  as  to  the  amount.  A  very  important  feature 
of  difference  in  the  new  law  is  the  periodical  continued 
payment  rather  than  a  lump  sum  in  settlement  of  dam- 
ages. The  benefit  of  periodical  payment  is  obvious. 
Often  lump  sums  in  damages  recovered  by  a  widow  or 
other  dependents  have  been  badly  invested,  frittered 
away,  or  otherwise  lost,  and  the  widow  and  children 
perhaps  in  the  end  left  without  support.  The  policy  of 
the  new  Act  is  to  provide  continued  support. 

Thirdly,  the  new  law  differs  from  the  old  in  the  mode 
of  determining  the  right  to  and  the  amount  of  com- 
pensation. Under  the  old  law  if  the  employer  and  the 
employe  did  not  agree  on  a  settlement  the  remedy  was 
an  action  at  law.  This  sometimes  lasted  a  long  time. 
After  trial  usually  came  an  appeal ;  perhaps  one  appeal 
after  another.  It  meant  expensive  litigation  and  an- 
noyance to  the  claimant,  and  perhaps  in  the  end  not  a 
very  satisfactory  result.  The  ordinary  workman  would 
often  prefer  to  do  without  damages  or  compensation 
rather  than  undertake  the  trouble  and  expense ;  and 
perhaps  he  did  not  have  the  money  and  could  not  pro- 
ceed with  it.  On  the  other  hand,  in  many  cases,  claims 
for  damages  would  be  brought  against  employers  with- 
out just  grounds,  and  litigation  and  expense  would  be 


entailed;  and  often  the  employer,  rather  than  fight  the 
lawsuit,  would  settle.  In  this  way  the  old  system  of  re- 
covering damages  by  lawsuit  was  unsatisfactory  and 
oppressive  to  one  or  both  parties.  Those  who  deserved 
compensation  often  got  nothing,  while  some  not  en- 
titled harassed  employers  with  vexatious  actions.  Un- 
der the  new  law  all  matters  as  to  the  right  to,  and  the 
amount  of  compensation,  will  be  settled  by  the  board 
with  little  or  no  expense  to  the  parties  and  without  any 
appeal.  Employers  in  Schedule  1  will  no  longer  be 
liable  to  pay  or  be  sued  for  damages,  but  will  be  liable 
only  to  contribute  to  the  fund  out  of  which  the  com- 
pensation is  to  be  paid. 

Collection  of  Accident  Fund. 

All  employers  in  the  industries  included  in  Schedule 
1  are  required,  without  notice,  and  subject  to  penalty 
in  case  of  default,  to  prepare  and  transmit  to  the  board 
statements  of  the  amount  of  wages  paid  by  them.  A.s- 
sessments  will  be  levied  for  such  sums  as  are  deemed 
necessary  for  each  class  of  industry,  and  after  receiving 
notice  of  assessment,  employers  must  transmit  the 
amount  to  the  board,  in  accordance  with  the  terms  of 
the  notice,  employers  failing  to  make  payroll  returns 
may  be  assessed  for  such  sum  as  the  board  deems  right. 
In  case  of  failure  to  pay  any  assessment,  judgment  may 
be  entered  in  the  county  or  district  court,  or  means  of 
enforcing  payment  may  be  taken  through  the  medium 
of  the  municipal  tax  collector.  If  any  employer  is  for 
any  reason  not  assessed,  he  is  nevertheless  liable  to  pay 
the  amount  for  which  he  should  have  been  assessed. 
Audits  of  payroll  statements  will  be  made  by  the  offi- 
cers of  the  board  from  time  to  time  and  errors  in 
amount,  or  classification  or  otherwise,  will  be  corrected. 

Employers  commencing  any  industry  after  an  assess- 
ment has  been  made  are  required  forthwith,  under  pen- 
alty, to  notify  the  board  of  the  fact,  and  security  may 
be  required  in  the  ease  of  any  industry  carried  on  only 
temporarily. 

Wherever  any  employer  included  in  Schedule  I 
would  be  entitled  to  a  lien  under  The  Mechanics'  and 
Wage  Earners'  Lien  Act,  it  is  the  duty  of  the  owner,  as 
defined  by  the  Act,  to  see  that  assessments  are  paid  by 
such  employer,  and  if  he  fails  to  do  so.  the  owner  will 
be  personally  liable  to  pay  them  to  the  board. 

Employers  in  the  industries  included  in  Schedule  2 
are  not  required  to  contribute  to  the  accident  fund,  but 
as  accidents  occur  from  time  to  time,  they  must  pay  the 
compensation  fixed  by  the  board.  They  are,  however,  to 
be  assessed  for  contribution  to  the  expenses  of  adminis- 
tration. 

Accident  Prevention. 

Employers  in  the  industries  included  in  any  class 
may  form  themselves  into  an  association  for  accident 
prevention  and  may  make  rules  for  that  purpose,  and 
when  such  rules  are  approved  by  the  board  and  by  the 
Lieutenant-Governor-in-Council  they  shall  be  binding 
upon  all  the  employers  in  that  class.  Such  an  associa- 
tion may  in  accordance  with  such  rules  appoint  an  in- 
spector or  expert  for  accident  prevention  and  his  sal- 
ary may  be  paid  in  whole  or  in  part  by  the  board. 

Committee  of  Employers. 

Employers  in  any  class  in  Schedule  1  may  appoint 
a  committee  of  not  more  than  five  of  their  number  to 
watch  over  their  interests  and  to  approve  payment  of 
( Continued  on  page  42 ) 
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Do  Mail  Orders  Get  as  Good  Prices  as  Salesmen  Give? 

All-imporiani  question  discussed  at  Illinois  Hardware  Convention 
— Jobbers  sa^  \)es ;  retailers  sa^  no — Demonstrating  the  fact. 


TUP]  (|uostion  of  price  was  the  all-pervadiag  topic 
at  the  animal  conventiou  of  the  Illinois  Retail 
Ilai'dware  Association,  held  in  Chicago  in  Jan- 
uary. Espoeially  important  was  the  address  on  price 
variations  of  Herhert  L.  Sheets,  of  the  Price  and  Ser- 
vice Bureau  of  the  National  Retail  Hardware  Associa- 
tion. This  address  created  a  furore,  and  was  reckoned 
one  of  the  most  vital  ever  delivered  before  a  hardware 
convention.  Hardware  Age,  in  reporting  the  conven- 
tiou, gives  the  gist  of  the  address  and  facts  in  connec- 
tion therewith  from  information  supplied  by  the  Na- 
tional Association. 

In  order  to  ascertain  what  differences  would  be  made 
in  the  prices  of  mailed-in  orders  to  retailers  who  dis- 
counted their  bills  and  whose  commercial  rating  was 
favorable,  the  officers  of  the  National  Retail  Hardware 
Association  caused  nineteen  orders  to  be  placed  with 
seventeen  jobbers  last  summer. 

These  orders  covered  the  same  quantities  and  the 
same  (jualities  of  goods.  They  were  placed  about  the 
same  date.  Copies  of  the  invoices,  or  the  originals, 
were  sent  to  the  Price  and  Service  Bureau  and  com- 
parisons were  made.  Briefly  stated,  the  results  of  this 
investigation  are  given  in  this  quotation  fi'om  the 
January  Bulletin:  "Do  mailed-in  orders  get  as  good 
prices  as  those  taken  by  salesmen?  Jobbers  say  yes — 
retailei"s  say  no.  luA^oices  of  seventeen  jobbers  for 
twenty-four  hardware  staples  in  unifoinn  quantities 
show  inequalities  of  ^S^/o  to  329  per  cent." 

Distribution  Cost  Too  High 

If  the  National  Association  has  emphasized  one  thing 
above  another,  reads  the  letter  sent  out  by  the  asso- 
ciation, it  is  the  necessity  of  more  economical  distribu- 
tive methods  by  both  jobber  and  retailer. 

Nearly  everyone  interested  in  eitlier  branch  of  the 
trade  admits  that  the  present  cost  is  so  much  that  it 
seriously  handicaps  the  flow  of  business  through  the 
regular  channels. 

Only  a  fcAV  still  preach  the  doctrine  of  talking  more 
about  service  and  <|ualify  and  less  about  price— as  ap- 
lied  to  staples  or  such  specialties  as  are  sold  through 
both  i-egnlar  and  mail  oi-der  channels. 

Perhaps  it  is  personal  interest  which  makes  these  few 
refuse  to  sec  how  this  one-time  specious  argument  has 
long  since  outlived  its  usefulness. 

Many  say  dealers  demand  an  expensive  service. 
Dealers  insist  a  large  part  of  this  service  is  forced  on 
them,  against  their  wishes. 

Individual  jobbers  have  said  to  the  retailer,  "Give  us 
tlie  bulk  of  your  business,  and  thereby  make  it  possible 
for  us  to  give  you  bottom  prices." 

Likewise  are  they  saying,  "Send  us  ymif  uuiil  oi'ilei-s; 
lliey  will  have  our  best  cai'e  and  atteni  imi. ' " 

Thoughtful  i-etailers  approve  nf  holh  liiese  siig,i,ns- 
tions.  b(>li('viiig  tliat  eoneent  i  ;i  t  ion  of  jobbing  ordei-s. 
through  one  or  two  channels,  should  materially  decrease 
the  cost  of  handling  the  l)usiness.  and  result  in  lower 
prices. 

And  tlial  tlie  mailing  of  orders  sliouM  work  a  liirtliif 
reduction  in  tlie  selling  expense  i)y  making  l're((U''iii 
trips  of  the  Sidesman  unnecessary. 

The  National  Retail  Hardwart;  Association,  through 


the  National  Hardware  Bulletin  and  otherwise,  has 
most  earnestly  urged  its  membership  to  adhere  to  these 
methods  so  far  as  practicable. 

Only  to  be  assured  by  dealers  in  practically  all  sec- 
tions that  mail  orders  are  almost  invariably  invoiced  at 
higher  prices  than  usually  can  be  had  from  the  sales- 
man. 

Certainly  this  presented  a  most  illogical  situation. 

On  the  one  hand,  jobbers  saying  the  merchandise  cost 
can  be  reduced  by  eliminating  some  of  the  "service"; 
on  the  other,  retailers  claiming  they  are  charged  a  pen- 
alty for  their  eflPorts  to  lower  expense. 

So  conflicting  were  these  claims  that  it  seemed  wise 
to  attempt  a  special  investigation  in  the  hope  of  getting 
at  the  true  facts. 

The  Evidence  of  the  Invoices 

Through  the  co-operation  of  eighteen  retailers  we 
were  later  fui-nished  with  the  nineteen  invoices  ol 
seventeen  jobbers,  one  retailer  placing  orders  with  two 
jobbers,  and  two  jobbers  each  filling  the  orders  of 
two  dealers. 

The  tabulated  results,  together  with  the  percentages 
of  price  variation,  are  here  set  out,  with  the  addition  of 
special  notations  of  the  more  important  discrepancies 
connected  therewith. 

This  tabulation  sets  out  the  result  of  the  investiga- 
tion so  clearly  that  comment  seems  almost  needless. 

One  has  only  to  think  of  such  price  differences  as  76 
per  cent.,  90  per  cent.,  TOO  per  cent.,  125  per  cent.,  130 
per  cent.,  165  per  cent.,  220  per  cent.,  etc..  on  ordinary 
staple  merchandise,  to  get  a  pretty  conclusive  idea  that 
somewhere,  someplace,  there  is  something  radically 
amiss  with  present  price  systems. 

For  it  is  fair  to  assume  the  differences  here  shown 
would  likewise  be  found  applying  to  a  much  longer  list. 

And  if  well  rated,  prompt-pay  merchants  get  such 
varied  prices,  how  much  greater  discrepancies  would 
there  have  been  had  some  of  the  orders  been  placed  by 
so-called  slow-pay  dealers? 

So  to  carry  the  inquiry  still  further  and,  if  possible, 
get  some  solution  of  the  abnormal  showing  of  these 
figures,  this  letter  was  then  sent  to  thirty-seven  of  the 
countj-y's  principal  jobbers. 

A  Letter  to  Jobbers 

This  letter  concerns  a  subject  Avhich  we  conceive  to 
he  more  or  less  important  to  every  man  engaged  in 
either  the  retail  or  jobbing  hardware  trade. 

And  that  there  may  be  no  misapprehension  as  to 


DIFFERENCES  IN  FIGURING  COSTS 

111  rondinix  this  intorcsting  article  on  price  variations 
it  sliould  lie  rempmhered  that  a  divergence  of  methods 
exist  among  hardwaremen  as  to  computing  costs.  Some 
base  their  eomputa.tions  on  the  single  article  or  item 
of  account,  others  on  the  hulk  bill  of  sale.  This  would 
account  for  some  of  the  difference.  We  have  heard  of 
two  hardwarcmen,  one  of  whom  says  it  costs  him  25 
|icr  cent,  to  do  business;  ajiother  says  it  costs  him  only 
17  per  cont. — and  each  of  them  gives  plivusible  and 
liiLricnl  reasons  w^y  he  is  right. — "Rditor. 
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The  Following  Tabulation  Shows  the  Variation  of  Price*  Revealed  by  the  Invoices  of  Seventeen  Jobbers  Covenng  Twenty-Four  Common  Hard- 
ware Staples  Ordered  in  Uniform  Quantities  (by  mail)  by  19  Retailers  of  Good  Financial  Standing,  Doing  Business  in  13  Stales. 


1—  100  4  X  %  Carriage  Bolta  

2—  10  lbs.  \4-inch  Washers  

3—  10  Gr.   !■/»   X  10  Flat  Head 
Bright  Screws  

4  1  D7..  Pr.  6-in.  Extra  Heavy 

T  Hinges  

5— V4  Dz.  Rim  Knob  Locks,  Iron 

Bolt.  Malleable  Key  

fi — >A  1)7..  Rim  Jet  Door  Knobs.  . .  . 
7 — >4     Gr.    Malleable  Window 

Spring  Bolts,  Tinned  

S—Vi  I)z.  Pr.       x3'4  Jap.  Steel 

L.  P.  Butts  Ball  Tips  

9_i4  l)z.  VSr  in.  Auger  Bits  Com.  .  . 

10 —  V4  Dz.  Asses  Skin  Measuring 
Tapes,  50  ft  

11 —  V4  Gr.  3-in.  Bright  Wire  Hooks 
and  Eyes  

12—  1-Set  Brace  Metal  Drills  1-16 
to  %  (9  drills)  

13 —  14  \)z.  10-in.  Agr.  Wrenches. . .  . 
14_1  Dz.  Red  Devil  Glass  Cutters.  . 

Gr.  170  Cop.  Wire  C  &  H 

Hooks   '  

16 — 1^4  Dz.  Pr.  7  x  9  Jap.  Steel 

Shelf  Brackets  

17_Vi  Dz.  %  x  30  Steel  Wrecking 

Bars   

18 — 1  Dz.  8-in,  Hasps,  Hooks  and 

Staples   

la—'A  Dz.  No.  3  Steel  Squares  

20 —  %  Dz.  No.  4  Wooden  Faucets  . 

21 —  50  %  X  4  Lag  Screws  

22—  1  8-in.  Wood  Tackle  Block,  2 
sheaves,  iron  strap  

23—  2  13-lb.  Cast  P.  Mauls  

24 —  %  Gr.  6-in.  Hooks  and  Staples  . 
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'  Orders  A&F?  were  filled  by  thi,  s,Tine  Jobber,  orders  C&O  by  another  Jobber 

Note  l»rtce  dIfTerences  to  the  two  dealers  In  e.-ACh  case 
t  CorriiKated  hlnRes  ftimished.    (>niltted_  wben  fiKurlnR  percentaee  of  dtfTerence, 


t  I.lpht  hinges  furnished.  Omitted  when  flgurinK  percent.tges  of  dlPTerence, 

■  ^Vlled  as      ■      •  '  ■  -  ■-        "-'  "->■•  — 

hinges. 


.  I.iKh 
i  nVlled 

f  It  Is 


xtra  heavy,  but  said  by  dealer  to  be  lighter  than  his  lightest  regular  line  of  light 


od  these  charges  Included  knobs,  though  not  called  for  by  order     If  for  locks  ouly. 
then  dlfferenre  would  be  193%  instead  of  7fi% 
I[  In  these  two  rases  it  Is  assumed  a  higher  price  model  was  furnished. 
But  why' 


Number  2  furnished  instead  of  No,  \.  as  ordered,    r^ot  included  in  pcrccnUge  dlfTereoce, 
tt  Single  sheave  furnished.    Not  included  in  percentage  figures, 

tt  14  lb.  Mauls  billed;  the  charge  being  8%c  and  7',4c  a  pounu.  respectively,  as  compared  with 


nlnin 


of  4c 


It  12  lb.  Mauls  shipped, 

*i\  Billed  as  "Hooks  and  Eyes,"    If  different  from  Hooks  and  Staplea.  discrepancy  should  be 

1H%  instead  of  329c;,,    But  why  the  substitution'' 

NOTF — Only  six  of  the  nineteen  columns  cover  the  full  twenty-four  Jtcins:  in  a  few  cases 
not  all  being  ordered,  while  in  others  omis.'iion.s  were  mr-dc  by  the  Jobbers  tllUng  the  orders. 


CHART  SHOWING  ARTICLES  AND  VARYING  PRICES  PUBLISHED  BT  THE  NATIONAL  HARDWARE  BUX.LETIN  IN  CONNKCTION  WITH 

THEIR  PRICE  INVESTIGATION. 


motives,  let  us  repeat  what  has  been  so  often  been  said 
through  the  National  Hardware  Bulletin  and  other- 
wise— that  the  National  Retail  Hardware  Association 
does  no  buying  for  its  members,  transmits  no  orders  for 
them,  has  no  buying  arrangement  with  anyone,  no  fav- 
ored channels  through  which  to  urge  the  placing  of 
orders,  and  no  desire  to  interfere  with  existing  business 
relations  between  buyer  and  seller. 

For  the  past  few  years  much  has  been  said  and  writ- 
ten about  the  necessity  of  greater  economy  in  the  dis- 
tribution of  hardware  merchandise.  A  multitude  of 
suggestions  have  come  from  as  many  sources. 

Jobbing  sentiment,  as  we  understand  it,  has  been  and 
is  that  dealers  are  demanding  an  expensive  service — 
though  this  is  strenuously  denied  by  most  retailers — 
and  that  a  goodly  saving  of  expense  might  be  had 
through  the  greater  concentration  of  orders  and  send- 
ing of  same  by  mail,  thereby  requiring  fewer  visits 
from  travelers. 

This  looks  like  a  logical  partial  solution  of  the  prob- 
lem, and  we  have  urged  upon  our  members  the  wisdom 
of  following  such  a  course  so  far  as  practicable,  only 
to  be  flooded  with  complaints  from  all  sections  that 
mail  orders  almost  invariably  get  higher  prices  than 
those  taken  by  the  traveling  man. 

In  view  of  the  number  and  character  of  these  com- 
plaints it  seemed  wise  to  make  some  special  investiga- 
tion in  an  eflFort  to  find  out,  for  the  benefit  of  everyone, 
just  what  true  conditions  might  be ;  and  to  that  end  a 
number  of  dealers  in  various  section  were  recently 
asked  to  order  from  representative  .iobbers,  by  mail, 
without  comment  as  to  prices  or  otherwise,  a  list  of 
twenty-four  staple  items  in  given  quantities. 

A  careful  tabulation  has  been  made  of  the  nineteen 
invoices  furnished  us,  with  rather  startling  results. 
In  addition  to  the  sending  of  articles  different  from 
those  ordered,  in  a  number  of  cases,  the  price  discrepan- 
cies might  well  be  considered  highly  extreme. 

Illustrating — the  least  difference  between  the  highest 
and  lowest  prices  at  which  any  one  of  the  tw^nty-folir 


articles  was  billed  is  twenty-eight  per  cent.,  while  the 
greatest  ditference  on  any  one  article  is  three  hundred 
and  twenty-nine  per  cent. ;  or,  if  we  assume  in  this 
case  the  possible  substitution  by  one  jobber  of  some- 
thing different  from  that  ordered,  and  for  which  there 
seems  no  reasonable  excuse,  then  two  hundred  and 
twenty-six  per  cent. 

In  other  words,  the  spread  between  the  highest  and 
lowest  charges  in  the  one  instance  is  twenty-eight  and 
one-half  per  cent.,  in  the  other  it  is  three  hundred  and 
twenty-nine,  or  two  hundred  and  twenty-six  per  cent., 
as  the  case  may  be ;  while  ranging  between  these  ex- 
tremes we  find  such  figures  as  85  per  cent..  100  per 
cent.,  125  per  cent.,  150  per  cent.,  207  per  cent.,  etc. 

Of  course  it  was  naturally  expected  that  the  location 
of  the  jobber  to  whom  an  order  was  given  would  have 
some  bearing  on  the  pricing  of  the  goods.  However, 
the  results  indicate  that  this  is  far  from  being  true,  as 
in  a  number  of  instances  those  at  a  distance  gave  better 
prices  than  some  of  those  in  a  much  lower  freight  zone. 

Nor  can  it  be  said  that  the  pricing  of  the  goods  was 
affected  by  the  standing  of  the  merchants  placing  the 
orders ;  for  these  gentlemen  are  all  in  which  might  be 
termed  the  "preferi*ed  class,"  being  careful,  cash-dis- 
count buyers,  and  known  to  the  jobber  as  such,  for  in 
but  two  or  three  instances  was  an  order  placed  other 
than  through  the  dealer's  regular  channel. 

Our  purpose  in  bringing  the  matter  to  your  attention 
is  to  get  your  views  on  what  to  us  seems  a  most  illogical 
situation  whieh  is  necessai'ily  harmful  to  the  interests 
of  jobbers  and  retailers  alike. 

Do  you  know  of  any  reason  why  there  should  be  such 
a  range  of  prices  as  above  indicated  among  the  various 
jobbers  on  the  common  every-day  staples? 

Do  you  think  it  logieal  that,  with  almost  every  jobber 
saying  "Send  us  your  mail  orders."  mail  ordei^  should 
be  billed  at  higher  prices  than  the  traveling  man  can 
and  does  make? 

Do  you  think  it  quite  fair  that  the  dealer  who  is 
willing  to  eliminate- so nre- of  the  costly  service  it  is 
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flainifd  lie  di/mands  should  be  charged  a  premium  for 
his  efforts  in  that  direction  of  economy? 

Tliese  are  some  of  the  questions  on  which  we  should 
like  vei-y  much  to  have  your  suggestions.  There  are 
many  related  ones  which  will  i-eadily  occur  to  you. 
Your  early  answer  is  awaited  with  no  little  interest. 
Replies  from  Jobbers 

There  were  fifteen  replies  from  jobbers  to  this  letter, 
all  of  them  practically  answering  "jio"  to  the  ques- 
tions asked.  "It  is  beyond  our  comprehension  how 
such  differences  could  exist,"  says  one  of  these  replies. 
Another  says,  "1  feel  every  confidence  in  assuring  you 
that  ....  hardware  jobbers  a1  least  have  but  one  set 

prices. ' ' 

A  third  jobber  states:  "The  pi-ices  that  we  are  giv- 
ing to  our  salesmen  are  absolutely  the  same  as  those 
that  are  entered  in  our  pricing  departments;  if  any 
difference  is  made  it  is  done  through  error.  There  are 
times  when,  with  the  number  of  salesmen  we  have,  we 
find  that  under  extreme  pressure  and  sometimes  under 
false  representation  by  retailers,  the  salesman  is  in- 
duced to  make  a  price  that  is  not  authorized  by  his 
cost,  nor  by  any  instructions  from  his  bouse.  It  is  evi- 
dent that  this  would  not  be  allowed  to  be  repeated  by 
him  nor  on  a  mail  order." 

"While  we  can  easily  understand  that  the  average 
salesman,  in  order  to  make  an  impression  upon  the  cus- 
tomer, will  often  name  cut  prices  on  some  articles, 
which  the  house  could  not  sanction,"  says  a  fourth, 
••yet  we  do  not  besitate  to  state  that  if  a  desirable  cus- 
to'mer  favored  us  with  the  bulk  of  his  business,  either  in 
person  or  by  mail,  that  he  would  buy  cheaper  than  by 
buying  from  each  salesman  who  "happens  to"  be 
around." 

Another  writes:  "It  is  our  custom  to  sell  what  we 
regard  as  staple  goods  at  a  very  small  margin  of  profit, 
and  were  it  not  for  the  sale  of  many  items  that  would 
not  be  regarded  as  staples  it  would  be  impossible  for  us 
to  exist  as  jobbers.  We  realize,  however,  that  there 
could  be  some  difference  in  opinion  as  to  what  should 
constitute  staple  articles.  A  staple  in  one  part  of  the 
country  might  not  be  so  considered  in  another,  and 
there  are  many  articles  which  we  show  in  our  catalogue 
on  which  we  are  compelled  to  obtain  a  large  per  cent, 
of  profit,  but  very  few  items  command  any  such  profit 
as  28'^  per  cent.  These,  of  course,  are,  in  the  main, 
slow  moving  articles,  which  also  give  the  retail  dealer 
a  handsome  profit.  In  arranging  our  prices  to  the  re- 
tailer, we  endeavor  to  realize  the  greatest  percentage 
on  the  items  that  will  affect  the  retailer  least  and  where 
he  also  can  make  a  large  per  cent,  of  profit." 

In  saying  that  traveling  salesmen  add  from  3  to  7 
per  cent,  to  the  cost  of  doing  business,  still  another 
writes:  "I  think  a  great  many  people  have  a  very  er- 
roneous idea  of  the  percentage  of  profit  made  by  the 
jobber.  I  had  occasion  to  know,  two  or  three  years  ago, 
of  the  percentage  of  profit  of  three  of  the  largest  whole- 
sale hardware  houses  in  the  country,  and  the  three 
houses  averaged        per  cent,  on  their  gross  sales." 

"Finding  saich  a  varied  difference  in  prices  is  a  reve- 
lation to  me."  is  the  contents  of  one  of  the  replies.  "I 
cannot  explain  it.  unless  a  mistake  was  made,  as  I  know 
of  not  a  single  item  in  the  hardware  line  which  would 
bear  any  such  profit  as  200  to  329  per  cent." 

■'It  is  almost  impossible."  says  another,  "to  make 
all  of  our  salesmen,  which  we  presume  is  also  true 
with  other  houses,  absolutely  maintain  our  schedule 
of  prices,  they  claiming  in  such  instances  that  they 
have  to  meet  our  competitors'  prices,  in  which  cases 


we  insist  on  their  being  shown  the  invoices  before  meet- 
ing such  a  price,  and  on  w^hieh  basis  the  margin  afforded 
would  be  entirely  inadequate  and  ruinous  were  we  to 
put  them  into  eff'ect  as  our  regnilar  price." 
Other  replies  contain  these  statements: — 
"There  must  necessarily  enter  into  consideration  the 
(|uestion  of  transportation." 

"It  is  rather  natural  I  think  that  there  should  be 
some  differences  in  prices  between  different  jobbers, 
one  making  a  leader  of  one  line  of  goods,  and  another 
of  another." 

"There  may  be  some  jobbing  houses  carrying  two 
prices  in  their  catalogue,  but  we  wish  to  say  for  our 
house  that  our  catalogiie  carries  but  one  price,  with 
the  exception  of  goods  that  are  packed  six  to  the  crate, 
then  we  have  a  crate  price  and  broken  lot  price." 

"A  great  many  of  the  items  sold  by  the  hardware 
jobber  have  a  restricted  selling  price.  A  great  many  of 
the  jobbers  are  selling  their  special  brand  goods  and 
are  getting  a  fair  value  on  these.  We  believe  that  there 
must  be  some  error  in  this  differential.  We  believe  that 
there  is  not  a  jobber  in  the  United  States  will  do  any- 
thing of  this  kind.  It  would  be  suicidal  for  him  to 
try  to  do  it,  if  he  expects  to  stay  in  business." 

"Unfortunately,  some  salesmen  forget  the  important 
item  in  every  business,  commonly  known  as  overhead, 
and  offer  goods  at  prices  which  do  not  pay  a  legitimate 
margin  of  profit,  and  other  salesmen  feel  compelled, 
under  some  circumstances,  to  meet  such  prices.  The 
traveling  salesmen  hears  of  these  cut  prices,  while  his 
house  may  know  nothing  about  them  until  he  reports 
them.  This  accounts  for  the  fact  that  a  salesman  may 
sometimes  price  an  item  lower  than  it  would  be  priced 
by  the  hoiise  pricer,  if  the  same  item  were  ordered  by 
mail,  without  any  price  limitation  being  specified  by 
purchaser." 

"A  much  larger  variation  than  this  might  be  discov- 
ered in  the  retail  prices  of  various  lines  of  goods,  be- 
cause various  concerns  have  different  ideas  as  to  the 
profit  that  different  lines  should  carry." 


NEW  CANADIAN  FILE  AGENTS 

The  Delta  File  Works,  of  Philadelphia,  have  ap- 
pointed Dorken  Bros.  &  Co.,  Montreal,  their  represen- 
tatives in  Canada  for  their  "Delta"  files.  The  increased 
business  and  demand  for  their  product,  say  the  com- 
pany, have  so  taxed  their  previous  rejiresentation  that 
they  have  felt  the  necessity  of  giving  Canada  a  more 
careful  and  closer  solicitation  for  business,  and  it  was 
after  looking  into  the  matter  carefully  and  getting 
the  consensus  of  opinion  of  the  best  houses  that  they 
found  Dorken  Bros.  &  Co.  the  proper  representatives 
foi-  their  product. 

Dorken  Bros.  &  Co.  will  be  under  the  direct  super- 
vision of  the  home  office  and  will  use  the  same  selling 
l)olicies  and  arrangements  that  have  been  found  suc- 
cessful heretofore.  The  object  of  this  change  is  not  so 
much  to  increase  the  number  of  accounts,  but  to  give 
better  and  closer  service  to  those  already  established 
and  such  additional  accounts  that  will  be  added  to 
work  in  the  general  plan  of  increasing  the  demand  for 
Delta  files  and  bring  greater  business  to  those  agencies 
thai  twr  liaiidling  these  goods. 


Beavorton.  Out.,  carried  a  by-law  to  loan  $6,000  to 
(ieorge  Minorgin  &  Son,  of  the  Beaverton  Foundry. 
That  concern  will  now  make,  in  addition  to  its  present 
line,  an  extensive  range  of  toys. 
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HON.  O.  A.  CLARE  DEAD 

Hon.  Geo.  A.  Clare,  P.C.,  M.P.  for  South  Waterloo, 
and  head  of  the  stove  company  of  Clare  Bros.  &  Co., 
Preston,  Ont.,  died  on  Jan.  9.  Death  was  due  to  Bright 's 
disease,  from  which  he  had  been  suffering  for  some 
time. 

Mr.  Clare  was  in  his  sixty-first  year,  having  been 
born  in  Preston,  June  6,  1854.  He  was  of  German 
descent,  the  son  of  John  Clare  and  his  wife,  Margaret 
Beck.  He  received  his  early  education  in  the  local 
school,  and  subsequently  spent  four  or  five  years  in 
business  with  Kandall  &  Co.,  Waterloo. 

In  April,  1876,  he  married  Miss  Katherine  Fink, 
daughter  of  Paul  Fink  of  Waterloo,  and  then  took  a 
position  with  his  father  in  the  foundry  business  at 
Preston.   His  splendid  business  ability  soon  became  ap- 


LateGeo.  Clare,  M.P., 
of  Preston,  Ontario. 


parent  in  the  extended  trade  of  the  firm.  He,  with  his 
brothers,  acquired  the  business  in  1881,  and  operated  it 
under  the  name  of  Clare  Bros.  &  Co.,  and  since  its  in- 
corporation, in  1901,  he  had  been  president.  He  was 
also  president  of  the  Gait  Stove  &  Furnace  Co.,  Ltd. ; 
Clare  &  Brockest,  Ltd.,  Winnipeg;  Canadian  Office  & 
School  Furniture  Co.,  Preston,  and  the  Solid  Leather 
Shoe  Co.,  Ltd.,  Preston,  and  a  director  of  the  Preston 
Car  &  Coach  Co.,  the  Stamped  and  Enamelled  Ware, 
Ltd.,  of  Hespeler,  the  Wellington  Mutual  Fire  Insur- 
ance Co.,  of  Guelph,  and  of  the  United  Empire  Bank. 
He  took  great  interest  always  in  the  affairs  of  the  town, 
and  exercised  much  influence  in  its  development. 

Active  Public  Life 

Mr.  Clare  was  for  two  years  councillor  of  the  village 
of  Preston,  and  for  ten  years  reeve,  and  in  1900,  when 
it  was  incorporated  a  town,  he  became  its  first  mayor. 
He  was  chairman  of  the  finance  committee  two  years, 
and  a  member  of  the  Waterloo  County  Council  from 
1888  to  1898,  being  warden  for  the  county  in  1895. 

In  1900  Mr.  Clare  won  the  seat  for  South  Waterloo 
in  the  Dominion  House,  which  had  previously  always 
been  occupied  by  a  Liberal,  and  he  held  it  ever  since. 
During  one  political  campaign,  some  years  ago,  he  was 
so  ill  that  he  had  to  be  carried  on  a  chair  to  make  a 
speech,  but  he  made  it,  and  was  elected.  Mr.  Clare 
was  honored  with  the  appointment  on  the  1st  of  Jan- 
uary, 1913,  to  the  Privy  Council. 

He  was  a  member  of  the  Albany  Club,  of  Toronto, 
and  the  Waterloo  Golf  Club.  In  religion  he  was  a 
Lutheran.  Besides  his  wife,  he  is  survived  by  one  son, 
Alfred,  and  three  daughters,  Mrs.  A.  M.  Edwards,  of 
Gait,  and  Miss  Minnie  and  Miss  Georgina  at  home,  and 
also  by  two  brothers,  Frederick  and  Charles,  and  two 


sisters,  Mrs.  I.  II.  Erb  and  Mrs.  Thomas  Simpson,  all  of 
Preston.  The  funeral  took  place  to  the  Preston  Ceme- 
tery. 

Sir  Robert's  Tribute 

Sir  Robert  Borden,  in  referring  to  the  death  of  the 
Hon.  George  Clare,  said  :  "I  have  received  with  deepest 
regret  the  news  of  Mr.  Clare's  death.  For  many  years 
he  was  one  of  my  most  valued  colleagues  in  Parliament 
and  one  of  my  mo.st  intimate  personal  friends.  He  en- 
.joyed  the  universal  esteem  and  respect  of  his  fellow- 
members  in  the  House  of  Commons,  and  whenever  be 
spoke  on  any  public  (juestion  his  views  commanded  at- 
tention and  respect." 


ROUND  OUT  THEIR  75TH  YEAR 

"Good  steel  and  honest  work,"  Henry  Disston's  own 

explanation  of  his  success,  have  brought  the  enterprise 
founded  by  him  three-quarter.s  of  a  century  ago  to  a 
magnitude  probably  undreamt  of  by  him  in  his  most 
optimistic  visions  of  the  future.  It  would  have  been 
difficult  for  him  to  see,  in  the  crude  little  shop  of  1840, 
with  its  home-made  furnace  and  meagre  tools,  the 
nucleus  of  a  plant  equipped  with  every  refinement  of 
the  sawmakers'  art,  having  58  buildings,  covering  50 
acres  of  ground,  and  employing  3,600  men.  ' '  Good  steel 
and  honest  work" — he  had  no  other  assets.  A  thorough 
knowledge  of  sawmaking,  a  little  steel,  and  a  few  tools, 
given  him  in  lieu  of  salary  when  his  employers  failed, 
were  his  entire  stock  in  trade.  Obscurity,  and  a  strong 
prejudice  against  tools  of  domestic  manufacture  had 
to  be  overcome,  but  "quality"  did  it  and  opened  the 
way  to  recognition  for  American  manufacturers  of  tools 
of  every  kind.  "Good  steel  and  honest  work,"  that 
was  all  he  needed.  Capital  would  come  when  he  had 
liis  market. 

With  a  product  superior  to  any  other  of  his  time, 
Henry  Disston  soon  gained  recognition  as  the  leader 
in  his  field.  From  this  time  on  development  was  rapid 
—simply  keeping  pace  with  the  growing  demand.  His 
efforts  to  improve  the  quality  of  his  saws  were  unceas- 
ing. To  get  a  steel  exactly  suited  to  his  needs,  he  built 
a  plant  for  melting  .steel  himself  in  1854  (the  first 
crucible  saw-steel  plant  in  America).  Twelve  years 
later  a  file  works  followed,  to  supply  the  immense  quan- 
tities of  files  used  in  the  saw  plant.  '(35,000  dozen  a  year 
are  now  used.)  Gradually  the  manufacture  of  a  wide 
variety  of  tools  was  undertaken. 

When  Henry  Disston  died  in  1878.  his  sons  succeeded 
him,  and  his  descendants  are  to-day  at  the  head  of  the 
business.  Development  has  been  steady  and  great, 
but  always  with  the  founder's  simple  motto  of  "Good 
steel  and  honest  Avork"  as  a  guiding  policy.  "Three- 
quarters  of  a  century's  reputation  for  ((ualitv  is  too 
valuable  an  asset  to  be  jeopardized  by  inferior  pro- 
ducts." is  the  way  the  present  heads  .express  it.  Three 
generations  of  Disstons  have  administered  the  com- 
pany's affairs  since  its  establishment.  And  as  a  side- 
light on  the  respective  attitudes  of  employers  and  em- 
ployed, it  is  interesting  to  note  that  a  score  of  men 
have  been  with  the  company  over  fifty  years,  and  in 
several  instances  three  generations  of  the  same  family 
work  side  by  side. 


NEW  TRADE  TERMS  IN  ENGLAND. 

The  use  of  the  phrases  "Gernjan  silver"  and  "Ger- 
man steel"  has  been  stopped  in  England  since  the  war 
and  "nickel  silver"  and  "nickel  steel"  are  the  descrip^ 
live  terms  used. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  Renfrew  Electric  Mfg-.  Co.,  Ltd.,  Renfrew,  Ont., 

lias  been  putting  out  a  number  of  new  electric  irons. 
The  "Canadian  Beauty  Model  A"  is  a  home  article 
built  for  service.  The  heat  is  evenly  distributed  over 
the  whole  surface.  The  new  combination  detachable 
and  reversible  back  stand,  supplied  with  all  irons,  is  a 
notable  and  novel  feature.  It  allows  the  iron  to  sit  flat 
when  ironing,  to  tilt  when  changing  articles  to  be 
ironed,  and  to  hold  the  iron  upside  down  when  a  per- 
son wishes  to  use  the  iron  as  an  electric  stove,  useful  in 
heating  baby's  milk,  brewing  tea,  heating  a  small  kettle 
of  water,  etc. 

The  "Model  B"  has  some  added  features  over 
"Model  A,"  by  which  parts  are  detachable.  The 
handle,  too,  is  curved  to  allow  freedom  in  operating 
the  iron.  The  "Canadian  Beauty"  electric  tailors' 
iron  is  another  line.  They  are  built  for  hard  use  in 
tailor  shops  and  pressing  rooms.  The  use  of  these  elec- 
tric irons  ensures  a  continuous  heat.  They  are  all 
finished  in  highly  i)olished  nickel  and  are  complete 
with  stand,  cord  and  plugs. 

The  Hauck  Mfg-.  Co.,  Brooklyn,  N.Y.,  has  just  placed 
on  the  market  a  new  kerosene  torch  of  novel  design. 
It  was  especially  designed  to  take  the  place  of  the  gaso- 
line torch  and  fills  a  want  in  places  where  the  use  of 
gasoline  torches  is  prohibited  or  restricted.  This  ap- 
plies particularly  to  garages,  office  buildings,  hotels, 
hospitals,  etc.  Telephone  companies,  electricians, 
painters,  tinsmiths,  machinists  and  plumbers  should 
welcome  this  new  torch  both  for  its  safety  and  economy. 
The  most  important  feature  is  the  construction  of  the 
bronze  burner.  The  oil  passageways  are  especially 
large  and  so  arranged  that  only  one  plug  has  to  be  un- 
screwed in  ordei'  to  clean  the  whole  burner  instantly. 

By  a  special  oil  regulating  valve  the  flame  can  be 
adjusted  to  any  size  from  8  ins  long  by  1  in.  in  diameter 


to  the  finest  point.  As  kerosene  contains  more  heating 
units  than  gasoline,  the  teraperaiture  obtained  with  this 
torch  is  much  higher  than  that  of  the  gasoline  torch. 
It  is  also  claimed  that  strong  wind  or  cold  weather  will 
not  aflfect  the  flame  in  any  way,  and  it  is  therefore  espe- 
cially recommended  to  linemen  and  those  working  out- 
side. The  torch  is  also  furnished  in  connection  with 
a  light  furnace  for  melting  solder  and  heating  solder- 
ing coppers. 

The  Peck,  Stow  &  Wilcox  Company,  Southington, 
Conn.,  recently  placed  on  the  market  a  new  automobile 


ratchet  drill,  which  is  claimed  to  be  a  convenient  tool 
for  the  motorist's  kit,  enabling  him  to  make  minor  re- 
pairs while  on  the  road  or  ;n  his  own  garage. 

The  company  has  gone  over  its  line  of  ratchet  drills 
recently  and  has  made  extensions  and  improvements. 
In  the  "Pexto"  line  the  ratchet  is  concealed.  A  simple 
mechanical  device  protects  the  interior  working  parts 
from  dust,  grit  or  other  foreign  matter.  The  company 
also  states  that  this  same  concealed  feature  also  serves 
to  give  rigidity  and  true  alignment  to  the  entire  tool. 

The  levers  and  heads  of  "Pexto"  ratchets  are  fin- 


ished in  gunbarrel  blue,  the  other  parts  of  these  drills 
are  bright  finished. 

"Pexto"  ratchets  will  now  take  all  drills  with  the  ex- 
ception of  blacksmiths'  drills.  In  addition,  the  holders 
of  the  No.  200  series  will  interchange  with  those  of  the 
No.  300  series.  A  customer  can  buy  one  set  with  an 
extra  holder,  and  he  may  use  either  round  taper  shank 
or  square  taper  shank  drills.  The  operation  of  inter- 
changing holders  is  said  to  be  very  simple,  requiring 
only  the  removal  of  the  setscrew. 


Manufacturers'  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  Renfrew  Electric  Mfg.  Co.,  Ltd.,  Renfrew,  Ont., 

has  sent  out  to  the  trade  an  art  wall  calendar.  The  pic- 
ture shows,  in  colors,  a  beautiful  girl — "A  Canadian 
Beauty,"  it  is  entitled,  and  it  advertises  well  the 
"Canadian  Beauty"  line  of  electric  heating  appliances 
made  by  the  firm. 

The  Renfrew  Electric  Mfg.  Co.  have  also  issued  a  new 
catalogue  of  their  "Canadian  Beauty"  electric  heating 
appliances. 

The  Crescent  Tool  Co.,  Jamestown,  N.Y.,  have  gotten 
out  a  new  silent  salesman  for  displaying  their  4-inch 
Crescent  adjustable  wrench.  This  display  board  is 
mounted  with  six  wrenches  and  is  made  so  that  it  can 
be  displayed  on  top  of  a  showcase  in  the  store.  It  is 
one  of  those  little  helps  that  stimulate  sales.  The  board 
is  made  of  heavy  cardboard,  attractively  designed, 
and  provided  with  an  easel  back  which  locks  and  will 
not  fall  over  on  a  glass  showcase.  It  is  supplied  free 
when  orders  for  six  of  these  wrenches  are  called  for. 


Good  luck  is  a  mighty  good  thing  to  have,  but  it  is  a 
mighty  poor  thing  to  wait  for. 
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Annual  Convention  of  Canada  Metal 
Co.,  Ltd.,  Toronto 

The  third  annual  conveiition  held  in  Toronto  by  The 
Canada  Metal  Co.,  Ltd.,  was  a  brilliant  success.  Each 
year  this  company  get  their  sales  staff  together  from  all 
quarters  of  the  Dominion.  The  managers  from  the  fac- 
tories at  Winnipeg  and  Montreal  bring  in  the  salesmen 
who  make  their  headquarters  at  these  centres.  When 
the  roll  was  called  nineteen  were  present. 

Mr.  W.  G.  Harris,  Jr.,  vice-president  of  the  company, 
presided,  and  his  opening  address  was  briefly  a  word  of 
welcome  and  he  stated  what  proved  to  be  a  fact, '"This 
convention  is  to  be  a  week  of  hard  work  for  everyone 
and  there  will  be  little  time  for  the  usual  frills  outside 
of  business." 

Mr.  Harris,  Sr.,  president  and  general  manager  of  the 
company  had  a  cheery  word  of  welcome  for  the  sales- 
men and  expressed  his  pleasure  at  being  able  to  meet 
them  all  each  year  and  to  spend  a  few  days  going  over 
past  records  and  planning  for  future  successes.  He 
spoke  of  the  wonderful  growth  of  the  company,  how  a 
few  years  ago  only  very  little  ground  was  covered  out- 
side Toronto,  but  to-day  the  whole  of  the  Dominion  is 
covered  by  nineteen  salesmen. 

The  first  morning  was  taken  up  by  going  over  the 
yearly  report  of  the  sales  for  1914,  and  many  sugges- 
tions were  made  as  to  the  plans  for  1915,  for  as  one 
salesman  remarked,  year  by  year  our  sales  have  in- 
creased and  it  will  need  some  brilliant  planning  and 
hard  work  to  go  ahead  in  1915,  but  we  mean  to  do  it,  if 
at  all  possible.  The  afternoon  was  devoted  to  questions 
and  questions  asked  referred  to  newspaper  metals,  bab- 
bitt metals,  ingot  metals  and  plumbers'  supplies.  All 
were  invited  to  ask  questions  and  there  is  not  the  slight- 
est doubt  by  this  means  much  useful  information  was 
gained.  A  Western  salesman  declared  he  had  learned 
more  about  metals  in  one  afternoon  than  he  could  learn 
in  twelve  months  on  the  road. 

Each  day  was  full  of  real  hard  work.    Business  and 


trade  conditions  were  discu.ssed  from  all  points  of  view 
and  from  all  parts  of  Canada.  At  noon  each  day  lunch 
was  provided  on  the  premises  and  a  fine  jovial  crowd 
sat  down  to  do  justice  to  the  chef's  catering. 

One  day  was  a  day  to  be  remembered,  for  the  win- 
ners of  the  various  competitions  had  the  pl^-asure  of  re- 
ceiving the  various  prizes.  These  competitions  have 
proved  a  huge  success  and  are  thoroughly  approved  by 
the  salesmen,  for  it  causes  a  little  friendly  rivalry.  Each 
year  over  $1,000  is  presented  to  the  competitors  and  in 
addition  one  prize  is  a  gold  watch  and  chain  suitably 
inscribed.  Upon  Mr.  H.  C.  Crow,  who  has  taken  such  a 
great  interest  in  arranging  these  competitions  and  car- 
rying them  through  to  their  ultimate  success,  fell  the 
honor  of  presenting  the  gold  watch  and  chain  to  Mr.  A.' 
E.  Byers,  the  winner  of  the  Harris  Heavy  Pressure 
Competition 

To  give  an  idea  of  the  subjects  upon  which  salesmen 
addressed  the  convention,  and  also  to  illustrate  how 
useful  they  were,  one  salesman  had  for  his  subject 
"Plumbing  supplies  and  how  1  assist  the  hardware- 
men  who  have  a  plumbing  business  in  connection  with 
the  hardware." 

Other  subjects  were: 

"Babbitt  metals,  and  how  I  aid  the  hardware  mer- 
chant to  build  a  connection." 

"Ingot  metals  and  how  the  hardware  merchant  can 
handle  them  to  make  a  profit." 

"Solder,  sheet  lead,  lead  pipe  and  its  possibilities." 

"How  Harris  heavy  pressure  sales  won  the  gold 
watch  and  what  part  was  played  by  the  agents  and  how 
they  assisted." 

One  evening  the  whole  staff  visited  Shea's  Theatre, 
so  that  even  though  Mr.  Harris,  Jr.,  promised  no  frills, 
yet  a  few  were  allowed  to  step  in. 

When  the  convention  finally  broke  up,  all  admitted 
that  though  it  had  been  a  strenuous  time,  yet  there  was 
no  doubt  that  it  might  fitly  be  described  as  a  brilliant 
success  and  each  one  departed  hoping  to  once  more 
meet  in  1916  when,  as  the  Western  men  prophesied,  the 
West  will  have  more  to  say.  ^ 


Oroup  photograph  of  staff  of  Canada  Metal  Co.  at  their  recent  convention.  Photo  t«ken  in  front  of  company's  office  building. 
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Introduce  them  to 
your  trade 

These  two  new  and  beautiful  designs  in 
wrought  bronze  or  steel  are  shown  in  the  new 
P.  S.  &  W.  catalog  of  Locks,  Knobs  and 
Builders'  Hardware.  They  suggest  the  var- 
iety and  beauty  of  the  entire  line  of  Pexto 
lock  sets.  And,  remember,  any  of  the  Pexto 
designs  will  interchange  with  those  of  other 
big  makers,  as  to  knob  and  key  spacing  and 
back  set. 

In  the  new  catalog  all  lock  sets  of  the  same  design 
are  grouped  together  for  quick  reference.  Illustra- 
tions are  clear.  Description  beneath  each  picture 
is  short,  to  the  point — giving  all  the  facts  you  want 
to  know  in  a  hurry.  All  goods  shown  in  the  book 
are  made  in  Cleveland. 

Your  customers  will  be  interested  in  the  new  addi- 
tions to  our  line  of  builders'  hardware,  locks,  inside 
and  front  door  mortise  sets,  store  door  handles  and 
locks,  drop  handle  drawer  pulls,  etc. 
Write  to  day  for  new  catalog. 


Stow  & 


SOUTHINOTON,  CONN. 

Ci-KVELAND,  Ohio 

Address  all  corre- 
spondence to  Cleveland 


Wilcox  Co 
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Have  You  a  Good  Stock  of 

Meakins'  Brushes 

I  to  Meet  the  Spring  Demand? 


If  not — You  had  better  write 
us  to-day. 

A  Line  Will  Bring  Our  1915  Catalogue 

Meakins  &  Sons,  Limited 

Head  OHice— HAMILTON— Factory 


WarehoDies 
TORONTO,  LONDON,  WINNIPEG 

Meakins  Brush  Co.,  Ltd. 
MONTREAL 


W%«B  wrltlnf  to  adTartlMri  kindly  mention  Oanadiui  Hardwtr*  Journal 
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pganadian  Ji^de:}^^^ 

Geo.  Clarke,  hardware  dealer,  at  Tatamagouehe,  N.S., 
died  recently. 

Sussex,  N.  B.,  merchants  have  formed  a  retail  mer- 
chants' association. 

A.  Workman  &  Co.,  Ltd.,  hardware  dealers,  have 
moved  into  new  quarters  at  300  Sparks  Street,  Ottawa. 

The  James  Smart  works,  at  Brockville,  Ont.,  have 
resumed  operation  after  completing  their  annual  stock- 
taking. 

J.  A.  Tanguay's  hardware  stock,  at  Montreal,  was 
damaged  by  smoke  and  water  through  a  fire  in  his  store 
recently. 

S.  L.  Davis  Sales  Co.,  dealers  in  hardware  and 
builders'  supplies,  are  applying  for  a  limited  liability 
charter. 

The  Dominion  Register  Co.  has  opened  up  salesrooms 
at  Church  and  Lombard  Streets,  Toronto,  in  charge  of 
Wm.  O'Connor. 

The  Stratford  Mfg.  Co.,  Ltd..  has  sent  out  announce- 
ments of  the  death  of  Allen  P.  Boyer,  president  of  that 
company,  on  January  21,  at  his  home  in  Goshen,  Tnd. 

F.  C.  Taylor,  whose  store  was  burned  at  Fenelon 
Falls,  recently,  has  refitted  another  store  in  town  and 
stocked  it  with  a  new  line  of  hardware,  paints  and 
stoves. 

Lochlin  Ross,  of  the  warehouse  staff  of  H.  S.  How- 
land.  Sons  &  Co.,  Toronto,  has  been  appointed  traveler 
to  cover  the  ground  from  Sudbury  to  Ft.  William  for- 
merly covered  by  the  late  Donald  Roy. 

John  H.  Glover,  for  several  years  manager  of  the 
Aylmer  Pump  &  Scale  Co.,  has  resigned  that  position 
and  sold  his  interest  in  the  business  to  M.  R.  Seed. 
Mr.  Glover  will  give  all  his  attention  to  his  hardware 
business. 

Codere,  Sons  &  Co.'s  hardware  store  at  Sherbrooke. 
Que.,  was  burned  recently  entailing  a  loss  of  $100,000, 
which  was  covered  by  insurance.  Jos.  Codere,  mana- 
ger, was  overcome  while  trying  to  save  the  books  and 
taken  to  the  hospital. 

A  disastrous  fire  on  Jan.  26,  at  Parkhill,  Ont.,  com- 
pletely destroyed  the  entire  block  in  which  were  situ- 
ated B.  Lindsay's  large  general  store,  and  J.  B.  Lind- 
say's hardware  store.  The  fire  was  first  discovered  in 
the  cellar  of  the  hardware  store,  and  had  gained  so 
much  headway  that  before  the  firemen  could  reach 
there,  the  entire  block  was  in  flames,  and  although  a 
strong  effort  was  made  it  was  too  late  to  save  the 
block.  Tt  is  said  that  the  loss  will  reach  in  the  neigh- 
borhood of  $20,000,  partly  covered  by  insurance. 


WESTERN  TRADE  NOTES. 

T.  S.  Learmouth's  hardware  store,  at  Theodore, 
Sask.,  was  burned  recently. 

Geo.  W.  Walton,  hardware  dealer.  Moose  Jaw,  Sask., 
intends  building  a  new  business  block. 

One  of  the  first  big  conventions  announced  for  1915 
is  that  of  the  SaskatchcAvan  Branch  of  the  Retail  IVIer- 
chants'  Association  of  Canada,  which  is  expected  to 
assemble  in  Saskatoon  on  May  11,  12,  and  13,  and  on 


the  programme  of  which  F.  E.  Raymond,  secretary  of 
the  association,  is  now  busy  arranging  details.  It  is 
expected  that  between  500  and  600  delegates  will  be 
present  from  all  parts  of  the  province  and  some  very 
important  subjects  to  retail  merchants  will  be  dis- 
cussed. 

The  executive  of  the  Saskatchewan  Retail  Merchants' 
Association  met  at  Regina  on  Jan.  6,  and  decided  to 
hold  their  annual  meeting  on  May  11,  12  and  13  at 
Saskatoon. 

Harry  McKenzie,  and  D.  S.  Moynes,  both  employes 
of  the  Smith  Hardware  Co.,  of  Melville,  Sask.,  are 
playing  on  the  hockey  team  of  that  town  which  is 
cutting  such  a  figure  in  the  Saskatchewan  League  this 
year.  D.  S.  Moynes  hails  from  Russell,  Man.,  and  Mc- 
Kenzie  from  Kenora,  Ont. 


FUNERAL  OF  SAMUEL  BIRCH. 

The  late  Samuel  Birch,  of  McKelvie  &  Birch,  hard- 
ware dealers.  Kingston.  Ont.,  who  died  suddenly  in 
his  store  a  month  ago,  was  one  of  the  oldest  hardware 
dealers  in  Ontario,  being  connected  with  his  partner 
for  50  years.  The  funeral  to  Cataraqui  cemetery  was 
one  of  the  largest  seen  in  Kingston  for  some  time,  and 
was  attended  by  a  great  many  representatives  of  the 
manufacturing,  jobbing,  and  retail  trades.  The  floral 
ofiFerings  were  beautiful. 


BUSINESS  CHANGES 


Saskatchewan. 

Southey. — J.  Marantz  has  added  a  hardware  depart- 
ment. 

Mortlach — J.  C.  Strowger.  tinsmith,  stock  sold  to 
A.  K.  Helliwell. 

Huntoon — -Walter  &  Hanson  have  bought  Walter  & 
Gillespie's  hardware  store. 

Lumsden — Edward  Troiighton.  hardware  and  furni- 
ture, succeeded  by  W.  B.  Lawson. 

Rocanville^ — Kidd  &  Clements,  hardware  and  furni- 
ture, succeeded  by  W.  R.  Gibson. 

Ontario 

Elmvale — ^Chas.  Snyder,  hardware,  sold  to  J.  H. 
Simpson. 

Kingston — -John  Corbett,  hardware,  succeeded  by  G. 
Botsford. 

Wiarton — Kyle  &  Hunter,  hardware,  succeeded  by 
D.  J.  Hunter.  " 

Toronto — M.  G.  Gorman,  hardware,  opened  store  at 
Keele  and  Bloor  Streets. 

Markdale — W.  S.  Perkins,  hardware  and  tins,  suc- 
ceeded by  Perkins  &  Mann. 

Woodville — Dure  Bros.,  hardware  and  plumbing,  sold 
to  Woodville  Mercantile  Co. 

Quebec 

Bamston — Hall  &  AUard.  hardware,  registered. 
Montreal — Roch  Roy,  hardware,  sold  to  J.  D.  Mail- 
hot. 

Montreal— J.  A.  Tanguay.  hardware,  has  been  incor- 
porated. 
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Hardware  and  Paint 
Dealers :   Attention ! 


Has  Been  Greatly  Improved 


After  many  months  of  scientific  and  prac- 
tical experiments  at  our  laboratory,  we 
have  perfected  a  great  and  valuable  im- 
provement that  preserves  all  the  old  quali- 
ties and  adds  brushing,  covering  and  vs^ork- 
ing  qualities  that  make  it  superior  to  any 
article  of  the  kind,  and  the  last  word  in 
water  color  wall  coating. 

The  new  goods  are  marked  "Slow  Setting" 
meaning  that  it  can  be  left  mixed  and  re- 
main in  good  condition,  it  flows  beauti- 
fully and  covers  perfectly.  It  stands  recoat- 
ing  satisfactorily  and  can  be  second  coated 
as  soon  as  first  coat  dries  out.  If  desired, 
it  can  be  easily  sponged  off  the  wall. 


Painters  and 
expert  decor- 
ators use  and 
highly  recommend  the  new  goods. 

The  Alab  astine  Company,  Paris,  Limited, 
is  not  a  branch,  but  is  entirely  a  Canadian 
organization,  and  has  no  connection  with 
any  concern  in  the  United  States  or  else- 
where. We  operate  our  own  m  nes  at 
Caledonia,  Ont.,  for  a  large  part  of  base 
material  and  purchase  balance  from  Cana- 
dian and  English  manufacturers. 

In  spite  of  the  greatly  increased  cost  of 
nearly  all  our  materials  on  account  of  the 
war,  we  have  decided  not  to  raise  the  price. 


Drop  a  line  to  us  or  your  jobber  and  get  full  information  about  the  Special  Brush  or 
Cash  Premium  to  Painters  and  Free  Stencils  to  users  of  Alabastine  (in  packages  only.) 
Also  an  entirely  new,  bigger  and  better  line  this  year  of  Color  Cards,  Wall  Books, 
Color  Plan  Books,  and  Stencil  Catalogues.  Get  in  line  for  the  big,  new,  attractive 
Display  Cabinet  and  Window  Trim. 


CHURCHS'cwDwmj  ' 

Alabastine 

^ALL  COATING^ 


The  ^U^^^M  Company 


Paris 


Paris,  Limited 


Ontario 


Alabastine  is  put  up  as  follows: — White  and  tints  in  5  lb.  and  2^  lb. 
packages.  White  in  300  lb.  bbls.  and  150  lb.  half  bbls.  Fresco 
Colors  in  1  lb.  pkgs  and  25  and  50  lb.  pails. 

Get  our  Price  List  before  you  order 


QWROrScoiflVAm 

'  Alabastine 

WALL  COATING" 


s 


Easy  toMa.  ta^y  toApf!/. 


ALABASTINE  COMPANY 


Whan  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 
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[  _    MaHt€j|  Situatf 


Hardware  Markets.  The  new  year  is  starting  off  with 
an  optimistic  outlook,  but  the 
first  month's  business  has  been  none  too  good.  At  its 
close  there  has  been  a  tendency  towards  easy  prices  on 
quite  a  number  of  articles. 

The  usual  quietness  prevailed  in  the  earlier  January 
days,  due  to  the  lull  following  the  holiday  buying  sea- 
son and  the  absence  of  travelers  calling  on  the  trade. 
House  and  staff  conventions  stirred  up  some  enthus- 
iasm among  the  salesmen  and  created  a  good  optimistic 
outlook  in  the  views  of  most  of  the  men  calling  on  the 
trade.  Small  orders  came  in  about  the  middle  of  the 
month,  but  in  general  the  month's  trad(!  has  not  come 
up  to  expectations. 

Builders'  hardware  has  been  selling  light,  orders 
are  very  few,  and  keen  competition  exists  for  whatever 
business  is  stirring.  The  same  is  true  of  many  linos, 
and  as  a  consequence  some  cutting  has  been  in- 
dulged in. 

Stocktaking  among  retailers  should  show  light  stocks, 
as  buying  during  the  past  six  months  has  not  been 
up  to  normal.  Passing  trade  in  winter  lines  is  the  only 
feature  at  present,  though  booking  for  spring  has  been 
fair.  Some  of  these  spring  prices  are  at  new  quota- 
tions and  a  number  of  new  prices  on  staples  are  also 
in  evidence. 

Tariff  changes  are  expected  as  a  result  of  the  war, 
and  a  somewhat  uneasy  feeling  exists  as  to  what  hard- 
ware lines  will  come  under  the  new  regulations  when 
the  items  are  brought  doAvn  at  Ottawa  when  Parliament 
opens.  Some  imported  goods  are  being  booked,  "sub- 
ject to  tariff  changes." 

Price  changes  of  the  month  include  :  Readjustments  in 
fishing  tackle,  which  show  an  advance  of  10  per  cent. ; 
packing,  cotton  waste,  jute,  and  some  rope  and  twine 
lines  are  at  lower  prices ;  there  is  a  drop  in  iron  pipe 
quotations,  and  new  prices  on  Paris  green  and  waste, 
and  a  tendency  towards  higher  prices  on  cutlery.  Many 
other  items  show  easier  tendencies  and  in  not  a  few 
instances  lower  quotations. 

Gunpowder  has  advanced  in  all  grades,  with  the  ex- 
ception of  blasting  powder.  A  new  list  has  been  issued 
on  tinners'  rivets,  which  works  out  under  the  old  dis- 
count rate  at  an  advance  of  about  10  per  cent. 

•    •    •  • 

Metal  Markets.  If  stronger  prices  indieate  an 

improvement  in  the  metal  indus- 
trial situation  then  there  is  a  better  trade  passing  at 
present.  It  may  be,  however,  that  the  month-end  ad- 
justments have  much  to  do  with  this,  as  changing 
prices  are  expected  on  speculative  metals. 

Whether  due  to  the  war  or  not,  prices  at  present  are 
nearly  all  stronger.  Tin,  spelter  and  antimony  ad- 
vanced sharply  towards  the  end  of  January,  and  gal- 
vanized sheets  are  decidedly  firm.  Tinware  products 
are  also  strong.  Solder  is  at  good  prices  and  copper 
is  holding  very  firm. 

From  quiet  business  at  the  commencement  of  the 
new  year  the  metal  situation  has  developed  an  interest- 
ing epoch,  and  the  high  prices  are  somewhat  puzzling. 
In  the  United  States  the  iron  and  steel  trade  is  slated 
for  bigger  business.  The  railways  are  buying  and  in- 
dustrial plants  are  opening  up.     Steel    mills  report 


better  orders,  but  the  extremely  high  ocean  freight 
rates  are  interfering  seriously  with  their  export  busi- 
ness. 

Abroad,  pig  iron  lias  advanced  in  Great  Britain,  and, 
of  course,  all  metals  on  the  continent  are  held  at  a  high 
price,  with  very  little  trade  passing.  These  advances 
abroad  are  responsible  for  the  stronger  tone  here. 

•  •    •  • 

Heating  Goods.  Trade    in    .stoves    and  heating 

goods  has  declined  greatly  since 
the  turn  of  the  year.  Travelers  expect,  however,  to  see 
more  goods  sold  before  the  end  of  winter,  owing  to  the 
small  orders  placed  during  the  latter  half  of  1914. 

•  •    •  • 

Paints  and  Oils.  Spring  booking  is  reported  to 

have  been  good  throughout  the 
whole  month  of  January,  with  immediate  orders  run- 
ning light.  The  market  has  been  unsettled,  owing  to 
the  fluctuations  in  oil  and  turps  and  glass.  In  the  case 
of  the  latter,  speculation  is  indulged  in  as  to  what 
prices  will  obtain  when  the  contemplated  tariff  changes 
go  into  effect. 

The  rising  prices  on  linseed  oil  are  one  of  the  present 
features  of  the  paint  market,  and  the  tendency  is  still 
upward.  Orders  are  for  small  quantities.  In  turpen- 
tine the  market  is  a  little  unsettled.  A  slightly  better 
demand  has  improved  conditions  somewhat,  but  prices 
are  not  holding  well  together  as  yet. 

The  new  1915  Paris  green  prices  have  been  issued. 
They  show  a  slight  falling  ot?  as  compared  with  last 
year's  quotations. 


New  Prices  on  Iron  Pipe 

New  and  lower  prices  went  into  effect  on  standard 
wrought  iron  pipe  towards  the  close  of  January.  Dis- 
counts vary  in  proportion  to  size  of  order.  These  prices 
are  for  small  quantities: 

BUTT  WELD 


Size 

Black 

Galvanized 

14  in.  and  % 

in.                 $  2.07 

$  2.97 

V2  in. 

2.51 

3.44 

%  in. 

2.88 

4.03 

1  in. 

4.25 

5.95 

IVi  in. 

5.75 

8.05 

11/2  in. 

6.88 

9.63 

2  in. 

9.26 

12.95 

2Vo  in. 

14.63 

20.48 

3  in. 

19.13 

26.78 

31/2  in. 

23.00 

32.50 

4  in. 

27.25 

38.15 

L.\PWELD 

2  in. 

$  10.75 

$  14.43 

21/0  in. 

14.92 

20.77 

3  in. 

19.51 

27.16 

31/2  in. 

23.46 

32.66 

4  in. 

27.80 

38.70 

41/0  in. 

34.93 

47.63 

5  in. 

40.70 

55.50 

6  in. 

52.80 

72.00 

7  in. 

73.78 

99.96 

8  in.  X  25  lbs. 

per  ft.  77.50 

105.00 

8  in.  X  28  lbs. 

per  foot  89.28 

120.96 

9  in. 

106.95 

144.90 

10  in.  X  23  lbs. 

per  ft.  99.20 

134.40 

10  in.  X  40  lbs 

.  per  ft.  127.70 

173.04 

12  in. 

175.00 
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The  Psychology  of 
the  Purchase 

CONSIDER  THIS: 


Brand 


B.B. 

Genuine 

White 
Lead 
II 


First  comes  the  Need,  the  Desire 

Because  of  the  desire  to  fill  this  need  the  results  of  the  purchase  are  of 
vital  interest  to  the  purchaser  —  he  is  the  keenest  observer,  making 
deductions  that  are  inevitable  and  indisputable. 

The  failure  of  the  article  to  satisfy  signs  the  death  warrant  of  goods  of 
inadequate  quality,  likewise  of  the  standing  of  the  merchant  who 
recommended  them. 

One  such  experiment  in  buying  remains  in  the  memory  of  the  buyer  as 
futile  and  wasteful. 

He  is  wary  next  time  almost  to  suspicion,  and  is  ready  even,  if  necessary 
to  pay  more,  remembering  his  last  experience. 

1*21111  S    The  product  he  now  buys  must  be  guaranteed, 

IT  STANDS  ALL  TESTS!  All  being  right,  he  takes  credit  to  himself  for  his 
wise  purchase,  and  acclaims  the  virtue  of  the  goods  as  his  own. 

He  is  constrained  to  advertise  his  success  in  his  new  purchase — proudly  and  with 
enthusiasm. 

Generously  he  shares  his  knowledge  with  his  neighbors  and  adds  his  personal  weight 
to  the  makers'  guarantee  of  the  goods,  and  almost  insists  that  they  too  should  not  risk 
buying  a  poor  article. 

He  speaks  highly  of  that  merchant  who  sold  the  article,  and  does  not  rest  until  all  in 
his  environment  are  acquainted  with  the  merits  of  HIS  new  discovery. 

Thereafter,  all  competing  products  are  non-existent  to  him — he  will  have  none  of  them, 
and  rests  satisfied  and  convinced  as  to  the  policy  of  buying  a  good  article. 

Such,  in  short,  is  the  life  history  of  the  growth  of 
the  sale  of  Brandram B.  B.  Genuine  White  Lead 

and  every  merchant  in  Canada  who  sells  White  Lead  should  con- 
sider this  matter  and  stop  at  nothing  short  of  selling  the  very 
BEST  LEAD  ON  THE  MARKET. 


BRANDRAM  - HENDERSON 
^^^■■■■■■■■■■■^■^■■■■■■■■■B  A    JL  ■■■■■HHHaMBi^MHBBMaia  LIMITED 

Montreal  Halifax  St.  John  Toronto  Winnipeg 
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PREVAILING  BIARKET  PRICES. 

Toronto. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
hy  rpt?iil  bnvers. 


MrTALS. 

Aluminum,  ingots    0  22 

Antimony,   per  lb   0  18 

Brass  lods,  ^  to  1  inch..  0  22 

Sheets,  up  to  20  gauge.  0  25 

Tubing   1   inch   base...  0  24 

Copper,  ingots,  casting...  0  14% 
Sheets,  plain,  14  oz. 

base   0  20  H 

Sheets,  tinned,  14  oz. 

base   0  80H 

Sheets,  planished,  14  oi. 

base   0  87 H 

Sheets,  braziers    0  29% 

Bars,  round,  %  to  2  in.  0  27% 

Black  Sheets,  28  gauge  base, 

Toronto    2  75 

Montreal   2  70 

Canada  Plates — 

Ordinary,   52   sheets,  To- 
ronto  3  00 

All   bright,   52   sheets..  4  00 

Galvanized        Apollo  Ordinary 

18x24x52    4  45        4  75 

00   4  70        6  00 

20x28x80   ....  8  00        0  50 

20x28x80    0  40  10  00 

Galvanized  Sheets  (Corrugated) 
10  j).c.  olT. 

22  gauge,  per  square.  .  6  75 
24  gauge,  per  square.  .  5  50 
2G  gauge,  per  square.  .  4  25 
28  gauge,  per  square..  4  00 

Galvanized  Sheets.  Fleur  Queen's 
de  Lis  Head 

16-20  gauge  ..3  45  3  80 
22-24  gauge.  .  3  55  3  85 
26  gauge  ....  3  90  4  10 
28  gauge   ....  4  10        4  35 

Apollo  brand  Toronto 
24  gauge,  American   ...   3  20 
26  gauge,  American  ...  8  55 
28   gauge    (26   English)  3  70 
10  \    OS.,    equal    to  28 

Eng  3  80 

Iron  Pipe,  per  100  feet — 

Black  base.  1  inch  ....  4  51 
Galvanized  base,  1  inch  6  21 

Iron  Pipe  Fittings — 

Canadian  malleable.  40;  cast 
iron,  05;  standard  bushings,  70; 
beaden  60;  flanged  unions,  05; 
malleable  bushings,  05;  nipples, 
77%;  uiulleable  lipped  uuions, 
05. 

Sou  Plp«  and  Fittings — 

Medium  and  extra  heavy  pipe 
np  to  6  inch,  05  and  10;  7  and 

8  in.  pipe,  45. 

Toronto 

Bar  Iron,  per  100  lb.  ...  2  00 

Forged   iron    2  85 

Reflnrc  horseshoe  iron..  2  40 
Sleigh    shoe    and  mild 

steel  2  25 

Iron  finished  steel  ....  2  50 

Tire   sloel    2  20 

High  speed  steel  0  OS 

Lead,  Canadian  pig    5  00 

Bar  pig    5  75 

Sheets,  bas«,  2%  lbs.  sq. 

ft   7  50 

Pipe  ant]  wa>te    9  00 

Traps  and  bends    40  p.e. 

Solder,   half  and  half,  lb.  0  23 

Spelter,    foreign,   per  100 

II)   6  25 

Sheet  zinc    8  00 

Tin,    ingots,    100   lbs.    ...35  00 

Tin  Plates,  charcoal — 

MLB,  Famous  (equal  Bradley) 

Per  box 

I  C.   14x20   base    7  00 

I  X,  14x20  base  0  00 

I  X  X,  14x20  bass  ...  7  00 

"Dominion      Crown      Bast" — Be- 
llnntd. 

I  C.  14x90  bass    7  00 

I  X,  14x30  bass    8  26 

T  X  X.  14x20  bass  ....  »  SO 


"Allaway's      Best"  —  Standard 
Quality. 

I  0,  14x20  base    4  05 

I  X.  14x20  base    6  05 

I  X  X,  14x20  base  ....  0  65 

Bright  Cokes.  Bessemer  Steel. 
I  0,  14x20  base    4  60 

Terne  Plotes. 

I  C,  20x28,  112  sheets  7  40 
I  X,  Terne  Tin    9  40 

Tinned  Iron. 

72n30   up  to  24  gauge, 

case  lots    9  50 

72x30   up  to  26  gauge, 

case   lots   10  00 

Scrap     Metal,     Dealers'  Buying 

Prices — 

Heavy  Copper  and  Wire, 

,  lb   0  09% 

Light  copper  bottoms.  .  0  09 

Heavy  red  brass    0  07% 

Heavy  yellow  brass  ...  0  07% 

Heavy    lead    0  03  % 

Light    brass    0  05% 

Tea  lead    0  03 

Scrap  zinc   0  03% 

No.  1  wrought  iron ....  600 
Machinery     cast  scrap 

No.  1    8  75 

Stove  plate    9  00 

Malleable   9  00 

Miscellaneous  steel  ....  0  00 

PAINTS  AND  GLASS 

Barn  Paint,  barrel  lots — 

Gallon  tins   ....       80  00 

Chemicals,  in  casks,  per  lb. — 

.Arsenate  of  lead    0  17% 

Sulphate  of  copper  (blue 

ston-   0  07 

Litharge,   ground   0  07 

Litharge,  flaked    0  07% 

Green    copperas  (green 

vitriol)  0  01 

Sugar  of  Lead    0  09 

Colors  In  Oil — 

Venetian  red,  1-lb.  tins, 

pure   0  12 

Chrome,  yellow,  pure  .  .  0  28 

Golden  ochre,  pure   ...  0  14 

French  ochre,  pure  ....  0  12 

Chrome  green,  pure  ...  Oil 
French  permanent  green, 

pure   0  15 

Marine    black,     25  lb. 

irons   0  06 

Signwriters'  black,  pure  0  20 

Glue,  in  sheets  ...  0  10  018 

1  lb.  pkges  (Brsntford)  0  25 
Petroleum — 

Can.  prime  white,  gal..  0  13% 

U.S.   water  white    ....  0  17 

U.S.  Pratt's  astral    ...  0  17% 

Castor   oil,    per   lb.,  in 

bbls   0  08    0  08% 

Motor    Gasoline,  single 

bbls   0  18% 

Benzine,  per  gal.,  single 

bbls  0  17 

Putty — 

Bulk.  100  lb.  drums.  .  2  60 
Bladders  in  barrels  ...  2  90 

Ready  Mixed  Paints — 

Per  gal.,  qt.  tins  1  65     2  00 

Red  Lead  (Dry)  — 

Genuine,   .^OO  lb.  casks. 

per  cwt   6  40 

Qei  uine,    100   lb.  kegs. 

per  cwt   0  75 

Shingle  Stains — 

In  S  gallon  buckets   ...  115 

Turpentine  and  Linseed  OU — 
Pure  Turpentine,  single 

barrels    0  08 

Linsrrd  Oil,  single  bar- 
rel, raw  0  56 

Linseed  Oil,  single  bar- 
rel,   boiled   0  59 

Boiln,    "O"    grade,  bbl. 

per  280  lbs   7  00 


Vamlshss,  per  gal.  cans — 

Carriage,   No.   1    1  50 

Pale  durable  body  ....  8  SO 

Finest  elastic  gearing.  .  .  8  00 

Elastic  oak    1  50 

Furniture,   polishing    .  .  2  00 

Furniture,  extra    1  20 

Furniture,  No.  1    1  15 

Light  oil  finish    1  35 

Gold  size  japan    2  00 

"Turps  brown  japan  ....  1  60 

Baking  black  japan  ...  1  35 

Crystal  Damar    2  50 

Pure  aspbaltnm    1  40 

Oilcloth   1  50 

Lightning  dryer    1  05 

Pure  while  shellac  var- 
nish, in  barrels   ....  2  00 
Pure  orange  shellac  var- 
nish, in  barrels   ....  1  90 

Canadian  pare, 

ton    lots    ....   8  30     9  55 
Canadian  pure,  less  than 

tons    8  50    0  75 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)    100  lb.  kegs.  ,   0  07% 
Pure,  in  25-lb.  irons  (in 

oil)    0  10 

Window  Glass — 

United  Inches         Star  D.D. 

Under  26                    6  50  8  60 

26  to  40                     7  00  10  00 

41  to  50                    7  40  11  70 

51  to  60                    8  00  12  00 

61  to  70                    8  75  12  75 

71  to  80                    9  50  13  85 

81  to  85   10  50  17  50 

86  to  90    18  85 

91  to  95    19  20 

95  to  100    22  75 

Toronto,  20  p.c. 

Miscellaneous  — 

Beeswax,  per  lb   0  40 

Orange  mineral,  100  lb. 

kegs    0  08% 

Pine  tar,  %  lb.  tins,  doz,  0  60 

Plaster  of  Paris,  bbl..  .  2  25 

Paris  white,  bbls   0  90 

Whiting,   gilders,   bolted  1  20 

Whiting,  plain    1  00 

HEAVY  HARDWARE 

Anvils,  Taylor-Forbes    ...  0  05% 

Chain — Proof  coil,  per  100  lb.;  M 
in.,  $6.00;  5-16  In.,  $5.20;  % 
in.,  $4,45;  716  in..  $4  20;  % 
in.,  $3,90;  9-16  In.,  $3,90;  % 
in.,  $3.80;  %  in.,  $3,65;  %  in,, 
$3,45;  1  in.,  $3.40. 
Stall  fixttires,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50:  cow  ties,  40; 
halter  chains.  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portable, 

135  lbs   0  85 

Horse  Nails — 

$2,60  per  bo<  base  No.  9  and 
larger;  Sampson  No.  10  base, 
$2,25, 

Horseshoes  —  Iron,  light  and 
medium  No.  1  and  smaller, 
$4.15;  No.  2  and  larger,  $8.90; 
snow  pattern.  No.  1  and  smaller, 
$4.40;  No.  2  and  larger.  $4.15; 
"X.L."  new  light  steel.  No.  1 
and  smaller.  $4.10;  No.  2  and 
larper,  $3.85"  "X.L."  feather 
weight  steel.  No.  0  to  4.  $5.75; 
special  countersunk  steel.  No.  0 
to  4,  $6.25  pkg. ;  toe- weight,  all 
sizes,  $6.75. 

Toecalks  Standard,  J.P.  A  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger.  $1.25; 
"Sharp"  Nn.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per  box.    25-lb.  boxes. 

Wire  Nails,  base    2  05 

Cut  nails — Montreal,  $2.50;  To- 
ronto. $2.70. 

Miscellaneous  wire  nails,  75  p.c. 
Coopers'  nails,  33  1-3  p.c. 
Pressed  spikes,  %  diameter,  per 
100  lbs.,  $3,00. 

Annealed  Wire,  base  $2,50. 

Hay  Baling  Wire — No.  12  and  18. 

$4;  Nn.  13%.  $4.10:  No.  14, 
$4,25;  No,  15,  $4,50.  in  lengths 
6  ft.  to  II  ft,.  30  per  cent.,  other 
lengths  20c.  per  100  lbs.  extra. 


Clothes  Line  Wire 
n»r  inn  ft. 


-No.  19.  $2.70 


Oollsd  Spring  Wire — 

High  Carbon,  No,  9,  $2.40;  No. 

12,    $2. ,55.  Montreal. 
Fins  Steel  Wire — 25  per  cent. 
Galvanized      Wire — I'rom  stock, 

f.o.b.    Montreal — 100    lbs..  No. 

9,  $2.2.5,   base.      In     car  lots 

straight  or  mixed. 
Poultry    Netting — 2-in.    mesh,  IB 

w.g.,  60  off. 
Smooth    Steel  Wire — Base,  $2.80 
Wire    Fencing,    car    lots — Toronto 

Galvanized,   barb    2  35 

Galvanized,    plain    twist  2  40 
Fence  Staples — Bright,  $2.60;  gal- 
vanized, $2,85. 
Wire  Rope — Galvanized.  Ist  rrads, 

6  strands,  24  wires,   %,  $5;  1 

inch.  $16,80, 

Black,  1st  grade,  6  strands,  IB 
wires,  %.  $5;  inch,  $15,10,  Per 
100  feet  f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    3  85 

Plain    2  00 

Vises,   per  lb  0  12 

Hinged  pipe  vise,  25  lbs.  8  55 

Saw  vise    4  50     5  00 

Blacksmiths',    00;    parallel,  46 
per  cent. 

GENERAL  HARDWARE 

Adzes — Carpenters' . 

per  doz.   ...   12  50     14  00 
Axes — Single  bit, 

per  doi.  ...     6  75      9  50 

Samson    9  00 

Double  bit,  per 

doz   10  50     12  50 

Bench  axes  . .  9  00  12  00 
Broad  axes  . .  22  75  25  00 
Hunters'  axes.  5  00  6  00 
'Boys'  axes  ,  .  5  75  6  50 
Lathing 

hatchets    ...     4  70     10  00 
Shingle  hatchi-ts    1  45       6  75 
Claw  hatchets.     1  70       0  00 
Barrel  hatchets     5  50       6  8.S 
Ammunition  —  "Dominion"  Bira 
Fire   Cartridges   and    C.B.  caps. 
50,    10   &   2%    per   cent.;  B.B. 
caps,  50,   10  and  2%  per  cent.; 
Centre  Fire  Pistol  Cartridges.  20 
and  2%  per  cent,;  Centre  Fire 
Sporting     and     Military  Cart- 
ridges.   10    per    cent,;  Primers, 
10    and    2%    per   cent.;  Brass 
Shot   Shells.   45   and   12%  per 
cent,;   Shot  Cartridges,  discount 
same  as  ball  cartridges. 

Crown  Black  Powder.  "So- 
vereign" Bulk  Smokeless  Pow- 
der, "Regal"  Dense,  Smoke- 
less Powder.  "Imjierial"  Shells, 
both  Bulk  snd  Dense  Smokeless 
Powder.  Empty  Shells  all  30 
and  10  per  cent. 

Ordinary  drop  shot,  AAA  to 
dust  $7,50  per  100  lbs.:  net 
extras  as  follows;  chilled  40e. ; 
buck  and  seal  80c.;  No.  28  ball 
$1.20  per  100  lbs.:  bags  less 
than  25  lbs.  %c.  per  lb,  f,o.b. 
Montreal.  Halifax  snd  .St.  John, 
f.o.b,  Toronto.  Hamilton  and 
London,  add  25c.  per  100  lbs. 
Augers — Ford's  suger  bits,  30  and 
10;  Irwin's  auger,  45;  Gil- 
mour's  anger,  70;  Roekford's 
auger.  50  and  10;  Gilmour's 
car.  47%;  Clark's  expansive.  40, 
Jennings'  Gen.  auger,  net  list. 
Tobin  High  Sneed.  50  and  5; 
Tobin  Never  Choke,  50  and  5, 
Barn  Door  Hanger? — 

Double   straphangers,  doi. 

sets   0  SO 

Standard  jointed  hangers. 

doz,   sets    .    .   6  45 

Steel,   track.   1   x  3-10  in. 

(100    ft.>   8  25 

Bolts  and  Nuts — 

Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts.    %   snd  smsller. 

6.5  and  10  per  cent. 

Carriage   Bolts,    7-10    and  up. 

52%   and  12%  per  cent. 

Carriage  Bolts.  Norway  Iron  ($8 

list).  60  per  cent. 

Machine  bolts.         and  less,  70 

and  5  per  cent. 

Machine   Bolta.    7-18    and  np. 

60  and  5  per  cent. 

Plough  Bolts,  55,  10  and  5  per 

cent. 

Bolt  Ends.  60  and  5  per  cent. 
Blank  Bolts,  57%  per  cent. 
Sleigh  Shoe  Bolts,   H  and  laaa. 

62%  per  cent. 

Sleigh    Shoe    Bolts,     7-10  and 
larger.  50  and  12%  per  cent. 
Coach    Screws,     new    list,  75 

and  5  per  cent. 

Nuts,  square,  all  sizes,  4%  c.  per 
lb.  oflT. 

Nuts,    hexagon,    all    sizes,  4% 

ger  lb.  off. 
tove  rods,  per  lb..  5%e.  to  Oe. 
Stove  bolts.  80  and  7%. 
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"Bigger  Dividends  Than  Any  Other  Varnishes" 


HERE' S  a  man  who 
lias  a  mighty 
successful  varnish 
department.  He's  an 
experienced  paint  and 
varnish  man.  When 
he  says  that  Pratt  & 
Lambert  Varnishes  pay 
bigger  dividends  than 
other  Varnishes,  it  goes! 
Read  \\  hathe  says,  then 
profit  by  it,  by  writing 
for 

Complete  Pratt  &  Lambert 
Dealers'  Proposition 

Pratt  &  Lambert-Inc. 

30  Courtwright  Street 
Bridgeburg,  Ont. 


The  Baldwin  Paint  and  Supply  Company 


Glass,  Oils,  Brushes.  Viirnishcs.  Paint  and  Paint  Speciiilties 


Indianapolis.  Ind.    December  21,  1914 

Pratt  &  Lambert. -_Ino. , 
Buffalo.  H.  Y. 

Gentlemen:  « 

In  selling  your  line  of  varnlahee,  etc.,  we 
have  been  ao  very  successful  that  we  feel  like  writing  you 
about  our  experience  as  represented  by  facts. 

We  are  givine  your  varnish  line  liberal  repre- 
sentation In  our  store  for  the  reason  that  we  feel  it 
pays  bigger  dividends  in  return  for  the  effort  we  put  back  \ 


of  it  than  any  other  varnishes  offered  on  the  market. 

Our  sales  on  Pratt  and  Lambert  varnishes 
have  shown  a  steady  increase  from  year  to  year,  far  above 
we  believe  -  what  we  could  hope  to  show  on  any  other  line  of 
varnishes 

We  attribute  this  steady  growth  In  our  sales  to^N. 
your  opmprehensive  advertising  to  the  general  consuming  \ 
public  in  the  leading  magazines,  to  the  painters  throughout  V- 
the  country  with  your  house  organ  "Varnish  Talks",   together  / 
with  the  very  effective  direct  work  with  the  architects,  J 
home  builders,   etc.,  that  you  ere  doing. 


The  fact  that  Pratt  and  Lambert's  line  of  varnish 
etc.,   is  BO  well  and  favorably  known  makes  it  -  we  believe 
the  most  profitable  line  of  varnish  for  us  to  push  the  sale 
of. 


Very  truly  yours  . 

TH£  BALDWm  PAINT i.  SUPPLY  CO. 


)rdtt&|ambert\/arnisliProposition 

QualityL 3ales  iProfitsl Repeats*'- 


Factories:    Bridgeburg,  Ontario       New  York 


Buffalo 


Cbicago       London       Paris  Hamburg 
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B«Ui — Door  b«IU,  paih  and  tan, 
45  >nd  10  par  cent. 
Oow  belli,  05  per  eaat. 
Sleish  belli,   thaft  and  himet, 

pair,    22c.  up. 

8lei(h  belli,  bodj  itrapi,  Meh, 
fl.15  up. 

Farm  belli.    No.  1,  91.65. 

Baildlng  Paper,  Etc. — 

Tarred  ilater'i  piper,  per 

roll   0  06 

O.  K.  paper,  No.  1,  per  roll  0  06 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  60 

Tarred  Fibre,  No.  1,  per 

400  ft.  roll    0  63 

Tarred  Fibre  Oyclone,  26 

lb.,  per  roll    0  62 

Dry  Cyclone,  15  Ibi  0  60 

Plain  Sarpriie,  per  roll..  0  42 
Reiin  lixed  Fibre,  per  roll  0  42 
Aibestoi    building  paper, 

per  100  Ibi  8  25 

Heavy  straw,  plain  A  tar- 
red, per  ton   86  00 

Carpet  Felt,  per  100  Ibi..  2  60 
Tarred  wool   roofing  felt, 

per  100   lb  2  00 

Pitch,   Boston   or  Sydney, 

per  100  Ibi  0  85 

Pitch,  Scotch,  per  100  Ibi.  0  85 
Heavy  Fibre,  82  Sc  60,  per 

100   Ibi  8  00 

2  ply  Ready  Roofing,  per 

iqnare    0  75 

8  ply  Ready  Roofing,  per 

iquare    0  05 

2  ply  complete,  per  roll.  1  15 
8  ply  complete,  per  roll .  1  85 
Lionid     Roofing  Cement, 

bbli.,  per  gal  0  17 

Liquid     Roofing  Cement, 

tini   0  19 

Crude  Coal  Tar,  per  barrel  4  50 
Refined  Coal  Tar,  tini,  per 

doi   1  25 

Refined  Coal  Tar,  per  bar- 
rel  6  00 

Shingle  Varniih,  per  bbl..  6  00 

Oapi,  per  lb  0  05 

Naili,  per  lb  0  05 

Mop,  cotton,  per  lb  0  17 

Butte — Plated,     bower     barff  ft 
nickel,  45  per  cent. 
Wrought  brail,  45  per  cent,  off 
reviled  Hit. 

Oait  iron  looie  pin,  60  per  cent. 
Wrought   iteel,    fait  joint  and 

loose  pin,  70  and  5  per  cent. 

Cement. — Portland,  bagi  per 

bbl  1  65    1  68 

Odd  Chliels,  5  z  6  In.  doi..  2  20 

Bevel  edge,  1  inch,  doi..  .  .  2  50 

Conductor  Pipe — 

2  inch,  in  10  ft.  lengtha.  .  8  45 

•  ••  ••  .  .  4  20 

*  "  "  .  .  6  68 
5  "  .  .  7  60 
«           "           "           .  .  0  25 

Door  Knobs — Canadian,  45  per  cent. 
Porcelain,  mineral  and  jet  knoba. 
net  list,  plui  5e. 

Door  Sets — Canadian,  50  per  cent. 
Door  pull  I,  60  per  cent. 

Door  Hangers  (Parlor)  — 

Single   leti,   each    1  80 

Double  leti,   each    8  35 

Unbreakable  rail,  100  feet  6  00 

Draw  Knives — 

Carpenteri'  6  Ineh,  dot...  6  25 
Holding  handlei,  8  in.,  dos.  1  80 
Folding  bandlei,    8  ineh, 

<oi   1  80 

Bsenteheoa  Pins — Steel,  diseount 
60  per  cent.  Brafei,  60  per 
cent. 

BaTetrongh — 

8  in.  in  100  ft.  lengths.  .  8  02 

10  •■  "  .  .  8  80 

12  ..8  88 

15  "  ••  .  .  6  63 

Pactory  Milk  Cans — 

Milk  cans  and  pails,  35  p.c. 
Hand     delivery    and  creamery 

cans,    35  p.c. 

Railroad   and   cream    cam  and 

taps,   40   and   12%  p.c. 
Creamery  trimmings,  20. 

TUei  and  Baipi — 

Diiston'i,  Oreat  Weitern  Ameri- 
can Kearney  &  Foot.  Globe,  all 
7.'>;  Black  Diamond  66  2-3,  and 
Nioholion  66%;  Jowett'i  (Eng- 
llih  lilt)  27%,  Delta  65. 


Hammers — Tack,  iron,  doi..  0  85 
Lsdiei  claw,  handled,  dos.  0  60 
Adse  eye  nail  hammer,  10 

01.,  dot   1  26 

Adie  eye,  hickory  handle, 

1  lb.,  doi   6  26 

Aize  eye,  straight  claw,  1 

lb.,  doi   7  00 

Farrieri'  hammeri,  10  os., 

dos  6  60 

Tinneri    setting,     %  lb., 

doi   4  50 

Machinists,  %  lb.,  doi...  8  20 
Sledge,    Canadian,    5  Ibl. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over   0  06 

Sledge,  Napping,  up  to  2 

lbs   0  09 

Harvest  Tools,  50  p.c. — 

Samson,  best  quality,  47%  p.c. 
Sidewalk  and  stable  scrapera, 
net,  $2.25. 

Wood  hay  rakes,    40    and  10 

per  cent. 

Lawn  rakes,  net. 

Hinges — Blind,  50  per  cent. 

Heavy  T  and  strap  discount,  40 

and  10  per  cent. 

I-ight  T  and  strap,  70  p.c. 

Screw   hook    and    hinge,  $4.25, 

$5.00. 

Crate  hinges  and  back  flaps.  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring) — Per  gross — No. 

5,  $18.00  No.  10,  $19.50;  No. 
20,  $8.50;  No.  50,  $24;  No.  51, 
$9.60;  No.  120,  $17.40. 

Hooks — Bright  wire  screw  eyes,  60 

bright    steel    gate    hooks  and 

staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron   gate   hooks  and   eyes,  60 

and  20  p.c. 

Crescent  hat  and  coat  wire.  60 

per  cent. 

Stove  pipe  eyes,  kitchen  and 
square  hooks,  60  p.c. 

Ladders — 8   to   6   feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Oold 
Blast,  per  doi.,  $7.00. 
Lift  Tubular  and  Single  Plain, 
per  doz.,  $5.25. 
Japanning,  5nc.  per  doien  extra. 
Prism  Globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 
and  10. 

Locks  and  Keys — Canadian  50  and 

10  per  cent. 

Mallets — ; Tinsmiths',   2%  x 

5%  in.,  per  dox  1  65 

Carpenters',  round  hick- 
ory, 6  in   1  95 

Lignum    Vitae,    round,  5 

inch    2  40 

Caulking,  No.  8,  oak   ...15  00 

Mattocks — 6  lb.,  18  inch,  $6  dos. 
Picks,  6  to  7  lb.,  4.65  doi. 
Pick  handles,  $1.85  doien. 
Prospectors'     hammers,     16  %e. 

per  lb. 

Drilling  hammers,  6  cents  per  lb. 

Crowbars,  3%  cents  per  lb. 

Oilers — Kemp's  Tornado  and  Me- 
Clary's  Model  galvaniied  oil  can, 
with  pump,   5  gallon,  per  dos., 

$10.00. 

Davidson  oilers,  45  p.c. 
Zinc  and  tin,  45  p.c. 
Coppered  oilers,  45  p.c. 
Brass  oilers,  45  p.c. 
Malleable,  25  p.c. 

Planes — Wood    bench,  Canadian, 
15,  American,  25  p.c. 
Wood,    fancy,     80    to    85  per 

cent. 

Eope  and  Twine — 

Sisal  rope    0  09% 

Pure  Manilla  rope  ....  0  14 
"British"  Manilla  ....  0  11 
Cotton,   3-16    inch  and 

larger  0  21 

Russia  Deep  Sea   0  20 

Jute   0  12% 

Lath  Yarn,  single   0  08% 

Lath  Yarn,  double  ...  0  09% 
Sisal  bed  cord,  48  feet. 

per  dox  0  72 

Sisal  bed  cord,  60  feet, 

per  doi  0  90 

Sisal  bed  cord.  72  feet, 

per  dos   1  08 


Cotton  clothes  llna,  18  off. 
Bag,    Russian    twine,  per 

A)  0  17 

Wrapping.     cotton,  8-ply 

twine  0  10 

Wrapping,     cotton  4-ply 

twine   0  21% 

Mattreii  twine,  per  lb...  0  45 

Staging  twine,  per  lb....  0  85 

Rivets    and  Burrs — Iron  Rivets, 
black  and  tinned,  75. 
Iron  Burrs,  75  per  cent. 
Copper  Rivets,    usual  proportion 

burrs,  35  and  12%  per  cent. 
Copper  burrs  only,  30  and  12% 
per  cent. 

Rivet  Sets — Canadian,  86  to  87% 

per  cent. 

Sad  Irons — Mrs.   Potts,  No. 

55,  polished,  per  set  ...  0  78 
Mrs.  Potts,  No.  50,  nickel- 
plated,   per  set   0  85 

Mrs.    Potts,    handles.  Jap- 
anned, per  gross   9  00 

Common,  plain    5  00 

Common,  plated    6  60 

Asbestos,  per  set    1  60 

Sand  and  Emary  Papar,  40  p.e. 

Sash  Weights — 

Sectional,  %  lb.  each,  per 

100  lbs   2  25 

Solid,  3  to  30  lbs  1  60 

Saab  Cord — No.  8,  per  lb.  0  80 

Screws — Wood,  F.  H.,  bright 

and  steel   .  .85  10  7%  10  6 
Wood,     R.  H., 

bright   80  10  7%  10  6 

Wood,      F.  H., 

brass   75  10  7%  10 

Wood,      R.  H., 

brass   70  10  7%  10 

Wood,      F.  H.. 

bronie   70  10  5  10 

Wood,      R.  H., 

bronie   65  10  5  10 

Drive   screws   65  10  5  10 

Set,  case  hardened.  .60  and  10 

Square  cap   50  and  05 

Hexagon    cap   45 

Bench,  wood,  per  dos.,  $5.00. 
Bench,  iron,  per  doi.,  $4.25. 

Screws   (Machine)  — 

Flat  head,   iron  and  brass,  85 

per  cent. 

Fillister  head,    iron,    80;  brasa, 

25  per  cent. 

Shovels  and  Spades — 

Canadian,    No.    1,    60;    No.  3 

grade,  55  and  2  %  p.c. 
No.  3  and  4  grade,  45  per  cent. 

Soldering  Irons — 

Base,  per  lb.,  28  cents. 

Sap  Spouts — 

Bronsed  Iron  with  hooka, 

per  1,000    6  00 

Eureka  tinned  steel  hooka, 

per  1,000    8  00 

Staples — 

Poultry  netting,  100  lbs..  .  6  70 

Bed,  100  lbs..  No.  14   6  75 

Blind,  per  lb   0  12 

Coopers'  staples,  45  per  cent. 
Bright  spear  point,  75  per  cent. 

Stovepipes — 

5  &  6  in.,  per  100  lengths  8  50 
7  inch,  per  100  lengths.  .  9  00 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 

doi   1  46 

7-inch  elbows,  per  doi....  1  64 
Thimbles,   70  p.c. 

Carpet  tacks — Blued,  80  and  10; 
tinned,  80  and  16;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  %  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  doxens, 
75  and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tin- 
ned, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japan- 
ned, 83%;  xinc  tacks,  85;  lea- 
ther carpet  tacks,  85;  copper 
tacks,  45;  copper  nails,  50; 
trunk  nsils  black,  65  and  10; 
trunk  nails,  tinned  and  blued, 
65  and  10;  clout  nails,  blued 
and  tinned,  65  and  10;  chair 
nails,  35  and  10;  patent  brads, 
40  and  10;  fine  finishing.  40  and 
10:  lining  tacks,  in  papers,  net: 
lining  tacks,  in  bulk,  16;  lining 
tscks,  solid  heads,  in  bulk,  75; 
saddle  nails,  in  papers,  10;  sad- 
dle naila  in  bulk.  15;  tufting  but- 
tons, 22  line  in  doxens  only,  60; 
line  glaziers'  points,  5;  double 

?ointed    tacks,    papers.    90  and 
0:  double  polntea  tacks,  bulk, 
66;  elineb  point  shoe  Hvota  4R 


and  10;  cheese  box  taeka,  87%; 
trunk  tacks,  80  and  20;  straw 
berry  box  tacka,  80  and  10. 

Thermometers — Tin  ease  and  dairy, 

75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 

Tinners'  Trimmings — 45  per  cent. 

Plain  and  retinned,  72  and  5. 

Traps  (steel  game) — Newhouse.  10 

ger  cent, 
[awley  *  Norton,  40,  10  and  t 
per  cent. 

Victor,  60  and  5  per  e«nt. 
Oneida  Jump  (SUr),  60,  10,  aa4 
5  per  cent. 

Wheelbarrows — 

Navvy,  steel  wheel,  doien  21  00 
Garden,  steel  wheel,  dos.  83  40 

Wrought  Iron  Washers — Canadian 

45  per  cent. 

Wire  Cloth — Painted  Screen,  in 
100-ft.  rolls,  $1.55  per  100  sq. 
ft.;    in    50-ft.   rolls,    81.60  par 

100  sq.  ft. 

Wire  Door  Mats — 16  x  34,  dos., 

$9.00. 

H  OTTSEFXTRKISHINOB . 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves    and   ranges,    50    and  S 

per  cent. 

Furnaces,  45  per  cent. 
Registers,  70  and  10  per  e«nt. 

Range  Boilers — 80-galIon,  8t«a- 
dard,  $4.75;  extra  heavy,  $7.00. 

Kitchen  Sinks — Cast  iron,  16  x  34, 
$1;  18x30,  $1.15;  18x86,  ILSB. 
Flat  rim  enameled  sinks  16x34 
82.65;     18x30,     $8.10;  18x88 

$4.15. 

Enameled  Ware — White  ware.  78 
per  cent. 

London  and    Princess,    50  per 

cent. 

Canada,  Diamond,  Premier,  60 
and  10  p.c. 

Pearl,  Imperial,  Crescent  and 
granite  steel,  60  and  10  per  cent. 
Premier  steel  ware,  60  and  10  p.e. 
Star  decorated  steel  and  whlta, 

33%  per  cent. 

Hollow  ware,  tinned  cast,  40 
per  cent.  oflf. 

Enamelled  street  signs,  50  per 
cent. 

Copper  Ware — Copper  boilera.  ket- 
tles, 50  p.c. 

Copper  tea  and  coffee  pots,  50 
per  cent. 

Copper  pitts.  30  and  5  per  cent. 
Galvanized  Ware — Dufferin  pattern 
pails,  50  per  cent. 
Flaring  pattern.  50  per  cent. 
Galvanized  washtubs,  50  p.c. 

Pieced  Ware,  35  per  cent. — 

Copper  bottom  tea  kettles  and 
boilers,  35  per  cent. 
Coal  hods,  40  per  cent. 
Boiler  and  tea  kettle  pitta.  40 
per  cent. 

Stamped  Ware — Plain,  72%  and  5 
per  cent. 

Retinned,  72%  and  5  per  cent. 

Silverware — HoUoware,  40,  flat- 
ware, 40  and  10. 

Chums — No.  0,  $9;  No.  1,  $0;  No. 
2,  $10;  No.  8,  $11;  No.  4,  jl8; 
No.  5,  $16;  f.o.b.  "Toronto,  Ham- 
ilton, London  and  St.  Marys,  40 
per  cent.-  f.o.b.  Ottawa,  King- 
ston and  Montreal,  87  %  and  10 
per  cent. 

Washing  Machines — 

Kew  Ontario    41  36 

Round,  re-acting,  per  dos.  78  75 
Square,  re-act.,  per  dos.  T7  60 

Dowswell    53  80 

New  Century,  Style  A.  ..101  26 

Ideal  Power   180  00 

DaisT    78  3$ 

Stephensoti    74  00 

Puritan  Motor  165  00 

Connor,  improved    53  50 

Ottawa    55  00 

Connor  Ball  Bearinc.  . .  .  113  60 
Connor     Qearlesi  Motor 

Washer   180  06 

Wringers  — 

Rovsl    Canadian,    11  in., 

doi   45  25 

Eie,  10  in.,  per  dos  51  75 

Bicycle,  11  inch    56  26 

Trojan.   12  inch  100  00 

Challenge,  8  year,  11  inch  48  76 

Ottawa.  3  year,  11  ineh.  54  00 

Favorite,  5  year,  11  ineh  57  75 
20  per  rant. 
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EVERY  SALE 

a  Real  Profit 

There's  a  real  profit  for  you  in 
every  sale  of  Moore's  House 
Colors.  You  make  more  money 
and  your  customer  gets  as  good 
a  Pure  Linseed  Oil  Paint  as 
can  be  manufactured.  Why 
not  write  us  about  this  line, 
give  us  an  opportunity  to  show 
you  how  your  paint  depart- 
ment can  make  a  bigger  profit. 

Made  in  Canada 

Benjamin  Moore  &  Co.  Limited 

4  Lloyd  Street 

West  Toronto 


WANTED  and  FOR  SALE 

Ad*  under  this  head  25  cents  per  line.  Four  lines 
once  for  $1.00,  three  times  for  $2.00.  Cash  must 
accompany  order.    No  accounts  booked. 


Brush  and  Household  Hardware  Trade — Young  man,  married, 
with  ten  years'  successful  experience  as  traveler  in  south  of 
England  and  eighteen  months  in  B.  C,  wants  steady  employ- 
ment, either  traveling,  warehouse,  or  office.  Cecil  W.  Guillaume, 
Sal  mo,  B.C.  1|2|15 


Traveler  with  automobile  has  first  class  connection  with  best 
hardwiaa-e  trade  in  Toronto  is  in  position  to  represent  good 
house  on  commission  basis  or  salary  and  commission.    Box  301. 

312115 


Canadian  Representative  Wanted — For  a  store  fixture  wMch 
should  be  used  in  every  hardware  store.  Good  side  line  for  a 
manufacturer  having  salesmen  calling  on  the  retail  trade. 
Apply  B.B.S.C.,  Canadian  Hardware  Journal,  32  Colborne  Street, 
Toronto,  Ontario. 


Agent  Wianted  in  Canada — For  a  high-grade  cream  separator, 
sold  largely  through  the  hardware  trade  in  United  States.  "Write 
O.S.L.,  Canadian  Hardware  Journal,  32  Colborne  Street,  To- 
ronto, Ontario. 


Wanted  to  hear  from  owner  of  good  hardware  or  implement 
store  for  sale.  Send  price  and  particulars.  D.  F.  Bush,  Minne- 
apolis, Minn. 


Hockey  Sticks 


Handles 


''Distinctly  a  Canadian  House 


yy 


Drayton  Mills^  Limited 

Drayton,  Ont. 

^You  can't  buy  any  better  anywhere.  ^Quality 
proved  by  comparison.  QSend  for  samples  and 
price  lists.  ^We  will  have  a  representative  at 
the  Retail  Hardware  Convention  at  Toronto,  Feb. 
24th  and  25th.  ^Meanwhile  our  represent- 
atives are  calling  on  the  Wholesale  Trade  you 
will  find  them  ready  to  fill  your  orders. 


Neckyokes 


Whiffletrees 
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ABRASIVE  WHEELS 
Taylor- Forbes  Co.,  Guelph. 

ACCOUNT  EEGISTEES 
Barr  Register  Co.,  Trenton. 
Dominion    Register    Co.,  Toronto. 

ADVERTISING  SIGNS— Metal 
McClary  Mfg.  Co.,  London. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toronto. 
ADZES 

Allan  Hills  Edge  Tool  Co.,  Gait. 

ALABASTINE 
The  Alabastiiic  Co.,  Paris,  Ont. 

ALUMINUM 
Northern  Aluminum  Co.,  Toronto. 

ALUMINUM  WARE 
McCIar.v  Mfg.  Co.,  London. 
Northern   Aluminum   Co.,  Toronto. 
Sheet  Mptal  Prrducts  Co.  Toronto. 
Ware  Mfg.  Co.,  Oakville,  Ont. 

AMMUNITION 
Dominion  Cartridge  Co.,  Montreal. 
Remington    U.M.C.    Co.,  Windsor. 
Kynoch,    Ltd.,   Birmingham,  Eng. 

ANVILS 
Taylor-Forbes  Co.,  Guelph. 

ASH  CANS 
McFarIane-Do)iglas  Co.,  Ottawa. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
J.  Samuels.  Toronto. 

ASH  SIFTERS 
Burrowcs   Mfg.   Co.,  Toronto. 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
J.   Samuels,    Toronto,  Ont. 
Soren  Bros.,   Toronto.  Ont. 
Fairgroive    Mfg.    &   Stamping  Co.. 
Toronto. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co..  Toronto. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 

AUGERS— Post  Hole 
Taylor-Forbos  Co.,  Guelph. 
Otterville  Mfg.  Co.,  Otterville,  Ont. 

AUGER  BITS 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington,  Conn. 
Smith  &  Hcmenwnv    New  York. 

AUTO  SHEET  METAL  PARTS 
Burrowes  Mfg.  Co.,  Toronto. 

AUTOMOBILE  ACCESSORIES 
Canadian     Fairbanks-Morse  Co., 

Montreal. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

Kinzinger   &   Bruce    Co.,  Niagara 
Falls. 

McKinnon  Dash  Co.,  St.  Catharines. 

AWLS — Sewing 
C.  A.  Myer  Co.,  Chicago,  111. 
AWLS 

Stanley    Rule    &    Level    Co.,  New 
Britain,  Conn. 
AXES — Safety  Pocket  and  Belt 
Marble   Arms   &    Mfg.   Co.,  Glad- 
stone, Mich. 

AXES 

James  Smart  Mfg.  Co.,  Brockville. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Allan  Hills  Edge  Tool   Co.,  Gait. 

AXE  WEDGES 
Taylor-Forbes  Co..  Gtielnh. 

AXLE  PULLEYS 
Taylor-Forbes  Co..  Guelph. 
Springer  Lrck  Mfg.  Co.,  Belleville. 

BABBITT  METAL 
Canada   Metal   Co.,  Toronto. 

BAGS  AND  SACKS 
Scythes   &    Co.,  Toronto. 

BAKE  AND  PASTRY  BOARDS 
Wm.  Cane  &  Son,  Newmarket. 
Stratford   Mfg.   Co.,  Stratford. 
Meakins  &  Sons,  Ltd.,  Hamilton. 
Taylor- Forbes  Co.,  Guelph. 

BALE  TIES 
Laidlaw  Bale-Tie  Co..  Hamilton. 
Stanley  Works,  New  Britain,  Conn. 

BARRELS — Gasolene  Storage 
Winnipeg   Ceiling   &    Roofing  Co., 
Winnipeg. 
BARN   DOOR  HANGERS 
Canada    Steel    Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Guelph. 


Richards- Wilcox      Canadian  Co., 

London. 

Chicago  Spring  Butt  Co.,  Chicago. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

BARS  AND  SHUTTERS 

Canadian   Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BARN  EQUIPMENT 

Beattie  Bros.,  Fergus,  Ont. 

Steel   Trough     &     Machine  Co., 
Tweed. 

BASKETS — Clothes 

Meakins   &   Sons,  Hamilton. 
BATHROOM  FITTINGS 

Gcndron   Mfg.   Co.,  Toronto. 

Kinzinger  &  Bruce,  Niagara  Falls. 

Canada  Metal   Co.,  Toronto. 

Landers,  Frary  &  Clark,  New  Brit- 
tain,  Conn. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Ship-gong  BeUs  and  PuU» 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Door 
Springer  Lock  Mfg.  Co.,  Belleville. 

BELLS — Farm 
Taylor-Forbes  Co..  Guelph. 
Kxeter    Mfg.    Co.,  E.xeter. 

BELTING — Cotton  Duck 
Dominion   Belting  Co.,  Hamilton. 

BELTING — Rubber 
Gutta  Percha  &  Rubber  Ltd.,  To- 
ronto. 

BELTING— Leather 
Sadler  &  Haworth,  Montreal. 

BIRD  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co..  Ltd.,  Hamilton. 
BITS 

McKinnon  Dash  Co.,  St.  Catharines. 
BLOCKS — Chain  Hoisting 

Canadian  Yale  &  Towne,  Ltd..  St. 
Catharines. 

BOAT  TRIMMINGS 

McKinnon  Dash  Co.,  St.  Catharines 
BOILERS — Kitchen  Range 

Canada  Metal  Co..  Toronto. 

.James   Morrison   Brass    Mfg.  Co., 
Toronto. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILERS  AND  RADIATORS 

Bowes,   Jamieson,   Ltd.,  Hamilton. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. 

Pease    Foundry   Co.,  Toronto. 

Taylor-Forbes  Co..  Guelnh. 

BOLTS — Door  and  Window 

Bommer  Brothers,  New  York. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BOLTS  AND  NUTS 

Stanley  Works,  New  Britain,  Conn. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

BOX  HINGES  AND  STRAPPING 

Stanley      Works,      New  Britain, 
Conn. 

BOX  OPENERS 

Charles  Morrill.  New  York.  N.Y. 
BRACES   AND  BITS 

E.  C.  Atkins  &  Co.,  Indianapolis. 

Peck,  Stow  &  Wilcox  Co.,  South- 
ington.  Conn. 

Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

North  Bros.  Mfg.  Co.,  Philadelphia. 
BRACKETS— Shelf 

Stanley  Works,  New  Britain,  Conn. 

Taylor-Forbes  Co.,  Guelnh. 

BRASS  GOODS 

Canada    Metal    Co.,  Toronto. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

Kinsinger,    Bruce    &    Co,,  Niagara 
Falls. 

BREAST  DRILLS 

North  Bros.,  Philadelphia. 
Stanley   Rule    &    Level    Co.,  New 
Britain,  Conn. 

BRICK    AND    TILE  BLOCK 
MACHINES 
Exeter  Mfg.  Co.,  Exeter. 

BRUSHES 
Boeckh  Bros.   Co.,  Toronto. 
Meakins  &  Sons,  Hamilton. 


Canada  Brush  Co.,  St.  John,  N.B. 

Sanderson  Pearcy  &  Co.,  Toronto. 
BUCKLES 

McKinnon  Dash  Co.,  St.  Catharines. 

Stanley  Works.  New  Britain,  Conn. 
BURLAPS 

Scythes  &  Co.,  Toronto. 

Dominion  Oil  Cloth  Co.,  Montreal. 
BUILDERS'  HARDWARE 

Stanley  Works,  New  Britain,  Conn. 

James  Smart  Mfg.  Co.,  Brockville. 

Cowan  &  Britton,  Ltd.,  Ganaooque. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  Orillia. 

Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Bommer  Brothers,  New  York. 

Taylor-Forbes  Co.,  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Chicago  Spring  Butt  Co..  Chicago. 

Springer  Lock  Mfg.  Co..  Belleville. 
BURNERS 

Ontario  Lantern  &  Lamp  Co.,  Ham- 
ilton. 

•lames  Morrison  Brass  Mfg.  Co., 
Toronto. 

BUTCHER  KNIVES 
Arch.  Mcl'arlane,  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

BUTTS — Spring 
Bommer  Bros.,  Brooklyn.  N.Y. 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chicago. 
Taylor-Forbes  Co..  Guelnh. 

BUTTS    AND  HINGES 
Stanley  Work.-i.  New  Britain  Conn. 
Chicago  Spring  Butt  Co..  Chicago. 
Cowan  &  Britton,  Ltd.,  Oananoque. 
Taylor-Forbes  Co.  Guelph. 

CAMP  STOOLS  AND  CHAIRS 
Stratford  Mfg.  Co.,  Stratford. 
McKinnon  Dash  Co.,  St.  Catharines. 
Otterville  Mfg.  C<\.  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
James    Stewart    Mfg.    Co.,  Wood 
stock. 

CANS— Milk 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co..  Montreal. 

CANT  HOOKS 
Lachute  Shuttle  Co.,  Lachute  Mills. 
Que. 

Allan  Hills  Edge  Tool   Co.,  Gait. 
CARBON  LAMPS 

Canadian  Sunbeam  Electric  Co.. 
Toronto. 

Canadi.-in      Tungsten      Lamp  Co., 
Hamilton. 
CARPENTERS'  CLAMPS 
Taylor-Forbes  Co.  Guelnh 

CARRIAGE  HEATERS 
Chicago   Flexible   Shaft    Co..  Chi- 
cago. 

CARTRIDGES — Metallic 

Remington    Arms — Union  Metallic 

Cartridge  Co.,  Windsor. 
Dominion  Cartridge  Co..  Montreal. 

CASEMENT  ADJUSTERS 
Canadian    Yale    &    Towne.  Ltd., 

St.  Catharines. 
Springer  Lock  Mfg.  Co.,  Belleville. 

CASTERS — Stove  and  Range 
Chicago    Hardware    Foundry  Co., 

Chicago.  111. 
Moffat  Stove  Co..  Weston. 

CATTLE  LEADERS 
Taylor-Forbes  Co.  Guelnh. 

CHAIN  BOLTS 
Taylor-Forbes  Co..  Guelnh. 
Stanley  Works,  New  Britain,  Conn. 

CHAIR  LADDERS 
Taylor-Forbes  Co.,  Guelnh. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.   Co..  Stratford. 
CHAIN 

Anti-skid,    Coil.    Cow-tie.  Halter. 

Trace.  Hammock.  Logging. 
McKinnon  Chain  Co.,  Buffalo,  N.Y. 

CHAIN — Brass  &  Copper 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

CHAINS — Steel 
Steel  Co.  of  Canada.  Hamilton. 
B.   Greening  Wire  Co.,  Hamilton. 
CHALK 

A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 


CHIMNEY  TOPS 
Gurney   Foundry  Co.,  Toronto. 

CHISELS — Wood 
Allan   Hills   Edge  Tool   Co..  Gait. 

CHURNS — Barrel  or  Revolving 
Beattie   Bros.,    Fergus,  Ont. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer-Dowswell    Co.,  Hamilton. 
Maxwells.  Ltd..  St.  Mary's. 

CLAMPS 
Taylor-Forbes  Co..  Guelph. 
National  Machinery  &  Supply  Co., 

Hamilton. 
Henry  Disston  &  Sons.  Toronto. 
CLOCKS 

Western  Clock  Mfg.  Co.,  Lb  Salle, 
111. 

CLOTHES  DRIERS 
James  Smart  Mfg.  Co.,  Brockville. 
Stratford   Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co.  Guelnh. 

CLOTHES  LINE  PULLETS 
Taylor-Forbes  To.  Gnelrh 

CLOTHES  MANGLES 
Cummer  Do  wswell,  Ltd.,  Hamilton. 
Maxwell's,   Ltd.,   St.  Mary'g. 
Taylor-Forbes  Co..  Guelph. 

CLOTHES    BARS    AND  RACE 
Wm.  Cane  &  Son,  Newmarket. 
Mcl'arlane  Ladder  Works,  Toronto. 
Otterville  Mfg.  Co..  Otterville. 
Stratford   Mfg.   Co.,  Stratford. 

CLOTHES  LINE  PROPS 
McFarlane  Ladder  Works.  Toronto. 
Otterville  Mfg.  Co..  Otterville 
CLOTHES  LINE  WIRE 
Steel   Co.   of  Canada,   Ltd.,  Ham- 
ilton. 

CLOTHES  REELS 

Taylor-Forbes  Co:  Guelnh. 

CLOTHES  PINS 
Wm.  Cane  &  Sons  Co..  Newmarket. 

COAL  CHUTES 
Clare  Bros.,  Preston. 
Gait   Stove  &   Furnace   Co.,  Gait. 
Steel    Trough    &      Machine  Co., 
Tweed. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

COAL  SCREENS 
Canada   Wire   &   Iron   Goods  Co., 
Hamilton. 

COBBLER  SETS 
Taylor-Forbes  Co.,  Guelph. 

COMPASSES 
Marble   Arms   &    Mfg.   Co.,  Glad- 
stone, Mich. 
CONCRETE    BLOCK  MACHINES 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CONDUCTOR  PIPE 
See  Eavelrongh. 

COPPER  WARE 
Thos.  Davidson  Mfg.  Co..  Montreal. 
E.  T.  Wright  Co.,  Ltd..  Hamilton. 
McClary   Mfg.   Co..  London. 
Sheet  Metal  Products  Co..  'Toronto. 

CORDAGE  AND  T'WINE 
Scythes  &   Co.,  Toronto. 
Consumers  Cordage  Co..  Montreal. 

CORNICE  BRAKES 
Steel      Bending      Brake  Works, 

Chatham. 
Brown   Boggs   Co..  Hamilton. 

COTTER  PINS 
Steel  Co.  cf  Canada.  Ltd..  Hamil- 
ton. 

COTTON  DUCK  AND  WASTB 

Scythes  &   Co..  Toronto. 

COUNTERS 
Walker  Bin  &  Store  Fixture  Co.. 
Berlin. 

COUNTER  CHECK  BOOKS 

Dominion  Register  Co.,  Toronto. 

COUNTER  YARD  MEASURES 
Lufkin  Rule  Co.,  Windsor. 
T.'iylor-Forbes  Co..  Guelph. 

COW  EASE 
Carpenter,     Morton    Co.,  Boston, 
Siass. 

COW  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co..  Ham- 
ilton. 

McKinnon  Chain  Co..  St.  Cathar- 
ines. 

CRANES 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

CRO'WBAES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 
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RAMSAV 


The  Complete  Line 

"MADE  IN  CANADA  " 

Underthc  trade  mark  of  i  his  houFe— 
which  has  been  cstabli-hed  since 
1842,  isnianufactuicd  evcrythingfor 
the  use  of  the  painter  or  the  man 
who  does  his  own  painting. 
Ranisav's  Heady  Mixed  Paints  are 
Dominion-standard— they  cover  the 
mo-tarea— frivc  unn.^ually  long  wear 
—and  make  a  friend  for  you  of  every 
user  you  sell  them  to. 
Wrile  us  for  prices  on  your  requirrmcnts  for 
"The  Right  Paint  to  Paint  Right" 

A.  RAMSAY   &  SON  CO. 

Montreal 


Why  buy  the  "Near"  Brand  when  the  "Best" 
is  procurable? 

The  L.  Martin  Co. 

Old  Standard,  Eagle 
Pyramid  and  Globe 

GERMANTOWN 
LAMP  BLACK 

IS  THE  BEST  AND  HAS  BEEN 
FOR  OVER  SIXTY  YEARS. 

W'lien  ue  orifjinateci  Germantown  Lamp 
Black  at  our  factory  inGermantown,  Phila- 
delphia, we  little  realized  that  it  would 
become  the  STANDARD  of  the  Trade 
and  that  in  order  to  market  their  Blacks 
every  other  manufacturer  would  have  to 
use  that  name,  or  else  make  somethinic 


better. 


THINK  IT  OVER 
FOUR  FACTORIES 


PHILADELPHIA 

JOHNSONBURG 


CINCINNATI 
LONDON,  ENG. 

MAIN  OFFICE-  81  FULTON  ST.,  NEW  YORK 


Builders'  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  largest  manufacturers  of  this  line  in  the 
Dominion.    To  dealers  only. 
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OULVEBTS — OoTTUgated  Mttu 

Winnipeg   Ceiling   &   Roofing  Oo., 

Winnipeg. 
The  Pedlar  People,  Oshaw*. 

OUSET  COMBS 
Steel    Equipment    Co.,  Pembrok* 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Burrow,  Stewart  &  Milne,  Hamil 

ton. 

OUBTAIN  STBETOHEBS 

Otterville  Mfg.  Co.,  Ottervillo. 

Lnnders,  Frnry  &  Clnrk,  Npw  Bri 
lain,  Ciiiin. 

OtJTLEET 

Arch.  McFarlane,  Montreal. 

Canadian  Rogers  Co.,  Toronto. 

Dorken  Bros.,  Montreal. 

Oneida  Community,  Ltd.,  Niagara 
Falls,  Ont. 

Landers,  Frary  &  Clark,  New  Brit- 
ain, Conn. 

Sanderson  Pearey  &  Co.,  Toronto. 
OUT  SOLES 

Beardmore  &  Co.,  Toronto. 
DAMPERS 

Eureka  Damper  Co.,  Montreal. 

Ourney  Foundry  Co.,  Toronto. 

MeClary  Mfg.  Co.,  London. 

James  Smart  Mfg.  Co.,  Broekville. 

Taylor-Forbes  Co..  Guelph. 

Ohannell  Chemical  Co.,  Toronto. 

Ronuk,  Ltd.,  Toronto. 
DEEP  WELL  POWER  HEADS 

Dayton  Pump  &  Mfg.  Co.,  Day- 
ton, Ohio. 

DISINFECTANTS 

Williams  Chemical  Co.,  Russell. 
DISPLAY  AND  WALL  CASES 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

Cameron  &  Campbell,  Toronto. 

DISPLAY  RACKS 
Fairgrieve  Metal  &  Stamping  Oo., 
Toronto. 

DIES 

Armstrong  Mfg.  Co.,  Bridgeport, 
Conn. 

DOOR  CHECKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 
Keating  Brass  Works,  Toronto. 
Taylor-Forbes  Co..  Guelph. 

DOOR  HANGERS— Parlor 
Canada   Steel   Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co..  Guelph. 
Richards-Wilcox      Canadian  Co., 
London. 

DOOR  MATS — Cocoa  Fibre 
Meakins  &  Sons,  Hamilton. 

DOOR  MATS— Rubber 
Sutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

DOOR  MATS— Wire 
Kuhne  &  Anderton,  Port  Hope. 
Canada  Wire   &   Iron   Goods  Co., 

Hamilton. 
Barton  Netting  Co.,  Windsor. 

DOORS  AND  WINDOWS 
McFarlane-Douglas  Co.,  Ottawa. 
A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 
Allan  Hills  Edge  Tool  Co.,  Gait. 

DRILLS — Breast  and  Bench 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

DRY  COLORS 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
O.  F.  Stephens  &  Co.,  Winnipeg. 
Brandram-Henderson.    Ltd.,  Mont- 
real. 

A.  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

DRIVE  WELL  POINTS 
Otterville  Mfg.  Co.,  Otterville. 

DUSTLESS  DUSTERS 
Tarbox  Bros..  Toronto. 
BAVETROUGH   AND  CONDUCT- 
OR PIPE 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McFarlane-Douglas  Co.,  Ltd.,  Ot- 
tawa. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

A.  Welch  &  Son,  Toronto. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

E.  T.  Wright  Co.,  Ltd.,  Hamil- 
ton. 

EDGE  TOOLS 

Allan  Hills  Edge  Tool  Co.,  Gait. 

James  Smart  Mfg.  Co.,  Broekville. 

Peck.  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Weliand  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

EGO  CRATES 
Wm.  Cane  A  Son,  Newmarket. 


EGO  TESTERS 
Bnrrowes  Mfg.  Co.,  Toronto. 
ELECTRIC  FLASHLIGHTS 

Cniiadinn  Evpr  Ready  Works,  To- 
ronto. 

liitfirstate  Electric  Novelty  Co., 
Toronto. 

Metal  Speoialtip.s  Cn.,  Thicaeo,  111. 
ELEOTBIO  LIGHT  FIXTURES 
James   Morrison   Brass   Mfg.  Co.. 

Toronto. 
Barton  Netting  Co.,  Windsor. 

ELECTRIC  IRONS,  ETC. 
Ideal  Electric  Mfg.   Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

Landers,  Frary  &  Clark,  New 
Britain,  Conn. 

Duncan  Electric  Co.,  Montreal. 

Radiant   Electric   Co.,  Grimsby. 
ELECTRIC  LAMPS 

Northern  Electric  Co.,  Montreal. 

Canadian  Sunbeam  Lamp  Co.,  To- 
ro.nto.  Ont. 

Ontario     Lantern     &     Lamp  Co., 
Hamilton. 
ELECTRIC   MANTEL  GRATES 

Radiant  Electric  Co.,  Grimsby. 

Barton  Netting  Co.,  Windsor. 
ELECTRIC  RADIATORS 

Radiant  Electric  Co.,  Grimsby. 

Ideal  Electric  Mfg.  Co.,  Wallace- 
burg. 

Renfrew   Electric   Mfg.   Co.,  Ren- 

"^^^ELECTRIO  RANGES 
Radiant  Electric  Co.,  Grimsby. 
Ideal   Electric  Mfg.  Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELECTRIC  BATTERIES 

Canadian      Fairbanks-Morse  Co., 

Montreal. 
Radiant  Electric  Co.,  Grimsby. 

EMERY  GRINDERS 
James    Morrison    Brass   Mfg.  Co., 
Toronto. 

EMERY  POWDER 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams    Co.,  Montreal. 
Q.  F.  Stephens  &  Co.,  Winnipeg, 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

ENAMEL  SIGNS 
McClary  Mfg.  Co.,  London. 

ENAMELED  WARE 
Thos.   Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Stamped  &  Enameled  Ware,  He»- 
peler. 

ESCUTCHEON  PINS 

Steel  Oo.  of  Canada,  Ltd.,  Harall 
ton. 

EXPANSION  BOLTS 

Richards-Wilcox  Canadian  Co., 
London. 

EXPRESS   WAGONS— Boys' 
Canadian  Buffalo   Sled   Co.,  Prea- 
ton. 

Gendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Works,  Toron- 
to. 

FARM  TANKS 

Wayne  Oil  Tank  &  Pump  Co., 
Woodstock,  Ont. 

FARM  TROUGHS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock,  Out. 
FASTENERS — Door,  Sash 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co..  Guelph. 

FENCING — Woven  Wire 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Steel  Company  of  Canada,  Hamil- 
ton. 

Banwell  Hoxie  Wire  Fence  Co., 
Hamilton. 

Canadian  Steel  &  Wire  Co.,  Ham- 
ilton. 

FENCING — Picket  Wire 
McFarlane  Ladder  Works,  Toron- 
to. 

FILES  AND  RASPS 

Henry  Disston  £  Sons,  Toronto. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Barnett  Co.,  Philadelphia. 
Simonds   Canada   Saw  Co.,  Mont- 
real. 

FILTERS — Water  and  Oil 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

FIREPROOF  DOORS  AND  WIN- 
DOWS 

McFsrlane-Douglas  Co.,  Ottawa. 
Winnipeg   Ceiling   &   Roofing  Co., 
Winnipeg. 


FIREPLACE  OBATBB 
Ohadwick  Brass  Co.,  Hamilton. 
Enterprise  Foundry  Co.,  Sackvllle, 
N.B. 

Barton  Netting  Co.,  Windsor, 
.rames    Stewart    Mfg.    Co.,  Wood- 
stock. 

Taylor-Forbes  Co.,  Guelph. 

Canada  Wire  tc  Iron  Goods  Co., 
Hamilton. 

FIRE  BUCKET  TANKS 

Metal  Shingle  Sc  Siding  Co.,  Pres- 
ton. 

A.  B.  Ormaby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

FIRE  DOOR  HARDWARE 
Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 
Richards-Wilcox      Canadian  Co., 

London. 

Stanley  Works,  New  Britain,  Conn. 
Taylor-Forbes  Co..  Guelph. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

FIRE  EXTINGUISHERS 
Metal  Shingle  &  Siding  Co.,  Prei- 
ton. 

FLAGS 

Scythes  &  Co.,  Toronto. 
J.  J.  Turner  &  Son,  Peterboro. 
FLOOR  AND  WALL  THIMBLES 
Metal  Shingle  &  Siding  Co.,  Prea- 

FORCE   CUPS— Rubber 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

FOUNDRY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada  Wire   &   Iron   Goods  Oo^ 

Hamilton. 

FORKS — Hay 
Weliand  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

FOOD  CHOPPERS 
Maxwells,  Ltd.,  St.  Mary's. 
Peck,  Stow  &  Wilcox  Co.,  Olere- 

land,  Ohio. 
McClary  Mfg.  Co.,  London. 

FOOT  WARMERS 
Chicago   Flexible    Shaft   Co.,  Chi- 
cago. 

FURNACES— Plumbers' 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

FURNACES— Hot  Air 
Bowes,  Jamieson.  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Can.   Heat   &   Vent.     Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Specialty  Mfg.  Co.,  Grimsby. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, 

N.B. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co., 
Hamilton 

Hall  Zryd  Foundry  Co.,  Hespeler. 

Kir-Ben,  Ltd.,  Almonte. 

McClary  Mfg.  Co.,  London. 

Pease  Foundry  Co.,  Toronto. 

Jas.  Smart  Mfg.  Co.,  Broekville. 

Jas.  Stewart  Mfg.  Co.,  Wood- 
stock. 

FURNITURE  SLIDES 
Onward  Mfg.  Co..  Berlin. 

GALVANIZED  IRON 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

B.  &  S.  H.  Thompson.  Montreal. 
M.  &  L.  Samuel,  Benjamin  A  Co., 
Toronto. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

McFarlane-Douglas  Co.,  Ottawa. 

A.  Welch  &  Son,  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co..  Hamilton. 

OARAGES — Metal 
The  Pedlar  People.  Oshawa. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

GARBAGE  CANS 
Thos.   Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 
Steel     Trough     &     Machine  Co., 
Tweed. 

GARDEN  AND  PARK  SEATS 
Stratford  Mfg.  Co..  Stratford. 

GARDEN  HOSE 
Gutta  Percha  &  Rubber,  Ltd.,  To- 

routo. 

GAS  IRONS 

McClary  Mfg.  Co..  London. 

OAS  OVENS 
Fairgrieve  Metal  St  Stamping  Co., 
Toronto. 


OAS  RANGES 
Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove    A    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 
Moflfat  Stove  Co.,  Weston. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Supreme  Heating  Co..  Weliand. 

OAS  FIXTURES 
James   Morrison    Brass   Mfg.  Co., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

OAS  WATER  HEATERS 
Moffat  Stove  Co.,  Weston. 
McClary  Mfg.  Co.,  London. 
Gurney  Foundry  Co.,  Toronto. 
Burrow,  Stewart  A  Milne,  Hsmtl- 

ton. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

GASOLINE  LIGHTING 
H.  W.  Knight  A  Bros.,  Toronto. 

GASOLINE  A  OIL  PUMPS 
Wayne    Oil    Tank    A    Pump  Co., 
Woodstock,  Ont. 

GASOLINE  STOVES 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

GATES — Farm 
Steel  Co.  of  Canada,  Montreal. 
McGregor  Banwell  Fence  Co.,  W«I- 
kerville. 

Banwell    Hoxie   Wire   Fence  Co., 

Hamilton. 
James  Morrison  Brass  Uff.  Oo^ 

Toronto. 

GAUGES 
Stanley   Rule    A   Level    Co.,  New 
Britain.  Conn. 

GAUGE  COCKS 
Penberthy  Injector  Co.,  Windsor. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

OLASS 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Hobbs  Mfg.  Co.,  London. 
Toronto  Plate  Glass  Imp.  Co..  To- 
ronto. 

A.  Ramsay  A  Son  Co.,  Montreal- 

GLASS — Bent 
The  Toronto  Plate  Glass  Import- 
ing Co..  Toronto. 
OLASS  CUTTING  BOABDS 
Lufkin  Rule  Co.  of  Canada.  Wind- 
sor. 

A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co..  Toronto. 

GLAZIERS'  TOOLS 
Smith  &  Hemenwav,  New  York. 

GRASS  CATCHERS 
Taylor-Forbes  Co..  Guelph. 

GRINDSTONES 
Taylor-Forbes  Co..  Guelph. 
Richards-Wilcox     Canadian  Co., 
London. 
GRINDSTONE  FIXTXTEES 
Taylor-Forbes  Co.  Gnelnh 

GUNS  AND  RIFLES 
Remington  U.M.C.  Co..  Windsor. 
Ross  Rifle  Co..  Quebec. 

HACK  SAW  BLADES 

E.  C.  Atkins  A  Co..  Hamilton. 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

HALTERS — Leather 
G.  L.  Griffith  A  Son.  Stratford. 

HAMMERS 
James  Smart  Mfg.  Co..  Broekville. 
Stanley   Rule    A    Level    Co..  New 

Britain,  Conn. 
Allan  Sills  Edge  Tool  Co.,  Gait. 

HAMMOCKS 
Dominion    Hammock    Co..  Dnno- 
ville. 

Oalt  Robe  A  Hammock  Co..  Gait. 
HANDLES— Door,     Drawer  and 
Store 

Taylor  Forbes  Co.,  Guelph. 
Stanley     Works,       New  Britain, 
Conn. 

Canadian  Yale  A  Towne.  Ltd..  St. 

Catharines. 
HANDLES — Aie.  Pick.  etc. 
Lachute  Shuttle  Mfg.  Co.,  Lachuts 

Mills.  Que. 
Drayton  Mills.  Ltd..  Drayton.  Ont. 
Turner.      Day.    Woolworth  Co., 

Louisville.  Ky.   

HARNESS  AND  BLANKETS 
G.  L.  Griffith  &  Son,  Stratford. 
Burlington   Windsor   Blanket  Co, 

Toronto. 

HASPS  AND  LATCHES 
Tavlor-Forbes  Co.,  Guelph. 
Stanley     Works,      New  Britaia, 

Conn. 

Cowan  A  Britton.  Ltd..  Gananoque. 
James  Smart  Mfg.  Co.,  BrockvtUt- 
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HATCHETS 
James  Smart  Mfg.  Oo.,  BrockvilU. 

HAY  KNIVES 
Welland  Vale  Mfg.  Co.,  St.  Oath- 
arinei. 

HINGES 

Stanley     Works,      New  Britain, 

Conn. 

Springer    Lock    Mfg.    Co.,  Bella- 

ville. 

Canada  Steel  Qoods  Co.,  Hamilton. 
Cowan  &  Britton,  Ltd.,  Oananoque. 
Tavlor-Forbes  Co.,  Quelph. 

HINGES — Spring    and  Floor 
Taylor-Forbes  Co..  Guelph. 
Bommer  Brothers,   Brooklyn,  N.Y. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 

HOOKEY  STICKS 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

HOISTS 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

HOBSE    CLIPPING  MACHINES 

B.  &  S.  H.  Thompson,  Montreal. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

HOBSE  SHOES  AND  NAILS 
Steel  Co.  of  Canada,  Hamilton. 

HOBSESHOE  OALKS 
Steel  Co.  of  Canada,  Hamilton. 

HOUSE  CLEANING  UTENSILS 
Invincible  Renovator  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

HOSE  BEELS 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOOKS— Coat   and   Hat,  Kitchen 
Steel  Co.  of  Canada,  Hamilton. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co..  Guelph. 

HOOKS  AND  EYES 
Steel  Co.  of  Canada,  Hamilton. 
Stanley     Works,      New  Britain, 

Conn. 

ICE  SHAVES 
McClary  Mfg.  Co.,  London. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 

Stanley   Rule   &    Level   Co.,  New 
Britain,  Conn. 
ICE    CBEAM  FBEEZEBS 

MeClary  Mfg.  Co.,  London. 

North  Bros.,  Philadelphia,  Pa. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

ICE  BOXES  AND  CHESTS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

INJECTORS — Automatic 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

INGOT  METALS 
If.  &  L.  Samuel,  Benjamin  is  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
IRONING   AND    BAKE  BOARDS 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 

JACK  CHAIN 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Ontario  Lantern  Is  Lamp  Co., 
Hamilton. 

JOIST  HANGERS 
Taylor-Forbes  Co..  Guelph. 

KEY  BLANKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Cathsrinps. 

KITCHEN  CABINETS 
E.  T.  Wrigtit  Co..  Ltd.,  Hamilton. 

KITCHEN  WOODENWABB 
Stratford  Mfg.  Co..  Stratford. 
McFarlane  I^adder  Co.,  Toronto. 

KNIVES — Draw 
Allan  Hills  Edge  Tool  Works.  Gait. 
Peek,  Stow  &  Wilcox  Co.,  Cleve- 
land. Ohio. 
KNIVES — Planer,  Paper-cnttlng 
RImonds  Canada  Saw  Co.,  Mont- 
real. 

Henry  Disslon  ft  Sons,  Toronto. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Co..  Toronto. 

LADDERS — Store 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

Mllbradt  Mfg.  Co.,  St.  LouU  Mo. 
LAMPS 

Canadian  Sunbeam  Lamn  f  i.,  To- 
ronto Ont. 

L.AJfPS — Incandescent 
Canadian  flnnheam  Lamji  Co.  To- 
ronto Ont. 

LAMPS — Tungsten 
Canadian  Sunbeam  Lamp  Co.,  To- 
ronto. Ont, 

LAMPS  AND  BURNERS 
Ontario     Lantern     A     Lamp  Co., 
Hamilton. 


Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LAMPBLACK 
L.  Martin  Co.,  New  York. 

LANTERNS 
Thos.   Davidson    Mfg.   Co.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LATCHES 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Richards-Wileox      Canadian  Co., 

Loudon. 
Taylor-Forbes  Co.,  Guelph. 
Bommer  Brothers,  Brooklyn. 

LAUNDRY  TUBS 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

LAVATORIES 
James   Morrison   Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel     Trough     &     Machine  Co., 

Tweed 

LAWN  FENCTNO 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

B.  Greening  Wire  Co..  Hamilton. 
LAWN  HOSE 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LAWN   SEATS   AND  SWINGS 
Stratford  Mfg.  Co.,  Stratford. 
Canadian  Buffalo  Steel  Co.,  Pres- 
ton. 

LAWN  MOWERS 

Maxwells,   Ltd.,  St.  Mary's. 

Taylor-Forbes  Co.,  Guelph. 

James  Smart  Mfg.  Co.,  Brockville. 
LAWN  SPRINKLERS 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

Taylor-Forbes  Co^  Guelph. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LEAD  PIPE 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 

LETTER  BOXES 
Taylor-Forbes  Co.,  Guelph. 

LEVELS 
Frank  Sand  Mfg.  Co.,  Windsor. 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

LEATHER — Soles,  Etc. 
Beardmore  cS:  Co.,  Toronto. 

LINOLEUMS 
Dominion  Oil  Cloth  Co.^  Montreal. 

LINSEED  OIL 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 
LITHOGRAPHED  TIN  BOXES 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
LOCKS,  KNOBS,  ETC. 

National  Hardware  Co.,  Orillia. 

Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Taylor-Forbes  Co.,  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Springer  Lock  Mfg.  Co.,  Belle- 
ville. 

LUMBERING  TOOLS 

Allan  Hills  Edge  Tool  Co.,  Gait. 

MACHINE  KNIVES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

MALLETS 
Stanley   Rule   &    Level    Co.,  New 

Britain,  Conn. 
MANUAL    TRAINING  BENCHES 
Richards-Wileox      Canadian  Co., 
Ltd.,  London. 

MANGLES 
Cummcr-Dowswell.   Ltd.,  Hamilton. 
Maxwells.  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co..  Guelph. 
James  Smart  Mfg.  Co..  Brockville. 

MANTELS— Wood 
Barton  Nptting  Co.,  Windsor. 

MAPLE  EVAPORATORS 
Steel     Trough     k     Machine  Co., 
Tweed. 

MARINE  SUPPLIES 
James    Morrison    Brass   Mfg.  Co., 
Toronto. 

Connnmprs'  Cordage  Co..  Toronto. 

MATCH  STANDS  (Safety) 
Chirago    Hardware    Foundry  Co., 
Chirago.  Til. 

MATTOCKS 
Welland  Vale  Mfg.  Co.,  St.  Oath- 
arinen 

MEASURING  PUMPS 
Wayne    Oil    Tank    ft    Pump  Co., 
Woodstock,  Ont. 


METALS 
Canada  Metal  Co.,  Toronto. 
McClary  Mfg.  Co.,  Loudon. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

B.  &  S.  H.  Thompson,  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Winnipeg   Ceiling  &   Roofing  Oo., 

Winnipeg. 
METAL  CEILINGS  AND  WALLS 
McFarlane-Douglas  Co.,  Ottawa. 
Winnipeg   Celling  &   Roofing  Co., 

Winnipeg. 
Metal  Shingle  &  Siding  Co.,  Pres- 

°'  METAL  POLISHES 

Canada  Paint  Co.,  Montreal,  Que. 
Nickel   Plate     Stove   Polish  Co., 

Windsor,  Ont. 
Sherwin-Williams  Co.,  Montreal. 

METAL  WASHBOARDS 
Meakins  &  Sons,  Hamilton. 
METAL    GARAGES    AND  SILO 
ROOFS 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

METAL  LATHS 
Pedlar  People,  Oshawa. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg   Ceiling   &  Roofing  Co., 

Winnipeg. 

MILL  SUPPLIES 
Canadian     Fairbanks-Morse  Co., 

Montreal. 

MIRRORS 

Toronto  Plate  Glass  Imp.  Co.,  To- 
ronto. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinzinger  &  Bruce  Co.,  Niagara 
Palls. 

Hobbs  Mfg.  Co.,  Ltd.,  London. 

MITRE  BOXES 
Stanley   Rule   &    Level   Co.,  New 

Britain,  Conn. 
E.  C.  Atkins  &  Co.,  Hamilton. 

MOPS,  MOP-CLOTHS 
Channell  Chemical  Co.,  Toronto. 

MOP  WRINGERS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

MORTAR  COLORS 
Manton  Bros.,  Toronto. 
Sanderson  Pearcy  &  Co..  Toronto. 

MOTOR  BOAT  SUPPLIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

MOTOR  ACCESSORIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

NAILS  (Out) 
Cowan  &  Britton,  Ltd.,  Gananoqne. 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

NAILS  (Wire) 
H.  S.  Howland,  Song  &  Co.,  To- 
ronto. 

Imperial  Steel  &  Wire  Co.,  CoUing- 
wood,  Ont. 

P.  L.  Robertson  Mfg.  Co.,  Milton. 

Laidlaw  Bale-Tie  Co.,  Hamilton. 

Parmenter  Bulloch  Co.,  Gananoqne. 

Steel  Oo.  of  Canada,  Ltd.,  Hamil- 
ton. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

.     NAIL  PULLERS 
Smith  &  Hemenway,  New  York. 
Chas.  Morrill,  Now  York,  N.Y. 

NECKYOKES 
Dravton  Mills,  Ltd,.  Dravton,  Ont. 

NICKEL-PLATED  WARE 
Landers,    Frary     &    Clark,  New 
Britain,  Conn. 

NUT  CRACKERS 
Chicago    Hardware    Foundry  Co., 
Chicago,  III. 

OAKUM 
A.  Ramsay  &  Son  Co.,  Montreal. 
Scy'.hes  ft  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

OILS — Linseed 
Canada   Lineeed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS— Boiled 
Conada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS — Varnish 
Canada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 
OIL   AND   GASOLINE  TANKS 
Steel     Trough     A     Machine  Co., 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Metal  Shingle  A  Siding  Co..  Prea- 

OIL' STOVES   AND  HEATERS 
Bowes,    Jamienon,    Ltd.,  Hamilton. 
Imperial  Oil  Co.,  Toronto. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 


Sheet  Metal  Products  Co.,  Toron- 
to. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

OIL   STORAGE  SYSTEMS 

S.  F.  Bowser  &  Co.,  Toronto. 
Heller-Aller  Co.,  Windsor. 
Steel     Trough     &     Machine  Co., 
Tweed. 

Wayne  Oil     Tank  &  Pump  Co., 
Woodstock. 
OILERS — Engine   and  Machine 
Thos.   Davidson   Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

OILED  CLOTHING 
Scythes  &  Co.,  Toronto. 

OIL  CLOTHS 
Dominion  Oil  Cloth  Co.,  Montreal. 

OIL  CANS 
Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

OILY  WASTE  CANS 
James  Morrison  Brass   Mfg.  Co., 
Toronto. 

Metal  Shingle  &  Siding;  Co.,  Prea- 
ton. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

McFarlane-Douglas  Co.,  Ottawa. 

ORNAMENTAL  IRON 
Canada  Wire  &   Iron   Qoods  Co^ 
Hamilton. 

PAILS — Wood 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

PAINTS  AND  OILS 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Ottawa  Paint  Co.,  Ottawa. 
R.  0.  Jamieson  &  Co.,  Montreal. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martln-Senour  Co.,  Montreal. 
Benj.  Moore  &  Co.,  West  Toronto. 
Pratt  &  Lambert,  Buffalo. 
Plnchin-Johnson  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
G.  F.  Stephens  &  Co.,  Winnipeg. 
Standard    Paint    &    Varnish  Co., 
Windsor. 
PAINT  SPRAYING  MACHINES 
A.  Ramsay  &  Son  Co.,  Montreal. 
PAINT  AND  VARNISH  REMOV- 
ER 

Chadeloid     Chemical      Co.,  New 
York. 

PAINTERS'  TRESTLES 
Stratford  Mfg.  Co.,  Stratford. 
G.  F.  Stephens  &  Co.,  Winnipeg. 
A.  Ramsay  &  Son  Co.,  Montreal. 
McFarlane  Ladder  Works,  Toron- 
to. 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

PAPERHAN6ERS'  TOOLS 

Sanderson  Pearcy  &  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

PARIS  GREEN 
Sherwin-Williams   Co.,  Montreal- 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto.. 
Canada  Paint  Co.,  Montreal. 

PARLOR  DOOR  HANGERS 
Richards-Wilcox      Canadian  Co.,. 

Ltd.,  London. 
Canada  Steel  Qoods  Co.,  Hamilton, 
"Taylor-Forbes  Co.,  Quelph. 

PERFORATED  METALS 

B.  Greening  Wire  Co.,  Hamilton^ 
Canada   Wire   &   Iron   Goods  Oo^ 

Hamilton. 

PICKS 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

PIG  IRON 

Steel  Co.  of  Canada.  Hamilton. 
Samnel,  Benjamin  &  Co.,  Toronto. 

PIPE    CUTTERS   AND  VISES 
Armstrong    Mfg.    Co.,  Bridgeport, 
Conn. 

James   Morrison   Brass   Mfg.  Oo_ 
Toronto. 

PIPE      AND      FITTINGS— Black 
and  Galvanized 

James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co..  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 
PLANES 

Stanley   Rule   *    Level    Co.,  New 

Britain,  Conn. 
National   Mach.     A    Supply  Co, 

Hamilton. 

PLASTER 
Alabaatlne  Co.,  Ltd.,  Paris. 

PLASTER  OF  PARIS 
A.  Ramsay  *  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 
Alabastlne  Co..  Ltd.,  Paris. 
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PLATES     AND  HOOKS 
Csnsdiuii   \  u\v  Si  Tuune.   Ll<i.,  St. 

CathariiiL'B. 
Bommer  Brotlierg.  Uruoklyn. 

PLOWS— Grading 
Meaford    Wheelbarrow    Co.,  Mea 
ford. 

PLIERS 

Crescent  Tool  Co.,  Jamestown,  N. 
Y. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

Smith  &  Hemenwav.  New  York. 

PLUMBS  AND  LEVELS 
Stanley    Rule   &    Level    Co.,  New 
Britain,  Conn. 

PLUMB  BOBS 
Taylor-Forbes  Co.,  Ouflph. 
Stanley   Rule   &    Level    Co.,  New 

Britain.  Conn. 
POLISHES — Furniture  and  Wood 

G.  F.  Stephens  &  Co.,  Winnipeg. 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Poarcy  &  Co.,  Toronto. 
Mertin-Senonr   Co.,  Montreal. 

A.  Ramsay  X:  Son  Co..  Montreal. 
Stuart  &  FoRit-r,  Toronto. 
POLISHES— Metal      and  Steve 
Sherwin-Willinms  Co.  Monlrt-al. 
Canada  Point  Co.,  MMnlreai. 
Martin-Senour  Co.,  Mnntreai. 
Nickel  Plate  Polish  Co.,  Windsor. 
Ronuk,  Ltd.,  Toronto. 

POLISHING  BRUSHES 
Boeckh  Bros..  Ltd..  Toronto. 
Meakins  &  Sons,  Hamilton. 

POST  HOLE  DIGGERS 
Otterville  Mfe.  Co.,  Otierville. 
POULTRY  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 
Imperial  Steel  &  Wire  Co.,  Colling 

wood. 

McGregor  Banwell  Fence  Co..  Wal 
kerville. 

PULLEYS 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Taylor-Forbes  Co.,  Gueli)h. 

PUMPS 

Metal  Shingle  &  Siding  Co.,  Pres 
ton. 

James   Morrison   Brass    Mfg.  Co., 

Toronto. 
Boattie  Bros.,  Fergus,  Ont. 
Htllcr-AUer  Co.,  Windsor. 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Davton  Pump  &  Mfg.  Co.,  Dayton, 

Ohio, 

RAKES 

•Welland  A'ale  Mfg.  Co.,  St.  Cath- 
arines. 

RASPS 

Nicholson  File  Co.,  Port  Hope. 

RAZORS 
Arch.  McF.trlane,  Montreal. 
Dorken  Bros.,  Montreal. 
Geneva  Cutlery  Co.,  Geneva,  N.Y. 
REFRIGERATORS      AND  ICE 

CHESTS 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Sanderson -Harold  Co.,  Pans. 

REGISTERS — Hot  Air  Furnace 
Canadian   Heating     &  Ventilating 

Co,.  Owen  Sound. 
Burrow,  Stewart  &  Milne,  Hamil 

ton. 

Clare  Bros.,  Preston. 
Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Gait  Stove  &  Furnace  Co.,  Oalt. 
Kir-Ben,  I<td.,  Almonte. 
Tuttle  &  Bailey  Mfg.  Co.,  Brldge- 
burg. 

Hamilton   Stove     &   Heater  Co., 
Hamilton. 

RIVETS 

Parmentor  Bulloch  Co..  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 

RIFLES— Sporting  and  MlUtary 
Ross  Rifle  Co.,  Quebec. 
See  also  Guns  and  Rifles. 

ROD  COUPLINGS 
Otterville  Mfg.  Co..  Otterville. 
ROPE 

Scythes  *  Co.,  Toronto. 
Consumers'   Cordage  Co.,  Toronto. 

ROOFING  BRACKETS 
Stanley   Rule   &    Level    Co.,  New 
Britain.  Conn. 

ROOTING  (Prepared) 
Prantford   Roofing  Co.,  Brantford. 
Patterson  Mfg.  Co.,  Toronto. 

H.  S.  Howlnnd  Sons  &  Co..  To- 
ronto. 

Canadian    Supply    A  Contracting 
Co.,  Toronto. 


ROOFING  SUPPLIES 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

ROOFERS'  FELT 
V\  innipeg    Ceiling   &   Kooflng  Co., 

Winnipeg. 
Mcl''arlari('  Douglas  Co..  Ottawa. 

RUBBER  GASKETS 
Gutta  I'ercha  &  Rubber,  Ltd..  To- 
ronto. 

RULES  AND  TAPES 
Lufkin     Rule     Co.     of  Canada, 
Windsor. 

Stanley    Rule   t    Level    Co.,  New 
Britain,  Conn. 
RUBBER  BOOT  REPAIRS 
Mnrble    Arms    &    Mfg.    Co.,  Glad 
stone,  Mich. 

RULES — Boxwood 
Lufkin     Rule     Co.     of  Canada, 
Windsor. 

Stanley   Rule   &    Level    Co.,  New 

Britain,  Conn. 
SAD  IRONS— Mrs.  Potta' 
T,T ylor- Forbes  Co.,  Guelph. 
SAD  IRONS — Gas  and  Gaaollne 
McClary  Mfg.  Co..  London. 
II    W.  Knight  &  Bros.,  Toronto. 
Tdvlor  Forbes  Co..  Guelph. 

SAD  IRONS — Asbestos  Lined 
I'over    Mfg.      Co.,    Canal  Dover, 

Ohio. 

Cliicngo  Hardware  Foundry  Co., 
Chicago.  III. 

SAFES  AND  VAULTS 

Canadian  Fairbanks  Morse  Co., 
Montreal. 

."AFETY  RAZORS  AND  BLADES 

Gillette  Safely  Razor  Co.,  Mont- 
real. 

Auto-Strop  Safety  Razor  Co.,  To- 
ronto. 

SALAMANDERS 

Gurney  Foundrv  Co.,  Toronto. 
SANDPAPER 

A.  Ramsav  &  Son  Co.,  Montreal. 
Sanderson  Pearcv  &  Co.,  Toronto. 

SAND  SCREEN 
Canada   Wire  &   Iron  Goods  Co., 
Hamilto'i. 

SANITARY  CLOSETS 
Superior  Mfg.  Co.,  Hngersville. 
Steel     Trough     &     Machine  Co., 
Tweed. 

SAP  SPOUTS  AND  BUCKETS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

T.Tvlor-Forties  Co.,  Guelph. 
McClarv  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 

S.4SH  CENTRES 
Taylor-Forbes  Co.,  Oiieliih. 

SASH  LIFTS 
Stanley     Works,      New  Britain, 
Conn. 

SASH  PINS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 

'"""SASfl  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 

SAWS 

F.  .  C.  Atkins  &  Co.,  Hamilton. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

Shurly-Dietrich  &  Co.,  Gait. 
Henry  Disslon  &  Sons,  Toronto. 

SAW  HORSES— Folding 
McFarlane  Ladder  Works,  Toron- 
to. 

SAW  SETS  • 

Tnylor-Forhes  Co.,  Guelph. 
Simonds  Canada   Saw   Co.,  Mont- 
real. 

Henry  Disslon  &  Sons,  Toronto. 

Chas.  Mor'ill.  New  York. 

E.  C.  Atkit.K  &  Co..  Hamilton. 
SCALES— Weighing 

Ctnadian  Fairbanks-Morse  Co., 
Montreal. 

Burrow,  Stowart  &  Milne,  Hamil- 
ton. 

SCRAPERS 

Stanley  Rule  &  Level  Co.,  New 
Britain,  (^onn. 

Meaford  Wheelbarrow  Co.,  Mea- 
ford. 

Tovlor.   Forbes  Co..  Guelph. 
SCREEN     AND     STORM  DOOR 
LATCH 

Tavlor-Forbes  Co..  Onelnh. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton 

SCREEN  DOORS  AND  WINDOWS 
Sanderson  Harold  Co.,  Paris. 

SCREEN  DOOR  SETS 
Stanley     Worka,     New  Britain, 

Conn. 

Taylor-Forbes  Co..  Guelph. 
Bcmmer  Brothers.  Brooklyn. 

SCREWS 
P.  Tj.  RobertRon  Mfg.  Co..  Milton. 
Steel  Co.  of  Canada.  Hamilton. 

SCREW.S — Bench  and  Jack 
Tnvlor  Forbes  Co.  Guelph. 

SCREW  CLAMPS— Adjustable 
Taylor-Forbes  Co..  Guelph. 


SCREW  DRIVERS 
Cowan  ft  U'ilton,  Ltd.,  Oananoqaa. 
Henry  Disiton  k  Sons,  Toronto. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

Stanley    Rule   &    Level  -  Co.,  New 
Britain.  Conn. 

SCREW  PLATES 

Wells  Broi.  &  Co.,  Ltd  ,  3slt. 

Butterfield  Co.,  Rock  Islnnd,  Que. 
SCYTHES  AND  HAY  KNIVES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

SHEARS — Sheet  Metal 

Feck,   Stow  &  Wilcox   Co.,  Cleve- 
land, Ohio. 
SHEET  METAL  SPECIALTIES 

Burrowes  Mfg.  Co.,  Toronto. 

Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

Soren  Brc).,  Toronto. 

P.    T.  Wright  Co.,  Ltd..  Hamilton. 

SHELF  BOXES  AND  CABINETS 

Cameron       Campbell.  Toronto. 

Walker  Bin   fi  Store   Fixture  Co., 
Berlin. 

SHELF  SUPPORTS 

Chicago     Hardware    Foundry  Co., 
Chicago,  111. 

SHEEP    SHEARING  MACHINES 

Chicago    Flexible    Shaft    Co,  Chi- 
cago. 

SHEEP    MARKING  LIQUID 

Sherwin-Williams  Co.,  Montreal. 
SHOT 

Steel  Co.  of  Canada,  Hamilton. 

SHOTGUNS — Repeating 
Remington     Arms       U.M.C.  Co., 
Windsor. 

SHOT  SHELLS 
Remington     Arms      U.M.C.  Co., 
Windsor. 

Dominion     Cartridge   Co.,  Mont- 
real. 

SHOVELS  AND  SPADES 
Lundy  Shovel  &  Tool  Co.,  Peter- 
boro. 

Canadian  Shovel  &  Tool  Co.,  Ham- 
ilton. 

SILVERWARE 

Canadian  Rogeis  Co.,  Toronto. 
Cceida  Community,   Ltd.,  Niagara 

Falls,  Ont. 

SKATE  STRAPS 
G.  L.  Griffith  &  Son,  Stratford. 
Owen     Sound     Steel     Press  Co., 

Owen  Sound. 

SKYLIGHTS 
Metal  Shingle  &  Siding  Co.,  Free 

ton. 

"Wheeler  &  Bain,  Toronto. 
McFarlane-Douglas  Co..  Ottawa. 
Winnipeg   Ceiling  &   Roofing  Co., 
Winnipeg,  Wan. 

SLEDGES 
Tavlor  Forbes  Co..  Guelph. 

SLEDS 

Canadian   Buffalo  Sled  Co.,  Pres- 
ton. 

Richards- Wilcox      Canadian  Co., 

Ltd.,  London. 
Cendron   iitg.  Co.,  Toronto. 

SNOW  SHOVELS 
Canadian   Buffalo  Sled   Co.,  Prea- 

ton. 

Sheet  Met^l  Products  Co.,  Toron- 
to. 

Canada   Steel   Goods   Co.,  Hamil- 
ton. 

SOAP  URNS 

Chas.  Morrill.  New  York,  N.Y. 

SOLDER 
Canada  Matal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg  Ceiling   &   Roofing  Co., 

Winnipeg. 
McClary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Boggs  Co..  Hamilton. 

SPIKES 
Steel  Co.  of  Canada.  Hamilton. 

SPOKESHAVES 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

SPONGES 
A.  Ramsay  Sc  Son  Co..  Montreal. 
Sanderson  Pearcv  Sc  Co.  Toronto. 

SPORTING  GOODS 
Dominion     Cartridge   Co.,  Mont- 
real. 

Marble  Arms  Mfg.  Co.,  Gladstone, 
Mich. 

SPOONS    AND  FORKS — Tin 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

SPRAYERS 

Sherwin-Williams  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

K.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Canadian      Fairbanks-Morae  Co., 

Montreal. 
Specialtv  Mfg    Co..  Grimsby. 

SPkl.'fGS  AND  AXLES 
Guelph  Spring  &  Axle  Co.,  Guelph. 
Taylor-Forbes  Co..  Guelph. 


SPRING  HINGES 

Pommer  Brothers.  Brooklyn. 
Chicago  .Soring  Butt  Co.  Chicago. 

SPRINKLERS — Automatic,  Flra 
.James    Morrison    Brass    Mfg  Co., 
Toronto. 

SPRINKLERS— Lawn 
Taylor- Forbes  Co.,  Guelph. 
James    Morrison  Bross  Mig.  Co.. 
Toronto. 

SQUARES — Try    and  Mitre 

Stanley    Rule    tc    I,evel    Co.,  New 

Britain,  Conn. 
STALLS,      STANCHIONS,  AND 

COW-BOWLS— Metal 
Metal  Shingle  &  Siding  Co.,  Praa- 

ton. 

Steel  Trough  &  Mfg.  Co.,  Tweed. 
Bcatty    Bros  ,  Fergu*. 

STAIR  PLATES 
Steel      Equipment     Co.,  Ottawa, 

STAPLES 
Steel  Co.  of  Canada,  Hamilton. 
Canada  Steel  Goods  Co..  rlamiltoa. 
Cowan  &  Britton,  Gananoque. 
Laidlnw  Bale  Tie  Co  .  H.imilton. 

STORAGE  BATTERIES 
Canadian     Fairbanks^Iorse  Co., 
Montreal. 
STORM  WINDOW  HINGES 
Watrons     Acme     Mfg.     Co.  Det 
Moines.  Iowa. 

STEEL  RULES — Machinists' 

Lufkin  Rule  Co.  of  Canada.  Wind- 
sor. 

STEP  LADDERS 
McFarlane  Ladder  Works,  Toronto. 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.   Co..  Otterville. 

STOVE  TRIMMINGS 
Radiant  El.>ctric  Co.,  Grimsby. 

STOVES  AND  RANGES 
Bowes,  .larnieson,  Ltd..  Hamilton. 
Beach  Foundry  Co..  Ottawa. 
Hurrow,  Stewart  &  Milne,  Hamil- 
ton. 

Canadian    Heating    &  Ventilating 
Co.,  Owen  Sound. 

C.  pp  Stove  Co..  Fort  William. 
Clare  Bros.  !c  Co..  Preston. 

"Thos.  Davidson  Mfg.  Co..  Montreal. 
Gait  Stove  k  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackvilla, 
N.B. 

Specialty  Mfg.  Co..  Grimsby. 
Findlay  Bros..  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall  Zryd  Foundry  Co..  Hespeler. 
Hamilton     Stove   Ic   Heater  Co., 

Hamilton. 
Kir-Ben.  Ltd.,  Almonte. 
McClary  Mfg.  Co.,  London. 

D.  Moore  C^..  Hamilton. 

Jas.  Smart  Mfe.  Co.,  Brockvillo. 
Jas.  .Stewart  Mfg.  Co..  Woodstock- 
Harriston  Stove  Co.,  Harriston. 
Supreme  Heating  Co..  Welland. 

STOVE  BOARDS 
McClary  Mfg.  Co..  London. 
Sheet   Metal     Products     Co..  To- 
ronto. 

E.  T.  Wright  &  Co.,  Hamilton. 
Gurney  Foundry  Co..  Toronto. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

STOVE  PIPE  DAMPERS 

Eureka  Damper  Co.,  Montreal. 
Taylor-Forbes  Co..  Guelph. 

STOVE    PIPE  SUNDRIES 
McClarv  Mfg.  Co.,  London. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Thos.   Davidaon  Mfg.   Co.,  Mont- 
real. 

STOVE  AND  RANGE  CA&TERS 
Chicago   Hardware   Foundry  Ce, 

Chicago,  111. 
Moflfat  Stove  Co.,  Weston. 

STOVE  POLISH 
Duncan  Electric  Co.,  Sfontreal. 
Nickel-Plate   A   Stove   Polish  Co, 
Windsor.  Ont. 

STOCKS  AND  DIES 
Armstrong    Mfg.    Co..  Bridgeport, 
Conn. 

STORE  LADDERS 
Riehards-Wilcox     Canadian  Co., 

London. 

Milbradt   .Mfg.  Co..  ,St.  Loiia.  Ma. 

STORE  FRONTS — Metal 
Consolidated  Plate  Glass  Co.,  Te- 

ronto.   

SWINGS — Lawn 
Stratford  Mfe.  Co..  Stratford. 

TABLE  CUTLERY 
Arch.  McFarlane.  Montreal. 
Oneida    Community.    Oneida,  N.T. 
Canadian  Rogers  Co..  Toronto. 
TACKS 

Steel  Co.  of  Canada.  Hamilton. 
Parmenter      Bulloch       Co.,  Oaa- 
anoque. 

TANKS 

Metal  Shingle  ts  Siding  Co.,  Pres- 
ton. 
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Wsyne   Oil   Tank   &    Pump  Co., 

Woodstock. 
Steel     Trough     &     Machine  Co., 
Tweed. 

TANK  AND  SILO  TUOB 
Otterville  MfR.  Co..  Ottervlile. 

TAPES — Measuring 
Lnfkin     Rule     Co.     of  Cknads, 
Windsor. 

TUB  STANDS 
Otterville  Mfg.  Co.,  Otterville. 
J.  H.  Connor  i  Son,  Ottawa. 

TENTS  AND  AWNINGS 
Bmart-Woods  Co..  Ott»w». 

THERMOMETEES 
James  Morrison    Brass    Mig.  Oo. 
Toronto. 
TINSMITHS'  MACHINeaY 
Peek,  Stow  &  Wilcox  Co.,  South 

ington,  Conn. 
Steel     Bending  &  Brake  Works, 
Ohathani,  Out. 

TINSMITHS'  SHEABS 
Peek,  Stow  &  Wilcox  Co.,  South 
ington.  Conn. 

TINWAEE 
Fairgrieve  Metal  &  Stamping  Co. 

Toronto. 
See  also  rljsmelware. 

TOOLiJ — Mechanics' 
Allan  Hills  Edge  Tool  Co.,  Gait. 
North  Bros.,  Philndelphia,  Fa. 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington,  Cvnn. 
Stanley   Rule    &   Level   Co.,  New 
Britain,  Conn. 

TOOL  GEINDEES 
Taylor-Forbes  Co.,  Ouelph. 

TEAPS — Lavatory 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 

TEAPS — Animal 
Oneida   C«:nmanity,   Ltd.,  Niagara 

Falls,  Out. 
Peck,   Slow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

TEAPS— Eat 
Canada  Wire   &   Iron   Goods  Co., 
Hamilton. 

TEAPS — Steam 
James    Morrison    Brass  Mfg.  Co., 
Toronto. 

TEEE  TRIMMEES 
Taylor-Forbes  Co.,  Giielph. 

IBOWELS 
E.  C.  AtVins  &  Co.,  Hamilton. 
Henry  Disston  &  Snns,  Toronto. 

TRUCKS — Warehouse 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Burrow,  Stewart  &  Milne,  Hamil- 

'°°UMBEELLA  HOLDEES 
Springer  Lo(  k  Mfg.  Co.,  Bsileville. 

VACUUM  CLEANERS 
Oi.ward  M'g.  Co.,  Berlin. 

Invincible  Roni'viitor  Co.,  Toronto. 

Clements  Mfg.  Co.,  Toronto. 

V/BNISHES — Architectural,  Au- 
tomobile, Carriage,  General 
Service 

Benj.  Muore  &  Co.,  Toronto. 
I. owe  Bros  .  Ltd.,  Toronto. 
Erandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Ottawa  Virnish  Co.,  Ottawa. 

VENTILATORS — Metal 
Metal  Roofing  &  Siding  Co.,  Pres- 
ton. 

\S  innipeg   Ceiling   &   Roofing  Co., 

Winnipeif. 
McClary  Mfg.  Co.,  London. 
McFarlane  Dnuftlas  Co.,  Ottawa. 

VATS — Steel  Cheese 
Steel     Trough     Sc     Machine  Co., 

Tweed. 

VISES 

Stanley   Rule   &    Level    Co.,  New 

Britain,  Conn. 
Nstional    .'"l^chine   &    Supply  Co., 

Hamilton. 
Taylor-Forbes  Co.,  Guolph. 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 

Armstrong    Mfg     Co.,  Bridgjport, 

WAGON  JACKS 
Richards- Wilcox       Canadisa  Co., 
New  York. 

WAOOK  WATER  TANKS 
Steel   Trough     &     Machine  Co., 
Tweed. 

WAFFLE  IRONS 
Tajrlor-Forben  Co..  Ouelph. 

W\SH  BOARDS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
Conn. 

CommerDowrwell,     Ltd.,  Hamil- 
ton. 

WASH  TUBS 
Wm.  Cane  Se  Sons  Co.,  Newmarket. 


WASTE — Cotton  and  Wool 

Scythes  &  Co..  Toronto. 

WASHERS 

Steel  Co.  .>f  Canada,  Hamilton. 

Stanley  Works,  New  Britain,  Conn. 

Ccwan     &     Britton,     Ltd.,  Qan- 
anoque. 

Taylor-Forbes  Co.,  Ouelph. 

Canada  Metal  Co.,  Toronto. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

WASHING  MACHINES 
Beattie  Bros.,  Fergus,  Ont. 
J   H.  Connor  &  Son,  Ottawa. 
Ci-mmer-Dowsweli  Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Gfco.  C.  tCaitting  &  Sons,  Gait. 
McClary  Mf;.  Co.,  London. 
Taylor-Forbes  Co.,  Guelph. 
One  Minute  Mfg.  Co.,  Toronto. 

WATER  SERVICE  SYSTLMS 
Dayton     Pump   &    Machine  Co., 

Davton,  Ohio. 
WATER  AND  HOG  TROUGHS 
Steel     Trough     &     Machine  Co., 

Tweed. 

Metol  Shiusle  &  Siding  Co  ,  Pres- 
ton. 

WEDGES 

Tavlor-Forbes  Co..  Guelph. 
WELL  CURB — Corrugated  Metal 
Winnipeg  Ceiling  &   Roofing  Co., 

Winnipeg. 

WHEELBARROWS 
Maxwells,  Ltd.,  St.  Mary's. 
Mcaford   Wheelbarrow     Co.,  Mea- 

ford. 

WHIFFLETREES 
Dravton  Mills,  Ltd.,  Drayton,  Ont. 

WHIP  RACKS 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

WILLOW  BASKETS 
Meakins  &  Sons.  Ltd.,  Hamilton. 

WINDOW  SETS — Basement 
Tavlor-FoTbes  Co.,  Guelph. 
Stanley  Works.  New  Britain.  Conn. 

WIRE  CLOTHES  LOCEEBS 
Csnndo  Wire   &   Iron  Goods  Co., 
Hamilton. 

WIRE  DOOR  MATS 
Conada   Wire   &   Iron  Goods  Co., 

Hamilton. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

WIEE 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Steel  Co.  nf  Canfida,  Hamilton. 

WIBR  DOOB  PULLS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

WIEE  CLOTH 
B.  Greening, Wire  Co.,  Ltd.,  Hamil- 
ton. 

Canada   Wire   &  Iron  Goods  Co., 

Hamilton. 

WHT.  FENCING 
Banwell-Hoxie  Wire     Fenea  Co., 

Haniiltan. 
McGregor,     P.anwell     Fenco  Co., 

Wnlkerville. 

WIEE  FENCE  STEETOHEES 
Richarda-Wilcox      Canadian  Co., 

London. 

McGregor      Eanwell     Fence  Co., 
Walkerville. 

Otterville  Mfg.  Co.,  Otterville. 
WIEE  GOODS 

B.  Greening  Wire  Co.,  Hamilton. 

McClary  Mfg.  Co.,  London. 

Canada  Wire   &   Iron   Goods  Co., 
Hamilton. 

E    T.  Wright  Co.,  Ltd.,  Hamilton. 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

WHITE  LEAD 

Benjamin  Moore  &  Co.,  Toronto. 
Br.TndramHenderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Steel  Co.  of  Canada,  Hamilton. 
Lowe  Bros.,  Ltd.,  "Toronto. 
Jlartin-Scno\ir  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

WOODENWARE 
Wm.  Cano  &  Son,  Newmarket. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Meakins  ^  Sons,  Hamilton. 

WRENCHES. 
Crescent     Tool     Co.,  Jamestown, 
N.Y. 

WKlNGERS— Clothes 
American  Wringer  Co.,  New  York. 
Ciinmipr  I)ows>%ell.   Ltd.,  TIamilton. 
V.aTwells,   Ltd.,  St.  Jfnry's. 
Taylor-Forlies  Co.,  Guelph. 

WRTNGEB  BOLLS 
Outts  I'erc'.a  .t  Rubber.   Ltd.,  To- 
ronto. 

ZINO  OBNAMENTS 
Winnipeg    Celling    &    Roofing  Co., 
WlnnlpDf. 


VISIT  DUWNG  THE 

CONVENTION 

of  the  Retail  Hardware  Ass'n 
Toronto,  February  24  and  25 

We  Have  Opened  A  New 

Warehouse  at  Toronto 


.from  which  we  will  be  able  to 
make  quick  deliveries  to  Western 
Ontario  customers. 


OUR  FOUR  LEADERS 

Canada  Brand  Pure  Paints 

(Quality  Guaranteed) 

Canada  Brand  Floor  Paints 

(Surpassed  by  none) 

Jas-per-Lac  Specialties 

The  Present-Future  Finish 

Jas-per-ite 

The  Present-Future  Varnish 


Will  be  glad  to  show  you 
OUR  NEW  LINES  and 
our  Attractive  Propos- 
ition for  1915. 


The  Ottawa  Paint  Works 

and 

Ottawa  Varnish  Co.,  Ltd. 

Ottawa,  Canada 

TORONTO  BRANCH: 

153  DUCHESS  ST.,  TORONTO 
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NDEX  TO  ADVERTISEMENTS 


A 


Alsbastine  Co   53 

American  Wringer  Co   8 

Armstrong  Mfg.  Co   12 

B 

Banwell-Hoxie  Wire  Fence  Com- 
pany  20 

Bornett  Co.  G.  &  H   20 

Bommer  Bros   28 

Brandram  Henderson,   Ltd.    ...  55 

O 

Can.  Wm.  A.  Rogers,  Ltd.   ...  21 

Chicago  Flexible  Shaft  Co.  ...  22 

Chicago  Spring  Butt  Co   28 

Consolidated  Plate  Glass  Co...  12 

Connor  &  Son.  J.  H   12 

Cummer-Dowswell,  Ltd   6 

Canadian  Sunbeam  Lamp  Co...  9 

D 

Davidson  Mfg.  Co.,  Thos   4 

Dominion  Cartridge  Co   6 

Drayton  Mills,  Ltd   59 


O 

Guita  Percha  &  Rubber,  Ltd...  28 

Gurney  Foundry  Co   15 

R 

Howland,  Sons  &  Co.,  H.  S.  .  .  .  5 
I 

Invincible  Renovator  Mfg.  Co..  13 

Imperial  Oil  Co   17 

.lenkins  &  Hardy    16 

K 

Kinzinger.  Bruce  &  Co   8 

L 

Laidlaw  Bale-Tie  Co   10 

Lufkin  Rule  Co   66 

Lewis  Bros..  Ltd   19 


M 


Manton   Br«s   61 

Martin  Co.,  L   61 

Martiii-Senour  Co  o.b.c. 

McClary  Mfg.  Co   11 

Meakins  &  Sons   51 

Metal  Specialties  Mfg.  Co   8 

Milbradt  Manufacturing  Co....  18 

Moore  &  Co.,  Benjamin   59 

Morrison  Brass  Mfg.  Co.,  .Jas. .  IS 

Myers  Co.,  C.  A   8 

N 

Nicholson  File  Co   14 

North  Bros.  Mfg.  Co   4 

O 

Otterville   Mfg.   Co   20 

Ottawa  Paint  Co   65 

P 

Parmenler  Bulloch  Co.,  The...  16 

Peck,  Stow  &  Wilcox  Co   51 

Pinchin,  .Johnson  Co   i.b.c. 

Pratt  &  Lambert    57 


B 


Remington  Typewriter  Co   20 

Ramsay  &  Son,  A   61 

Renfrew  Electric  Mfg.  Co   6 

Rice  Lewis  &  Son    3 

Remington  Arms  Co  o.f.c. 

8 

Samuels,  J   16 

Sheet  Metal  Products  Co.  ...i.f.c. 

Stanley  Rule  k  Level  Co   14 

Steel  Company  of  Canada.  ...  10 

Steel  Bending  Brake  Works...  12 

Stratford  Mfg.  Co   Ifl 

T 

Taylor-Forbes  Co   7 

Toronto  Plate  Glass  Impt.  Co..  66 

Tuttle  &  Bailey  Mfg.  Co   23 

W 

Walker  Bin  &  Fixture  Co   V> 

Wayne  Oil.  Tank  &  Pump  Co..  18 

Wright  Co.,  E.  T   16 

Western  Clock  Mfg.  Co   24 


'UffCiJ^  MEASURING  TAPES 


and  RULES 

WILL  SELL  WELL 


Back  of  that  are  these  causes — The  quality  pat  into  the  good* — The  reputation  they  bear 
among  users.  But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact  — 
THEY  WILL  MOVE.  Not  only  are  they  the  best,  but  they  are  recognized  as  such  by  users 
of  Measuring  Tapes  and  Rules.     More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 
WiNDSOR,ONr. 


Wl^i^OW      W         ■^"^^'^^«S|]^^\,:  T^DE 
GLASS  * 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 


DON  ROADWAY 


Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
and  Ornamental  Glass 


TORONTO 


Wken  writing  to  sdT«Ttis«rs  kindly  mention  Osnsdlan  Hardware  Jonnal 
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MARTIN-SENOUR 

PAINTS  AND  VARNISHES 


MADE  IN  CANADA 


QUALITY 

Made-in-Canada  Goods  to  meet 
with  approval  of  Canadians  must 
of  necessity  be  Quality  Goods. 

The  Martin-Senour  line  of  Paints 
and  Varnishes  is  a  line  that  is  as 
nearly  perfect  as  human  agency 
can  devise. 

Hence  our  Dealer  Agents  are  en- 
abled to  jupply  their  customerj  with  the 
highest  quality.  This  insures  satisfaction 
to  both  dealer  and  consumer,  retains  cus- 
tom, brings  repeat  orders,  and  more  profits. 


SERVICE 

Martin-Senour  Paints  and  Var- 
nishes are  the  most  extensively  ad- 
vertised line  on  the  market. 
Their  sale  is  promoted  through  the  ad- 
vertising mediums  ol  the  widely  circulated 
city  and  town  newspapers,  magazines,  farm 
and  religious  journals.  This  message  of 
Quality  and  Service  is  carried  to  every 
nook  and  corner  of  the  country  and  is  read 
by  millions. 

The   extensive    use   of  mailing  folders, 
novel  and  helpful  features  of  Interior  and 
Exterior  display,  help  to  make  this  line 
the  easiest  and  most  profitable  to  sell. 
Write  for  Information 


-(Bfie  MARTIN-SENOUR  6a 


Call  on  us  when  in 
Toronto  during  the 
Retail  Hardware 
Convention. 


LIMITED 

PRODUCERS  OF  PAINTS  AND  VARNISHES 
CHICAGO       MONTREAL  Winnipeg 

HALIFAX  •    LINCOLN   •  TORONTO 


Our  Toronto  Warehouse 
is  centrally  located  at 
215-219  Victoria  Street. 


MADE  IN 


CANADA 


AN  INVITA  TION 

To  THE  MEMBERS  OF  THE  ONTARIO  RETAIL  HARDWARE  AND 
STOVE  DEALERS'  ASSOCIATION 
WHILE  IN  TORONTO 

IVe  extend  a  cordial  invitation  to  visit  the  home  of 

Maple  Leaf  Paints  and  Varnishes 

AT  OUR  FACTORY.  6  - 24  MORSE  STREET 


ImperialVarnish&  Color  Co. 

LIMITCO 

WINNIPEG       TORONTO  VANCOUVER 


CANADA 
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FOR  40  YEARS  WE  HAVE  BEEN 

HEADQUARTERS 


1875 


for 


1915 


Paints  -  Varnishes 

Glass  and  Cutlery 

For  a  lifetime,  "  Sanderson  Pearcy"  Quality 
and  Service  has  been  a  standard  in  the  Paint 
and  Glass  Trade.  Season  after  season  satis- 
fied customers  have  continued  to  give  us 
their  jobbing  trade. 

Why  not  let  us  serve 
you  this  year  ? 


We  will  be  *'At  Home" 
during  the  Retail  Hard- 
ware Convention  and  we 

invite  visiting  Hardware- 
men  to  pay  us  a  visit  in 
.  .  Convention  week  .  . 

OUR  REPRESENTATIVES 
ARE  AT  YOUR  SERVICE 

February  24th  and  25th 


The  House  of  Quality) 
The  House  of  Service 


ALABASTINE 
ALUM 
AMMONIA 
AXLE  GREASE 
BARYTES 
BEESWAX 
BLUESTONE 
BORAX 
BRONZES 
BRONZITE 
BRUSHES 
BUG  KILLER 
BUG  DEATH 
CARBONIZING  COATING 
CASTOR  OIL 
CHALK 
CHAMOIS  SKINS 
COPPERAS 
CUTLERY 
GLAZIERS'  DIAMONDS 
EMERY 
RUBBING  FELT 
FILLERS 
FLOOR  WAX 
GALVANUM 
GLUES 
GLASS 
GOLD  LEAF 
LAMP  BLACK 
JELLSTONE 


LACQUERS 
METHYLATED  SPIRITS 
MORTAR  COLORS 
OILS.  ALL  KINDS 
PARIS  GREEN 
PITCH 
PLASTER  PARIS 
POLISHES 
PUMICE 
PUTTY 
RESIN 
BOCK  SALT 
EPSOM  SALTS 
GLAUBER  SALTS 
SALTPETRE 
SAND  PAPER 

SHELLAC 
SILVER  SAND 

SPONGES 
STEEL  WOOL 
STOVE  LINING 
SULPHUR 
TAR 
TURPENTINE 
VARNISHES 
WHITE  LEAD 
WOOD  ALCOHOL 
PAINTERS'  CUTLERY 
■WHITING 
WYANDOTTE  CLEANER 


Sanderson  Pearcy  &  Company,  Limited 

61-63-65  Adelaide  Street  West,  Toronto 


Featuring  Retail  Hardware  Convention  Report 


MARCH,  1915 


Circulates 
in  every 
Canadian 
Province 


Covers  the 
Stove  and  Heating 
Metal  Working 
and  Paint  Trades 


Published  by  The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


H^ho  alio  Publish  :  The  Retail  Grocer  and  Provisioner,  The  Retail  Druggist,  Canadian  Furniture  World  and  The  Undertaker,  Canadian  Manufacturer, 
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HAND  SAWS 

AND  THE  WOODMAN'S  UNEQUALLED 

CROSS  CUT  SAWS 

PRODUCE  A  FAIR  PROFIT  FOR  THE  DEALER 
AND  SATISFACTION  TO  THE  USER. 

Write  us  for  full  information  about  the  different  Simonds 
Saws,  Dealers   Prices,  Selling  Prices  and   Profit  Figures. 

EVERY  SAW  GUARANTEED 


'7  Tell 
You 
It's  a 
Great 

Saw" 


Simonds  Canada  Saw  Co.,  limited 

St.  Remi  Street  and  Acorn  Avenue 
Vancouver,  B.  C.  MONTREAL,  QUE.  St.  John,  N.  B. 
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THE  SHEET  METAL  PRODUCTS  CO.  ^u^m'teT 


MONTREAL 


TORONTO 


WINNIPEG 
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Decide  to  Carry  a  Varied 

Stock  of  Dependable  .  .  . 

Fi 

ishing  Tackle 

There  are  few  ways  in  which  you  can  so  effectively  im- 
press your  men  customers  as  by  keeping  a  comprehensive 
line  of  really  dependable  qualities  of  fishing  tackle.  We 
will  gladly  fill  your  smallest  orders  with  the  desire  to  meet 
the  requirements  of  your  trade.    Below  we  make  a  few 
suggestions  that  may  interest  you  and  lead  you  to  send 
your  orders  along. 

RODS— Steel  Rods,  Split  Bamboo  Rods, 
Bristol  Fishing  Rods,  in  fly  and  bait  casting. 
REELS — Single,  Quadruple,  Automatic 
and  Trawling  Reels. 

LINES — Silkoline,  Cotton-laid  Linen,  Silk, 

Silk  Cuttyhunk  Lines. 

BAITS— Gold  Bowl,  Fluted  Kidney,  Co- 

bourg  and  Dominion. 

HOOKS — Cincinnati  Bass  Sneck,  Carlisle 

and  Sproat,  on  single  and  double  gut. 

lackle  tSoxes,   rish   Baskets,  Mmnow 

Pails,  Landing  Nets,  Gaff  Hooks,  etc. 

Write  for  full  particulars  and  prices — we'll  give  your  en- 
quiries prompt  and  painstaking  attention. 

Rice  Lewis  &  Son 

Limited 

Toronto  Ontario 

Wk*a  writing  to  advtrtlsers  kindly  meiitiou  Canadian  Hardwar*  Journal 
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UNIVERSAL 
Electric   Coffee  Percolator 


UNIVERSAL 
Electric  Grill 


UNIVERSAL  UNIVERSAL 
Electric  Coffee  Urn       Electric  Toaster 


UNIVERSAL 

Coffee  Urn 


UNIVERSAL 
Coffee  Percolator 


UNIVERSAL 
Tea  Ball  Tea  Pot 


UNIVERSAL 
Chafing  Dish 


UNIVERSAL 
Butter  Churn 


UNIVERSAL 
Mayonnaise  Mixer 


UNIVERSAL 

Home  Needs 

Household  cooking  and  heating  apphances  (or  use  with  alcohol,  elec- 
tricity or  on  ordinary  coal  or  gas  ranges.  Also  a  complete  line  of 
Bathroom  Fixtures,  Vacuum  Specialties  and  Nickelware  made  by 

LANDERS,  FRARY  &  CLARK 

NEW  BRITAIN  Sold  unJ.r  Ihis  Trade  Mark  CONN.,  U.S.A. 


UNIVERSAL 


UNIVERSAL 
Vacuum  Bottle 
Nickel  Plated 


UNIVERSAL 

Food  Jar 
Nickel  Plated 


UNlViJRSAL 
Vacuum  Bottle 
Leather  Covered 


UNIVERSAL  Bathroom  Fixtupes 


UNIVERSAL 
Electric  Sad  Iron 


UNIVERSAL 
Tea  Ball  Samovar 


UNIVERSAL 
Bread  Maker 


UNIVERSAL 
Cake  Maker 


UNIVERSAL 
Food  Chopper 


WIi«n  writing  to  adveitlsMS  kindly  mention  C»nadi«ji  Hardwar*  Joomftl 
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No  better  bicycles  made  than  the 

RALEIGH 


Three- speed 
Raleigh 

A  substantial  and 
serviceable  wheel. 
Sturmey- Archer 
gear,  graceful  lines 


Raleigh 
Popular  Model 

has  every  structural 

improvement,  beautiful 
grace  and  artistic  lines, 
heavy  plating  and  per- 
fect finish  throughout. 


A  good  margin  of  profit  for  dealers 

Write  us  tor  catalogue  and  prices 


H.  S.  HOWLAND,  SONS  &  CO, 


WE  SHIP  PROMPTLY 


WHOLESALE  HARDWARE 

TORONTO 

GRAHAM    NAILS   ARE   THE  BEST 


LIMITED 


OUR  PRICES  ARE  RIGHT 


Wk«a  WTltlnx  to  adTtrtlMn  klndljr  mention  Cftnadlka  Baxdwai*  JoainaJ 
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Dominion  Shot  Shells 

are  sold  by  Canadian  Dealers  not  only  because  Dominion  is  the  entirely 

Canadian  Made  Ammunition 

but  because  it  is  the  best  made  anywhere  and  offers  a  comfortable  margin  of  profit. 
Imperial  Canuck  Sovereign  Regal  Crown 

Shells  that  appeal  to  their  most  particular  cuitomen  and  shells  (or  those  who  want  perfect  shooting  satisfaction  a!  smaller  cost. 

Dominion  Cartridge  Company,  Limited  -  Montreal 


Mad 


e  in 


Canads 


TRADE  MARK 
Registered 


THE  LEADING  LINE 

The  "Canadian  Beauty"  line  is  the  lead- 
ing- line  of  electrical  heating-  appliances 
offered  to  the  Canadian  trade.     It  is  de 
signed  and  made  entirely  in  Canada. 

It  is  of  the  highest  quality,  and  is  a  safe 
and  money-making-  line  for  the  hardware 
men  to  handle. 


"Canadian  Beauty" 
UPRIGHT  ELECTRIC 
TOASTER 


Canadian  Be*uty" 
ELECTRIC  IRON 

Write  us  lo-day  for 
OUT  new  catalogue. 


Renfrew  Electric  Mfg.  Company 

Limited 


Renfrew 


Ontario 


Canada 


Now  is  the  time  to  show  something  new  in 

Washing  and  Wringing 

Machines 

 J 


Sell  the  Seaf oam 
ELECTRIC 

It  Isn't  Hard 


Every  housekeeper  in 
your  locality  will  be 
interested  in  this  latest 
method  of  cleaning  clothes 
and  one  sale  will  lead  to 
a  dozen.  It  is  operated 
from  an  ordinary  lamp  socket.  Washes  and  Wrings  at 
the  same  time  or  separately  and  can  be  furnished  without 
motor,  equipped  to  run  by  Gas,  Gasoline,  Steam  Engine 
or      indmill  T^ower. 

There  is  a  place  for  it  in  every  home 

Made  by 

Cummer-Do  wswell,  Limited 

Hamilton,  Ontario 


Wlien  -writing  to  advertisers  kindly  meDtion  Canadian  Hardware  Jonrnal 
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Order  ^^Made  in  Canada'^  Goods 

for  Spring  Trade 

.  Your  customers  will  soon  be  demanding  spring  lines  for  work  around  the  house  and  garden  and  it 
will  be  to  your  advantage  to  put  in  a  stock  of  Taylor- Forbes  Canadian-Made  Lines. 
Taylor-Forbes  goods  are  entirely  "Made  in  Canada"  in  the  largest  hardware  factories  in  Canada. 


The  "Western" 
Tool  Grinder. 
Fast  cutting  cor- 
undum g^rinder. 
Cut  gears  e  n- 
closed.  No 
chains.  .Abso- 
lutely dirtless 
and  noiseless. 
Packed  in  one 
box.  Weight  20 
lbs. 


Taylor- Forbes 
spring  hinge. 


Stephenson  P.itented  \V .ashing  Machine  wiiii 
water  motor  attachment.  Will  wash  quilts  or 
blankets  as  easily  a-i  sJiiall  articles.  Every  ma- 
chine fully  guaranteed. 


**Woodyatt"  Lawn  Mower 

Open  four  and  five  knife  cylinder.  Tool  steel  knives,  oil 
tempered.  Bearings  are  extra  long  and  adjustable.  Best 
quafity  material  used  throughout  its  construction.  Made 
with  grass-box  attacbmcnt.  This  mower  has  been  on  the 
market  longer  than  any  other  high  grade  mower  in  the  world. 


If  your  jobber  cannot  supply  you,  write  us  direct. 


Taylor-Forbes  Co.,  Limited 


Head  Office  and  Works  : 

GUELPH,  ONTARIO 


T.ylor-Forbe.  Co.  246  Craia  St.  W  Montrc.l 
H.  G.  RoKeri,  147  Prince  William  Street. 

St.  John.  N.B. 
Canadian  United  Mfri.  Agency.  Lo«»don.  Elng. 


T«ylor-Forbe»  Co.,  Ltd.,  1070   Homer  St. 

Vancouver. 
H.  F.  Mouldon  it  Son,  Traveler*'  BuilduiK 

WionipeK. 


Canadian  Made  for  Canadian  Trade 
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Educate  the  public  to  better  Sanitary 
Arrangements  by  showing  them  a 
full  line  of  


Garbage  Cans 

With  Galvanized  Steel  Bodies  and  Seamless  Covers 


These  cans  are  h  savily  Kalvanized  inside  and  out,  after  being  made  up,  thus  preventing  rust  or  corrosiotft 
Designed  and  constructed  to  give  the  greatest  amount  of  strength  at  points  of  great est^strain 


No.  4000 
Inches,  17  x  25^ 


With  section  iron  bands  at  top 
and  bottom 

Nos.    30,         40.  50 

Inches,  14x21,    17x25!.  18x26 


With  6  hardwood  side  ribs 
Section  iron  bands  at  top 
and  bottom 
Nos.      400  500 
Inches,  17x25!,  18x26 


The  Thos.  Davidson  Manufacturing  Company,  Limited 

TORONTO  MONTREAL  WINNIPEG 


Meakins'  Brushes 


Never  fail  to  give  the  utmost 
in  Service. 

They  are  made  to  p  oduce 
repeat  order  trade. 


Write  to-day  for  our  1915  catalogue 


Meakins  &  Sons,  Limited 


Hamilton 
Ontario 


Warehouses :  TORONTO,  LONDON,  WINNIPEG 


Meakins  Brush  Co.,  Limited,  Montreal 


Wbea  writing  to  advertisers  kiudly  meution  Canadian  Hardware  Journal 


March.  1915 


CANADIAN  HARDWARE  JOURNAL. 


9 


WHY 

Encourage  Foreign 
Competition  ? 


BUY 


SUNBEAM 

MAZDA  LAMPS 

Made  in  Canada 

Under  the  British  Flag 

Rush  Orders  (large  or  small)  Promptly  Shipped 

Canadian  Sunbeam  Lamp  Co. 

Limited 

Head  Office  and  Factory  : 

Toronto    :  Canada 

Branch  Warehouses :       Montreal       Winnipeg       Calgary  Vancouver 

When  writing  to  advortlsors  kindly  mention  Canadian  Hardware  Journal 
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GLASS 

All  Kinds  of  Glass 

for  Building  Purposes 


Plate,  Window,  Figured 
Ornamental 
Bent  and  Mirror  Glass 

The  Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 

TORONTO      MONTREAL  WINNIPEG 


Reliable  Grades  of 

Wire  Nails  and  Staples 

Bale  Ties  and  Baling  Wire 

We  are  in  a  position  to  meet  every  requirement,  as 
we  have  the  latest  machinery  which  turns  out  perfect 
nails -guaranteed  full  weight. 

We  recommend  our  Bale  Ties  and  Baling  Wire  as  the 
best  that  can  be  secured  on  the  market. 


We'//  make  good  on  a  trial  order 

The  Laidlaw  Bale-Tie  Co. 

HAMILTON,  ONT.  Umited 

Ceo.  W.  Laidlaw  Harry  F.  Mrulden 

Vancouver,  B.C.  Winnipeg,  Man. 


The  Steel  Company  of  Canada,  Ltd. 

Hamilton  Canada 

TIGER  BRAND 

WHITE  LEAD 

"THE  LEAD  WITH  THE  SPREAD" 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  12>2,  25,  50.  100  LB. 
IRONS  AND  500  LB.  KEGS. 


Sale*  Offices 

HAMILTON  MONTREAL         TORONTO  WINNIPEG 

VANCOUVER       VICTORIA  HALIFAX  ST.  JOHN 


HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  give  latisfaction. 
WARRANTED  as  to  price. 

Plain  Bearings  and  Steel  Ball  Bearing*. 
Enclosed  Cog  Wheels. 


Plain  Bearings        Steel  Ball  Bearings         Size  of  Rolls 
No.  340  E  No.  360  E  10  x  l-u  inches 

No.  341  E  No.  361  E  11  x  1  ^  inches 

We  make  the  largest  variety  of  Wringers  in  the  world. 

Scad  for  onr  latest  Catalog  aod  Price  List 

The  American  Wringer  Co. 

New  York,  U.  S.  A. 


Wtisn  writing  to  advsrtlsers  kindly  mentloD  Canadian  Hardware  Joamal 
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NOW  MADE  IN  CANADA 


N 


BY  THE  PERFECTION  STOVE 
CO.,  LIMITED,  SARNIA,  ONT. 

EW  Perfection  Oil  Cook  Stoves  are 
easy  to   sell  because  Canadian 
housewives  know  all  about  them. 

The  New  Perfection  has  been  advertised 
for  years  throughout  the  Dominion. 
This  year  again  an  expensive  advertising 
campaign  will  run  in  magazines,  farm 
papers,  and  newspapers  everywhere. 

By  selling  New  Perfection  Oil  Cook 
Stoves  you  are  helping  along  the  Made 
in  Canada  movement,  and  at  the  same 
time  handling  the  very  best  oil  ccok 
stove  on  the  market. 

New  Perfection  Oil  Cook  Stoves  are 
made  with  1,2,3  and  4  burners,  cabi- 
net tops,  drop  shelves,  towel  racks,  etc. 

They  are  especially  good  sellers  during 
the  summer  months  because  they  keep 
the  kitchen  cool  and  free  from  dirt,  soot 
and  ashes. 

For  catalogue  and  price  list  address  the 
the  nearest  branch  office  of 


THE  IMPERIAL  OIL  COMPANY 


TORONTO 
REGINA 


MONTREAL 
SASKATOON 


LIMITED 

ST.  JOHN 
CALGARY 


HALIFAX 
EDMONTON 


WINNIPEG 
VANCOUVER 


Made  in 


Canada 
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ARMSTRONG'S 

Hinged  Vises 

They  are  of  the  best  Malleable  Iron,  with  steel 
Jaws,  and  are  made  on  the  interchangeable  system, 
so  that  any  of  the  parts  can  be  replaced  if  it  should 
become  necessary.  They  are  so  simple  in  con- 
struction that  any  further  explanation  is  unnece  sary. 

Write  for  Catalogue  TO-DAY 

The  Armstrong  Mfg.  Co. 

333  Knowlton  St.       Bridgeport,  Conn. 

Manufacturert  of 

Water,  Gas  and  Steamfitter's  Tools 


LASTING 
POPULARITY 


is  only  won  through  genuine  merit.  Every 
user  of  a  Baby  Invincible  Cleaner  is  a 
booster  for  our  goods.  The  Machine 
sells  itself  beside  of  any  competitor  be- 
cause the  average  homekeeper  will  at 
once  appreciate  its  points  of  superiority. 
It  actually  has  more  and  better  tools, 
greater  flexibility,  exclusive  flexible  joint- 
ed handle,  and  is  unquestionably  the 
easiest  machine  to  manipulate. 


Exclasive 
territories  to 
aggresiive 
dealeri 


MADE  IN  CANADA  BY  CANADIAN  WORKMEN 
BY  CANADIAN  MATERIAL 

Attractive  literature  free,  to  help 
your  <a/«5  campaign 

The  Invincible  Renovator  Mfg.  Co.,  Ltd. 

81  Peter  St.,  Phone  Adelaide  1858 
TORONTO 


THE 


^hicago  3*eel  pending  ^rake 


will  actually  save  its  cost  in  a  few 
months  in  any  sheet  metal  workshop 


Over  ten  thousand  users  in  the  U.S. 
alone  are  obtaining  such  results. 

It  you  are  interested  in  a  Steel  Bending 
Brake  in  any  size,  that  will  do  the  work 
quicker,  and  more  accurately,  at  a  big 
saving  in  labor  and  money — just  write  us. 

The  Steel  Bending  Brake  Works 

Chatham,  Ontario 


LIMITED 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  yourcustom- 
ers  by  bringing  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for  our  comDlete 
ROLLING  LADDER 
CATALOGUE.  «howing 
mnny  stylet  suitable  for 
all  kinds  of  shelring 


MILBRADT  MANUFACTURING  CO. 

2400  N.  10th  Street  St.  Louii,  Mo. 


When  writing  to  advertiser*  kindly  menUon  Canadian  Hardware  Journal 
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A  "Self-Starter" 

Start  your  customers  on  REMINGTON- 
UMC  Ammunition--and  lay  the  foundation 
of  a  permanent  and  highly  profitable  trade. 

UMC  ^ 


on  Shot  Shells  and  Metallic  Cartridges  means  the 
best  product  of  1 00  years'  experience.  The  com- 
bined facilities,  resources  and  priceless  data  of  four 
great  plants.  Absolute  accuracy,  insured  by  search- 
ing inspections  and  tests. 

And  last — (not  least)— it  means  the  opportunity  to  sell  a 
product  in  which  you  take  pride — at  a  price  that  nets  YOU  a 
worth-while  profit. 

With  the  present  country-wide  interest  in  shooting, 
there  are  splendi  i  profits  to  be  made  in  Ammunition  and 
Arms.  Go  after  them  with  the  Remington-UMC  Line 


The  Remington  Arms-Union  Metallic  Cartridge  Co. 

(Contractors  to  the  British  Imperial  and  Colonial  Governments) 

Windsor        •'^^^^'^^  EVERYWHERE  Canada 


Whea  writiDg  to  advertlserB  kindly  mention  Canadian  Hardwat*  Journal 
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To  increase  your  small  Vise  business,  put  in  a 
line  of 

"JERSEY 
VISES" 

They  are  strong,  serviceable  tools,  and  have 
long  been  popular  with  both  mechanics  and 
amateurs.  The  Screw  (body,  head  and  collar) 
is  in  one'  piece,  turned  from  cold  rolled  steel, 
and  has  a  sqiiare  lathe  cut  thread.  The  steel 
Jaws  are  hardened,  and  all  Jaws  are  ground 
to  insure  that  they  meet  squarely  when  tight- 
ened. Roth  back  and  front  jaws  are  filed  to  fit. 

Made  with  either  Clamp  or  Swivel  Bases — -with 
iron  or  steel  Jaws,  and  in  six  sizes. 

Displayed  on  the  Stand  which  accompanies  each 
ASSORTMENT,  they  cannot  help  but  attract 
trade. 

Ponr  ASSORTMENTS  are  offered,  as  follows: 

No.  12.  Consisting  of  12  VISES  and  Display 
Stand  list    $14.20 

No.  18.  Consisting  of  18  VISES  and  Display 
Stand  list    $22.45 

No.  24.  Consisting  of  24  VISES  and  Display 
Stand  list    $32.15 

No.  36.  Consisting  of  36  VISES  and  Display 
Stand  list    $46.45 

We  have  special  literature  containing  complete 
do.seription  of  all  styles.  Let  us  send  you  a 
supply,  also  attractive  display  card. 

Stanley  Rule  Sc  Level  Co, 

New  Britain,  Conn.  U.S.A. 


Stack 
Gas  Heaters 


One  minute  after  they're 
lit  they  give  hot  water 
continuously  at  the  tap. 

stack  heaters  are  guaranteed 
to  produce  more  hot  water  for 
a  given  quantity  of  gas,  and  to 
last  longer  than  any  other 
copper  coil  heater  of  equal 
capacity. 

A  PEACH  FOR  THE  PRICE 
and  one  that  is  certain  to  find  many 
buyers. 

Place    your    order    now  for 
Spring  delivery. 

The 

James  Morrison  Brass  Mfg.  Co. 

Limited 

93-97  West  Adelaide  St.,  Toronto.  Ont. 


When  wrltlnf  to  sdT«rUi«n  kladly  nientlon  Canadian  Hardwar*  Jonrnal 
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Hammocks  of  Quality  for  Spring  Trade 

The  "Dominion"  Line  of  Hammocks  contains  a  high  grade  of 
quaHty  which  ensures  satisfied  customers  for  the  dealer.  There 
is  profit  to  be  made  on  the  "  Dominion  '  Line,  and  the  dealer 
V  who  handles  it  is  sure  of  more  and  better  trade  for  his  store. 

All  Leading  Jobbers 
Handle  Our  Line 

Get  in  touch  with  your  jobber 
before  you  place  your  Spring 
order.  Our  line  includes  an 
extensive  assortment  of  designs 
in  Roman  stripes,  art  serge, 
armure,  Egyptian  and  monk's 
cloth,  together  with  all  grades 
of  tapestry  curtains. 

The  Dominion  Hammock  Manufacturing  Co.,  Limited 

Dunnville  -  Ontario 


Dealers,  Attention 


SARNIA  CORRUGATED  SHEETS 

Large  Stocks,  Quick  Shipment  and  Prices  Right.     Write  at  once 

Our  factory,  the  newest  and  most  modern  of  its  kind  in  the  Dominion  of  Canada,  can 
make  more  Galvanized  Corrugated  Iron  than  all  other  factories  in  Canada  combined. 
In  makinj^-  prices  to  our  customers  we  take  this  fact  into  consideration  and  we  wish  an 
opportunity  to  quote  you   on  a  trial  order.     Our  line  also  includes  the  following  : 

METAL  SIDINGS,  METAL  SHINGLES,  EAVESTROUGH,  CONDUCTOR 
PIPE,  CULVERTS,  VENTILATORS,  VALLEYS,  SKYLIGHTS,  PLAIN 
GALVANIZED  SHEETS,  ETC. 

The  word  Sarnia  on  sheet  metal  products  is  a  guarantee  of  Quality,  Service  and  Satisfac- 
tion.  We  have  a  proposition  to  make  you  money  and  a  bigger  business.  Write  to-day . 

THE  SARNIA  METAL  PRODUCTS  CO.,  LIMITED 

SARNIA  CANADA 


Whaa  writing  to  advartliers  klndlr  manUon  Canadlkn  Hardware  Journal 
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Efficient  Files  For  Every  Field 

We  make  more  than  4000  different  styles  of  Files.  No  matter  what  your  customer 
calls  for,  you  can  exactly  fill  his  need  with  some  one  pattern  of  the  "  Famous  Five." 

KEARNEY  &  FOOT      GREAT  WESTERN 
AMERICAN  ARCADE 
GLOBE 

{MADE  IN  CANADA) 


If  it  isn't  on  your  shelf — it  can  be  shipped 
AT  ONCE  from  our  stock.  (It's  surprising 
how  much  file  business  you  can  carry  on- — with 
a  very  small  shelf-stock  of  the  "Famous 
Five.") 

Our  big  factory-stocks  are  at  your  disposal. 
Practically  all  our  orders  are  shipped  the  day 
they're  received. 


Instead  of  tying  up  your  capital  in  big  stocks 
and  turning  it  slowly — you  invest  but  a  small 
amount  in  the  "Famous  Five" — and  turn  it 
many  times  each  year. 

With  the  "Famous  Five"  you  meet  every 
demand  quickly — to  the  best  interests  of  YOU 
and  vour  trade. 


Our  complete  catalog  shows  the  range  and  variety  of  our  lines.  "File  Filosophy" 
will  give  you  some  new  tips  on  selling  more  files.   Write  for  FREE  COPIES  to 

NICHOLSON  FILE  COMPANY,  Port  Hope,  Ontario 


Hockey  Sticks 

Handles 

''Distinctly  a  Canadian  House" 

Drayton  Mills^  Limited 

Drayton,  Ont. 

"Y 

DU  can't  buy  any  better  anywh< 

♦» 

ere 

Quality  Proved  by  Comparison 

Send  for  Samples  and  Price  Lists 

Neckyokes 

Whiffletrees 

Wh«n  wrltlBf  to  advertlsets  kindly  mention  Canadian  Hardwara  Journal 
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Every  Hardware  Merchant  in  Canada  should 
have  these  Spoons  in  stock.  They  are  selling 
as  fast  as  we  can  supply  the  dealers. 

Write  at  once  for  our  very  interesting  proposition — no 
dead  stock — no  loss— and  new  customers  in  your  store. 

Start  this  series  as  a  popular  once  a  week  feature  with 
your  customers.  Four  spoons  now  ready  —  Kitchener, 
French,  Jellicoe,  Roberts.  Additional  ones  as  fast  as  you 
need  them. 

Write  now — 

Canadian  Wm.  A.  Rogers 

Factory  and  Office  :  Limited 

570  King  Street  West,  Toronto 


<r<><>oooooooooooocM:H>(XKMXK>osa 
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The  "Handy  Andy" 
Improved  Force  Cup 


For  household  use, 
enables  anyone  to 
keep  the  drain  pipes 
of  sinks,  baths,  basins, 
tubs,  etc.,  free  and 
clear,  and  in  a  safe 
and  sanitary  condition. 

There's  a  Good 
Sale  for  Them 


Manufactured  solely  by 

Gutta  Percha  &  Rubber,  Limited 

SuccesMrt  (o 

The  Gutta  Percha  &  Rubber  Mfg.  Co.  of  Toronto 

Limited 

TORONTO  MONTREAL  WINNIPEG 

CALGARY  VANCOUVER 


The  "Quick  Set"  Register 


Ut't  OUT  lateat) 


(Wc  think  it  our  bett) 


WE  ARE 


FOR  ALL  STYLES 
OF 
SIDE  WALL 
AND 

FLOOR  REGISTERS 
OF 
ALL  SIZES 


H 
E 
A 
D 
Q 
U 
A 
R 
T 
E 
R 
S 


VENTILATORS 
AND 

GRILLES  IN  METAL 
OR  WIRE 
OF  ALL  STYLES 
AND 
FINISHES 


Writ*  for  eatalogut  and  prieat 


Tuttle  &  Bailey  Mfg.  Co.,  Limited,  Bridgebarg,Ont. 

BRANCH-126  LOMBARD  ST..  WINNIPEG 


Time  to  Order 

FREEZERS 


Whether  you  stock  the  LIGHTNING,  GEM 
or  BLIZZARD,  you  get  a  Freezer  that  has  made 
good  for  more  than  a  quarter  of  a  century — one 
that  has  won  its  way  into  the  hearts  of  the 
housekeepers  by  service  that  satisfies — backed 
by  quality  that  creates  confidence  in  both  mer- 
chant and  manufacturer — one  that's  well  adver- 
tised and  in  demand — one  that  brings  trade  and 
helps  you  keep  it. 

The  BLIZZARD,  being  a  low-priced  Freezer, 
makes  a  good  running  mate  with  either  the  GEM 
or  LIGHTNING.  Now  is  the  time  to  place  youx 
order.  Shipment  can  be  made  any  time  yon 
specify. 


BE  SITRE  to  IN- 
CLUDE the  LIGHT- 
NING ICE  CHIP- 
PER No.  1.  You  can 
sell  one  with  every 
Freezer.  It  chips  a 
block  of  ice  into 
small  uniform  pieces 
in  a  jiffy,  just  right 
bo  pack  closely  around 
the  can  and  shorten 
the  time  of  freezing. 
So  much  easier  to 
make  Ice  Cream.  They 
help  the  sale  of 
Freezers. 

Your  Jobber  will 
Supply  You. 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


When  writing  to  advertisers  luudly  mention  Canadian  Hardware  Journal 
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I  Iks* 


Address:  HENRY  DISSTON  &  SONS,  Limited 

2-20  Fraser  Avenue,  Toronto 


1915  I 

Model  I 


EMBODIES  all  improvements  neces- 
sary to  efficiency,  such  as  proper 
combustion,  smooth  working,  dur- 
ability, e  c.  Is  equipped  with  automatic 
standing  bail,  lower  lift  lock,  and  has  filler 
collar  at  an  angle  which  allows  the  use  of 
funnel  for  filling  fount  without  tilting  the 
globe,  fount  holds  enough  coal  oil  to  burn 
32  hours  continuously  with  one  filling. 


Ontario  Lantern  &  Lamp  Company 

Limited 

Hamilton  Ontario 


Wban  wTltlnK  to  adv^rtlBars  kindly  mtntlon  Canadian  Hardwar*  Journal 
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1  The  Clipping  Machine  your  Customers  Know 
I  and  Like  is  this 

I  Stewart  Ball  Bearing 

Machine 


Stewart  No.  1  Ball  Bearing  Enclosed  Gear  Clipping  Machine  in  Operation  =^= 

It  sells  to  the  user  in  Canada  for  only  $8.75  ^ 

The  only  satisfactory  machine  ever  offered  at 
the  price.  • 

The  QUALITY  machine,  above  all  others,  g 

You  can  sell  more  of  these  machines  than  of  ^ 

all  others  put  together.    Stewart  machines  are  not  ^ 

thrown  back  on  your  hands.    They  please  the  g 

buyer  and  help  sell  more.  ^ 

A  clipping  machine  that  won't  cut,  nor  continue  ^ 

to  cut,  is  a  nuisance.    It  angers  your  customer,  ^ 

shakes  his  confidence  in  you,  and  spoils  your  trade.  ^1 

--           That  never  happens  with  Stewart  machines.    That's  why  every  jobber  carries  them ;  that's  why  § 

-      they  add  to  your  prestige  for  selling  GOODS  OF  QUALITY.  g 

g           If  you  want  the  cream  of  the  clipping  machine  business,  sell  the  Stewart  Ball  Bearing  Machine,  g 

^=           Each  year  we  spend  more  to  help  dealers   and  jobbers  sell  Stewart  machines  than  the  gross  ^ 

sales  of  all  other  clipping  machine  makers  amount  to.    That's  real  co-operation.  g 

g  Stewart  machines  cut  keenest  and  last  longest.    Each  Stewart  must  satisfy  the  user,  or  all 

money  paid  out  will  be  refunded.  ^ 

All  jobbers  have  Stewart  machines.     Order  now,  and  write  us  for  supply  of  "Helps  to  Sell"  ^ 

==     more  of  these  splendid  machines.  ^ 

■  Chicago  Flexible  Shaft  Co.     187  Ontario  Street,  Chicago  H 
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Builders*  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 


The  largest  manufacturers  of  this  line  in  the 
Dominion.    To  dealers  only. 


HICRC 


O 


REPUTATION 

The  Chicago  "Triplex"  Spring  Butt 

has  characteristic 
features  of  recog- 
nized  merit, 
handsome  in  ap- 
pearance and  de- 
pendable for  the 
most  severe  re- 
quirements. 

This  article  has  a  reputation  and  selling 
force  which  commands  the  trade,  and 
your  stock  should  be  complete. 

Cfjicago  .Spring ^ui!  (Tompani^, 


CHICAGO    rs^Z)     NEW  YORK 


Send  for  Catalogua  S29 


BOMMER  SCREEN  DOOR  HINGES  ARE  THE  BEST 

WROUGHT  METAL 


Style  900 


Don't  wait  until  the  flies  are  here — put  in  your  stock  of  screen 
door  hinges  now — handle  the  right  sort — Bommer's  are  the 
best  quality  and  finish,  end  sell  on  sight. 


Style  900. —  Hai  two  bearing  jointi, 
no  matter  which  end  of  hinge  it  upper- 
most, doubling  the  strength  and  dur- 
ability. The  best  and  handsomest 
screen  door  hinge  ever  produced. 


Style  960. — The  door  can  be  de- 
tached from  the  casing  without  un- 
screwing.  Hai  enclosed  oil-tempered 
steel  coil-spring,  is  well  made  and  will 
give  good  service. 


Both  st\)les  aho  packed  in  sets  with  hook  ""^  e})e  and  pull. 

Bommer  Brothers,  Mfrs.,  Brooklyn,  N.Y. 

Canadian  Representative,  Alex.  Thurber,  446  St,  Paul  Street,  Montreal 


Style  960 


Step  Ladders,  Ladder 
Chairs,  Lace  Curtain 
Stretchers,  Ironing 
Boards,  Tub  Stands, 
Quilting  Frames  and 
Hand  Corn  Planters 

You  will  save  money  by^ 
learning  our  prices  before  ~ 
placing  your  Spring  Order. 

Otterville  Mfg.  Co.,  Limited 
Otterrille,  Ont. 


BATH  ROOM 
FITTINGS 

That  you  will  be  proud  of 


Write  for  oar 
latest  prices 


These  are 
MADE  IN  CANADA 
by 

Kinzinger,  Bruce  &  Co. 

NIAGARA  FALLS,  ONT.  Ltd. 


Wksn  wTltlBf  to  sdv«rtts«rs  kindly  msntlon  Osnsdiso  Hardwar*  Journal 
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Made/in 
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We 
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Over  Three  Million  in  Profit 


DIG  Ben  has  put  over  three  mil- 
^  lion  dollars  in  clean,  honest 
profit  into  the  tills  of  23,000 
retailers. 

Better  still,  he's  out  to  put 
several  million  more  into  these 
same  tills. 

A  stock  IS  ready  for  Cana- 
dian trade — packed  6  in  a  Ccir- 
ton  vv^ith  sales  helps. 


A  mahogany  display  stand 
free  with  an  order  for  12;  names 
printed  on  dials  with  an  order 
for  24. 

With  an  order  for  48  we  fur- 
nish an  electric  flasher  which  will 
attract  attention  to  your  window. 

In  case  lots  of  24— $1 .95  each.  In 
broken  lots,  $2.05  each.  Less  2%. 
Retail  Price  in  Canada,  $3.00. 


When  writing  to  adT«rtliert  kindly  mtntian  0ui»41ab  HArdwftr*  JearaAl 
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Should  Push  Sale  The  season  is  now  at  hand  when 
of  Seeds  Now.  the  dealer  should  begin  to  give 

considerable  prominence  to 
seeds.  Even  if  the  ground  is  not  ready  to  receive  the 
seed,  there  is  no  reason  why  this  line  should  not  be  dis- 
played, for  many  people  buy  some  time  ahead,  while 
there  is  nothing  like  impressing  customers  with  the  fact 
that  you  handle  seeds.  Then,  when  they  are  in  need 
of  them,  they  will  know  where  to  come. 

It  is  scarcely  necessary  to  remind  the  dealer  in  the 
small  town  of  the  necessity  for  pushing  seeds,  for  he 
recognizes  the  opportunities  at  hand  in  the  sale  of  this 
line.  This  is  not  always  the  case  with  the  dealer  in  the 
larger  centre,  who  is  sometimes  inclined  to  question  the 
possibilities  in  the  sale  of  seeds.  He  apparently  forgets 
that  "back  to  the  land"  fever  that  grips  us  when  the 
spring  sun  begins  to  blossom  forth  in  full  strength,  and 
which  causes  every  man  who  has  a  plot  of  ground,  no 
matter  how  small,  to  make  plans  for  spring  gardening, 
and  causes  the  housewife  to  have  dreams  of  a  flower 
garden  like  mother  used  to  have.  The  dealer  is  missing 
a  big  opportunity  for  some  extra  business,  who  does 
not  take  advantage  of  this  smouldering  ambition  for  a 
garden  that  is  present  in  the  average  person  at  this  time 
of  the  year. 

No  matter  where  located,  however,  the  dealer  will  find 
that  if  he  wants  an  appreciable  trade  in  seeds  he  must 
give  prominence  to  this  line.  From  now  on,  during  the 
sowing  season,  keep  constantly  reminding  customers  of 
seeds  by  display,  newspaper  and  personal  suggestion. 

Couraf^e  is  as  essentia/  in  business  as  it  is  in  war. 

Petty  Smuggling  in  Business  men  in  certain  Cana- 
Border  Towns.  dian  towns    along  the  Niagara 

river  boundary  line  recently  in- 
formed an  American  consul,  who  was  looking  into  the 
possibility  of  the  manufacturers  in  his  country  increas- 
ing their  sales  in  Canada,  that  there  are  many  lines 
which  it  is  impossible  for  them  to  import  from  the 
United  States,  pay  duty,  and  compete  with  merchants 
in  adjacent  cities  on  the  south  side  of  the  river. 

In  other  words,  those  who  cross  the  border  to  smug- 
gle goods  back  can  bring  American  goods  to  their 
homes  cheaper  than  they  can  buy  them  from  tho  local 


merchant  who  has  imported  them  in  the  usual  legiti- 
mate way. 

While  we  have  no  concern  for  the  interests  of  the 
American  manufacturer,  we  certainly  have  concern  for 
the  Canadian  retailer. 

This  is  a  time  when  it  is  particularly  desirable  that 
every  dollar  possible  should  be  spent  in  the  home  town. 
We  need  the  business  and  we  need  the  money,  in  order 
to  influence  the  return  of  prosperity. 

The  principal  item  of  cost  in  nearly  every  article  of 
merchandise  is  labor.  Every  article,  therefore,  which 
is  brought  from  abroad  that  could  be  obtained  at  home 
deprives  not  only  the  local  business  man  of  his  profit, 
but  the  Canadian  workman  of  a  certain  amount  of 
labor.  If  business  men,  and  particularly  those  along 
border  cities,  were  to  drive  this  fact  home,  it  would  no 
doubt  turn  a  good  many  persons  from  their  smuggling 
ways. 

But  plus  this  action  on  the  part  of  the  business  men, 
there  should  also  be  a  little  more  alertness  on  the  part 
of  the  Customs  officials.  It  is  an  opportune  time  for  a 
little  all  round  stirring  up. 

The  official  trade  returns  show  that  Canada  import- 
ed about  $411,000,000  worth  of  merchandise  from  the 
United  States  in  the  regular  way.  How  much  these 
figures  were  supplemented  by  the  amount  brought  in 
by  the  petty  smuggler's  route  cannot  even  be  approxi- 
mately estimated.  We  can  only  guess  that  it  would  be 
a  nice  little  round  sum. 

One  town  in  Western  Ontario — Windsor — has  ban- 
ners strung  across  its  main  thoroughfares  urging  resi- 
dents to  confine  their  purchases  to  Canadian-made 
goods.  Many  merchants  report  a  substantial  increase 
in  business  as  a  result. 

Advertising  is  the  life  of  trade. 

A  Prosperous  The    soil    of    Alberta  yielded 

Province.  eighty  to  one  hundred  million 

dollars'    worth  of  agricultural 
products  during  the  past  season.   As  the  authority  for 
this  statement  is  the  Premier  of  the  province,  we  may 
take  it  as  authentic. 
For  a  province  that  is  merely  in  her  "teens,"  this  is 
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a  satisfactory  showing.  It  means  not  only  a  great  deal 
for  the  financial  and  commercial  interests  in  that  part 
of  the  country,  but  for  those  of  the  Dominion  as  a 
whole. 

At  the  time  of  the  last  census  the  population  of  Al- 
berta was  less  than  400,000.  While  to-day  it  is  much 
larger,  it  is  still  quite  evident  that  its  productiveness 
per  head  of  population  is  very  great. 

The  area  of  Alberta  is  163,382,000  acres,  of  which 
less  than  four  million  are  under  cultivation.  We  may 
well  wonder  what  the  productiveness  of  the  province 
will  be  when  it  reaches  the  full  measure  and  stature  of 
industrial  manhood !  Of  one  thing  we  may  be  certain, 
it  will  be  enormous. 

By-the-way,  there  is  something  besides  grain  and 
vegetable  products  that  comes  from  below  the  surface 
of  Alberta's  broad  acres  that  is  also  in  a  flourishing 
condition.  We  have  reference  to  coal,  of  which  4,306,- 
346  tons,  the  largest  in  its  history  by  nearly  a  million, 
were  mined  last  year. 

If  you  cannot  get  all  the  business  you  want 
you  can,  with  a  little  extra  effort,  get  more 
than  you  have  got. 

Is  That  the  "Is  that  the  smallest  you  have?" 

Smallest  You  How  often  a  customer  has  re- 

Have?  sented  such  a  question  by  a  deal- 

er or  clerk,  when  a  small  pur- 
chase has  been  made,  and  a  bill  of  large  denomination 
presented  in  payment.  Especially  is  this  so  when  the 
purchase  has  only  been  a  small  one,  for  the  question 
seems  to  infer  that  the  dealer  would  hardly  be  bother- 
ed changing  the  bill  for  such  a  trifling  purchase. 

Probably  the  salesman  does  not  mean  to  create  such 
an  impression,  but  nevertheless  he  frequently  does. 
This  should  not  be.  The  wise  dealer  always  welcomes 
the  small  purchase  as  well  as  the  large,  for  it  creates 
in  the  customer  the  habit  of  visiting  the  store,  and  he 
should  use  his  best  efforts  to  show  customers  that  he 
appreciates  even  their  small  purchases.  One  of  the 
best  ways  is  to  always  keep  plenty  of  change  on  hand 
and  be  willing  at  all  times  to  change  the  largest  bill 
for  the  smallest  purchase.  Sometimes  customers  just 
buy  some  trifling  article  in  order  to  get  a  bill  changed, 
but  every  little  bit  helps,  and  if  you  can  induce  these 
purchases  by  always  having  plenty  of  change,  do  so. 
Drop  the  phrase,  "Is  that  the  smallest  you  have?" 

Many  an  idea  picked  up  at  a  hardware  conven- 
tion, like  radiutn,  is  indestructible,  and  good 
as  long  as  it  is  utilised. 

Make  Friends  Personality  plays  an  important 

of  Customers.  part  in  business  to-day.   It  is  the 

man  behind  the  store  that  deter- 
mines to  a  larger  extent  the  patronage  of  the  establish- 
ment. People  like  to  deal  at  a  store  where  friendliness 
is  mixed  with  business.  They  like  to  be  regarded  in 
the  light  of  a  friend  as  well  as  of  a  customer.  It  makes 
the  store  popular  with  customers — binds  them  to  it  with 
a  bond  that  is  strong  and  not  easily  severed. 

Don't  strut  about  the  store  with  an  over-dignified 
appearance.  Too  many  merchants  are  long  on  dignity 
and  short  on  popularity.  It  should  not  be  forgotten  by 
the  dealer  that  he  depen'ds  upon  the  public  for  his 
trade,  and  to  win  success  he  must  win  customers — cus- 
tomers that  come  not  only  once  but  return  again  and 
again.    The  merchant  must  put  his  own  likes  and  dis- 


likes into  the  background  and  study  the  things  that 
will  please  his  customers. 

Especially  in  the  smaller  towns,  the  public  demand  a 
spirit  of  friendliness  and  service  on  the  part  of  the 
dealer.  They  expect  you  to  exchange  goods,  make 
good  all  losses,  extend  many  courtesies,  visit  with  them, 
advise  them  in  time  of  trouble,  write  letters  for  them, 
etc.  All  these  things  the  wise  merchant  aims  to  do, 
and  does  in  a  manner  that  makes  him  popular  with  his 
trade. 

SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Pull  hard  for  big  business. 

•  •  • 

An  ad.  each  day  keeps  dull  trade  away. 

•  •  • 

With  dollars  and  sense  a  man  can  do  much. 

•  •  • 

Courtesy  is  valuable,  yet  it  doesn't  cost  much. 

•  •  • 

Lucky  is  the  man  who  never  depends  on  luck. 

•  •  • 

Ten  minutes  of  investigation  may  save  ten  months 
of  dunning. 

•  •  • 

A  man's  business  never  exceeds  his  ability.  The 
right  kind  of  reading  increases  that  ability. 

•  •  • 

While  different  people  prefer  different  kinds  of 
music,  the  constant  ring  of  the  cash  register  is  pretty 
sweet  music  to  the  dealer's  ear. 

•  •  • 

Don't  hide  your  light  under  a  bushel.  When  you 
put  in  a  good  window  display,  see  to  it  that  the  win- 
dow glass  is  kept  free  from  frost. 

•  •  • 

It  isn't  always  the  clock  with  the  loudest  tick  that 
keeps  the  best  time,  nor  is  it  always  the  man  with  the 
loudest  talk  who  sells  the  most  goods. 

•  •  • 

The  merchant  who  does  not  take  a  trade  paper  may 
be  saving  money  on  his  expenses,  but  he  is  losing  a  good 
deal  more  on  ways  of  getting  more  business. 

•  •  • 

About  the  coldest  day  I  know  of  for  the  dealer  is 
when  a  big  draft  sweeps  down  on  him  from  an  ice- 
hearted  firm  just  when  his  bank  account  is  at  the  zero 
mark. 


RETAIL  OFFICERS  FOR  1915. 

President — C.  W.  Conn,  TiUsonburg. 

First  Vice-President — W.  J.  Carter.  Picton. 

Second  Vice-President — James  McGregor,  Oakville. 

Treasurer — John  Caslor,  Toronto. 

Secretary — W.  F.  Macpherson.  Prescott. 

Advisory  Committee — H.  Occomore,  Guelph;  W.  F. 
Macpherson,  Prescott:  C.  W.  Conn,  TUlsonburg. 

Executive  Committee — E.  J.  Creeper,  Owen  Sound: 
D.  A.  MacNal),  Orillia;  A.  Wideman,  Majkham:  W.  W. 
Bennett,  Oananoque;  A.  J.  Wright,  Hamilton,  and  E. 
A.  Whitten,  Bra-cebridge. 

Auditors — Geo.  Mathewson  and  J.  W.  Peacock,  To- 
ronto. 
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The  Power  Plant  is  Built — Turn  on  the  Juice 


By  W eston  IVrigley 


THE  Tenth  Annual  Convention  of  the 
Ontario  Retail  Hardware  Association 
marked  the  beginning  of  a  new  epoch  in 
the  organization's  history,  and  it  is  up  to  the 
retail  hardwaremen  of  Ontario 
to  make  the  most  of  the  opportu- 
nity they  have  to  make  the  asso- 
ciation of  real  strength  to  the 
trade  in  Ontario  and  throughout 
Canada. 

An  organization  which,  at  the 
end  of  its  tirst  decade,  holds  such 
a  live  convention  as  was  held  in 
Toronto  on  Feb.  24  and  25,  and 
begins  a  new  year  with  a  bank 
account  of  upwards  of  $1,000  to 
finance  any  trade  projects  it  may 
embark  upon,  might  be  likened 
to  an  electric  power  plant  waiting 
for  the  current  to  be  tunied  on. 

When  the  ^A-riter,  in  1906.  is- 
sued the  call  which  brought  to- 
gether the  score  of  retailers  who 
laid  -the  cornea-stone  for 
present  organization,  and 
tary,  he  then,  and  year 
then,  has  urged  upon  the 
a  retailer  as  secretary.  The  opportunity  pre- 
sented itself  this  year,  and  the  selection  of  Past 
President  ^lacpherson  as  secretary  ought  to  re- 
sult in  greatly  widening  the  sj")here  of  useful- 
ness of  the  association. 

The  writer  appreciates  the  honor  conferred 
upon  him  in  being  made  honorary  secretary 
with  active  membership  in  the  association,  and 
will  continue  to  do  his  utmost  'to  assist  the  or- 
ganization he  helped  to  create. 

Ten  years  ago  the  only  hardware  organiza- 
tion in  Ontario  was  that  of  the  w'holesalers.  To- 
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day  the  retailers  and  manufacturers  also  have 
their  respective  associations.  This  is  as  it  should 
be.    Organization  means  Life  and  Progress. 
This   year's   convention    brought  together 
hardware  dealers  from  Port  Ar- 
thur and  Cochrane,  in  New  On- 
tario ;  from  Ottawa,  Quebec  City, 
and  Moneton,  N.B.,  in  the  East, 
and  fi'om  Prescott,  Welland  and 
Windsor,  in  other  corners  of  this 
big  Province  of  Ontario. 

For  such  a  representative  gath- 
?ring  to  come  together  in  "war 
year,"  without  the  attractions  of 
an  exhibition ;  for  the  member- 
ship receipts  collected  at  this 
convention  to  be  almost  double 
those  collected  at  the  big  Ottawa 
convention  a  year  ago ;  for  the 
delegates  to  sit  for  four  solid 
hours  on  two  afternoons  and 
hardly  want  to  adjourn  then ; 
and  for  one  member  to  report 
that  during  the  convention  he 
two  other  hardwaremen  from  his  city 
had  "got  together"  and  intended  to  get 
the  other  retailers  in  the  city  in  line  on  their 
return  home — these  and  other  tokens  indicate 
the  spirit  behind  and  the  power  within,  the 
Retail  Hardware  Association. 

The  new  officers  of  the  Retail  Hardware  As- 
sociation have  announced  plans  for  giving 
greater  sei-vice  to  membei's  by  compiling  price 
cards,  etc.  They  have  also  started  a  campaign 
for  increased  membersbip  and  have  enlisted 
the  co-operation  of  the  travelers.  They  have 
begun  Avell  and  the  coming  year  should  be  the 
greatest  in  the  association's  histoiy. 
Let  each  one  do  his  part. 


NOTES  OF  THE  CONVENTION 

Fred  C.  Lariviere,  Montreal,  was  absent  from  the 
meetings  this  year  for  the  first  time  in  the  association's 
history.  He  sent  a  letter  of  regret,  which  Secretary 
Wrigley  i-ead  to  the  opening  meeting. 

The  pocket  pencil  clips  which  the  Gillette  Safety 
Razor  C-o.  gave  to  every  dealer  and  guest  registering 
were  both  neat  and  useful.  They  were  much  sought 
after. 

Chas.  E.  Stewart's  address  at  the  ban(|uet  was  short 
and  sweet.  He  kept  well  within  the  chairman's  limit, 
and  followed  the  advice  given  out  by  the  heckler  at  a 
political  meeting  who  shouted  in  reply  to  a  speakoi- 
who  "didn't  know  what  to  speak  about."  "Speak 
about  a  minute,"  said  he. 

Among  the  hardware  dealers  attendiufr  tlir  meetings 


of  Ontario  associated  boards  of  trade  as  delegates  dur- 
ing the  Toronto  convention  were  Frank  A.  Child,  Coch- 
rane ;  Samuel  Stevely,  London,  and  D.  A.  Husband, 
Wallaceburg. 

The  Ontario  branch  of  the  Retail  Merchants'  Asso- 
eiation  have  leased  the  old  Y.M.C.A.  building,  on  Yonge 
Street,  Toronto,  for  their  future  home.  They  will  more 
to  this  new  building  during  this  month  (March). 

Delegates  were  present  from  all  the  extreme  points 
of  the  province — Port  Arthur.  Cochrane,  Ottawa,  Pres- 
cott and  Windsor,  thus  proving  the  interest  Ontario 
hardware  dealei's  have  in  the  association  and  the  an- 
nual gatherings  of  the  ortranization. 

On  Thui"sday  evening  a  number  of  retail  hardware 
dealers  still  in  town  attended  the  theatre,  the  guests 
of  the  exhil^itoi-s'  association. 
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President  Conn's  Laudable  Pedigree 


By  fV.  L.  Edmonds 


WHEN  a  hardwareman  is  elected  to  the 
presidency  of  such  an  organization  as 
that  of!  the  Ontario  Retail  Hardware 
and  Stove  Dealers'  Association,  he  steps  into 
the  limelight,  and  being  in  the 
limelight  is  naturally  a  subject 
for  inspection. 

C.  W.  Conn,  who  was  elected 
to  the  presidency  at  the  recent 
convention,  is  of  course  no 
"dark  horse."  Being  one  of 
the  hardwaremen  who  assisted 
at  the  birth  of  the  association 
ten  years  ago,  he  has  from  that 
day  to  this  been  recognized  as 
good  official  material.  A  year 
ago  it  was  concluded  that  the 
time  had  arrived  when  he 
should  be  put  into  direct  line 
for  succession  to  the  presidency. 
And  so  he  was  elected  vice- 
president. 

The  association  has  been  wise 
as  a  rule  in  the  selection  of  its 
presidents.  And  in  selecting 
Mr.  Conn  as  its  head  for  the 
ensuing  year  it  shows  that  it  is  still  guided  by 
the  quality  of  wisdom. 

Mr.  Conn  i.sii 't,  like  Mr.  Madole,  the  Laurier 
of  the  hardware  trade,  an  orator.  But  when 
he  has  anything  to  say  he  can  say  it  in  a  clear 
and  concise  way,  and  without  passion.  He  is 
not,  as  a  rule,  the  first  to  speak  on  a  sub.ject. 
Through  premeditation  or  natural  inclination 
he  evidently  takes  time  to  carefully  weigh  the 
pros  and  cons  of  a  sub.ject  under  discussion  be- 
fore getting  on  his  feet  to  give  expression  to 
his  views.  Consequently,  like  all  men  who  make 
this  a  practice,  he  carries  weight  with  his  aud- 
ience. It  is  well  in  public,  as  well  as  in  private 
life,  to  think  twice  before  speaking  once.  In  a 
president  of  an  organization  like  that  of  the 
Hardware  Association  it  is  a  particularly  desir- 
able quality.  A  scrapper  he  never  wilTbe,  but 
when  he  is  contending  for  a  cause  with  a  big 
"C"  he'll  never  hoist  the  white  flag. 

Besides  these  qualities  of  the  head,  Mr.  Conn 
has  been  well  enriched  by  Nature  with  quali- 
ties of  the  heart.  In  disposition  he  is  most 
kindly,  and  his  mannerisms  are  those  of.  a 
gentleman.  This  makes  him  popular,  just  as 
his  businesslike  qualities  make  him  respected. 
Conn  is  one  of  those  men  who  "warm  up  the 
cockles  of  your  heart."  To  put  it  another  way. 
the  longer  you  know  him  the  closer  you  desire 
to  get  to  him. 

The  Ontario  Retail  Hardware  and  Stove 
I^ealers'  Association  has  had  many  good  presi- 


President  C.  W.  Conn. 


dents.  But  there  is  one  respect  in  which  Mr. 
Conn  probably  surpasses  them  all.  T  have 
reference  to  his  hardware  pedigree. 

There  was  once  a  hardwareman  in  Eastern 
Canada,  now  deceased,  who 
boasted  that  he  had  royal  blood 
in  his  veins.  I  do  not  know 
whether  Mr.  Conn  has  royal 
blood  in  his  veins.  At  any  rate 
I  never  heard  him  say  that  he 
had.  But  there  is  one  thing 
about  which  he  might  well  be 
proud,  and  that  is  that  he  is  of 
the  third  generation  of  Conns 
in  the  hardware  trade  in 
Canada. 

First  came  his  grandfather, 
who  started  in  Aylmer.  Ont. 
Then  came  his  father,  who 
made  Tillsonburg  the  scene  of 
his  operations. 

Being  a  young  boy  at  the 
time  of  his  father's  death,  the 
business  was  sold,  and. the  sub- 
ject of  this  sketch  removed  to 
Chicago,  where  he  lived  for  a 
few  years.   In  1894  he  returned  to  Canada  and 
entered  the  store  of  his  uncle.  H.  J.  Conn.  St. 
Catharines.    Six  years  later  he  bought  out  a 
hardware  business  in  Tillsonburg.  where  he 
has  since  resided. 

And  when  in  the  course  of  time — -it  is  to  be 
hoped  it  will  be  a  long  time — Mr.  Conn  goes  to 
that  place  where  all  good  hardwaremen  go.  his 
mantle  will  fall  upon  a  fourth  generation  of 
Conns  in  the  hardware  trade,  he  having  three 
lusity  sons  to  keep  up  the  line  of  succession. 

If  there  are  any  hardwaremen  in  Canada 
who-  can  boast  of  a  three-generation  succession 
in  the  trade  the  Canadian  Hardware  Journal 
would  be  glad  to  hear  from  them. 


NEW  ASSOCIATION  MEMBERS 

The  following  are  new  members  who  at- 
tended the  convention  for  the  first  time: 

R.  Nicholson.  Arthur;  G.  A.  Elliott.  Brant- 
ford:  Hubbard  &  Merrill,  Barrie;  F.  F.  Bals- 
don,  Cargill:  Joseph  Akitt.  Creemore;  T.  Mag- 
ladery.  Englehart :  J.  E.  Moselev.  Hunts\'ille : 
E.  T."  Coleman  &  Co.,  New  Dundee;  J.  Y.  Hill, 
Oshawa;  T.  I.  Thompson,  Owen  Sound;  M. 
Phillips.  Toronto;  J.  Gillespie.  Toronto;  F.  L. 
Crooks.  Jr.,  Toronto:  C.  IMurphy  &  Son.  To- 
ronto; Brownlee  &  Atkinson.  Unionville:  "W. 
J.  Mclntvre.  Whitbv :  L.  Privat.  Williamsford. 
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Ontario  Ketajl  Hardware  Convention  Group  in  I-kuxt  of  King  Edward  Hotel. 


Ontario  Retail  Hardware  Dealers'  Tenth  Convention 

Most  successful  annual  meeting  in  decade — Sessions  lively  and  full  of  business 
— Hardware  problems  soloed — Association  decides  to  stand  as  retail  organiza- 
tion —  Campaign  to  boost  membership  —  Features  of  Convention  W ee^ 


ONE  of  the  most  interesting,  as  A¥ell  as  most  siic- 
eessful  gatherings  of  the  Ontario  Retail  Hard- 
ware and  Stove  Dealers'  Association  was  the 
tenth  annual  convention  of  that  organization  held  in 
the  Kling  Edward  Hotel,  Toronto,  on  February  24  and 
25. 

From  the  veiy  moment  President  Macpherson  sound- 
ed his  gavel  calling  the  members  together  at  the  pre- 
liminary opening,  until  the  close  pf  the  convention, 
there  was  always  "something  doing"  of  benefit  to  the 
trade,  and  especially  for  those  members  of  the  associa- 
tion who  were  fortunate  enough  to  be  present. 

The  business  sessions  Avere  really  business  sessions, 
and  they  were  full  of  ginger  and  pep,  so  much  so,  that 
it  is  almost  impossible  to  report  all  the  good  things  that 
were  brought  up,  discussed  and  decided  upon. 

There  was  no  exhibition  of  Canadian-made  hardware 
lihes  this  year.  The  European  war  precluded  the  car- 
rying out  of  the  arrangements  made  last  year  in  that 
suitable  accommodation  could  not  be  found  for  exhibi- 
tion purposes  at  London,  where  it  was  originally  in- 
tended to  hold  the  1915  convention.  It  is  hoped  that 
next  year  the  dove  of  peace  will  have  settled  on  this 
world  and  allow  of  London  being  the  place  of  conven- 
tion and  exhibition. 

There  was  an  abniidanec  of  enthusiasm,  it  will  be  re- 
membered, before  the  opening  of  the  Ottawa  conven- 
tion, and  this  enthusiasm  may  not  have  been  so  evident 
before  the  1915  convention,  but  there  is  no  question  at 
all  as  to  the  amount  of  enthusiasm  evident  during  the 
Toronto  meeting  and  with  the  optimism  of  the  ofificers 
and  members  of  the  association  who  were  at  Toronto 
as  to  this  year's  work. 

Many  important  matters  came  before  the  convention, 
and  all  of  them  were  settled  in  a  satisfactory  manner. 
These  questions  are  dealt  with  in  the  accompanying  re- 
port of  till'  various  sessions. 

OPENING  OF  PROCEEDINGS. 

W.  F.  M;ic|ilirrM)ii.  I'ri'scot  I .  oil  assuming  liis  chair 
called  to  the  platform  with  him  President  Adam  Taylor 


of  the  Canadian  Hardware  Manufacturers'  Exhibitors. 
President  Macphex-son  welcomed  the  members  to  this 
annual  gathering  and  said  he  was  glad  to  see  so  many 
retailers  and  manufacturers  present  at  the  opening  ses- 
sion. He  instanced  the  circumstances  under  which  this 
year's  convention  was  held,  and  regretted  that  owing 
to  these  circumstances  it  was  impossible  to  hold  the 
meetings  at  London,  as  it  was  also  impossible  for  the 
manufacturers  to  hold  an  exhibition  of  Canadian-made 
hardware. 

Ed.  Wanless,  of  Chatham,  introduced  as  a  real  hard- 
ware mayor,  and  called  upon  to  open  the  convention, 
thought  the  gathering  should  commence  work  with  an 
invocation,  but  as  he  was  short  on  prayer,  he  would, 
for  the  time  being,  usurp  the  functions  of  the  Mayor  of 
Toronto  and  extend  a  welcome  to  the  visitors. 

The  Changes  of  a  Year 

Adam  Taylor,  on  behalf  of  the  C.H.M.E..  drew  a  par- 
allel between  the  present  and  last  year's  convention. 
"Just  a  year  ago  when  we  met."  said  Mr.  Taylor, 
"there  was  not  a  cloud  on  the  horizon.  To-day  there  is 
the  booming  of  cannon,  the  ela.sh  of  arms  and  the  wail- 
ing of  widows  and  orphans."  He  hoped  this  would 
not  be  so  next  year.  (Applause.) 

"Rut  leaving  the  i)resent  conditions  alone,"  he  went 
on,  "T  am  not  going  to  wave  the  flag  or  shout  out  the 
'  Made-in-Canada '  cry  for  the  eifect  it  would  mean,  but 
only  say  that  as  Canada  made  as  good  goods  as  any- 
where, they  should  be  given  as  fair  treatment  as  other 
goods,  based  solely  on  quality." 

Speaking  for  his  own  eoin|)any.  the  Taylor-Forbes 


WHAT  THE  CONVENTION  DID. 

Decided  not  to  affiliate  with  the  R.^f.A..  hut  advise 
in('mher.s  .ioining  that  body  individually. 

Will  admit  travelers  as  associate  inemhers. 

Will  eonduct  a  competition  to  incre-ase  membership 
(it  association. 

Will  attend  to  a  nunVber  of  trade  matters  nee<ling  tq- 

jii-itiuciit  lii't'orc  iirxt  <'(ni  vent  inn. 
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Co.,  of  Guelph,  would  not  iucrea.se  prices  except  on  ar- 
ticles made  of  steel,  which  they  had  to  import  under 
the  added  TVa  P<^i'  cent.  duty.  On  all  cast  iron  goods 
there  would  be  no  increase. 

In  the  matter  of  distribution  his  company  would  sell 
to  the  trade  through  the  .jobbing  houses,  because  it 
meant  for  all  concerned  a  saving  in  costs  and  a  method 
that  enabled  the  dealer  to  get  his  goods  at  a  lower 
price.    "There  are  some  3,800  retailers  in  Canada," 


W.  J.  Oartek,  Piclon 
Klecled  1st  Vice-I'resident. 

said  Mr.  Taylor,  "aiul  it  would  take  a  large  number  of 
travelers  to  call  upon  this  ti-ade  scattered  over  the  Do- 
minion, and  at  an  added  cost  to  the  goods." 

To  Sell  More  Builders'  Hardware 

Gordon  C.  Keith,  secretary  of  the  Canadian  Nation- 
al Clay  Products  Association,  gave  a  talk  on  hovi'  help- 
ful the  "Build  Now"  campaign  inaugurated  in  the 
United  States  might  be  made  to  hardware  dealers  hei'e 
in  Canada  through  co-operation  with  builders'  ex- 
changes and  other  organizations  in  the  selling  of  build- 
ers' hardware.  This  address  will  be  found  on  another 
page  of  this  issue. 

President  Macpherson  thought  Mr.  Keith's  talk  con- 
tained some  valua'hie  suggestions  which  might  be  made 
I)rofitable  if  ))ut  into  practice  by  hardware  dealers  this 
sj)ring. 

W.  H.  Wiggs,  of  the  Mechanics'  Supply  Co.,  Quebec, 
expressed  his  pleasure  at  being  invited  to  speak.  He 
mentioned  the  entente  cordiale  at  present  existing  be- 
tween the  P>ritisli  and  Fi-encli  in  tlie  European  wai-.  and 


PRESIDENT  ADAM  TAYLOR,  OF  THE  C.H.M.E.A.. 
TO  THE  ONTARIO  RETAIL  HARDWARE  ASSN. 

The  friendly  lelatiions  that  now  exist  between  tluxse 
two  associations  cannot  be  easily  l)rok'en  or  east  aside. 

The  business  dejjressiou  which  ihas  been  felt  all  over 
the  country  we  cannot  afford  to  make  light  of.  Every 
day  briniTs  fresh  reminders  of  what  we  have  been  go- 
ing through.  But  it  is  a  mistake  to  suppose  that  the 
depression  that  we  have  been  sulFering  from  is  peculiar 
to  Canada  or  even  to  North  America.  The  depression 
is  more  or  less  world-wide  and  every  nation  is  feeling 
the  pinch  of  hard  times. 

The  European  complications  teach  us  that  we  must 
hang  together  or  hang  separately.  I  believe  to-day  we 
are  on  the  eve  of  the  greatest  industrial  revival  in 
twenty-five  yeans.  T  say  this  not  to  voice  a  hope,  but 
to  voice  a  fact,  as  we  are  all  aware  that  the  iron  an<l 
steel  industry  is  the  barometer  of  the  financial  market, 
and  this  has  been  steadily  on  the  upward  }>ath,  and 
our  organizartions  are  in  a  peculiar  sense  correlated 
with  those  industries,  therefore,  keenly  sensitive  to 
business  exiiansion. 


hoped  the  convention  would  some  day  go  to  Quebec  City. 
He  could  assure  all  who  went  a  cordial  welcome. 

A.  A.  Bittues,  of  the  Gillette  Safety  Razor  Co.,  Mont- 
real, introduced  as  an  "old  .friend,"  stated  it  wa-s  a 
pleasure  for  him  to  see  so  many  familiar  faces  around, 
and  he  only  regretted  there  was  no  exhibition  this  year, 
but  hoped  to  see  it  doubled  next  year. 

Catering  for  Consumers'  Dollars 

Secretary  F.  M.  Tobin,  of  the  C.Tl.M.E.,  seconded 
Mr.  Bittues'  remarks,  and  hoped  the  present  trouble 
would  soon  be  over,  so  that  next  year  they  would  be 
able  to  make  a  bigger  and  better  exhibition  than  ever 
before.  He  believed  in  these  annual  gatherings,  because 
it  brought  us  closer  together.  But  besides  the  social 
side  of  these  conventions,  there  was  also  the  business 
side — the  catering  for  the  consumers'  dollar.  Out  of 
that  dollar  the  retailer,  who  is  closest  to  him.  gets 
some,  the  jobber  likewise  gets  some.  and.  of  course,  the 
manufacturer  has  to  get  some  also. 

Now  of  the  dollar  the  consumer  spends  the  dealer 
gets  a  profit  of  25  cents,  the  jobbers'  profit  is  15  cents, 
and  the  manufacturer's  profit  is  15  cents.  Labor  takes 
30  cents  and  material  costs  15  cents. 

So  much  for  costs  and  profits.  Now  for  rpiality. 
With  "Made-in-Canada"  goods  the  {piality  is  improving 
all  the  time,  and  with  larger  quantities  being  bought 
should  be  capal)le  of  continued  improvement,  for  qual- 
ity is  a  matter  of  skill,  and  skill  comes  with  continued 
and  large  production.  Take  the  carpenter,  for  instance, 
he  is  able  to  drive  more  nails  and  do  his  work  in  a  bet- 
ter way  than  other  men  because  he  is  doing  that  work 
all  the  time.  He  has  the  skill.  So  can  the  manufactur- 
er make  better  goods  through  continued  experienee. 

The  foreign  manufacturer  selling  in  Canada,  and 
basing  a  profit  of  5  cents  on  the  consumers'  dollar,  be- 
lieves his  export  business  is  so  much  velvet.  He  has  his 
price  in  his  home  market,  and  all  business  that  he  gets 
outside  means  so  much  added.  The  American  manu- 
facturer has  in  his  favor  a  system  of  short  credits,  and 
his  goods  are  hauled  short  distances.  Here  in  Canada, 
with  a  sparse  population  scattered  over  a  wide  range  of 
territory,  we  have  in  vogue  a  system  of  long  credits 
and  a  haulage  over  long  distances.  This  adds  to  the 
cost  of  production.  The  dealer's  profit  and  the  job- 
ber's profit  are  the  same  in  both  countries,  but  Cana- 
dian manufacturers  have  diificulties  to  contend  with 
not  known  to  American  makers.  Our  problem  is  this: 
How  are  we  to  divide  up  this  dollar  so  that  the  dealer, 
the  jobber  and  the  manufacturer  will  each  receive  his 
fair  share?  In  the  matter  of  ((uality,  made-in-Can- 
ada  hardware  is  as  good  as  the  best. 

Defective  Goods 

]\ruch  life  was  thrown  into  the  discussion  by  Mr. 
Macpherson  instancing  some  lines  which  sometimes 
caused  trouble.  "For  instance,"  said  he.  "I  buy  a 
dozen  of  shovels,  and  come  across  one  or  two  of  them 
that  I  couldn't  give  away,  let  alone  sell,  because  of 
knots  or  other  imperfections  in  the  handles.  The  same 
applies  to  forks,  mop  sticks  and  other  articles.  These 
defects  increase  the  cost  of  the  goods  12  or  15  per  cent. 
Sometimes  I  open  up  hinges  which  are  bored,  but  not 
counteramk,  or  the  handle  pulls  out  of  an  iron  be- 
cause a  screw  is  not  tightened.  These  are  some  of  the 
little  things  that  worry  the  dealer  and  that  seem  to 
show  lack  of  inspection  at  the  factory. 

"Sometimes  a  key  will  not  turn  in  a  lock,  or  the 
cover  sticks  on  a  churn,  or  some  little  thing  occurs 
which  takes  time  to  adjust.  Sometimes  these  things 
and  brought  back  bv  customers.  As  some  of  the  articles 


March,  1915 


CANADLaN  HAitDWARE  JOURNAL. 


29 


have  110  name  on  them,  this  is  one  of  the  drawbacks  in 
buying  against  the  jobber. 

"In  our  expei-ienee  with  American  goods  we  have 
not  many  instances  like  this.  When  you  buy  a  dozen 
shovels  from  them  you  can  sell  a  dozen  out  of  the  dozen. 
"We  want  to  sell  Canadian-made  goods,  but  we  want 
them  to  be  quality  goods,  and  think  more  interest 
should  be  shown  in  the  matter  of  inspection  at  the  fac- 
tory before  these  goods  are  sent  out.  Perhaps  a  dis- 
cussion of  the  matter  would  help."  - 

"It  is  jrood  to  bring  up  matters  of  this  kind — th,» 
ivulh.  nlain  and  unvarnished,"  said  A.  A.  Bittues,  of 
the  Gillette  Safety  Razor  Co.  "Now  you  dealers  have 
your  association,  and  we  mamifaeturers  have  our  asso 
ciation.  When  you  get  shovels  that  way,  or  churns, 
forks  or  other  goods,  why  not  make  a  complaint  to 
your  secretary  and  have  him  take  up  the  matter  with 
the  manufacturers'  association  secretary.  In  boosting 
mado-in-Canada  goods  it  was  mentioned  that  these 
should  have  preference  only  when  quality  and  price 
were  equal." 

"I  am  the  mop-handle  man,"  said  Mr.  Peet,  of  the 
Drayton  ]\[ills,  Ltd.  "Our  policy  is  that  if  dealers  will 
send  back  any  defective  article  of  ours  we  will  return 
vour  monev.  This  is  the  same  policy  as  the  Americans 
have." 

Not  an  Exclusive  Objection 

Secretary  F.  M.  Tobin.  of  the  C.H.M.E.,  told  a  story 
of  when  he  was  a  manufacturer  in  the  U.S.  he  imported 
from  Germany  gun  stocks^ — some  20,000  in  all,  and 
when  he  examined  them  there  were  some  1,300  pieces 
which  varied  from  his  specifications.  When  he  wanted 
to  deduct  these  from  his  invoice  the  makers  said  no. 
They  thought  he  should  allow  for  a  certain  proportion 
of  these  and  take  the  bad  with  the  good-.  "So  you  see 
it  is  not  an  exclusive  objection  here  in  Canada."  Dif- 
ferences should  be  settled  on  some  such  basis  as  Mr. 
P>ittues  suggested.  Retailers  sometimes  fail  in  giving 
satisfactory'  service,  not  because  the  dealer  is  to  blame, 
but  because  the  help  in  the  store  is  a  little  negligent. 
This  is  a  similar  position  with  the  manufacturer  in  his 
packing  and  shipping. 

Complaint  Book  for  Dealers. 

Adam  Taylor  suggested  dealei-s  having  a  book  debit- 
ing back  to  the  manufacturer  any  defective  article  he 
comes  across  from  time  to  time.  He  could  then  make 
an  adjustment' with  the  traveling  salesman  on  his  next 
round. 

Tie  had  a  little  complaint  to  make  himself,  and  it  was 
in  regard  to  the  negligence  of  dealers  replying  to  let- 
ters of  in(|uirv.  His  company  recently  issued  a  cata- 
logue costing  a  dollar  each.  He  sent  out  a  letter  to 
each  of  784  dealers  in  the  country  asking  them  to  send 
in  reply,  name  and  address  if  they  wanted  a  copy  of 
this  catalogue.  Less  than  300  replies  were  received. 
A  second  letter  brought  les.s  than  100,  so  a  third  letter 
was  sent  out.  In  all  the  three  letters  enabled  us  to 
send  out  less  than  600  catalogues.  He  knew  dealers 
were  worried  to  death  with  circular  matter,  etc.,  but 
they  might  take  a  minute  or  two  to  drop  a  postcard  in 
answer  to  a  request  put  up  to  them. 

Mr.  Taylor  thought  dealers  did  not  allow  clerks  to 
wait  on  the  store  enough.  It  was  only  when  the  dealer 
him.self  was  engaged  that  some  clerks  got  a  chance  to 
wait  on  customers. 

Canadian  Tapes  a  Standard. 

Manufacturers  liave  troubles,  too,  said  J.  A.  Hossack, 
of  the  lAifkin  Rule  Co.    We  import  steel  for  steel 


tapes  from  Sweden  and  England,  and  you  would  be 
amazed  at  the  thousands  of  yards  of  this  material  we 
scrap  every  year.  Every  week,  in  fact,  we  scrap  quan- 
tities of  this  steel.  As  to  the  quality  of  our  Canadian- 
made  rules  and  tapes  that  they  have  been  adopted  as 
standards  by  the  British  Government  and  the  Govern- 
ment in  Canada,  is  surely  sufficient  guarantee  of  their 
quality,  and  that  they  have  been  accepted  on  order  in 
competition  with  the  world  also  speaks  for  their  repu- 
tation. 

We  Avelcome  any  complaints  that  may  be  made  as  we 
regard  every  complaint  as  a  suggestion.  The  old  atti- 
tude at  conventions  of  having  blackboards  and  listen- 
ing to  and  asking  for  suggestions  and  complaints  is  be- 
ing improved  upon.  We  have  cut  out  the  "sugges- 
tion" feature  and  are  talking  up  the  complaints  be- 
cause complaints  contain  the  best  kind  of  suggestions. 

President  Macpherson  thought  Mr.  Taylor's  com- 
plaint book  idea  a  solution  of  the  difficulty.  The  num- 
ber of  complaints,  however,  in  a  year  was  so  multi- 
tudinous that  he  was  afraid  hardware  dealers  would 
be  thought  to  be  chronic  kickers. 

Advice  From  Jobbers. 

The  entrance  of  a  deputation  from  the  Canadian 
Wholesale  Hardware  Association  brought  forth  some 
witty  remarks  from  Tom  Williamson,  president  of  that 
organization.  He  Avas  pleased  to  be  with  the  retailers 
and  happy  to  say  that  they  should  increase  their  prices 
— and  stick  to  them.  This  is  a  peculiar  year,  said  he, 
there  is  a  shortage  of  business  and  this  should  be  made 


Jas.  McGKbXiOH  and  liis  son,  Ro.v. 
Mr.  McGrcfjor  was  elected 
2nd  vice-president. 


Up  in  increased  profits,  lie  was  glad  to  see  the  various 
associations  getting  closer  together. 

The  war  tax  of  TV-j  per  cent,  should  be  added  to  all 
our  goods.  Everybody  expects  it.  and  manufacturers 
will  take  advantage  of  it.  When  the  tax  is  removed 
our  prices  will  have  to  go  back  to  the  old  figures  even 
though  we  ourselves  have  paid  the  higher  figure  for 
our  stocks. 

A.  Prudhomme,  Montreal,  past  president  of  the  C.W. 
H.A.,  spoke  of  the  usefulness  and  necessity  of  the  hard- 
ware jobber  as  a  link  in  the  distribution  of  goods.  They 
saved  the  manufacturer  going  to  expense  in  selling  his 
goods  and  |)revented  increased  prices  on  articles  going 
to  the  retail  trade.    The  past,  jiresent  and  future  inust 
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rccogni/.c  the  status  of  the  rniddlcnuin  as  a  factor  in 
trade  between  thf^  maker  and  the  dealer.  The  manu- 
facturer should  have  a  fair  profit,  so  should  the  jobber 
and  the  retailer.  The  retail  assoeiation  was  doing  good 
work.  It  should  see  that  the  manufacturer  protects 
the  dealer  and  that  the  jobber  did  likewise. 

Selling-  Coal  Oil  Direct. 

Prank  Tjapp,  of  the  Tmi)ei'ial  Oil  Co.,  told  of  a  dis- 
turbing element  in  the  oil  trade  in  Ontario.  An  Ameri- 
can coneern  was  soliciting  barrel  orders  of  a  poor  grade 
of  coal  oil  from  farmers  in  rural  communities  to  the 
detriment  of  oil  sales  in  hardware  stores.  He  asked  for 
co-operation  from  the  trade  in  ousting  this  concern 
which  threatened  to  sell  other  lines  direct  to  consumers 
in  Canada.  "They  are  getting  cash  that  should  go  into 
your  pockets,  as  well  as  ours,"  concluded  Mr.  Lapp. 

Disturbing  Elements  in  Trade. 

The  Retail  Merchants'  Association  was  represented 
by  E.  M.  Trowern,  Dominion  secretary.  He  extended 
to  the  hardwaremen  the  greetings  of  his  body.  There 
never  was  a  time  when  retailer,  jobber  and  manufac- 
turer should  get  together  as  now,  said  Mr.  Trowern. 
There  is  a  grain  growers'  association  coming  into  this 
province  which  is  trying  to  do  business  outside  the 
legitimate  channels  of  trade,  and  it  must  be  fought.  It 
is  a  co-oper-ative  scheme,  and  like  all  such  is  nothing 
more  than  a  weed. 

There  are  three  things  that  arc  and  must  he  recog- 
nized in  legitimate  trade — price,  cjuality  and  policy. 
What  is  your  policy?  Is  it  everything  it  should  be? 
There  is  the  policy  of  one  big  store  here  which  is  adver- 
tising that  it  is  keeping  the  manufacturers  busy — it  is 
buying  at  cost  and  selling  at  cost.  This  statement  is 
not  true,  it  is  an  absolute  lie.  A  year  ago  we  had  put 
on  the  statute  books  of  this  country  an  Act  making 
false  advertising  a  crime,  and  some  short  time  ago  we 
had  a  Hamilton  house  fined  $100  for  advertising  that 
they  were  selling  below  wholesale  prices. 

Mr.  Trowern  rounded  oflf  his  address  with  some  re- 
marks on  the  importance  of  the  retailers  of  the  coun- 
try as  distributors. 

At  the  close  of  the  morning  meeting  the  officers  of 
the  retail  and  of  the  exhibitors'  associations  went  into 
executive  session. 


Presentation  of  Officers'  Reports 


WHEN  the  meeting  came  to  order  after  lunch  on 
Wednesday  afternoon,  the  presidential  and 
other  reports  were  presented.    All  of  them 
breathed  optimism  and  reported  a  satisfactory  condi- 
tion of  the  association's  affairs.    The  reports  and  ad- 
dresses were  as  follows: 

PRESIDENT'S  ADDRESS 

Members  of  the  0.  K.  H.  &  S.  D.  A. 

Gentlemen:  As  we  have  at  this,  our  Tenth  Annual 
Convention,  many  matters  of  vital  interest  to  discuss 
in  connection  with  the  life  and  growth  of  our  associa- 
tion. I  do  not  intend  to  take  up  any  of  your  valuable 
time  with  questions  which  have  not  a  direct  bearing 
on  the  interests  of  our  association. 

Gathered  as  we  are  in  closed  session,  you  are  free  to 
discuss  to  the  full  such  matters  as  are  laid  before  you 


either  by  the  executive  or  may  be  introduced  by  any 
member  present. 

During  the  past  two  yeans  we  have  held  joint  ses- 
sions with  the  Canadian  Manufacturers'  Exhibitors', 
Limited,  at  which  the  exhibits  were  managed  and  con- 
trolled by  the  exhibitors,  and  from  which  your  associa- 
tion received  no  financial  benefit.  As  to  whether  any 
benefit  has  been  gained  by  holding  the  conventions 
jointly  should  be  discussed  freely  and  fully.  That 
the  exhibitors'  association  have  in  the  matter  of  enter- 
tainment of  our  members  been  extremely  generous — we 
might  even  say  lavish — is  conceded  by  all  and  I  am 
sure  we  hold  them  in  the  highest  esteem,  still,  the  ques- 
tion of  practical  benefit  to  this  association  we  are  in 
duty  bound  to  discuss.  I  am  satisfied  that  the  ex- 
hibitors' association  will  in  turn  discuss,  if  they  have 
not  already  done  so — our  value  to  them  in  the  same 
friendly  spirit  we  should  show  in  our  consideration 
of  this  matter. 

You  will  be  asked  to  once  again  take  up  the  matter 
of  joining  our  forces  with  the  Retail  Merchants'  Asso- 
ciation, and  it  is  to  be  hoped  that  after  due  considera- 
tion that  some  decisive  conclusion  will  be  reached,  so 
as  to  relieve  the  incoming  executive  of  the  necessity 
of  continuing  negotiations  unless  it  is  the  expressed 
desire  of  the  association  to  become  a  branch  of  the 
R.M.A.  Your  advisory  committee  paid  con.siderable 
attention  to  this  matter  during  the  past  year,  but  de- 
clined to  commit  the  association  until  the  matter  was 
fully  discussed  in  convention. 

Your  consideration  is  asked  to  the  imjust  method 
now  being  advertised  of  attempting  to  keep  the  wheels 
of  our  Canadian  factories  moving  by  their  selling  to 
a  large  departmental  store  their  product  at  cost,  which 
is  in  turn  to  be  distributed  to  consumers  without  a 
profit.  This  is  manifestly  unfair  to  the  retail  mer- 
chant who  now  has  the  same  line  of  goods  on  hand, 
bought  at  a  profit  to  the  manufacturer  with  added 
freight  and  overhead  expenses,  making  competition  out 
of  the  question.  Manufacturers  in  our  lines  of  busi- 
ness should  receive  the  emphatic  protest  of  this  associa- 
tion in  view  of  the  demoralization  of  prices  which  will 
result. 

The  advisability  of  once  again  permitting  commer- 
cial travelers,  representing  manufacturers,  or  jobbers 
or  manufacturers'  agents,  to  associate  membership  in 
our  association,  with  limited  privileges,  will  come  be- 
fore you  for  consideration  and  action. 

The  necessity  of  increasing  our  membership  is  a 
matter  of  paramount  importance,  and  a  suggested 
means  will  be  submitted  to  you  for  your  consideration. 
In  order  to  give  our  association  the  necessary  prestige 
to  carry  to  a  satisfactory  conclusion  any  claims  or 
grievances  we  may  have  with  manufacturers  or  jobbers, 
we  must  at  least  quadruple  our  membership.  Any  sug- 
gestions from  our  members  to  attain  this  end  wil.1  be 
welcomed  by  the  officers  of  the  association. 

The  varioi;s  questions  to  which  I  have  asked  your 
attention,  together  with  the  items  named  on  the  gen- 
eral program,  and  other  matters  which  will  be  intro- 
duced during  our  sessions  will  T  am  sure  receive  your 
earnest  consideration,  and  I  feel  that  there  will  be  no 
necessity  for  me  to  urge  your  attendance  during  each 
session,  in  order  to  have  the  benefit  of  the  expression 
of  your  views,  together  with  the  enthusiasm  arising 
from  well  attended  meetings. 

In  conclusion  I  must  thank  you  for  the  honor  given 
me  in  presiding  at  this  convention  as  your  president, 
and  to  express  the  wish  that  in  our  deliberations  we 
may  all  receive  a  direct  benefit  which  will  enable  us 
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to  better  haudle  the  various  vexatious  questions  which 
arise  from  time  to  time  in  the  conduct  of  our  affairs, 
and  that  our  interest  in  this  association  may  be  so 
increased  that  individually  we  may  work  for  its  ad- 
vancement and.  prosperity. 

W.  F.  MACPHERSON. 

EXECUTIVE  COMMITTEE  REPORT. 

Following  the  Ottawa  convention  a  year  ago  the 
executive  committee  held  a  meeting  in  Toronto  on 
April  13  and  decided  to  meet  at  London  this  year, 
but  it  was  later  found  necessary,  on  account  of  the 
convention  buildings  in  that  city  being  used  for  mili- 
tary purposes,  to  change  the  convention  meeting  place 
to  Toronto,  shortening  the  term  to  two  days,  and  hold- 
ing a  purely  business  convention,  without  a  trade  exhi- 
bition. 

At  the  Ottawa  convention  a  proposition  was  made 
by  oflficers  of  the  Retail  Merchants'  Association  that 
the  Retail  Hardware  Association  affiliate  wnth  that 
organization,  and  the  matter  was  referred  to  our  execu- 
tive. *A  conference  was  held  with  officers  of  the  Retail 
Grocers'  Association,  on  April  13,  and  on  April  29 
both  the  Retail  Grocers  and  members  of  our  committee 
held  a  meeting  with  the  executive  of  the  Retail  Mer- 
chants' Association,  at  their  offices  in  Toronto. 

The  officers  of  the  R.  M.  A.  pointed  out  that  their 
organization  covered  the  other  provinces  of  Canada 
as  well  as  Ontario,  the  membership  being  approxi- 
mately 3,000  in  Ontario,  1,500  in  Quebec,  1,500  in  Sas- 
katchewan, and  1,000  in  Alberta,  a  total  of  about  7,000. 
The  R.  M.  A.  had  tried  to  operate  on  a  $2  yearly  fee, 
but  had  gone  into  debt  on  account  of  heavy  expense  in 
fighting  the  Trading  Stamps  Act,  the  Co-operative 
Societies'  bill,  and  other  legislation.  They  had  now 
raised  the  fee  to  $5,  and  were  clearing  of¥  the  old 
indebtedness.  "With  3,000  members  in  Ontario,  there 
was  an  annual  revenue  of  $15,000  for  organization  and 
legislative  purposes. 

On  this  showing  the  Retail  Grocers'  Association  held 
a  convention  and  decided  to  affiliate  with  the  R.  M.  A., 
they  having  a  membership  of  600  in  Toronto,  Hamil- 
ton. Brantford.  London,  and  other  cities. 

Your  executive,  however,  desired  further  information 
and  referred  the  question  to  the  advisory  committee, 
who  met  the  R.  M.  A.  executive  at  Toronto  on  May  25. 
At  this  meeting  a  basis  of  agreement  w^as  reached 
whereby  the  Retail  Hardware  Association  could  merge 
itself  into  the  R.  M.  A.  as  the  Hardware  Section  of  the 
Ontario  Branch  of  the  R.  M.  A.,  providing  it  was  so  de- 
cided by  a  referendum  vote  or  by  our  convention. 

The  plan  arranged  was  that  the  members  of  the  Re- 
tail Hardware  Association  (about  275)  decide  to  in- 
crease their  dues  to  $5  yearly,  beginning  January,  1915, 
and  that  they,  with  the  125  hardware  members  of  the 
R.  M.  A.  in  Ontario,  not  members  of  the  Retail  Hard- 
ware Association,  form  the  Hardware  Section  of  the 
R.  M.  A.  for  Ontario.  The  R.  M.  A.  has,  in  addition  to 
the  125  referred  to,  about  75  hardwaremen  who  are 
also  members  of  the  Retail  Hardware  Association.  The 
amalgamated  organization  would  thus  have  about  400 
niombers  to  begin  with. 

The  present  officers  of  the  Retail  Hardware  Associa- 
tion were  to  continue  as  officers  of  the  R.  M.  A.  Hard- 
wjire  Soefion  until  the  next  convention,  with  the  ex- 
ception of  the  secretary,  the  R.  M.  A.  constitution  re- 
quiring that  its  provincial  secretary  (at  present  Mr. 
Trowern)  be  secretary  of  all  trade  sections.  The 
R.  M.  A.  officers  were,  however,  agreeable  to  an  amend- 


ment to  their  constitution  enabling  the  Hardware  Sec- 
tion to  have  a  secretary  handle  all  or  part  of  its  work. 
The  Hardware  Section  was  to  retain  the  hardware  as- 
sociation funds  and  could  raise  additional  funds  on 
plans  approved  by  the  provincial  officers  of  the  R.  M.  A. 
All  necessary  organization  expenses  would  be  paid  out 
of  the  R.  M.  A.  general  funds,  but  no  part  of  the  $5 
fee  was  to  be  returnable  to  the  Hardware  Section. 

The  plan  also  included  a  Dominion  Hardware  Sec- 
tion, with  representatives  from  the  Hardware  Sections 
in  other  provinces  throughout  Canada. 

After  consideration,  the  advisoi-y  committee  decided 
that  as  it  could  not  recommend  in  favor  of  amalgama- 


W.  F.  Macphekson,  Prescott  John  Casi.ok,  Toronto 

Retiring  pre-<ldent  and  new  secretary  Re-elected  treasurer  for  the 

of  tlie  association.  ensuing  year. 


tion  it  would  be  best  to  hold  the  rnatter  for  discussion 
at  this  .convention  instead  of  asking  the  members  for 
a  referendum  vote. 

In  addition  to  the  suggested  affiliation  with  the  Re- 
tail Merchants'  Association,  we  suggest  the  following 
subjects  for  discussion  at  this  convention : 

Ts  it  desirable  to  hold  hardware  exhibitions  during 
future  conventions? 

The  policy  of  exporting  nickel  in  raw  state  to  be 
refined  in  the  United  States  and  to  be  again  imported 
in  large  quantities  by  stove  and  other  manufacturers, 
thus  increasing  the  cost  of  stoves,  etc.,  to  the  Canadian 
trade,  while  giving  stove  manufacturers  in  the  United 
States  an  advantage  over  Canadian  foundrymen. 

The  continuance  of  the  unjust  policy  of  charging 
merchants  for  the  expense  of  inspecting  weights  and 
measures. 

The  effect  of  the  Workmen's  Compensation  Act  on 
hardware  merchants,  metal  workers,  plumbers,  etc. 

The  effect  of  the  new  Avar  taxes  on  the  hardware 
trade. 

The  policy  of  a  large  advertiser  in  using  the  "Made- 
in-Canada"  movement  to  feature  a  sale,  in  advertising 
which  misleading,  if  not  false,  statements  were  used. 
Respectfully  submitted. 

W.  F.  MACPHERSON.  President. 
WESTON  WRIGLEY,  Secretary. 

SECRETARY'S  REPORT 

With  this  convention  the  Ontario  Retail  Hardware 
and  Stove  Dealers'  Association  enters  upon  its  tenth 
year — and,  let  us  hope,  into  a  second  cycle  of  greater 
usefulness  to  the  retail  hardware  trade. 

Since  its  organization,  in  .\!)ril,  1906,  the  association 
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has  hern  an  aggrcssivp.  yet  conservative,  factor  in 
bringing  about  a  considerable  improvement  in  trade 
conditions.  If  it  has  not  accomplished  all  that  some 
might  desire,  it  has  been  because  the  need  has  not  been 
sufficiently  recognized  to  cause  more  retailers  to  give 
the  association  their  membership  and  support. 

The  Retail  Hardware  Association  has  justified  its 
organization  by  nearly  a  decade  of  activity,  in  which 
it  has  brought  together  each  year  several  hundred 
hardwaremen  into  friendly  conclave,  in  which  they 
have  discussed  problems  which  have  benefited  them- 
selves, while  also  giving  their  support  to  trade  and 
political  problems  affecting  all  retail  hardwaremen. 

In  addition  to  creating  a  better  feeling  amongst  re- 
tailers, the  Retail  Hardware  Association  has  won  the 
respect  of  the  Wholesale  Hardware  Association,  and 
has  also  been  the  means  of  organizing  the  manufac- 
turers into  the  Canadian  Hardware  Manufacturers'  Ex- 
hibitors, Limited.  Where  only  the  wholesalers  were 
organized  ten  years  ago.  the  three  branches  of  the 
trade  now  have  associations  Avhich  can,  when  occa.sion 
requires,  co-operate  together  in  furthering  any  move- 
ments which  affect  the  interests  of  the  trade  as  a  whole. 

The  "Made-in-Canada"  Movement 

One  such  movement  which  deserves  the  sixpport  of  all 
at  this  time  is  the  campaign  to  give  preference,  wher- 
ever possible,  to  articles  "Made  in  Canada." 

Because  an  article  is  "Made  in  Canada"  is  not,  under 
normal  conditions,  a  sufficient  reason  for  its  purchase. 
The  article  should  compare  favorably  in  price  and 
quality  with  imported  goods.  It  should  be  able  to  hold 
its  own  in  competition,  and  it  should  be  backed  up  with 
equally  as  effective  advertising  and  selling  helps  as 
the  competitive  line,  if  it  is  to  win  and  hold  its  place 
on  the  market. 

But  just  now,  when  the  buying  power  of  the  Cana- 
dian people  has  been  curtailed  by  the  bursting  of  an 
overworked  real  estate  boom,  and  by  the  conditions 
resulting  from  the  war  in  Europe,  there  is  a  special 
reason  why  every  dollar's  worth  of  goods  which  can  be 
boug^ht  in  Canada  should  be  "Made  in  Canada."  Both 
jobbers  and  retailers  should  endeavor  to  keep  Canadian 
workmen  and  factories  busy  by  specifying  "Made  in 
Canada,"  if  the  goods  can  be  obtained  in  the  home 
market.  The  "Made-in-Canada"  slogan  should  be  as 
effective  hei-e  as  "Made  in  U.S.A."  is  in  the  United 
States. 

Why  Not  a  "Build-Now"  Campaign? 

Another  slogan  which  should  win  favor  with  all 
branches  of  the  hardware  trade  is  "Build  Now."  Labor 
is  idle  and  building  materials  are  lower  in  price  than 
for  several  years.  Land  is  also  obtainable  at  reasonable 
prices,  Avhile  money  to  loan  is  accumulating  in  bankers' 
hands.  Canadian  farmers  are  obtaining  very  high 
prices  for  their  products,  and  with  an  increase  of  20 
to  25  p.c.  in  acreage  of  Canadian  land  sown  in  grain 
this  year,  Canada's  1915  crop  should  be  the  greatest 
in  history  and  again  attract  a  flow  of  emigration  to 
Canada  from  battle-scarred  Europe. 

All  conditions  are  favorable  to  a  "Build-Now "cam- 
paign and  if  hardware  manufacturerife,  jobbers  and  re- 
tailers seek  the  co-operation  of  the  builders'  exchanges 
in  the  cities,  and  the  farm  organizations  and  boards  of 
trade  in  the  rural  districts,  much  building  might  be 
encouraged  by  .showing  the  advantages  of  building 
under  existing  conditions.  Hardwaremen  could  mater- 
ially assist  in  such  a  campaign  by  featuring  "Build 


Now"  cards  in  window  displays  and  by  linking  it  up 
with  their  "Clean  and  Paint  tip"  spring  advertising. 

Membership  and  Finances 

While  the  Ottawa  convention  last  year  was  the  most 
largely  attended  in  the  hi.story  of  the  association,  the 
registration  arrangements  were  very  un.satisfactorj', 
and  there  was  a  loss  of  30  p.c.  in  membership  receipta 
for  1914,  as  compared  with  1913.  Expenses  were  re- 
duced in  proportion,  however,  and  the  auditors'  report 
shows  the  association  to  have  had  $917  as  cash  on  hand 
on  Dec.  31,  1914,  as  compared  with  $1,027  a  year  before, 
the  loss  for  the  year  being,  therefore,  $110. 

The  association,  by  having  a  purely  business  conven- 
tion this  year,  is  getting  back  to  the  plan  followed  in 
its  early  gatherings,  when  the  Question  Box  and  trade 
discussions  excited  keen  interest.  The  educational 
value  of  hardware  exhibitions  should  not  be  overlooked, 
but,  without  doubt,  the  central  feature  of  retail  hard- 
ware conventions  should  be  the  debates  and  discu-ssions 
on  trade  problems,  and  nothing  should  be  allowed  to 
overshadow  these  features  at  fiiture  conventions. « 

WESTON  WRIGLE1C  Secretary. 

FINANCIAL  REPORT— 1914 


RECEIPTS 

Membership  fees,  etc   $557.30 

DISBURSEMENTS 
Paid  to  Treasurer   557.30 

Treasurer's  Report 

RECEIPTS 

Cash  balance.  Dec.  31,  1913  $1,027.90 

Received  from  Secretary   557.30 

Interest   29.13 


Total   $1614.3.? 

EXPENDITURES 

Convention  expense    $235.85 

Executive  traveling  expense    230.40 

Job  printing    54.50 

Office  expense    76.31 

Secretary's  .salarv'    100.00 


Total   697.06 

STANDING  OF  ASSOCIATION 

Cash  on  hand.  Dec.  31,  1914   $917.27 

Saleable  stock  on  hand   12.00 

Office  Equipment    40.00 


Total    $969.27 

LIABILITIES 

None. 


J.  W.  PEACOCK. 
GEORGE  MATHEWSON. 

Toronto,  January  20,  1915.  Auditors. 


TRADE  PRESS  AT  THE  CONVENTION 

The  following  members  of  the  trade  press  were  in 
attendance  at  the  couA'ention  meetings:  D.  0.  McKin- 
non,  W.  L.  Edmonds.  Geo.  H.  Honsberger.  James 
O'Hagan.  W.  J.  Brj^ans  and  C.  G.  Brandt  represented 
Canadian  Hardware  Journal;  J.  G.  Lorriman.  T.  B. 
Costain  and  G.  D.  Davis.  Hardware  and  Metal ;  and 
Phillip  Thompson.  The  Ironmonger.  London,  Eng. 
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O.R.H.  &  S.D.A.  Decides  Not 
to  Affiliate  With  the  R.M.A. 


But  Advises  Members 
to  Also  Join  R.M.A 


FOLLOWING  the  presentation  of  the  treasurer's  re- 
port on  Wednesday  afternoon,  the  meeting  de- 
cided to  disenss  the  suggestions  set  forth  in  the 
president's  address,  clause  by  clause.  The  first  had  to 
do  with  the  question  of  afiRliation  with  the  Retail  Mer- 
chants' Association,  in,  regard  to  which  the  executive 
had  passed  on  a  recommendation  to  the  convention  that 
the  O.R.H.  &  S.D.A.  should  not  affiliate  with  the  R.M. 
A.,  but  that  members  individually  become  members  of 
the  R.M.A..  as  well  as  of  the  O.R.H.  &  S.D.A. 

Lengthy  Discussion  on  Proposed  Affiliation. 

Secretary  Wrigley  explained  the  negotiations  that 
had  been  carried  on  with  the  R.M.A.,  as  set  forth  in 
his  report,  and  a  good  deal  of  discussion  took  place  on 
the  proposed  amalgamation.  M.  S.  Madole,  of  Napanee, 
and  D.  Cinnamon,  of  Lindsay,  spoke  of  the  good  work 
that  had  been  done  by  the  R.M.A.  in  legislative  work. 

A.  J.  Wright,  of  Hamilton,  pointed  out  the  value  of 
specialization  and  the  ability  of  a  one-line  association 
to  deal  to  better  advantage  with  problems  of  its  par- 
ticular line  of  trade.  He  pointed  out  the  need  of  en- 
thusiasm in  order  to  get  the  best  results  out  of  an  asso- 
ciation. "How  many  here  have  secured  a  new  member 
foi-  our  association  during  the  past  year?"  was  the 
pointed  question  he  asked  those  present.  He  stated 
that  the  association  meetings  had  meant  dollars  to  him 
in  the  information  and  ideas  secured. 

"We  would  receive  good  from  these  meetings  if  we 
only  got  together  and  had  a  talk,"  said  D.  Cinnamon, 
of  Lindsay,  "but  our  object  should  be  to  accomplish 
lhe  greatest  amount  of  good."  He  referred  to  the  good 
work  done  by  the  R.M.A.  in  a  legislative  way,  and  to 
the  fact  that  it  was  a  benefit  to  all  lines  of  trade  and, 
therefore,  all  should  bear  a  share  of  the  cost  of  it.  He 
thought  that  an  a.ssoeiation  comprised  of  all  lines  of 
trade  would  have  a  greater  weight  on  legislative  bod- 
ies, and  refei-red  to  the  possibility  of  amalgamation 
with  the  R.M.A..  and  still  retain  the  identity  of  the 
liardware  association. 

Cites  Benefits  from  Hardware  Conventions. 

"As  to  the  value  that  our  association  has  been,"  said 
H.  Occomore,  of  Guelph,  "T  remember  one  'Question 
Box'  discussion  at  which  a  number  of  members  found 
that  they  were  doing  eavestroughing  below  cost,  and 
accordingly  advanced  prices  to  a  profitable  basis."  He 
knew  of  several  instances  of  similar  benefit  being  re- 
ceived from  the  hardware  conventions. 

M.  vS.  Madole  referred  to  the  pleasing  associations 
in  connection  with  the  O.R.H.  &  S.D.A.  that  members 
would  be  reluctant  to  give  up.  "It  is  also  probably 
true,"  he  stated,  "that  some  members  have  not  receiv- 
ed the  greatest  good  from  our  a.ssoeiation  because  of 
their  own  lack  of  interest  and  enthusiasm." 

"If  we  did  amalsamate  with  the  R.M.A.,"  said  Jas. 
McGregor,  of  Oakville.  "it  would  cost  us  over  $5  if  we 
still  kept  up  our  hardware  conventions,  so  why  not 
retain  our  present  as.sociation  and  also  join  the  R.M.A.? 
It  would  cost  us  practically  no  more." 


D.  A.  MaeNab,  of  Orillia,  recited  his  experiences  with 
the  R.M.A.  in  his  own  town.  He  had  attended  all  the 
conventions  of  the  Hardware  Association  and  had  re- 
ceived an  immense  value  from  them.  He  believed  that 
the  exhibition  was  a  big  factor  in  bringing  members  to 
the  convention. 

Advise  Members  to  Also  Join  R.M.A. 

A  resolution  was  finally  passed  endorsing  the  recom- 
mendation of  the  executive  not  to  affiliate  with  the  Re- 
tail Merchants'  Association,  but  that  members  of  the 
O.R.H.  &  S.D.A.  be  urged  to  also  join  the  R.M.A. 


Travelers  Will  Be  Admitted  as 
Associate  Members 


ON  motion  of  Messrs.  Conn  and  Caslor,  a  resolution 
was  passed  that  travelers  for  jobbers  and  manu- 
facturers, and  also  manufacturers'  agents,  be 
admitted  as  associate  members  of  the  association  at  a 
fee  of  $1  per  year,  with  privilege  of  attending  open 
meetings.,  The  deep  interest  of  the  travelers  in  the 
association  was  referred  to. 

The  statement  was  made  that  some  travelers  had 
been  "knocking"  the  association,  but  the  opinion  was 
expressed  that  such  instances  were  few  and  that  any 
such  cases  should  be  reported  to  the  executive  with 
particulars,  so  that  they  could  be  taken  up  and  dealt 
with. 

"If  the  retailers  said  as  many  good  things  about  our 
association  as  the  travelers,  we  would  have  a  larger  as- 
sociation," was  the  assertion  of  E.  J.  Creeper,  of  Owen 
Sound. 


DISCUSS  WAYS  OF  INCREASING  MEMBERSHIP 

Ways  and  means  of  increasing  the  membership,  and 
also  the  interest  in  the  association,  were  taken  up.  The 
need  of  showing  members  some  real  and  direct  benefits 
was  recognized,  and  President  Maepherson  suggested 
the  issuing  of  price  cards,  collection  forms,  etc.,  in  lim- 
ited lots,  to  all  members  of  the  association.  The  collec- 
tion forms  had  been  found  of  a  good  deal  of  value  by 
many  members  and  he  felt  that  the  price  cards  would 
also  be  much  appreciated. 

As  a  means  of  increasing  the  membership  of  the  as- 
sociation. A.  J.  Wright,  of  Hamilton,  suggested  that  the 
association  be  divided  into  two  teams  to  go  after  new 
members.  A  cup  might  be  presented  to  the  team  get- 
ting the  most  members,  and  he  thought  that  if  backed 
by  sufficient  enthusiasm,  that  snch  a  plan  should  be  pro- 
ductive of  good  results. 


TO  SELECT  1915  OFFICERS 

A  nominating  committee  was  appointed  eoTisisting  of 
Messrs.  Madole.  Occomore,  Rankin,  Wanless  and 
Whitten. 
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Heart-to-Heart  Talk  on  Buying  of  Hardware 

Proves  interesting  and  valuable  feature  of  convention — 
How  to  buy  to  best  advantage — Some  price  comparisons 


TirE  "Heart-to-IIcirt  "  talk  on  the  buying  of  hard- 
ware  with  comparison  of  prices  paid  by  various 
raemtfers,  proved  a  very  interesting  and  valuable 
feature  of  the  "Wednesday  afternoon  meeting.  The  dis- 
cu.ssion  was  led  by  President  Macpberson,  who  pointed 
out  the  advantage  of  two  or  three  dealers  in  one  town 
or  neighboring  towns  getting  together  to  buy  in  car 
lots,  thus  obtaining  a  better  price.  He  referred  to  one 
recent  instance  in  which  he  had  saved  $1  per  case  on 
glass  by  buying  by  the  ear  lot.  Tt  meant  a  total  sav- 
ing of  Jf^B.^)  to  $70.  The  same  co-operative  plan  of  buy- 
ing had  been  followed  with  nails,  poultry  netting,  etc. 

What  Constitutes  a  Jobber? 

"What  constitutes  a  jobber?"  was  a  (piestion  asked. 
He  was  defined  as  one  dealing  with  the  retail  trade 
and  the  retail  trade  onl.y,  and  who  sends  out  travelers. 

One  member  complained  of  a  competitive  retailer 
who  was  on  the  jobbing  list  for  pipe,  and  who  was  sell- 
ing this  line  at  the  same  price  as  he  (the  dealer)  had 
to  pay  for  it.  He  felt  that  the  association  should  see 
that  those  wTio  are  not  really  jobbers  should  be  cut 
off  jobbers'  lists.  He  was  advised  to  forward  his  com- 
plaint with  particulars  to  the  advisory  board  of  the 
association,  and  the  matter  would  be  taken  up. 

Damaged  and  Imperfect  Goods. 

The  question  of  damaged  or  imperfect  goods  receiv- 
ed was  brought  up.  It  was  suggested  that  such  goods 
be  returned,  or  kept  and  shown  to  the  traveler  when 
he  called.  One  dealer  stated  that  he  had  trouble  in  se- 
curing allowances  for  such  goods  and  it  was  suggested 
that  the  amount  be  deducted  when  payment  was  being 
made  to  the  firm. 

"How  many  purchfused  poultry  netting  for  spring  de- 
livery at  better  than  50  and  10  per  cent.  offV  was  a 
question  asked.  Four  dealers  stood  up.  "Then  wh.y 
didn't  all  get  that  better  price?"  the  member  wanted 
to  know.  One  dealer  stated  that  he  had  bought  poul- 
try netting  with  an  extra  discount  of  5  per  cent.,  but 
when  it  arrived  he  found  it  was  made  in  the  United 
States.  Believing  in  selling  Canadian  goods  when  they 
were  available,  he  had  oi-dered  the  shipment  to  be 
taken  back. 

Speaking  in  regard  to  dealers  securing  special  prices, 
one  member  stated  that  he  didn't  object  to  other  deal- 
ers getting  special  prices,  but  he  did  object  to  dealers 
using  such  special  prices  to  cut  down  on  the  regular 
selling  price  to  the  consumer,  as  it  was  certainh'  unfair 
,  to  the  man  who  could  not  get  a  special  price. 

The  War  Tax  and  Booked  Orders. 

"How  will  the  war  tax  affect  booked  orders  not  yet 
delivered?"  asked  a  member. 

The  general  opinion  appeared  to  be  that  it  would  be 
added  on.  It  states  on  manv  orders  that  they  are  sub- 
ject to  change  in  duty.  One  member  who  had  galvan- 
ized iron  bought  for  spring  delivery  had  made  enquiry 
and  was  informed  that  it  would  be  subject  to  increased 
tariff.  One  dealer  said  there  was  nothing  on  his  order 
relative  to  change  in  duty,  and  he  wouldn't  pay  it. 
Another  dealer  said  it  was  not  specified  on  his  order 


and  the  firm  had  written,  asking  if  he  would  be  willing 
to  pay  half  the  increased  duty.  One  member  pointed 
out  that  importers  had  to  pay  the  increased  duty,  and 
even  if  not  specified  on  orders,  the  retailer  was  in 
honor  bound  to  pay  it. 

Oil  Company  and  Transient  Traders'  Law. 

Enquiry  wa.s  made  regarding  an  oil  company  that 
was  selling  oil  to  consumers  in  various  districts.  One 
dealer  stated  that  the  company  had  delivered  two  cars 
of  oil  in  his  vicinity,  but  they  came  under  the  Transient 
Traders'  B.y-law  and  had  to  pay  a  fee  of  $50.  Each 
municipality  has  the  right  to  pass  a  by-law  setting  the 
license  for  transient  traders.  Where  there  is  not  at 
present  such  a  by-law,  the  retailers  should  see  that  one 
is  passed. 

One  dealer  pointed  out  that  he  preferred  to  sell  oil 
in  five-gallon  lots  instead  of  by  the  barrel,  as  it  brought 
customers  into  the  store  oftener,  and  so  presented  an 
opportunit.v  to  sell  them  more  goods. 

Cost  and  Selling  Prices. 

An  enquiry  was  made  as  to  what  price  members  paid 
for  water  white  oil.  It  was  pointed  out  that  the  price 
depends  on  location  and  whether  it  is  shipped  in  in 
barrels  or  delivered  from  tank.  Even  in  the  latter  case 
the  price  depends  on  distance  from  distribuvlng  point. 
One  member  mentioned  11  cents  as  the  price  he  paid, 
while  another  said  I2V2  cents. 

"What  price  do  .you  usually  get  for  wire  cloth?"  was 
asked.  This  seemed  to  depend  on  location  and  compe- 
tition. One  city  dealer  said  he  had  to  meet  the  cut-in- 
two  prices  of  the  department  stores.  Another  city 
dealer  pointed  out  that  a  customer  doesn't  buy  very 
much  at  a  time  and  he  finds  that  they  don't  pay  very 
much  attention  to  the  cuts  of  the  bigger  stores.  One 
dealer  in  a  country  town  where  there  is  no  competition 
in  the  line  from  general  stores,  gets  30  cents  for  36-inch 
wire  cloth. 

Value  of  Catalogue  to  Local  Dealer. 

The  question  of  catalogues  for  the  local  dealer  was 
brought  up  by  E.  J.  Creeper,  of  Owen  Sound,  who  has 
gotten  out  a  catalogue,  the  greater  part  of  which  would 
apply  to  the  business  of  every  dealer,  8  pages  being 
retained  for  the  special  lines  of  each  dealer  who  wished 
to  have  such  a  catalogue  issued  in  his  own  name.  He 
stated  that  he  had  found  a  catalogue  good  advertising 
for  his  store, 

C.  W  Conn,  of  Tillsonburg,  said  he  had  put  out  2,000 
catalogues  two  years  ago.  and  got  good  results  and 
returns  are  still  coming  in.  He  said  it  was  not  neces- 
sary to  quote  special  prices  with  the  exception  of  a  few 
as  leaders. 


St.  John,  N.B.,  merchants  recently  held  a  successful 
"Dollar  Day."  The  cash  sales  resulting  therefrom 
were  very  encouraging. 

Owen  Sound  merchants  have  instituted  a  campaign 
against  the  mail  order  houses  and  by  a  s.vstem  of  close 
prices  and  newspaper  advertising  are  trying  to  con- 
vince the  people  of  the  folly  of  sending  their  money 
out  of  town. 
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The  Hardware  Convention  Question  Box 


THE  Question  Box  discussion  held  the  attention  of 
the  members  during  the  greater  part  of  the 
Thursday  afternoon  session.  It  was  as  usual  one 
of  the  most  profitable  sessions  of  the  convention,  and 
the  attendance  of  members  and  their  interest  in  the  dis- 
cussion was  keen  throughout.  The  following  is  the 
gist  of  questions  and  answers: 

Do  we  check  up  our  freight  bills  close  enough  as  to 
weights,  classifications,  etc.? 

One  member  stated  that  he  had  been  checking  very 
closely  during  the  past  year,  and  found  freight  bills 
astray  in  a  good  many  eases.  Just  as  an  instance,  he 
had  found  700  pounds  ditference  between  the  real 
weight  and  that  on  the  freight  bill  on  a  shipment  of  pa- 
per. That  one  item  had  meant  a  saving  of  77  cents, 
and  he  finds  quite  a  few  similar  mistakes.  He  keeps 
the  scales  handy  so  that  incoming  goods  can  be  conveni- 
ently weighed  and  cheeked  off. 

Money  Saved  by  Checking  Freight  Bills. 

Mr.  Occomore  stated  that  he  had  just  recently  found 
that  although  the  rate  on  tin  plates  was  supposed  to  be 
16  cents,  that  two  boxes  had  been  billed  at  20  cents, 
making  a  ditt'erence  of  40  cents  on  the  shipment.  He 
looked  up  old  freight  bills,  and  found  that  the  same 
thing  had  been  occurring  for  some  time  l)aek.  "If  it  is 
happening  in  this  line,  why  not  in  others?"  he  asked. 

A  dealer  in  a  country  town  stated  that  he  had  also 
discovered  mistakes  and  that  the  local  freight  agent 
had  corrected  them.  One  dealer  referred  to  the  differ- 
ence in  the  freight  rate  on  crated  and  uncrated  washing 
machines  and  the  fact  that  the  higher  rate  is  frequently 
charged  when  the  lower  one  should  be. 

The  (]uestion  of  freight  is  a  most  important  one  In 
the  hardware  business,  where  there  is  so  much  heavy 
freight.  Anyone  who  has  made  a  practice  of  cheeking 
up  has  invariably  found  it  profitable  work.  The  deal- 
er should  have  someone  especially  to  look  after  this 
work. 

Freight  Classification  of  Hardware  Lines. 

Mr.  Hawkins,  of  Smiths  Falls,  pointed  out  that  a  good 
many  merchants  don't  know  the  classification  under 
which  different  lines  of  hardware  should  be  put,  and 
quite  frequently  they  pay  a  higher  rate  than  they 
should.  He  pointed  out  that  there  is  a  difference  of  7 
cents  in  the  freight  rate  between  fence  wire  and  wire 
fence  shipped  from  Hamilton  to  Smiths  Falls.  Unless 
watched,  the  higher  rate  is  liable  to  be  placed  on  the 
freight  bill  when  the  lower  rate  should 'be  used. 

On  motion  of  Messrs.  Hawkins  and  Rankin,  the  advis- 
ory committee  was  authorized  to  get  from  the  railway 
companies  the  proper  classification  of  the  principal 
lines  of  hardware  and  send  a  copy  to  each  member  of 
the  association.  The  freight  rates  for  the  various  classi- 
fications can  be  secured  from  the  local  agent  and  the 
dealer  will  then  be  in  a  position  to  competently  check 
up  his  freight  bills. 

One  dealer  complained  that  he  had  now  waited  a 
year  and  three  months  for  payment  for  claim  on  coal 
.shortage.  The  railway  had  ob.iected  to  the  duty  on  the 
coal  short  being  included  in  the  price.  The  meeting 
thought  that  he  should  receive  payment  of  duty,  too, 
and  the  advisory  board  will  endeavor  to  secure  pay- 
ment for  him. 


What  is  the  average  cost  of  doing  business  in  a  town 
of  3,000? 

One  dealer  in  a  town  of  about  3,000,  and  doing  a  busi- 
ness of  $35,000  per  year,  stated  that  his  cost  of  doing 
business  ranged  from  17  to  20  per  cent.  A  dealer  in  a 
larger  town  doing  $40,000  to  $45,000  business,  said  that 
17  per  cent,  was  the  very  lowest  he  could  figure,  and 
he  felt  that  if  he  were  really  honest  with  himself  it 
would  run  higher.  Another  dealer  in  a  town  of  3,000, 
said  that  he  had  recently  compiled  figures  for  the  past 
year,  and  couldn't  figure  it  at  less  than  20  per  cent. 
One  large  city  dealer  surprised  those  present  by  stating 


W.W.  Bennett,  Gananoqiie.  H.  Occomork,  Guclph. 
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that  his  cost  of  doing  business  ran  from  IIV2  to  14  per 
cent.  Another  country  dealer  found  the  average  17  per 
cent.   One  month  he  had  got  it  down  to  121/0  per  cent. 

What  experience  have  members  with  small  machine 
for  making  rope  from  binder  twine? 

One  dealer  stated  that  several  farmers  in  his  com- 
munity had  been  buying  binder  twine  from  him  to 
make  rope.  Three  or  four  would  club  together  to  buy 
a  machine  which  cost  $5  to  $6.  They  had  expressed 
satisfaction  with  the  rope.  Another  dealer  stated  that 
with  the  machine  it  was  possible  to  make  a  tie  rope 
cheaper  than  it  can  be  bought.  Various  opinions  were 
expressed  as  to  the  value  of  the  machine. 

Country  and  City  Prices  on  Graniteware. 

A  discussion  took  place  as  to  the  difference  in  city 
and  country  prices,  particularly  in  regard  to  tinware 
and  graniteware.  It  was  contended  that  the  man  in 
the  country  has  to  pay  higher  prices  than  city  dealers. 
A  dealer  three  miles  from  the  city  limits  of  Toronto 
complained  that  this  put  him  at  a  great  disadvantage, 
as  he  also  had  to  pay  more  for  freight  and  cartage  and 
still  compete  \vith  city  dealers.  After  a  good  deal  of 
discussion,  a  resolution  was  passed  that  the  advisory 
committee  take  up  the  matter  with  manufacturers  of 
graniteware  and  tinware  in  an  endeavor  to  secure  a 
sliding  scale  of  discounts  on  quantity  purchases  of 
these  lines. 
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Which  is  the  best  system  to  install  in  new  store — 
cash  register  or  cash  carrier? 

It  was  agreed  that  this  depended  on  the  size  of  the 
store  and  the  amount  of  business  done.  With  a  small 
store,  the  cash  register  was  the  only  practical  system 
while  with  a  large  store  the  cash  carrier  might  also 
be  used  to  advantage. 

Why  do  departmentals  get  building  paper  cheaper 
than  we  do? 

It  was  believed  that  the  correct  answer  was  because 
they  control  the  output  of  certain  factories. 

What  is  the  best  method  of  regulating  a  credit  system 
and  collections? 

One  dealer,  wlio  had  adopted  the  plan  of  sending  out 
accounts  the  first  of  every  month  regularly,  said  this 
method  of  collcotion  had  proven  very  satisfactory.  The 
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loose  leaf  system  allowed  him  to  do  this  quite  easily. 
He  had  put  on  the  top  of  all  his  billheads  a  notice  stat- 
ing that  he  had  adopted  the  monthly  account  system. 
This  helped  him  in  three  ways  when  the  account  was 
not  paid.  (1)  No  excuse  could  be  made  that  the  cus- 
tomer did  not  receive  an  account;  (2)  Gave  an  oppor- 
tunity to  customer  to  correct  a  mistake,  if  one  had  been 
made;  (3)  Acted  as  an  advertising  medium  to  the  cus- 
tomer doing  business. 

Another  dealer  said  he  had  so  much  difficulty  with 
credits  that  after  attending  the  Ottawa  convention  a 
year  ago  he  decided  to  do  only  a  cash  business,  except 
with  manufacturing  concerns  who  preferred  having 
monthly  accounts  rendered,  and  men  building  or  paint- 
ing houses  who  made  a  contract  with  him.  His  town 
opposition  had  been  in  business  40  years,  is  a  wealthy 
man,  and  did  a  credit  trade.  Irrespective  of  that,  on 
May  1  last  he  took  a  page  ad.  in  his  local  weekly  news- 
paper, stating  that  he  was  putting  his  business  on  a 
"strictly  cash"  basis,  giving  the  reasons  therefor,  and 
taking  his  customers  and  the  readers  of  the  paper  into 
his  confidence.  He  also  told  his  opposition  dealer  what 
he  was  doing. 

On  May  4  he  put  the  cash  system  into  play,  and  in 
two  weeks  his  opposition  adopted  the  same  policy.  At 
the  close  of  last  year  he  had  $1,000  on  his  books.  $500 
of  this  being  owed  by  one  man  who  was  building  a  new 
house,  and  all  of  it  collectible.  A  year  ago  he  carried 
$4,500  on  his  books,  and  of  this  about  $700  or  $800  was 
carried  from  year  to  year.  In  January  he  put  less 
than  $60  on  his  books  temporarily. 


He  did  a  $21,000  business  in  a  rural  town.  There  was 
a  tinsmithing  business  in  connection  with  his  trade,  but 
under  separate  management. 

When  do  you  write  oflF  bad  debts  or  doubtful  ac- 
counts? 

Never.  Always  keep  them  on.  Though  not  treated 
as  an  asset,  they  are  collectible  accounts  jnst  the  same. 
One  dealer  said  he  collected  between  $400  and  $500  of 
bad  debts  last  year,  but  it  took  some  effort  to  get  the 
money  in.  At  the  end  of  every  year  he  writes  off  these 
bad  accounts,  making  a  separate  list  of  them,  and 
treating  them  as  cash  when  accounts  are  settled. 

Can  I  collect  interest  on  my  accounts  at  the  rates  I 
set  myself  and  which  are  printed  on  my  billheads? 

No  decisive  answer  was  given.  The  dealer  who  asked 
the  question  stated  that  on  his  billheads  he  had  printed: 
"After  30  days,  one  per  cent,  will  be  added  to  this^ 
account  if  not  settled."  At  60  days  he  .sent  a  second 
account  and  charged  two  per  cent.  If  no  reply 
was  coming  within  a  reasonable  time  he  drew 
on  the  purchaser.  He  had  not  struck  a  snag  yet.  but 
was  not  certain  that  he  was  allowed  to  do  this. 

In  building  a  house  what  prices  are  charged  on  the 
following  builders'  hardware  items: 

12  inside  sets. 

A  front  door  set  ("better  grade  of  lock). 

11  sash  locks. 
22  sash  lifts. 
Cellar  window  sets. 
Floor  hinge. 

2  push  plates. 

12  pair  3V2-iiich  butts. 
12  pair  4-inch  butts. 

160  pounds  sash  weights. 
Sash  cord,  per  pound. 
Oi.scount  on  glass. 

The  items  were  to  be  of  ordinary  standard  in  copper 
or  steel. 

This  proved  to  be  one  of  the  most  interesting  ques- 
tions put  before  the  convention.  One  dealer  said  he 
would  not  figure  on  individual  items,  as  it  would  de- 
pend a  great  deal  on  the  locality  and  the  amount  of 
competition ;  but  as  the  chairman  believed  the  ques- 
tioner wished  to  find  out  if  a  wide  diversity  of  prices- 
obtained  among  the  trade  he  thought  it  well  to  take 
up  the  items  separately. 

And  what  a  diversity.  Hardly  two  dealers  had  the 
same  quotations  on  any.  one  item. 

On  inside  sets  offers  were  made  ranging  from  35  to 
50  cents  each,  and  $4  to  $4.80  per  dozen. 

On  the  front  door  set  the  prices  ran  from  95c.  t<y 
$1.25. 

Sash  locks  went  at  60c..  75c.,  $1  and  $1.25  per  dozen. 

Sash  lifts  at  15c.  and  20c.  a  pair  to  75c.  a  dozen. 

Cellar  window  sets,  15c.  each  and  75c.  a  dozen. 

Floor  hinges,  each.  $1.25  to  $2.50. 

Push  plates.  20c..  25c.  and  35c.  each. 

31/o-inch  butts  at  from  15c.  to  23c.,  and  4-iuch  butts- 
at  18"c.,  20c.  and  25c. 

Sash  weights  were  quoted  at  from  $1.50  to  $1.75. 
and  sash  cord  at  28c..  35c.  and  40c.  a  pound. 

Glass  ranged  from  net  on  standard  list  to  10  off. 


Canada  Universal  Nut  Lock,  Ltd.,  Toronto,  capital- 
ized at  $100,000.  ha,s  been  incorporated  to  make  hard- 
ware and  other  specialties. 
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Explanation  of  Ontario  Work- 
men's Compensation  Law 

AT  the  morning  session  on  Thursday,  George  A. 
Kingston,  of  the  Workmen's  Compensation 
Board,  was  present  and  explained  the  workings 
of  the  Compensation  Act  in  so  far  as  it  affected  the 
hardware  dealer,  and  also  answered  dealers'  questions 
ill  regard  to  various  points  of  the*  Act.  It  will  be  re- 
membered Mr.  Kingston  contributed  an  article  on  this 
subject  to  the  February  issue  of  the  Canadian  Hard- 
ware Journal. 

In  so  far  as  the  retail  business  is  concerned,  part  one 
of  the  Act  does  not  apply,  and,  therefore,  no  accident 
fund  is  collected  from  dealers  doing  ordinary  retail 
business,  but  they  are  individually  liable  to  pay  the 
compensation  if  any  accidents  occur. 

Where  dealers  do  roofing,  eavestroughing  and 
plumbing  they  do  come  under  the  Act,  however,  no 
matter  how  many  men  are  employed.  In  regard  to 
tiiishop  work,  if  more  than  three  men  are  employed, 
the  dealer  has  to  come  in,  but  if  three  or  less  are  em- 
ployed, he  may  request  to  be  included. 

If  you  pay  $1,200  in  wages  to  your  tinshop  men  or 
plumbers,  and  they  are  engaged  in  work  outside  the 
shop  one  quarter  of  the  time,  you  report  on  only  one- 
quarter  of  their  wages,  or  $300.  If  they  are  hurt  while 
engaged  in  outside  woi*k.  they  get  compensation  under 
the  Act." 

As  to  the  cost,  it  is  2  per  cent,  on  men  engaged  in 
outside  plumbing  and  2^2  per  cent,  for  those  engaged 
in  outside  sheet  metal  work.  If  a  man  paid  his  plumb- 
ers $1,500  a  year,  he  Avould  pay  2  per  cent,  on  that,  or 
$30. 

If  a  man  paid  $2,000  for  tinsmithing  work  and  one- 
(iuarter  of  that  was  outside  work,  he  would  pay  2^4 
per  cent,  on  $500,  or  $12.50  per  year. 

When  an  assessment  is  collected,  the  employer  is  not 
liable  for  compensation  if  workmen  are  hurt.  The  Gov- 
ernment is  then  liable. 


THE  ELECTIONS 


THE  Nominating  Committee  presented  its  report 
through  M.  S.  Madole,  chairman,  at  the  Thurs- 
day afternoon  session  of  the  convention.  The 
report  was  divided  into  eight  clauses,  the  first  six  deal- 
ing with  the  new  officers  for  1915.  When  put,  clause 
by  clause,  the  recommendations  of  the  committee  were 
approved  and  adopted. 

The  new  officers  for  1915  are.  therefore: 
President — C.  W.  Conn,  Tillsonburg, 
First  Vice-President — W.  J.  Carter,  Picton. 
Second  Vice-President — Jas  McGregor,  Oakville. 
Treasurer — John  Caslor,  Toronto. 
Secretary — W.  F.  Macpherson,  Prescott. 
Advisory  Committee — C.  W.  Conn,  Tillsonburg;  W. 
F.  Macpherson,  Prescott;  H.  Oecomore,  Guelph. 

Executive  Committee — E.  J.  Creeper,  Owen  Sound; 
D.  A.  MacNab.  Orillia;  W.  W.  Bennett,  Gananoque;  A. 
J.  Wright.  Hamilton  ;  A.  Wideman,  Markham,  and  E. 
A.  Wliitten.  Braccbridge. 

Auditors~-Coo.  ^Tathewson  and  J.  W.  Peacock,  To- 
ronto. 

There  is  tlius  a  promotion  almost  all  jilnrig  the  line. 


Jas.  McGregor  moves  up  from  the  executive  to  the 
second  vice-presidency,  and  E.  A.  Whitten  takes  his 
place  on  that  committee.  W.  P.  Macpherson  takes  th& 
secretaryship  in  succession  to  Weston  Wrigley,  so  that 
the  only  new  face  on  the  board  is  E.  A.  Whitten. 

Change  in  Secretaryship 

Mr.  Macpherson 's  appointment  to  the  secretaryship 
can-ies  with  it  a  recompense  of  $300  for  the  year,  in 
consequence  of  the  time  he  will  be  expected  to  give  to 
this  office  of  the  association,  and  an  honorarium  of 
$100  was  voted  Weston  Wrigley  for  his  services  in 
conneetion  with  the  association's  work.  Mr.  Wrigley 
was  also  given  a  life  membership  in  the  association  and 
elected  honorarj^  secretary  of  the  organization. 

i\f.  S.  Madole  presented  the  thanks  of  the  association 
to  Mr.  Wrigley  and  paid  a  glowing  testimony  to  his 
worth. 

Mr.  Wrigley,  in  acknowledging  these  tributes,  said 
that  on  account  of  his  not  being  a  retail  hardwareman 


E.  A.  Whitten,  Bracebridge.  A.  .J.  Wright,  Hamilton. 

New  Executive  member.  Returned  to  Executive. 


he  felt  he  had  limitations  in  performing  the  duties  of 
his  office,  but  he  had  always  done  his  best  since  the 
formation  of  the  organization  ten  years  ago  and  was 
glad  to  know  that  this  year  the  association  was  holding 
its  greatest  convention.  He  felt  that  in  turning  over 
the  office  to  Mr.  Macpherson  the  association  was  putting 
the  work  in  the  hands  of  the  most  capable  officer  the 
retail  hardware  organization  had. 

Mr.  ^Macpherson,  in  introducing  the  new  president,  C. 
W.  Conn,  thanked  the  members  for  the  interest  shoAvn 
during  the  convention,  and  for  the  support  given  him 
during  the  year.  He  hoped  the  same  attention  would 
hv  shown  Mr.  Conn  diai'ing  his  term  of  office. 

Mr.  Conn  acknowledged  the  thanks  he  felt.  He 
entered  the  office  in  trepidation  after  such  a  lively 
president  as  Mr.  Macpherson,  but  was  glad  he  would 
still  have  his  assistance  during  the  A'^ear  as  secretary. 


BUILD  NOW. 

One  of  the  important  talks  of  Hardware  Convention 
Weeik  was  that  rlelivered  by  Gordon  C.  Keith,  secre- 
tary of  the  Canadian  National  Clay  Products  Associa- 
tion, on  the  new  "Build  Now"  campaign,  which  has 
obtained  such  a  vofrue  in  the  United  States.  This  ciim- 
jtaign  might  be  likened  to  the  "Clean-Up.  Paint-Up" 
movement  which  has  done  so  much  in  late  years,  both 
in  Canada  and  across  the  border,  to  boost  the  sales  of 
paint;  and  the  purpose  of  this  "Build  Now"  eam- 
jiaign  is  to  do  the  same  for  builders'  hardware. 

Mr.  Keith's  address  contains  suggestions  which  might 
bo  j>ut  into  i>rofitable  practice  by  hardware  dealers, 
particularly  at  this  time. 
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GETTING  PAST  POST  OFFICE  RESTRICTIONS 

W.  II.  Manning,  Coldwater,  brought  up  the  question 
of  a  Toronto  mail  order  house  getting  by  the  postal  reg- 
ulations by  shipping  quantities  of  catalogues — some  two 
tons  of  them — into  his  town  by  freight  and  then  send- 
ing a  man  up  to  send  them  out  by  parcel  post  to  farmers 
and  others  within  the  20-mile  radius,  effecting  thereby 
a  saving  of  $200.  If  this  firm  was  doing  this  in  his 
town,  might  they  not  be  doing  it  elsewhere  in  Ontario? 

This  matter,  on  motion,  was  referred  to  the  execu- 
tive, with  instructions  to  have  the  secretary  write  the 
Postmaster  General  at  Ottawa,  citing  the  case  and  ask- 
ing him  to  apply  a  remedy.  It  was  thought  by  some 
that  if  the  action  of  this  mail  order  house  was  in  con- 
travention to  the  postal  regulations  then  the  matter 
should  be  discussed  in  Parliament. 


CAMPAIGN  TO  INCREASE  MEMBERSHIP 

A.  Wright's  proposition  to  have  competing  teams 
appointed  to  stir  up  enthusiasm  and  increase  the  mem- 
bci-ship  met  with  much  favor,  and  after  discussion  had 
brought  forth  a  number  of  suggestions  the  following 
motions,  given  by  A.  Wright  and  seconded  by  M.  S. 
Madole,  were  adopted: 

(1)  "That  a  banner  be  offered  for  yearly  competi- 
tion in  the  securing  of  members  for  the  association, 
among  four  teams,  the  flag  to  be  in  the  possession  of 
the  captain  of  the  winning  team.  The  districts  are  to  be 
allotted  and  the  captains  selected  by  the  executive. 
The  competition  to  open  April  1  and  terminate  on  the 
eve  of  the  1016  convention." 

(2)  "That  two  individual  prizes  be  offered — one  to 
the  traveler  and  one  to  the  member  bringing  in  the 
largest  number  of  members  between  April  1  and  open- 
ing convention  day  next  year." 

The  membership  fee  paid  in  this  competition  entitles 
members  to  attend  the  1916  convention. 


CLEANING  UP  THE  SLATE 

Votes  of  thanks  were  unanimously  tendered  the  offi- 
cers for  their  work  during  the  past  year;  to  the  trade 
papers,  for  the  interest  shown  in  association  affairs,  not 
only  at  convention  time,  but  throughout  the  year;  and 
to  the  King  Edward  Hotel  Co.,  for  placing  such  a  com- 
fortable and  convenient  room  at  the  disposal  of  the 
convention. 

The  question  of  holding  the  next  annual  meeting  was 
left  in  the  hands  of  the  executive  committee. 
The  convention  adjourned  at  6.80. 


Retailers  Registered  at  Convention 


W.  F.  Macpheraon,  Preseott. 
M.  S.  Madole,  Napanee. 
Blake  L.  Booth  Welland. 
A.  E.  Bottum,  Bobcaygeon. 
W.  A.  Rankin,  Ottawa. 
F.  F.  Balsdon,  Cargill. 
Chag.   C.  Lee,  Goderich. 

F.  K.  Hope,  Hope  &  Son,  Perth. 
E.  J.  Creeper,   Creeper  &  Griffin, 

Owen  Sound. 

Albert  Wideman,  A.  &  H.  Wide- 
man.  Markham. 

H.  Occomore,  H.  Occomore  &  Co., 
Guelph. 

E.  A.  Whitten,  Whitten  Co.,  Ltd., 

Bracebridge. 
Gordon  Colton,   Colton  &  Lorimer, 

Burlington. 
W.  H.  Manning,  Coldwater. 
R.  Hawkins,   Smiths  Falls. 
R.    G.    Baxter,    Baxter  Hardware 

Co.,  Windsor. 
W.  J.  Bell,  Beeton. 
E.  W.  Teeter,  Zimmerman  &  Teeter, 

Smithrille. 
R.  A.  Wells,  Dresden. 
Chas.   W.   Conn,  Tillsonhurg. 
A]t.  3.  Wright,  Hamilton. 
S.  L.  Adolph,  Listowei. 
Thomas   Crooks.   .Jr.,  Toronto. 
T.  M.  Nash,  Wellington. 
D.  A.  McNab,  Orillia. 
Joseph  Akitt,  Creemore. 
Fred  W.  Otton,  H.  H.  Otton  &  Son, 

Barrie. 

Geo.  A.  Elliott,  Brantford. 
Ed.  Wanless,  Chatham. 

G.  A.  Binns,  Newmarket. 

R.  Hadden,  C.  E.  Hadden.  Picton. 

W.  .J.  Jeffs,  Dresden. 

W.  J.  Carter,  Carter  Bros..  Picton. 

•1 .  M.  Peacock,  Toronto. 

W.  J.  Geddes,  Embro. 

Geo.  Ferguson.  Collingwood  Hard- 
ware, Collingwood. 

W.  Magladery,  Magladery  Bros., 
New  Liskeard. 

W.  W.  Bennett,  Bennett  &  Son, 
Gananoque. 

W.  D.  Jamison.  Blenheim. 

R.  J.  Walkem,  Tottenham. 

T.  Magladery,  Magladery  Bros., 
New  Liskeard. 

T.  I.  Thomson,  T.  I.  Thomson, 
Ltd.,  Owen  Sound. 

James  D.  Smith,  Baysville. 

.Tohn  Caslor,  Toronto. 

Alex.  Hay,  Padget  &  Hay.  Agin- 
court. 

G.  B.  Padget,  Padget  &  Hay.  Agin- 
court. 


H.  P.  Morgan,  Morgan  Hdwe  Co., 

Peterboro. 
D.  Cinnamon,  Lind.iay. 
A.  T.  Shiells.  Kincardine. 
T.  A.  Murphy,  C.  Murphy  &  Son, 

Toronto. 

A.  L.  Mclnnia,  Davison  k  Mclnnii, 

Woodstock. 
Geo.   A.   Davison,   Davison   Se  Me- 

Innis,  Woodstock. 
Geo.  D,  Hubbard,  Hubbard  &  Mer 

rill  Hdwe.  Co..  Barrie. 
R.  Nicholson.  Arthur. 
Thos.    Wright,  Toronto. 
Nelson    Mills,    Mills    Hdwe.  Co. 

Ltd.,  Hamilton. 

C.  C.  Walker.  J.  W.  Walker,  Belle 
ville. 

W.   A.    Silvester,    Silvester  Bros. 

Stouffville. 
J.  J.  Metcalfe,  Shelbum. 

A.  H.  Brownlee,   Brownlee  &  At 
kinson,  Unionville. 

Jas.  Dandie.  Streetsville. 

R.  M.  Clements,  Clements  &  Co. 

Milton. 
T.  C.  Bishop.  Norwich. 
George    E.    May.    May  Brothers, 

West  Toronto. 
W.  D.  Stinson,  Duncan. 
H.  E.  McCIung,  S.  B.  McClung  A 

Co.,  Trenton. 
J.  E.  Mosley,  Huntsville. 

G.  Mathewson,  Toronto. 

K.  W.  Mathewson.  Toronto. 
J.  V.  Hill.  Oshawa. 
Robt.    Smith,    Smith    &  Schaefer, 
Bolton. 

B.  E.  Webster,  Hamilton. 

D.  Mistele,  Rodney. 

J.  Henry  &  Son,  Orono. 

E.  W.    Chard,  Toronto. 

F.  E.  Ellis.  A.  Welch  &  Son.  To- 
ronto. 

Reg.    F.    Scott.    Blue  Hardware 

Store.  Guelph. 
R.  E.  Young,  Hanover. 
J.  H.  Hedle'y,  Thornburv. 
W.  Mclntyre,  Whitby. 
F.  W.   Barton.    Port  Arthur. 
Frank  A.  Child.  Cochrane. 

H.  J.    Marshall.    Marshall,  Eccle- 
ston.  Ltd..  Timmins. 

H.  C.  Patterson,  G.  H.  Clark  &  Co., 

Niagara  Falls. 
A.   M.  Oldham,  Weston. 
Robt.  McVittie.  .Southampton. 
T.   Magladery.    M.P.P..  Englehart. 
Percy  Dixon.  Moncton. 
Geo.  Ecclestone.  Bracebridge. 


Amongst  other  liardware  dealers  who  attended  the 
dinner  were  noticed : 


Chas.  Byford,  Bond  Hardware  Co., 
Guelph. 

J.  F.  Zimmerman,  White's,  Ltd., 
Collingwood. 

W.  J,  Merrell,  Toronto. 

M.  Phillips,  Toronto. 

W.  G.  Pow,  Pow  &  Wilcox,  Till- 
sonhurg. 

A.  R.  Bernhardt,  Bernhardt  & 
Spalding.  Preston. 


C.  A.  Graham.  Toronto. 

.Tos.  Akitt.  Creemore. 

A.  W.  Walker.  W.  Walker  &  Son. 

Toronto. 
W.  D.  Stinson.  Omemee. 
Thos.     H.     Boyd.     Balmy  Beach 

Hardware.  Toronto. 
I.  F.  Eraser.  Picton. 
.T.  Preeter.  Zurich. 

(Contintirri  on  page  ',11 
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A.  Wideman,  Markham. 
l!c-clecled  to  Executive. 


Geo.  Mathewson,  Toronto. 
Roti^med  a?  .Xiiditor. 


J.  W.  Peacock,  Toronto. 
Re-elected  .\iiditor. 
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Some  Impressions  of  the  Retail  Hardware  Convention 

BY  W.  L.  EDMONDS 


A  Successful  It  will  be  a  long  time  before  the 

Convention.  1915  convention  of  the  Ontario 

Retail  Hardware  and  Stove  Deal- 
ers' Association  will  be  forgotten  by  the  members  who 
were  fortunate  enough  to  be  present. 

There  were  not  as  many  members  in  attendance  as 
there  were  in  Ottawa  last  year,  but  the  gathering  was  a 
representative  one  just  the  same.  And  what  is  rather 
significant,  the  receipts  from  membership  fees  were 
larger  than  a  year  ago. 

But  whatever  its  characteristics  might  have  been  re- 
garding members  or  measure  of  representation,  the 
convention  was  undoubtedly  one  of  the  best  in  the  ten 
years'  history  of  the  association. 

*  *  * 

Two  Outstanding-  There  were  two  outstanding  fea- 
Features.  tnres  about  the  association  which 

augur  well  for  its  future.  The 
one  was  the  enthusiasm  manifested.  The  other  was  the 
practical  nature  of  the  discussion. 

Of  course,  there  were  some  criticisms.  But  criticism, 
providing  it  is  not  an  outcropping  of  spleen,  is  a  good 
thing.   Good  criticism  is  tonic  in  its  influence. 

When  Oliver  Twist  asked  for  more  it  was  evident 
that  his  appetite  was  good.  At  the  recent  convention 
probably  more  than  the  usual  number  of  expressions 
were  heard  regarding  the  benefit,  both  financially  and 
socially,  which  members  had  obtained  by  attending  the 
annual  meetings  of  the  association.  Like  the  immortal 
Oliver,  they  naturally  want  more  of  the  good  thing. 

When  it  is  remembered  that  several  whose  names 
might  be  mentioned  have  made  substantial  sums  of 
money  from  ideas  which  they  have  picked  up  regard- 
ing methods  of  both  buying  and  selling,  it  is  not  sur- 
prising that  they  should  be  keen  for  increasing  the 
u.sefulness  of  the  association. 

And  it  was  self-evident  to  anyone  who,  with  his  eyes 
and  ears  open,  attended  the  recent  convention  that  the 
Ontario  Retail  Hardware  and  Stove  Dealers'  Associa- 
tion is  growing  in  wisdom,  in  stature,  in  usefulness,  and 
in  general  favor. 

It  is  also  becoming  more  and  more  self-evident  that 
it  does  not  pay  to  stay  away  from  conventions  of  the 
Ontario  association. 

*  •  • 

A  Membership  One  of  the  fruits  of  the  enthus- 

Campaign.  iasm  that  was  manifested  was  the 

decision  to  inaugurate  a  cam- 
paign for  increasing  the  membership  of  the  association. 

In  brief,  llio  province  will  be  divided  into  four  dis- 
tricts. In  each  district  will  be  a  captain  who,  in  co- 
operation with  others,  will  enter  upon  a  gathering-in 
campaign.  A  banner  will  be  presented  at  the  next 
convention  to  the  team  bringing  in  the  largest  member- 
ship. Prizes  will  also  be  given  to  the  individual  mem- 
ber and  to  the  individual  traveler  who  procure  the 
largest  number  of  members  during  the  year. 

Retailers  in  Ontario  who  are  not  members  may  as 
well  submit.  The  combination  which  has  set  itself  to 
the  task  of  netting  them  is  too  strong,  and  the  net  will 
be  so  widespread  that  to  try  and  ese;ipe  will  be  futile. 

*  •  « 

Canadian-made  Judging    from    ineidents  which 

Goods.  cropped  uj)  on   more   than  one 

occasion,  it  was  quite  evident 
that  the  heart  of  most  retailers  present  was  right  on 


the  question  of  Canadian-made  goods.  There  was  al- 
ways a  "hear,  hear"  when  reference  was  made  to  the 
subject.  At  the  same  time  there  was  some  criticism  of 
manufacturers  who  allowed  goods  to  leave  their  fac- 
tories without  having  been  first  properly  inspected. 
That  Canadian  manufacturers  were  not  the  only  sin- 
ners in  this  respect  was  specifically  pointed  out  by 
other  members,  who  declared  that  they  had  met  with 
similar  experiences  when  buying  imported  goods. 

This  led  to  a  discussion  of  the  subject  of  returning 
defective  goods,  and  the  consensus  of  opinion  was  that 
whenever  such  goods  were  received  they  should  be 
immediately  returned  to  the  firm  from  whom  they 
were  purchased. 

Attitude  Toward  Although  it  was  the  general 
Exhibitors.  opinion   that   an   exhibition  in 

connection  with  the  retailers 
convention  militated  to  some  extent  against  the  attend- 
ance at  business  sessions  of  the  association,  yet  it  was 
also  the  general  opinion  that  it  was,  on  the  whole,  bene- 
ficial, and  particularly  in  two  respects.  The  one  was 
in  the  educational  value  of  the  exhibition.  The  other 
was  the  additional  inducement  it  held  out  to  retailers 
to  attend  the  retail  convention. 

One  thing  is  certain,  when  the  exhibition  is  revived 
next  year,  as  in  all  probability  it  will,  it  will  be  even 
more  highly  appreciated  than  it  is  at  present. 

*  *  * 

What  Constitutes  When  someone  asked,  "What 
a  Jobber?  constitutes  a  jobber?"  a  ripple  of 

laughter  went  through  the  con- 
vention. But,  eventually,  it  developed  into  a  short  but 
serious  discussion  in  regard  to  the  injustice  of  the  priv- 
ileges of  the  jobbing  list  being  extended  to  certain 
firms  that  were  in  reality  retail  dealers.  Specific  in- 
stances were  given  to  show  the  injustice  the  practice 
wrought  upon  ordinary  retailers.  While  the  conven- 
tion came  to  no  definite  decision  as  to  how  the  "ghost" 
was  to  be  laid,  it  was  quite  evident  from  the  tone  of 
the  members  that  the  last  has  not  been  heard  of  the 
subject. 

As  to  what  constitutes  a  jobber,  the  consensus  of 
opinion  was  that  it  was  one  who  employed  travelers. 

*  *  * 

Will  Paddle  Their  One  thing  in  regard  to  which  the 
Own  Canoe.  association  gave  its  decision  was 

that  of  amalgamation  with  the 
Retail  Merchants'  Association  of  Canada.  For  some 
years  the  subject  has  occupied  the  attention  of  the 
association,  but  without,  until  the  present,  coming  to 
any  definite  decision. 

It  was  quite  evident,  from  the  tone  of  the  discussion, 
that  there  is  a  verv  strong  feeling  of  friendship  among 
members  of  the  O.R.  H.  &  S.  D.  A.  toward  the  R.  M.  A. 
Time  and  again  during  the  discussion  the  opinion  was 
I'reely  expressed  that  to  the  latter  organization  the 
retail  merchants  of  Canada  owe  a  great  deal  for  good 
legislation  obtained  and  bad  legislation  defeated.  But 
to  consent  to  a  union  of  the  two  organizations  was  a 
diflPerent  matter. 

"We  like  you:  but  we  cannot  marry  you.  Let  us 
be  as  a  sister  to  you."  This  was  in  substance  the  con- 
clusion of  the  whole  matter,  with  a  recommendation 
to  the  effect  that  all  hardwaremen  should  become  mem- 
bers of  the  Retail  Merchants'  Association. 
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T.  D.  McFablane, 
Of  McFarlane-Douglas  Co.  Ltd., 
Ottawa,  relumed  as  Vice-Prcs. 


Adam  Tati.or, 
Of  Taylor-ForbeH,  Ltd.,  Guelph.  He 
elected  President  of  C.  II.  M.  K.  A. 


J.  A.  HOSSACK. 

Of  Lufkin  Rule  Co.  of  Canada,  Ltd.. 
WindHOr,  returned  as  Vice-Prfs. 


Exhibitors'  Association  Re-Elect  Last  Year's  Officers 

Confidence  shown  C.H.M.E.A.  1914  officers  —  "New  dawn  of 
business"  l^eynote  of  President  Taylor's  address — London  next  year 


THE  annual  meeting  of  the  Canadian  Hardware 
Manufaeturers'  Exhibitors'  Association  was  held 
in  the  Kino'  pjdward  Hotel,  Toronto,  on  Wednes- 
day afternoon,  February  24,  the  first  day  of  the  Retail 
Hardware  Convention. 

"It  is  my  very  great  pleasure  to  welcome  you  this 
afternoon  to  the  third  annual  convention  of  the 
C.H.M.E.A.",  said  President  Adam  Taylor  on  calling 
the  meeting  to  order.  "We  are  on  the  eve  of  the 
greatest  industrial  revival  in  twenty-five  years.  The 
new  light  is  breaking  and  is  being  hailed  lustily  by 
every  businesvs  man  in  the  country  who  has  seen  the 
first  pink  flushes  of  the  'New  Dawn.' 

"There  have  been  numerous  events  throughout  the 


business  world  recently  which  directly  and  beneficially 
affect  the  Canadian  manufacturer.  At  the  beginning 
of  the  year  as  we  looked  at  the  situation  about  every- 
thing that  could  be  done  had  been  done  to  bring  about 
return  of  activity.  Only  one  thing  is  now  lacking, 
and  that  thing  is  up  to  the  manufacturers — Get  busy 
and  do  something  for  ourselves. 

Lessons  Taught  by  War. 

"The  Euro{)ean  war  has  tanght  us  one  lesson, 
namely — national  unity.  Too  many  are  sitting  around 
waiting  for  the  Government  to  pass  a  law  of  some  kind 
that  will  cause  enormous  foreign  trade  to  spring  up 
over  night  that  will  start  every  factory  working  double 
time,  and  yet  they  are  not  doing  anything  to  get  the 
foreign  trade  themselves.  And  still  others  expect  to 
come  down  some  morning  and  find  the  representatives 
of  some  of  the  warring  powers  waiting  for  them  with 
orders  enough  to  run  their  plants  at  war  prices  for  a 
year,  day  and  night. 

"In  the  meantime,  the  traveling  men  are  laid  off. 
Before  the  "boom  time"  spoiled  us  all  when  we  needed 
l)nsiness  we  went  after  it  and  we  fre(iuently  brought 
it  home.  Have  we  forgotten  how  to  s^ll  goods?  Are  we 
content  to  insert  a  little  ad.  in  the  trade  paper,  get  out 
a  few  circulars,  and  wait  for  the  orders  to  roll  in?  Have 
we  forgotten  how  we  used  to  work,  and  have  we  be- 
come incapable  and  lazy  through  a  few  years  of  good 
business?  That  is  the  way  countries  begin  to  decay 
and  it  is  just  as  true  of  manufacturers  and  business 
houses, 

"Look  around  and  you  will  see  instances  enough  to 
prove  the  truth  of  these  remarks.  Think  it  over;  look 
pleasant  and  get  busy.  There  is  business  to  be  had 
if  you  go  after  it  in  the  right  way. 

"Now,  gentlemen,  it  will  be  your  duty  to-day  to 
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elect  your  president  and  directors  for  1915-16,  and  as 
we  are  on  the  crest  of  the  waves  and  the  tide  is  coming 
in,  I  wonld  suggest  that  you  elect  a  strong  board.  All 
the  good  things  coming  may  not  arrive  in  1915,  but 
the  pendulum  is  swinging  back  and  prosperity  i^;  on  the 
way. 

Good  Working-  Officers  Wanted 

"T  would  also  suggest  that  yon  sec  that  your  direc- 
tors are  'workers.'  for  you  will  need  them  in,  the  next 
year,  so  as  to  hold  and  build  up  the  association,  and 
then  should  it  be  possible  to  hold  an  exhibition  in  1916 
yon  will  have  a  board  that  will  carry  it  through  to  a 
successful  issue. 

"No  cloud  but  what  has  its  silver  lining  and  no  evil 
but  what  may  not  have  something  of  a  blessing  in  it." 

At  the  conclusion  of  the  president's  address,  which 
was  ordered  received  on  motion  of  Messrs.  Stewart  and 
Billinghurst.  Secretary  Tobin  read  the  minutes  of  the 
various  directors'  meetings  held  since  the  Ottawa  con- 
vention, and  gave  a  resnme  of  the  year's  business. 

The  Elections 

On  motion.  A.  A.  Bittues  took  the  chair  to  conduct 
the  election  of  officers  for  1915.  It  was  unanimously 
agreed  hy  the  meeting  to  re-elect  the  same  officers  as 
last  year,  substituting  for  the  name  of  second  vice-presi- 
dent J.  "\V.  Moncur.  who  is  not  now  with  a  Canadian 
hardware  manufacturing  concern,  that  of  R.  Yendall,  of 
Ricliards-"Wilcox  Canadian  Co..  London. 

President  Taylor,  on  his  own  behalf  and  those  officers, 
his  colleagues,  of  last  year,  thanked  the  members  for 
the  confidence  reposed  in  them;  and  Mr.  Yendall 
promised  to  do  all  he  could  to  further  the  interests  of 
the  association. 

A  number  of  suggestions  were  made  regarding  the 
time  and  place  of  holding  next  year's  convention  and 
exhibition.  It  seemed  to  be  the  consensus  of  opinion 
that  London  be  the  place;  that  the  exhibition  be  held 
for  one  whole  week  from  Monday  morning  to  Saturday 
night;  that  the  public  be  invited  to  visit  the  exhibition; 
that  newspapei-  publicity  be  given  the  exhibition  for 
some  days  before  the  event  and  during  "Hardware 
"Week."  This  whole  matter  resolved  itself  into  the 
following  motion  put  by  Messrs.  Yendall  and  Hance. 
"That  London  be  selected  as  the  place  for  holding  next 
year's  exhibition,  and  that  the  time  be  the  week  of  the 
retail  convention,  if  general  conditions  permit." 

This  motion  was  carried.  After  a  vote  of  thanks  was 
passed  to  the  officers  for  their  last  year's  work  the 
meeting  adjonnierl. 


HARDWARE  JOBBERS'  SEMI-ANNUAL  MEETING 

The  liall'-yearly  meeting  of  the  Canadian  Wholesale 
Hardware  Association  was  held  at  the  offices  of  Jenkins 
&  Hardy,  Toronto,  on  Wednesday,  February  24,  the 
following  houses  being  represented: 

Starke-Seybold,  Ltd.,  Montreal;  D.  H.  Howden  & 
Co.,  Ltd.,  London;  Hobbs  Hardware  Co.,  Ltd.,  London; 
AVood,  Vallance  &  Co.,  Hamilton;  Caverhill,  Learmont 
&  Co..  Montreal;  A.  Prudhomme  &  Pils,  Ltd.,  Montreal; 
Rice  Lewis  &  Son,  Ltd.,  Toronto ;  Kennedy  Hardware 
Co.,  Ltd.,  Toronto;  and  H.  S.  Howland,  Sons  &  Co., 
Ltd.,  Toronto. 

A  deputation  from  the  association  attended  the  re- 
tail hardware  convention  and  presented  greetings  in 
the  morning,  and  the  members  remaining  in  the  city 
accepted  the  invitation  of  the  C.  H.  M.  E.  A.  and  at- 
tended the  dinner  tendered  the  hardware  trade  in  the 
evening. 


RETAILERS  REGISTERED  AT  CONVENTION. 

f  Continued  from  page  j8. ) 


Thos.  Crooks,  Jr.,  Toronto. 
W.  C.  Smvthe,  Toronto. 
E.  A.  James,  Toronto. 

E.  James  Humphrey,   W.   E.  Ma- 
gee, Toronto. 

W.  E.  Magee,  Toronto. 
•T.  C.  McFadden,  Toronto. 
S.  W.  Weldon,  Toronto. 
J.  E.  Higgins,  Toronto. 
G.  W.  Boden,  Toronto. 
T.  Pennell,  Gilmour  &  Pennell,  To- 
ronto. 

S.  Ward.  C.  H.  &  B.,  Toronto. 

F.  A.  J.  Hunt,  Toronto. 
F.  E.  Hutton,  Toronto. 
A.  W.  Gilmour,  Toronto. 
W.  H.  Acken,  Toronto. 
L.  B.  Snyder,  Berlin. 

Chris.  Israel,  0.  H.  M.  B.,  Berlin. 


Howard  Fleming,  Creeper  &  Grif- 
fin Owen  Sound. 

W.  .T.  Samson,  Blenheim. 

•T.  W.  Zavitz,  Munro  &  Zavitz, 
Wallaceburg. 

E.  W.  Teeter,  Zimmerman  &  Teet- 
er, .Smithville. 

R.  Nicholson,  Arthur. 

R.  P.  Freek,  Toronto. 

W.  A.  Michael,  Stanton  &  Michael, 
Toronto. 

H.  Stainton,  People's  Hdwe.  Co., 
Toronto. 

W.  F.  Heideman,  People's  Hdwe. 

Co.,  Toronto. 
H.  J.  Smythe,  Toronto. 
C.  F.  Meorehouse,  Toronto. 
Fred   Funston,    Vokes   Hdwe.  Co., 

Toronto. 


W.  B.  Wright  and  D.  W.  Elder  have  become  finan- 
cially interested  in  The  Orillia  Hardware  Co.,  Ltd.  The 
CQmpany  was  recently  incorporated  as  a  limited  liabil- 
ity company  and  capitalized  at  $40,000.  The  members 
of  the  companv  now  are  S.  L.  Mullett.  C.  E.  Mullett, 
D.  W.  Elder,  Jr..  W.  B.  Wright  and  D.  W.  Elder,  Sr. 


Blank  wall  space  in  the  store  will  not  make  any  sales. 
Put  a  good  sign  card  wherever  there  is  room  for  one. 

The  clerk  who  notices  a  shortage  in  certain  items  of 
stock,  and  fails  to  call  attention  to  it  is  not  doing  his 
part  toward  helping  the  business  along. 

Instead  of  gazing  out  of  the  window,  get  busy  dust- 
ing or  re-arranging  shelves  or  showcases. 


K.  H.  (iCKNKV 

Of  (Iiirnoy  Foundry  Co.,  Ltd..  Torniilo. 


.\.  M.  S.MITII 
Of  McClary  Mftr.  Co..  liOiidon 


.1.  Hll.I.INGlU  RST 
Of  Bocokh  Uros.  Co..  I.Ki.,  Turoiilo. 
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The  Big  Banquet  at  Dunning's  Hotel 

Manufacturers  entertain  convention — Excellent  menu,  popular 
songs  and  short  speeches   -  Fine  program  well  carried  out 


THE  one  big  entertainment  feature  of  the  Retail 
Hardware  Convention  was  the  dinner  in  Dun- 
ning's Hotel,  tendered  the  members  of  the  0.  R. 
H.  &  S.  D.  A.  by  the  officers  and  members  of  the  exhi- 
bitors' association  on  Wednesday  evening,  at  the  close 
of  the  first  day's  proceedings.  It  was  certainly  one  of 
the  best  affairs  of  the  kind  ever  pulled  off  in  the  his- 
tory of  the  hardware  trade  in  Canada,  and  every  hard- 
wareman  present  voted  it  the  most  enjoyable  function 
in  the  series  of  annual  dinners  since  the  organization 
of  the  association. 

Too  much  praise  cannot  be  given  President  Adam 
Taylor  and  his  able  lieutenants,  Frank  Tobin  and  Jim 
Hossack,  none  of  whom  got  a  chance  to  take  a  bite,  so 
busy  were  they  looking  after  their  guests  and  keeping 
the  fun-ball  rolling. 

The  dining  room  was  brilliantly  illuminated  and  the 
tables  were  prettily  decorated  with  carnations  and  daf- 
fodils when  the  three  hundred  guests  put  their  feet 
under  the  boards.  S.  W.  Peet,  of  the  Drayton  Mills, 
looked  after  the  noise  by  providing  everyone  in  attend- 
ance with  a  "Carrie  Nation"  rooter  hockey  stick,  and 
the  Disston  Saw  Co.  presented  a  little  notebook  for  the 
hardwaremen  to  write  down  their  impressions. 

Jules  Brazil  led  off  the  singing,  but  his  task  was  a 
light  one,  as  he  had  a  bunch  of  co-workers  who,  accus- 
tomed as  they  are  at  home  in  starting  the  hymns  in 
church  on  Sundays,  helped  raise  the  roof.  The  Cock's- 
o'-th '-North  were,  as  usual,  in  evidence.  The  yearly 
gatherings  would  not  be  complete  without  them.  So, 
from  olives  to  cigars,  there  was  the  best  of  "eats," 
lots  of  noise,  some  good  jokes — and  a  few  punk  ones, 
musical  melody,  short  speeches,  and  lashings  of  fun. 

Adam  Taylor  was  chairman  and  toastmaster,  and  he 
had  with  him  at  the  head  ta'ble  the  officers  of  the 
retail  association,  the  jobbers,  and  delegates  from  the 
Retail  Merchants'  Association.  Mr.  Taylor  welcomed 
his  giiests  in  a  witty  speech  and  made  the  happy  an- 
nouncement that  speeches  would  be  limited  to  five 
minutes.  But  one  toast  was  given — "The  King  and 
the  Empire."  which  was  received  with  musical  honors. 

President  Macpherson,  of  the  retailers,  appreciated 
the  Iionoi-  doiu'  him  in  returning  thanks  to  the  exhi- 


H.  P.  HUHBAKn,  A.  A.  BiTTUES. 

Of  K.  C.  Atkin-s  Co.,  Hatnilr  .n.  Of  Gillette  Safety  Razor  Co.  Montreal. 

Kettirned  as  Directors. 


bitors  for  their  entertainment,  and  told  a  couple  of 
stories,  but,  as  they  were  Scotch,  they  passed  over  the 
heads  of  Ed.  Wanless  and  his  gang. 

Tom  Williamson  got  a  choral  reception  on  rising  to 
tell  what  he  knew  of  several  kinds  of  manufactures. 
The  ideal  manufacturer  (from  the  jobbers'  standpoint), 
he  said,  was  the  one  who  sold  only  through  the  jobber 
— "God  bless  his  soul" — none  of  them  now  exist.  The 
bad  manufacturer  was  one  who  sold  the  jobber  and 
told  him  he  would  sell  no  other  way.  Then  when  he 
had  him  loaded  up,  proceeded  to  load  up  all  the  re- 
tailers. But  there  was  a  good  manufacturer,  too,  one 
who  sold  both  jobber  and  retailer,  but  let  both  know 
what  he  was  doing. 

He  believed  the  most  economical  method  of  dis- 
tributing goods  so  far  found  to  date  was  through  the 
jobber.  He  put  in  a  plea  to  retailers,  asking  them  to 
give  more  time  and  consideration  to  buying,  as  "goods 
well  bought  are  half  sold."" 

Given  the  Iron  Cross 

At  this  juncture  Secretary  Tobin  presented  Mr.  Wil- 
liamson with  an  iron  cross  inscribed  with  the  motto, 
"Not  Made  in  Canada." 

Mr.  Williamson,  in  thanking  the  donors  for  their 
very  kind  gift,  took  occasion  to  draw  the  attention  of 
those  present  to  the  fact  that  it  was  a  Maltese  cross, 
and  that  even  the  manufacturers  themselves  had  found 
it  necessary  to  go  outside  of  Canada  to  procure  the 
gift. 

B.  W.  Ziemann.  Dominion  President  of  the  R.  M.  A., 
said  that  his  organization  filled  a  place  not  occupied 
by  any  other  association  in  Canada.  He  was  sorry 
the  retail  hardware  dealers  were  not  to  amalgamate 
with  them,  but  he  was  glad  to  know  of  the  resolution 
put  through  favoring  the  R.  M.  A.  Merchants,  whether 
members  of  the  R.  M.  A.  or  not.  throughout  Canada  are 
to-day  enjoying  benefits  obtained  through  that  organ- 
ization. Because  of  the  opposition  of  Secretary 
Trowern.  all  retailers  in  Ontario  are  exempt  from  the 
workings  of  the  Workmen's  Compensation  Act. 

D.  Deschamps.  Montreal,  past-president  of  the  R. 
M.  A.,  told  what  his  province  of  Quebec  was  doing  to 
boost  J\Iade  in  Canada  goods. 

A  Hardware  Home  Guard 

Introduced  as  a  soldier,  since  he  wore  knee  breeches. 
Col.  Gartshore  said  if  this  present  war  continiied.  it 
might  be  necessary  to  form  a  hardware  home  guard 
from  those  around  the  tables.  If  this  was  done  he 
would  be  happy  to  lead  them. 

The  "Laurier  of  the  hardware  trade."'  M.  S.  Madole, 
grew  reminiscent  of  wire  fence  days.  He  believed  that 
manufacturers  selling  at  a  fixed  price  was  good  for 
the  retail  trade.  He  thought  Canadian  manufacturers 
as  fair  a  lot  of  men  as  to  be  found  in  any  other  part 
of  the  world. 

C.  W.  Conn  contented  himself  with  telling  a  yarn 
about  some  boys  in  his  vicinity  making  money  by 
catching  squirrels  and  selling  them  to  Ford  car  owners 
who  used  them  when  taking  spins  about  the  country  to 
pick  up  the  nuts. 

In  a  witty  speech,  Percy  Dickson,  of  the  Sumner 
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L.  W.  Smith, 
Of  Canadian  Tap&  DieCo., Gait 
Re-electotl  as  Director. 


M.  R.  Gkiffiths,  Toronto 
Re-elected  as  Director. 


W.  R.  Yendall, 
Of  Richards-Wilcox  Can- 
adian Co.,  London,  a  new 
Vice-President. 


Chas.  Stewart, 
Of  James  Stewart  Mfg.  Co., 
Woodstock. 
Re  elected  as  Director. 


G.  B.  DOWSWELL, 

Of  Cummer-Dowswell  Co.,  Hamil- 
ton.  Re-elected  as  Director. 


Co..  Moncton.  N.B.,  drew  a  parallel  between  the 
hardware  trade  methods  of  Ontario  and  the  Maritime, 
and  Adam  Taylor  bore  out  the  remarks  by  stating 
that  his  company's  business  in  the  Maritime  Provinces 
in  1914.  as  compared  with  the  previous  year,  was  100 
per  cent.,  in  Quebec  80  per  cent.,  in  Ontario  60  per 
cent.,  in  Manitoba  and  Alberta  25  per  cent.,  and  in 
British  Columbia  25  per  cent. 

He  attributed  the  good  business  in  the  East  to  the 
fact  that  the  people  down  there  didn't  know  there  was 
a  war  on,  as  they  only  take  weekly  papers. 

A.  Prudhomme  made  a  patriotic  and  loyal  speech 
on  the  relations  of  the  French  and  English-speaking 
Canadians. 

How  Hardware  Dealers  Can  Get  Rich. 

James  Hardy,  asked  how  he  made  his  millions,  said 
he  considered  the  present  the  best  year  for  hardware 
dealers  to  make  money.  They  should  advance  prices. 
The  Government  would  not  object,  as  they  think  that 
with  the  war  tax  on  goods  all  people  should  help ; 
besides  the  public  expect  to  pay  higher  prices.  The 
extra  tax  of  IVo  per  cent,  should  mean  a  price  advance 
of  10  per  cent.,  as  with  the  added  cost  of  postage  and 
levies  on  cheques  and  all  financial  paper  it  would 
take  the  other  2V2  per  cent,  to  place  business  on  a 
proper  basis. 

Jas.  Lorriman,  of  Hardware  and  Metal,  and  D.  0. 
McKlinnon  of  Canadian  Hardware  Journal,  replied  for 
the  Trade  Press.  Mr.  MeKinnon  said  he  had  been 
made  "hot  under  the  collar"  a  short  time  since  by 
reading  in  the  daily  papers  that  one  of  the  big  stores 
was  selling  goods  "at  cost"  to  keep  the  factories  go- 
ing." Either  the  retailers  were  up  against  it  or  a 
big  firm  was  lying.  He  didn't  think  the  first  state- 
ment was  true.  The  time  is  coming,  however,  when 
such  matters  of  fraudulent  advertising  should  be 
brought  to  the  attention  of  the  Attorney-General. 

Mr.  MeKinnon  gave  credit  to  Hardware  and  Metal, 
as  the  ohlcr  trade  paper,  for  making  possible  the 
Hardware  Association,  and  he-  believed  that  both 
papers  deserved  encouragement  and  support  for  carry- 
ing on  during  the  year  the  campaign  for  each  suc- 
ceeding convention. 

A  vote  of  thanks  was  tendered  ^fr.  'I'jivlor.  to  which 
he  suitably  replied,  and  the  dinner  party  dispersed 
after  singing  the  National  Anthem. 

The  musical  introduction  to  the  various  courses 
served  at  dinner,  and  the  different  speakers  after  the 
banquet  were  apt  and  could  hardly  be  improved  upon. 


Manufacturers  and  Wholesalers 
at  the  Dinner 


C.  E.  Stewart,  Jas.  Stewart  Mfg.  Co.,  Woodstock. 
E.  H.  Gurney,  Gurney  Foundry  Co.,  Ltd.,  Toronto. 
R.  Yendall,  Richards-Wilcox  Canadian  Co.,  London. 
A.  M.  Smith,  McClary  Mfg.  Co.,  London. 
John  Billinghurst,  Boeekh  Bros.  Co.,  Ltd.,  Toronto. 
S.  C.  Stampleman.  Auto-Strop  Safety  Razor  Com- 
pany, Toronto. 

N.  D.  Batterson.  Auto-Strop  Co.,  Toronto. 

J.  E.  Booth,  Sanderson  Pearcy  &  Co.,  Toronto. 

W.  J.  Good,  Allan  Munro  Color  Co.,  Montreal. 

C.  H.  Trelford,  Sr..  Martin-Senour  Co.,  Toronto. 

D.  Trelford,  Martin-Senour  Co.,  Toronto. 

R.  B.  Johnson,  Pinehin.  Johnson  Co.,  Toronto. 

W.  R.  Hance,  S.  F.  Bowser  &  Co.,  Toronto. 

H.  C.  Filsinger,  Can.  Heating  &  Ven.  Co.,  Owen  Sound. 

D.  H.  Griffith,  Greening  Wire  Co.,  Hamilton. 

Adam  Taylor,  Taylor-Forbes  Co.,  Guelph. 

A.  A.  Bittues,  Gillette  Safety  Razor  Co.,  Montreal. 

P.  W.  Spry,  Gurney  Foundry  Co.,  Toronto. 

J.  E.  Penfound.  Brandram-Henderson  Co.,  Toronto. 

A.  R.  Tarlton,  Ottawa  Varnish  Co..  Toronto. 

(Continued  on  page  50) 


\).  V.  GKIKh'lTII. 

of  B.  GreoninK  Wire  Co.,  Hamilton. 
Re  elected  ns  Director. 


1".  M.  ToBiN,  Woodstock. 
Ue  elecied  Secretary  of  C.H.M.K.A. 
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Build  Now"  Slogan  to  Sell  More  Hardware 

Address  delivered  before  convention  by  Gordon  C.  Keith,  secretary  C.N.C.P.A. 
—  Co-operating  with  builders'  exchanges  to  push  builders'  hardware  sales 


ONLY  last  month  there  met  in  convention  in  this 
hotel  the  Canadian  National  Clay  Products  Asso- 
ciation, and  at  this  present  time  there  are  also 
meeting  in  convention  in  Ottawa  the  Associated 
Builders'  Exchanges.  These,  with  the  hardware 
dealers'  are  three  great  associations  that  have  some 
common  planks  in  their  platform,  one  of  which  I  would 
like  to  draw  to  your  attention. 

"You  have  no  doubt  heard  the  slogan  of  the  cotton 
growers  in  the  Southern  States,  "Buy  a  Bale  of  Cot- 
ton"; of  the  druggist,  "Buy  a  Bandage";  of  the  furni- 
ture manufacturer,  "Buy  a  Piece  of  Furniture."  I 
bring  you  a  new  slogan,  built  on  business  principles, 
"Build  Now."  This  is  a  business  proposition  for  sev- 
eral reasons,  one  of  which,  taking  all  things  into  consid- 
eration, is  that  it  is  cheaper  to  build  now  than  a  year 
ago. 

"I  mentioned  the  C.N.C.P.A..  manufacturers  of  brick. 
At  no  time  in  the  last  two  years  at  least  has  brick  been 
as  cheap  as  it  is  to-day.  You  can  secure  brick  at  $8  to 
$10  per  M.,  which  is  at  least  25  per  cent,  less  than  a 
year  ago. 

"T  referred  to  Builders'  Exchanges,  employers  of 
labor  and  dealers  in  building  materials.  There  is  no 
doubt  that  labor  is  more  plentiful  and  may  be  secured 
at  at  least  10  per  cent,  less  than  a  year  ago.  While 
some  building  materials  have  increased  in  cost,  due  to 
the  war,  there  has  been  a  decided  decrease  in  the  cost 
of  several  lines. 

Money  Loosening  Up 

"One  important  feature  in  the  building  situation  is 
the  loosening  up  of  money.  The  financial  statement 
of  the  chartered  banks  of  Canada  shows  that  they  have 
over  $1,000,000,000  in  deposits.  The  commercial  loans 
have  greatly  decreased,  and  the  money  in  the  bank 
vaults  has  been  piling  up  so  that  they  must  put  it  to 
work  if  they  wisb  to  pay  dividends,  and  money  from 
this  source  will  be  easier  to  secure.  This  same  condi- 
tion also  obtains  in  the  United  States. 

"Tn  this  connection  it  may  be  interesting  to  know 
that  in  1913  we  borrowed  from  the  United  States  $50,- 
720,000;  in  1914  we  borrowed  $54,000,000,  while  the 
first  five  or  six  weeks  in  1915  alone  we  borrowed  $37,- 
000,000.  The  bond  houses  tell  me  that  there  is  a  greater 
demand  for  bonds  and  debentures  than  they  are  able 
to  su[)])ly.  It  is  evident,  therefore,  that  there  is  money 
available  for  municipal  works  and  building  construc- 
tion. 

"There  is  still  another  feature  of  the  financial  situa- 
tion. Have  you  ever  seen  the  time  when  the  farmer 
secured  more  for  his  butter  or  more  for  his  eggs?  It  is 
interesting  to  know  that  the  farmer  secured  $86,000,000 
more  for  his  field  crop  in  1914  than  the  year  previous. 
"VVe  have  been  preaching  to  the  farmer  to  produce  more, 
and  he  is  taking  the  steps  to  produce  more  in  1915. 
This  means  that  he  will  receive  more  money  in  1915 
for  his  field  crops  that  he  did  in  1914.  It  looks  to  be 
the  logical  time,  therefore,  for  a  campaign  among  the 
farmers,  especially,  to  build  now.  To  build  and  repair 
and  paint  theii'  houses;  to  build  and  repair  and  paint 


barns.  Farmers  are  spending  money  on  automobiles, 
and  if  you  coax  them  a  little  bit  there  is  no  doubt  that 
you  will  get  a  large  share  of  the  business  for  builders' 
hardware. 

"J jet  us  all  join  together  with  the  slogan  'Build 
Now.'  " 


The  Hardware  Age,  New  York,  speaking  on  this 
subject  of  "Build  Now,"  says: 

"The  best  of  all  remedies  now  possible  for  unem- 
ployment is  the  encouragement  of  immediate  building 
or  repairing.  More  elaborate  plans  for  the  aid  of  the 
unemployed  will  require  too  much  time  and  prepar- 
ation. The  nation-wide  benefits,  even  the  necessity,  of 
reducing  the  number  of  unemployed  laborers  is  ap- 
parent to  all.  The  efi'ects  of  successful  efforts  along 
this  line  will  be  felt  in  every  branch  of  trade. 

"  'Build  Now'  is  the  terse  slogan  that  is  being  quoted 
by  students  of  conditions  to  business  men  everywhere. 
Firms  engaged  in  building  trades  in  one  city  have 
united  in  an  advertisement  offering  reductions  in  prices 
and  showing  in  detail  that  construction  at  this  time 
would  mean  a  saving  of  from  15  to  20  per  cent.  From 
the  standpoint  of  the  prospective  builder  no  better  time 
for  beginning  work  could  be  selected.  Materials  are 
lower  in  price  than  they  will  be  a  few  months  later, 
labor  is  plentiful.  The  contractor  will  accept  contracts 
which  offer  practically  no  pi-ofits,  merely  to  keep  his 
men  together.  Loans  on  real  estate  recently  made  at 
5  per  cent.,  indicate  that  no  serious  difficulty  in  financ- 
ing operations  will  be  experienced.  It  is  a  time  when 
the  man  who  expects  to  build  can  effect  a  saving  which 
should  not  be  ignored. 

"Many  real  estate  transaetions  were  closed  with  the 
definite  purpose  on  the  part  of  the  purchaser  to  build 
as  soon  as  conditions  improved.  It  is  no  longer  neces- 
sary to  argue  with  men  to  convince  them  that  condi- 
tions have  improved.  The  student  of  business  condi- 
tions has  no  doubt  now  of  the  outcome,  he  sees  better- 
ing conditions  before  us.  Under  these  circumstances 
it  really  should  require  more  persistence  than  per- 
suasiveness to  convince  investors  that  this  is  the  time 
to  begin  building. 

"Hardware  merchants  may  assist  materially  in  fur- 
thering the  'Build  Now'  movement  and  in  turn,  will 
doubtless  be  assisted  more  than  most  merchants  since 
building  means  the  purcha.se  of  materials  from  the 
hardware  man.  A  'Build  Now'  show  card  should  be 
in  every  hardware  window  in  the  country.  Wherever 
possible,  such  cards  should  be  used  in  connection  with 
a  display  of  builders'  hardware  or  other  builders' 
material.  The  local  builders'  exchange  will  probably 
be  glad  to  supply  such  show  cards  and  a.ssist  in  having 
them  placed  in  the  sliow  windows  of  all  merchants. 
Naturally  the  men  who  will  thus  assist  the  movement 
will  not  hesitate  to  begin  work  on  any  extensions  or  re- 
pairs which  they  may  intend  doing. 

"It  will  require  very  little  individual  effort  to  make 
the  'Build  Now"  movement  a  success,  the  secret  is  to 
get  everyone  to  do  his  small  part." 
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Hardware  Prices  and  the  War  Taxes 

By  W.  L.  EDMONDS 


THERE  is  probably  not  a  branch  of  the  retail  trade 
of  Canada  which  is  unaffected  by  the  recent  in- 
creases in  the  customs  taritf  and  the  war  taxes 
generally. 

In  the  whole  tariff  there  are  over  a  thousand  classifi- 
cations, and  of  these  only  a  little  over  a  hundred  re- 
main as  before. 

Of  all  the  branches  of  trade  affected  by  the  new 
customs  duties  that  appertaining  to  hardware  probably 
heads  the  list. 

Among  all  the  articles  which  a  hardwareman  carries 
in  his  store  binder  twine  is  about  the  only  thing  of  im- 
portance that  remains  upon  the  free  list. 

At  a  moderate  estimate  Canada  annually  imports  a 
hundred  million  dollars'  worth  of  such  merchandise 
as  is  sold  in  the  retail  hardware  stores  of  the  country. 
In  the  accompanying  table,  which  is  not,  of  course,  com- 
plete, will  be  found  a  list  of  the  principal  articles  im- 
ported last  year  that  are  sold  in  retail  hardware  stores. 

With  one  or  two  exceptions  all  the  lines  enumerated 
in  the  table  herewith  furnished  are  subject  to  an  in- 
crease of  5  to  TVo  per  cent. 

Hardwaremen  throughout  the  Dominion  are  natur- 
ally asking  themselves  what  they  ought  to  do  with 
Iheir  prices  in  view  of  these  increases. 

It  should  not  give  them  much  sustained  thought  in 
order  to  ai-rive  at  a  decision. 

One  thing  is  certain,  the  increases  in  the  customs 
duties  have  imparted  an  increased  value  to  the  goods 
the  hardwareman  has  in  stock,  simply  because  the  re- 
placing of  them  will  ultimately  cost  more  money. 

Imported  goods  will  cost  5  per  cent,  more  under  the 
preferential  and  7^  ^  per  cent,  more  under  the  general 
tariff. 

While  the  effect  of  the  higher  tariff  on  home-made 
goods  may  not  be  so  marked,  yet  it  must  naturally  in- 
fluence their  value  as  well,  particularly  in  view  of  the 
fact  that  nearly  all  raw  materials  that  were  on  the 
fn-e  list  have  been  transferred  to  the  dutiable  list.  This 
Avill  necessarily  add  to  the  cost  of  manufacture. 

P>ut  it  is  not  the  higher  customs  tariff  alone  that  the 
hardwareman  has  to  take  into  con.sideration.  That 
tends  to  increase  the  cost  of  his  merchandise.  But 
there  are  other  features  of  the  war  taxes  which  it  is 
■well  to  bear  in  mind,  for  they  affect  his  cost  of  doing 
business. 

Take,  for  examph'.  the  two-cent  stamps  on  che(|ues. 
and  bills  of  exeliange.  the  additional  stamp  on  letters 
and  postcards,  and  the  extra  5c  and  10c  pieces  Avhich 
have  to  be  paid  for  the  privilege  of  traveling  on  rail- 
ways and  steamboats.  The  amounts  individually  may 
be  small,  but  they  all  add  to  the  cost  of  doing  business. 

The  hardwareman  who  is  doing  business  in  Ontario 
has  got  a  furtlicr  little  item  to  consider.  And  that  lit 
til-  item  is  the  nnc-tenth  of  one  per  cent,  tax  on  lands 
and  buildings  which  the  Provincial  Government  is  to 
Ifvy.  Only  a  small  fraction,  of  coui-se.  but  even  frac- 
tions have  a  tendency  to  ruTi  into  wholes,  as  business 
men  sometimes  discover. 

Another  thing  to  be  taken  into  account  is  the  fact 
that  with  the  improvement  in  trade  conditions  will 
come  an  end  to  tlic  era  of  low  prices.  If  this  improvr- 
ment  in  trade  conditions  does  materialize,  and  judging 
from  present  indications  the  tendency  is  decidedly  in 


that  direction,  then  it  follows  that  to  replace  merchan- 
dise now  in  stock  at  the  original  purchase  price  will 
not,  as  a  rule,  be  possible. 

There  can,  therefore,  be  no  question  regarding  the 


PRINCIPAL  IMPORTS  IN  1914  APPERTAING  TO 
THE  HARDWARE  TRADE. 

Baths,  closets,  lavatories,  ertc  $  452,748 

Brooms  and  brushes    691,21.5 

Bicycles,  tricycles  and  parts    202,000 

Children's  carriages  and  sleds    411,000 

Wheelbarrows  and  hardoarts    135,000 

Cement    352,000 

Binder  twine    3,779,589 

Cyclometers,  etc   '^'^'^^^ 

Earthenware  and  chinaware    3,131,305 

Electric  light  caAons,  etc   388,000 

Goimmon  window  glass    1,497,422 

Lamp  chimneys,  etc   385,954 

Glue   406,289 

Axle  grease   

Gunpowder  and  explosives    1,28.3,417 

Eubber  belting    ^I'^ll 

Rubber  hose    'lln 

Leajther  belting    ^'^-'on9 

Brass  and  manufactures  of    4,41o,20^ 

Copper  and  m.anufactures  of    6,581,485 

Elecitroplated  and  gilt  ware    ^^^'^qo 

Agricultural  implements    "^'^''o'nnn 

Anvils  and  vises    en'^2o 

Axle  and  axle  parts    t?l 

Bar  or  steel  iron  )   ^'Il^ioq 

Butts  and  hinges  

Chains  .  .   315,000 

Cutlery   1.255,252 

riles  and  rasps    Ion  ooo 

gaws   i^y,yw.j 

Graniteware   Itl'llt 

Hollow  ware,  iron  or  steel   

Barb  wire   •••  504,266 

Wire  cloth    iLl'^k\ 

Wire,  gal.,  N'os.  9,  12,  and  13    1,308,802 

Wire  sere-ens   ■  3,043 

Tin  plates    ^'^^tt'ltt 

Tinw'are    9,-  6 

Spelter    598.9o8 

Aluminum,  mfrs.  of    oq'-as 

Gas  mantles  and  burners    '^tt 

Lamps,  lanterns,  chandeliers    l,511,-8(^ 

Paints  and  colors    ^'^^2'ooo 

Fishing  rods  of  wood   oo  noi 

Handles  of  wood    l-'l-^ 

Refrigerators   S^'-'^, 

Woodenware    o-^'-oo 

Guns,  rifles,  revolvers    o'^o"?cfi 

Builders',  cabin eitmakers '  hardware,  etc.  ...  843,486 

Locks  .  .    460,59.3 

Sewing  machines   113,88-5 

Xails,  brads,  spikes    '^^^'''Ir 

Nuts,  rivets  and  bolts    285,606 

Pipe  and  fittings    olltil^ 

Plates  and  sheets    2,4&-,9.ii 

Pumps,  hand    "'^-.^'rol 

Scales,  halan-ces,  .etc   loL.6_4 

SiTows,  wood    87,634 

Canada  plates,  Russian  iron,  etc   984,971 

Sheets,  corrugated,  galvanized    9,747 

Sheets,  corrugated,  not  galvanized    13,408 

Shetets,  flat,  galvanized    3,073,268 

Sheets,  rolled.  No.  14  gauge  and  thinner   2,669,473 

Skates    84,950 

Stoves  of  all  kinds    835,978 

Tools,  hand    954,115 

Axes   61,8o7 
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A  Great  Wrong  to  the  Retail  Trade 


Tt  is  not  possible  to  accomplish  a  thing  that  is  good 
by  a  way  that  is  wrong. 

History  is  full  to  overflowing  of  examples  in  the  af- 
fairs of  church  and  state  which  beyond  peradventure 
prove  it. 

Everybody  believes  that  the  Made-in-Canada  propa- 
ganda is  a  good  one. 

Living  in  a  time  of  stress  and  strain  we  realize  as 
never  before  the  importance  of  turning  into  the  home 
factories  every  possible  dollar.  For  the  dollar  that  is 
turned  into  the  Canadian  instead  of  into  the  foreign 
factory  means  wages  and  salaries  for  employes  and 
profits  for  employers.  And  this  in  turn  means  more 
money  for  the  purchase  of  merchandise. 

But  in  order  to  do  this  Great  Good  a  Great  Wrong 
is  not  warranted. 

This,  however,  is  what  the  pact  between  certain  de- 
partment stores  and  certain  manufacturers  has  done. 

According  to  the  alleged  provisions  of  this  pact  cer- 
tain department  stores  covenanted  with  certain  manu- 
facturers that  if  the  latter  would  sell  their  surplus  pro- 
ducts at  cost  the  former  would  be  equally  magnani- 
mous when  selling  them  to  the  public. 

Just  what  costs  means  in  its  final  analysis  neither  the 
party  of  the  first  part  nor  the  party  of  the  second  part 
have  explained. 

What  it  probably  means  is  that  the  manufacturers 
who  sold  the  goods  added  to  the  cost  of  manufacture 
the  necessary  overhead  expenses,  and  that  the  depart- 
ment store  based  its  selling  price  on  the  laid  down  cost 
plus  the  cost  of  doing  business. 

Tt  was  reasonable  to  expect  that  both  the  party  of  the 
first  part  and  the  party  of  the  second  part  did  this. 

If  they  did  not  they  both  sold  at  a  loss  and  not  at  the 
cost  price.  That  is  a  point  which  has  not  been  made 
clear  in  the  advertisements  of  the  department  stores. 

But  that  which  is  of  main  concern  is  the  Great 
Wrong  which  has  been  done  the  regular  retail  mer- 
chants of  the  country. 

At  the  very  lowest  estimate  75  per  cent,  of  the  mer- 
chandise .s-old  in  Canada  is  distributed  through  the  re- 
gular retail  trade. 

And  yet,  to  provide  a  "Roman  holiday"  for  certain 
department  stores  the  interests  of  the  retailers  have 
been  sacrificed.  No  other  term  can  be  so  aptly  ap- 
plied. 

Tf  the  goods  are  not  sold  to  the  public  on  the  basis 
alleged  then  the  public  is  the  sufferer. 

If  they  are.  then  the  retailer  is  the  sufferer. 

In  the  first  place,  he  has  to  meet  a  competitor — the 
department  store — which  has  bought  the  lines  he  han- 
dles at  a  price  wliich  puts  him  out  of  the  running. 

At  any  rate,  he  will  be  so  weighted  down  that  he 
will  be  distanced  in  the  race. 

That  it  was  a  clever  move  on  the  part  of  the  depart- 
ment stores  there  can  be  no  doubt.  • 

They  usually  recognize  when  the  psychological  mo- 
ment has  arrived  for  the  performance  of  some  stunt 
likely  to  attract  the  people. 

Their  alertness  in  this  respect  is  worth  emulation  by 
the  retailer. 

But  while  this  selling  at  cost  may  be  a  good  thing  for 
the  department  stores,  it  certainly  is  not  a  good  thing 
for  business  generally. 

For  not  only  does  it  perpetrate  a  Great  Wrong  on  the 


retailer,  but  it  naturally  tends  to  cool  his  enthusiasm 
for  the  Made-in-Canada  propaganda. 

If  we  are  to  keep  out  as  much  as  possible  of  that 
■$600,000,000  worth  of  merchandise  which  we  imported 
last  year  we  certainly  require  the  co-operation  of  the 
retailer. 

And  if  we  haven't  his  good  will,  how  can  we  get  his 
co-operation  ? 


ENTERPRISE  STOVES  IN  WINNIPEG. 

The  Enterprise  foundry  Co.,  Ltd..  Sackville.  N.B.. 
have  made  arrangements  with  The  0-Rib-O  Mfg.  Co., 
233  Stradbrooke  Avenue,  Winnipeg,  to  carry  a  full  line 
of  Enterprise  stoves,  ranges  and  furnaces  for  distribu- 
tion in  the  Canadian  Northwest.  J.  Brockest.  presi- 
dent of  the  company,  has  had  a  long  experience  in  the 
stove  and  furnace  business,  having  for  many  years  been 
a  member  of  Clare  &  Brockest.  from  which  he  recently 
retired.  Since  then  Mr.  Brockest  has  associated  his 
sons  with  him  in  busine<5s  in  the  making  of  galvanized 
garages,  furnace  pipes  and  fittings  and  other  lines  of 
sheet  metal  goods.  They  have  just  completed  a  new 
building,  where  they  have  installed  the  latest  machin- 
ery for  the  manufacture  of  these  lines  and  have  ample 
accommodation  for  carrying  a  stock  of  stove  goods. 


HARDWARE  PRICES  AND  THE  WAR  TAXES 

^  Coyitinued  from  preceding  page,  j 

wisdom  of  an  immediate  revision  of  pric<».s  by  the  retail 
hardwareman. 

During  a  brief  discussion  on  the  subject  at  the  re- 
cent meeting  of  the  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association,  it  was  estimated  that  the  cost  of 
doing  business  in  the  retail  hardware  trade  outside  the 
large  cities  ran  from  17  to  20  per  cent.  This  estimate 
was  generally  concurred  in  by  those  who  spoke  upon 
the  subject. 

With  the  advent  of  the  new  t^ixes  the  cost  of  doing 
biisiness  will  of  necessity  increase.  This  is  something 
every  business  man  naturally  desires  to  guard  against. 
But  over  the  war  taxes  he  has  no  control. 

Some  modification  of  the  cost  of  doing  business 
might  be  obtained  by  cutting  down  expenses  and  by 
inaugurating  methods  which  would  cause  stock  to 
turn  over  once  or  twice  more  in  a  year  than  it  does  at 
present. 

But  in  the  meantime  the  best  thing  and  the  most 
businesslike  thing  for  the  hardwareman  to  do  is  to 
carefully  go  over  his  stock  and  make  such  advances  as 
the  circumstances  demand. 

One  expert  in  regard  to  costs  is  of  the  opinion  that, 
in  order  to  protect  himself  against  increase  in  customs 
duties  and  war  taxes  generally,  the  hardwareman 
should  enhance  prices  fully  10  per  cent.  When  everv- 
thing  is  taken  into  account  it  will  probably  be  found 
that  liis  estimate  is  about  correct. 

There  are  undoubtedly  many  lines  on  which  it  will 
not  be  either  convenient  or  possible  to  advance  prices, 
but  every  hardwareman  knows  that  in  order  to  obtain 
an  average  increase  it  is  not  necessary  to  add  the  same 
percentage  to  each  article. 
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The  Warship  in  the  Window 

Methods  used  by  Canadian  Hardware  dealers 

TAKING  trade  advantage  of  popular  opiruon  per- 
haps better  expresses  than  anything  else  the  idea 
of  dressing  the  window  with  hardware  articles 
made  up  into  warships  and  other  warlike  accessories. 
And  there  is  reason  to  believe  that  the  following  of 
the  trend  of  popular  thought  in  dressing  the  window 
and  the  interior  of  the  store,  and  in  the  connecting  up 
of  popular  fancy  and  business  methods  is  good  busi- 
ness and  tends  to  make  for  more  and  better  sales. 

On  this  page  are  published  two  photos  illustrating 
these  points.  One  is  a  Canadian  hardware  window,  and 
the  other  is  a  window  dressed  by  a  United  States  hard- 
ware dealer.  It  shows  that  a  good  thing  is  contagious 
and  that  trade  methods  know  no  bounds.  The  Mills 
Hardware  people  report  that  their  window  "attracted 
more  attention  than  any  other  window  ever  produced 
by  them." 

For  several  months  now  The  Canadian  Hardwari' 
Journal  has  been  publishing  illustrations  and  descrip- 
tions of  hardware  window  warships — and  in  practic- 
ally every  instance  the  dealer  has  stated  the  etfort  was 
well  worth  while.  The  trim  attracted  immediate  at- 
tention; the  onlooker  saw  something  in  the  make-up 
of  the  window  which  was  wanted  about  the  home,  and 
if  immediate  sales  did  not  result,  then  added  sales 
were  made  within  the  succeeding  days  as  a  result  of 
the  dealer's  work  and  effort  in  giving  attention  to  his 
window. 

Last  month  there  was  published  a  warship  made  up 
of  hardware  items  in  the  window  of  C.  P.  Moore,  at 
Sydney,  N.S.,  and  here  is  how  Mr.  Moore  made  up  his 
trim :  The  hull  was  made  of  two  cross-cut  saws,  the 
deckhouse  was  a  roast  pan,  and  the  bridge  a  loaf  pan. 
The  mast  was  stair  rods  and  spools  of  wire,  and  the 
lifeboats  were  sad  irons.  Mouse  traps  served  as  tur- 
rets, and  these  were  mounted  with  12-gauge  shells  for 
guns.   The  funnels  were  li/^-inch  nipples,  and  the  ven- 
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Timely  patriotic  window  display  tn.-ide  by  Fied.  J.  Mills,  for  Mills  Hard- 
ware Co.,  Hamilton.  Unt.  The  display  was  constructed  of  Philadelphia- 
made  hardware,  with  the  exception  of  part  of  the  battleship  and  the  flag 
in  the  foreground.  The  latter  was  made  of  dry  colors.  The  window  at- 
tracted more  atteniion  than  any  other  window  ever  produced  by  them, 
say  the  firm. 

tilators  were  made  of  brass  elbows.  Large-sized  fish- 
hooks served  as  anchors,  the  searchlight  was  a  pocket 
lamp,  and  the  electric  lights  were  a  Christmas-tree  out- 
fit. The  deck  of  the  ship  was  wood-covered  cardboard, 
painted  aluminum;  the  smoke  was  steel 'wool,  and  the 
ship  floated  on  a  sea  of  dustbane. 

Another  wartime  display  was  put  in  recently  by 
Edgar  Carriere,  of  Hull,  Que.  It  consisted  of  a  battle- 
ship and  small  destroyer,  made  out  of  crosscut  saws, 
bolted  together  at  ends  and  spread  out  in  centre  by 
wooden  blocks.  The  decks  were  made  of  wooden 
levels,  with  cans  of  paint  for  turrets,  and 
ratchet  screwdrivers  and  large  twist  drills  for  guns. 
Japanned  whip  sockets  made  good  funnels.  To  one 
side  of  this  display  was  a  large  terrestial  globe,  and 
on  the  window  an  invitation  was  printed  to  the  public 
to  come  in  and  locate  the  seat  of  war  on  the  big  globe. 
The  background  was  made  up  of  flags,  with  rifles  and 
ammunition  prominently  displayed. 

Another  window  in  Carriere 's  store  was  partially 
filled  with  large  carriage  sponges.  At  one  side  was 
a  miniature  tent,  at  the  other  a  large  peculiarly-formed 
palm  tree.  A  large  sign  on  the  window  read:  "These 
sponges  will  not  camp  here  long  at  these  prices." 

A  novel  window  was  that  put  in  by  an  American 
hardware  dealer  lately,  the  occasion,  of  course,  being 
the  war  in  Europe.  In  the  background  was  set  a  large 
map  of  Europe  showing  the  war  strength  of  the  dif- 
ferent armies  engaged,  and  in  the  foreground  was  a 
liattleship  over  which  hovered  an  airship. 

The  battleship  was  built  up  as  follows:  The  body 
was  two  GVij-foot  crosscut  saws.  Two  steel  fishing 
cods  formed  the  masts  with  a  fish-line  drawn  over  them. 
The  two  turrets  were  mop  cans,  from  which  were 
spigots  forming  the  fore  and  aft  turret  guns;  the  small 
trims  were  cans  of  household  lubricant;  the  main  deck 
was  a  roaster  with  1-inch  street  ells  for  funnels,  and  a 
bread-pan  inverted  formed  the  bridge  and  21/^  joints 
of  4-inch  stovepipe  formed  the  sn>oke  stack. 

The  airship  was  a  square  cake  tin  inverted  with  a 
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bread  tin  for  the  car,  and  the  dasher  of  a  churn  formed 
the  propeller  with  2  soup  strainers  and  a  fly  swatter 
for  planes.  The  display  proved  to  be  a  good  attraction 
and  one  that  can  be  produced  from  most  any  small 
stock. 


WINDOWS  SHOW  CHARACTER  OF  STORE. 

By  Marsh  K.  Powers 

In  general,  there  are  three  main  classes  of  people 
whom  you  cannot  reach  by  live  window  displays — 
the  invalid  who  is  bedridden,  the  child  too  young  to 
understand,  and  the  people  who  never  pass  your  store. 
The  first  two  classes  are  not  purchasers,  and  the  third 
class  for  the  most  part  is  almost  altogether  out  of  your 
reach.  All  the  rest  can  be,  and  are  being,  reached 
every  day  by  live  window  displays. 

Buys  Not  on  Price  Alone. 

Live  customers  like  live  dealers.  No  one  has  con- 
fidence in  a  dead  one — no  one  cares  to  do  business 
with  him,  for  the  purchaser  cannot  put  faith  either  in 
his  advice  or  in  his  merchandise.   Remember,  too,  that 


Interesting  window  display  of  Simoiids'  flies,  saw-tools  and  sau  s.  made 
by  Palace  Hard  ware  Co.,  Taeoma,  Wash.  It  sviggests  a  simple  arrange- 
ment which  can  be  made  by  any  hardware  dealer. 

it  is  the  live  customer  that  means  real  money  for  you. 
He  is  the  man  who  has  money  to  spend,  and  he  is  the 
man  who  spends  it  when  you  go  after  him  in  the  right 
way.  His  money  is  never  glued  to  his  pocket.  He  does 
not  buy  on  price  alone.  Best  of  all,  he  is  the  man 
who  is  always  on  the  lookout  for  new  things  to  buy. 

"On  the  lookout"  means  that  when  he  sees  an  at- 
tractive, interesting  window  display,  he  stops  to  ex- 
amine it.  Nine  chances  out  of  ten,  he  does  not  come  in 
and  buy  at  once.  Instead  he  thinks  to  himself,  "That 
man  is  a  live  merchant — his  stock  is  up-to-date — he 
knows  his  business." 

I  do  not  mean  to  say  that  he  actually  repeats  these 


things  to  himself,  but  I  do  mean  that  he  gains  real 
confidence  in  your  store,  because  through  your  win- 
dows you  have  proven  yourself  a  live  dealer.  Then 
when  the  time  arrives  that  he  needs  something  in  the 
drug  line,  he  comes  to  you  to  ask  your  advice,  and 
he  buys  according  to  your  recommendation  because 
you  have  already  gained  his  confidence.  Your  window 
displays  have  made  him  your  customer. 

Take  an  actual  case  out  of  the  writer's  own  experi- 
ence. Two  miles  from  my  home  there  is  a  retail 
.store  which  has  built  an  enviable  reputation  for  the 
careful  displays  in  its  show  windows.  As  it  is  in  a 
neighborhood  which  I  frequently  visit,  I  long  ago 
learned  to  watch  for  its  new  displays. 

Frequently  I  go  actually  out  of  my  way  in  order  to 
pass  this  store,  and  have  often  advised  other  people  to 
be  sure  to  see  special  displays.  Not  only  do  I  thus  ad- 
vertise this  store  for  its  owner,  but  two-thirds  of  my 
ordinary  purchases  are  made  at  this  inconvenient  place, 
merely  because  no  other  store  in  my  neighborhood  ha» 
yet  caught  my  eye. 

No — I  will  withdraw  that  last  phrase.  There  ia 
another  store  three  blocks  from  my  home  which  I  pass 
several  times  a  week.  Its  window  is  always  carelessly 
filled.   Needless  to  add,  I  have  never  entered  that  store. 


WINDOW  DIVIDED  INTO  REMOVABLE  SECTIONS 

A  merchant  who  for  years  has  been  in  the  habit  of 
neglecting  his  windows  for  want  of  time  to  properly 
decorate  them,  recently  hit  upon  the  idea  of  dividing 
the  window  into  sections,  having  each  section  remov- 
able and  built  so  that,  by  having  one  duplicate,  there 
was  at  all  times  one  section  back  in  the  store  being 
fixed  up  and  there  to  work  on  during  odd  moments. 
Such  a  plan  besides  allowing  the  dealer  to  look  after 
his  window  display  to  better  advantage  has  the  fea- 
ture that  being  changed  one  section  at  a  time,  the 
window  display  is  always  in,  and  its  power  as  a  busi- 
ness attractor  is  constantly  maintained.  This  is  of 
particular  importance  to  a  dealer  located  on  a  busy 
street  and  who  depends  largely  on  his  windows  for 
trade. 

REMOVE  PAINT  SPOTS  FROM  WINDOW. 

Of  course,  you  can  take  paint  spors  off  window  glass 
with  paint  remover  or  with  soda,  but  in  either  case  the 
liquid  is  apt  to  run  down  on  the  sash  and  injure  the 
paint  that  you  don't  want  to  remove.  You  can  also 
scrape  the  paint  off  with  a  putty  knife,  but  there's  al- 
ways the  danger  of  scratching  the  glass.  About  the 
best  way  is  to  wet  the  spots  sparingly  with  alcohol,  take 
a  silver  dollar,  lay  it  flat  on  the  glass  and  rub  it  around. 
The  milled  edge  of  the  coin  will  cut  the  paint  off.  while 
the  metal  is  not  hard  enough  to  scratch  the  glass. 

For  softening  up  paint  spots  that  are  very  difneult 
to  remove,  a  solution  of  oxalic  acid  and  water  is  re- 
commended. For  polishing  glass,  nothing  can  beat 
wood  alcohol. — Varnish  Talks. 


The  housewives'  thoiights  at  this  time  turn  to  house- 
cleaning,  and  so  should  the  dealer.  He  has  a  variety 
of  lines  that  the  hou.sewife  will  require  in  the  annual 
spring  clean-up.  and  these  should  be  featured.  He  should 
also  give  some  thought  to  actual  house-cleaning  in  con- 
nection with  his  store. 
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Collins'  Course  in  Show  Card  Writing 


/  6ih  of  a  series  of  articles 
specially  prepared  for  this 
journal. 


There  will  always  be  occasions  when  the  card  writer 
will  be  called  upon  to  do  lettering  on  a  circle.  This 
may  be  a  complete  circle  or  only  part  of  one.  Begin- 
ners sometimes  make  the  mistake  of  thinking  that  let- 
ters made  on  a  circle  should  have  the  vertical  strokes 
all  pointing  toward  the  centre.  This  gives  the  lower 
part  of  the  letters  a  contracted  or  pinched  appearance. 
We  give  an  illustration  showing  the  correct  and  incor- 
rect way  of  doing  this  kind  of  work.    On  the  upper 


Incorrect  and  correct  methods  of  circular  lettering 

line  the  letters  are  made  with  the  vertical  lines  point- 
ing to  the  centre  of  the  circle.  Those  in  the  lower  line 
are  made  to  do  away  with  the  contraction  of  the  lower 
part  of  the  letters  and  are  shaped  the  same  as  if  done 
on  a  straight  line.  The  dotted  lines  show  how  to  form 
the  letters.  If  you  will  continue  these  lines  you  will 
find  they  meet  in  one  centre.  That  is,  those  of  each  line. 
The  letters  in  the  lower  line  are  made  by  striking  a 
centre  line  from  the  centre  of  the  circle,  and  making  the 
letters  parallel  to  these  lines.  They  are  the  same  width 
at  top  and  bottom.  This  we  give  as  the  principle  of 
making  the  letters  on  a  circle,  but,  after  you  have  had 
sufficient  practice  you  will  be  able  to  lay  out  the  words 
without  measuring  or  ruling,  the  same  as  you  would 
on  a  straight  horizontal  line.  At  least,  the  letters  will 
be  sufficiently  correct  to  pass  in  card  work.  You  must 
always  remember  that  it  is  essential  to  save  all  the 
time  you  can,  both  in  laying  out  and  doing  the  brush 
work,  for  "Time  is  money,"  just  as  much  in  card  writ- 
ing as  in  any  other  kind  of  business. 

Last  month  we  gave  some  suggestions  for  the  various 
months  of  the  year  with  the  color  schemes  for  decora- 
tions, etc.  We  would  like  to  emphasize  more  fully,  if 
we  can,  the  importance  of  merchants  giving  more  time 
and  thought  to  their  window  displays.  There  is  abso- 
lutely no  better  advertisement  than  a  good  window 
display.  It  shows  the  purchasing  public  the  exact 
articles  for  sale,  and  the  price,  and  shows  them  at  a 
place  where  they  can  just  step  inside  and  learn  more 
about  them  and  will  be  more  apt  to  purchase  while  the 
subject  is  fresh  in  mind  and  the  inclination  to  purchase 
is  prominent.  Merchants  in  the  smaller  towns  are  more 
liable  to  give  less  time  and  effort  to  their  window  dis- 
plays than  those  in  the  larger  cities.  But  wherever  you 
will  find  a  merchant  in  a  small  town  that  does  pay  at- 


tention to  his  window  showings,  you  will  find  one  that 
is  talked  of,  and  being  talked  of  in  this  way  is  good 
advertising. 

The  month  of  March  opens  up  wonderful  possibilities 
for  any  line  of  business.  It  is  the  harbinger-month  of 
spring  and  the  time  to  get  advance  showing  of  spring 
goods  right  into  line.  This  will  apply  to  every  line  of 
merchandising.  Make  the  most  attractive  showings 
possible.  Furniture  and  hardware  stocks  are  particu- 
larly seasonable  lines  at  this  time  of  year.  The  annual 
housecleaning  always  means  the  discarding  of  old 
furniture  and  replacing  it  with  new.  Also  the  straight 
purchasing  of  new  goods.  Blinds,  shades,  wall  papers, 
etc.,  come  in  for  consideration  among  the  housecleaning 
articles,  Avhile  paints,  soaps,  kalsomines,  wall  finishes, 
varnishes,  cleaners  and  renovators  are  among  the  lines 
in  demand  at  this  season  of  the  year. 

As  a  decorating  feature  for  the  month  of  March,  St. 
Patrick's  Day  offers  splendid  possibilities.  Green  will 
be  the  dominant  color.  Hats,  shamrocks,  pipes,  harps, 
etc.,  may  be  used  effectively,  both  in  window  and  store 
decorations.  The  window  cards  should  have  these  colors 
worked  into  them,  while  designs  bearing  on  St.  Patrick's 
Day  emblems  Avill  be  in  keeping. 

Alphabets 

The  alphabets  shown  this  month  are  the  Old  English 
style.  This  is  perhaps  one  of  the  most  asked  for  styles 
of  letters  extant.  It  carries  with  it  many  peculiarities 
that  other  styles  do  not.    First,  it  is  probably  one  of 


Some 
Advarxee 
Showipv^fop 


Good  example  of  seationable  display  card 

the  most  illegible  alphabets  there  is,  yet  it  is  asked  for 
in  fancy  designs  and  fancy  work  more  than  any  other. 
It  is  also  used  extensively  in  engraving.  Just  why  this 
is  so  is  difficult  to  determine.  It  seems  that  the  general 
run  of  people  who  wish  something  a  little  different  or 
out  of  the  ordinary  seem  to  remember  that  there  is  a 
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Old  Kiifflish  alphabet  of  upper  and  lower  case  letters. 


Style  of  letter  called  "Old  English,"  and  they  ask  for 
it.  It  is  very  popular  in  engrossing  addresses,  etc.  It 
therefore,  devolves  upon  the  card  writer  to  be  prepared 
to  execute  this  much-asked-for  style.  There  is  no 
alphabet  so  susceptible  to  embellishment  as  this  one. 
If  you  will  notice  in  the  alphabet  shown  there  are  three 
kinds  of  ornamentation  on  the  left  side  of  the  charac- 
ters. From  A  to  M  is  one  kind,  from  N  to  R  is  another, 
and  the  balance  have  another.  These  various  kinds 
should  not  be  used  in  any  one  piece  of  work,  but  are 
given  here  to  show  the  possibilities  of  embellishment. 
These  same  ornaments  may  be  used  if  desired  on  the 
lower  case  letters. 

Sample  Card 

The  sample  card  this  month  is  one  exceptionally  plain 
and  easy  to  execute.  Various  cards  or  various  subject 
matter  can  be  made  with  this  and  similar  designs.  Any 
colored  cards  may  be  used,  or  two  colors  may  be  util- 
ized, one  for  the  centre  and  the  other  for  the  border. 
This  card  is  written  on  a  plain  white  board.  The  word 
"Spring"  is  in  purple  and  shaded  in  a  subdued  tint  of 
the  same  color.  The  small  lettering  is  in  black.  The 
plainness  of  this  card  makes  it  strong  and  effective. 


MANUFACTURERS  AND  WHOLESALERS  AT  THE 
DINNER 

(Continued  f  'loiii  page  4 

W.  J.  Cummins,  Can.  H.  W.  Johns-Manville,  Toronto. 

G.  C.  Albertson,  Can.  H.  W.  Johns-Manville,  Toronto. 

H.  E.  Wiles.  G.  P.  &  R.,  Ltd.,  Toronto. 

W.  N.  Gartshore,  MeClary  Mfg.  Co.,  London. 
C.  A.  Thomas,  Sherwin-Williams  Co.,  Toronto. 
J.  D.  Robinson,  Ottawa  Paint  Works,  Toronto. 
M.  L.  Vanstone,  Maxwells,  Ltd.,  St.  Marys. 
R.  McAlpine,  Maxwells,  Ltd..  St.  Marys. 
W.  W.  Howard.  Benjamin,  Moore  &  Co.,  Toronto. 
S.  Y.  Dingee.  Henry  Disston  &  Sons,  Toronto. 
R.  0.  Stevens.  Henry  Disston  &  Sons.  Toronto. 
J.  W.  Perkins.  Kir-Ben,  Ltd.,  Almonte. 
John  Stevely,  Columbia  Handle  Co.,  London. 
S.  W.  Peet,  Drayton  Mills,  Ltd.,  Drayton. 
J.  C.  Towers,  Con.  Plate  Glass  Co.,  Toronto. 
Frank  Lapp.  Imperial  Oil  Co..  Ltd.,  Toronto. 
F.  L.  Wenip.  Pinchin,  Johnson  &  Co.,  Toronto. 
T.  W.  McKenney,  Gutta  Percha  &  Rubber.  Ltd.,  To- 
ronto. 


Lewis  H.  Hagar,  Gillette  Safety  Razor  Co.,  Montreal. 

J.  C.  O'Connor,  Dominion  Register  Co.,  Ltd.,  Toronto. 

J.  E.  Morden,  Wm.  Harland  &  Son,  Toronto. 

F.  W.  Rose,  Harland  &  Son,  Toronto. 

R.  A.  Edington,  A.  Ramsay  &  Son  Co.,  Montreal. 

James  Hossack.  Lufkin  Rule  Co.,  Windsor. 

D.  P.  Cotter,  Gillette  Safety  Razor  Co.,  Montreal. 

E.  Cecil  Roberts,  Benjamin,  Moore  &  Co.,  Ltd..  To- 
ronto. 

J.  D.  Dunn.  Gillette  Safety  Razor  Co..  Montreal. 
Geo.  B.  Dowswell.  Cummer-Dowswell,  Ltd..  Hamilton. 

F.  M.  Tobin.  Woodstock. 

J.  H.  Vernon,  Rice  Lewis  &  Son,  Ltd.,  Toronto. 
W.  J.  Cowan,  Rice  Lewis  &  Son,  Toronto. 

G.  C.  Young,  Lewis  Bros..  Ltd.,  Toronto. 

T.  B.  Williamson.  H.  S.  Howland  &  Sons,  Toronto. 
W.  F.  Cotton.  H.  S.  Howland  &  Sons,  Toronto. 
J.  S.  H.  Alexander.  Wood,  Vallance  &  Co.,  Hamilton. 
■  J.  Hardy,  Jenkins  &  Hardy,  Toronto. 
A.  Prudhomme,  A.  Prudhomme  Fils  Co.,  Montreal. 
W.  Starke,  Starke-Seybold,  Ltd.,  Montreal. 
L.  M.  Smith,  Wells  Bros  Co.,  Gait. 
A.  E.  Gilverson,  Rice  Lewis  &  Son,  Toronto. 
W.  J.  Lawson,  Rice  Lewis  «&  Son,  Toronto. 

C.  S.  Stewart.  Rice  Lewis  &  Son.  Toronto. 

G.  T.  James.  Wood,  Vallance  &  Co.,  Hamilton. 
G.  C.  Seybold,  Cochrane  Hardware,  Sudbury. 

D.  H.  Foster,  H.  S.  Howland,  Sons  &  Co.,  Toronto. 
W.  H.  Cruckshank.  H.  S.  Howland,  Sons  &  Co.,  To- 
ronto. 

P.  0.  King.  Kennedy  Hardware  Co..  Toronto. 

R.  P.  Dickson,  Sumner  Co..  Moncton.  X.B. 

Amongst  other  manufacturers  or  their  representa- 
tives who  attended  the  convention  were : 

J.  H.  Conover.  branch  manager  Mai'tin-Senour  Co.. 
Ltd.,  Toronto. 

Max  ]\Iorell,  Dominion  Iron  &  Steel  Co.,  Toronto. 

E.  Shopard.  Hamilton  Sewer  Pipe  Co.,  Hamilton. 
Wm.  Campbell,  Toronto  Plate  Glass  Importing  Co., 

Toronto. 

A.  D.  Brown,  A.  Ramsay  &  Son  Co.,  Montreal. 
J.  McMartin,  Lowe  Bros.,  Ltd.,  Toronto. 
Thos  Chadwick.  Gendron  Mfg.  Co.,  Toronto. 


K.  W.  Gunn,  of  the  McClary  Mfg.  Co.  staff,  has  been 
promoted  from  the  Vancouver  house  to  a  position  in 
the  head  office  at  London. 
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Time  to  Start  "Clean-Up  and  Paint-Up"  Campaign 


THE  time  for  spring  cleaning  is  at  hand.  During 
the  winter  months,  dirt  and  rubbish  of  every 
kind  accumulate  in  back  yards  and  alleys  so 
tliat  there  are  few  premises  but  need  a  thorough  clean- 
ing-up.  Dirt  makes  for  disease;  cleanliness  for  health. 
Nothing  adds  more  to  the  beauty  and  attractiveness  of 
a  neighborhood  than  clean,  tidy,  well-kept  yards  and 
lawns.  It  is  a  good  plan  to  have  grass  plots  and  flowers 
in  the  front  and  both  flowers  and  gardens  in  the  back 
yards.  You  will  be  surprised  at  the  quantity  of  vege- 
tables that  can  be  grown  in  a  bed  only  a  few  feet 
square.  Then  ,  there  is  the  health  side  of  doing  work 
of  this  kind,  for  the  reason  that  it  is  outdoor  exercise. 

Here,  then,  is  a  chance  for  the  hardware  dealer  to 
suggest  ways  and  means  to  the  people  in  his  community 
that  it  is  in  the  best  interest  of  all  that  the  town  be 
made  clean.  The  dealer  can  help  on  this  spirit  prob- 
ably more  than  any  other  person  in  the  town.  He  can 
co-operate  with  the  public  authorities,  and  he  can,  by 
suggestion  with  those  who  come  in  contact  with  him 
daily  spread  the  good  work.  He  can,  in  his  windows 
.show  pictures  of  what  has  been  accomplished  else- 
where, and  he  can,  too,  show  many  of  the  articles  that 
are  necessary  for  hoiiseholders  to  use  when  the  idea  has 
taken  hold  and  the  campaign  is  under  way. 

His  advertisements,  also,  can  be  made  to  serve  a  good 
and  useful  purpose,  and  the  more  he  works  along  all 
these  lines  the  greater  will  be  the  return  in  sales  in 
his  store.  A  mere  glance  at  the  articles  required  in 
house  cleaning,  yard  cleaning,  gardening,  painting,  etc., 
should  immediately  convince  the  dealer  that  he  is  the 
man  who  should  be  forward  in  pushing  the  "Clean- 
Up"  campaign  in  his  locality. 

The  results  that  have  been  obtained  during  the  past 
couple  of  years  in  a  business  sense  alone  wherever  this 
campaign  has  been  inaugurated  have  easily  justified 
the  starting  of  this  educational,  healthful  and  beneficial 
movement.  The  extra  sales  that  have  been  made  by 
dealers  wherever  this  campaign  has  been  put  into  play 
have  run  into  millions  of  dollars. 

True  it  is  that  some  of  this  business  would  have  come 
anyway,  but  from  the  experience  of  live  dealers  in  the 
various  towns  of  Canada,  where  the  "Clean-Up  and 
Paint-Up"  movement  has  been  started,  it  is  safe  to  say 
that  a  great  deal  of  their  spring  business  has  been  en- 
tirely due  to  the  pushing  of  the  campaign. 
_  A  suggestion  that  can  be  profitably  put  into  prac- 
tice is  this  :  Tf  you  know  of  people  in  your  neighborhood 
who  intend  moving  this  spring,  see  that  they  don't 
move  into  a  dirty  house.  You  should  be  able  to  sell 
paint,  besides  housecleaning  articles,  if  you  are  on  to 
your  job. 

A  "Clean-Up  Week." 

Tn  some  centres  efforts  are  being  made  on  the  part  of 
women's  clubs,  sanitary  commissions  and  various  other 
commercial  organizations  to  set  apart  a  week  as 
"Clean-Up  Week."  This  is  an  idea  which  should  bene- 
fit the  paint  trade  and  be  helpful  to  housecleaning  lines 
and.  therefore,  is  one  which  many  dealers  could  very 
easily  assist  in  because  it  would  naturally  re-sult  in  the 
sale  of  considerable  paint  and  other  articles.  "Clean- 
Up  Week"  has  no  political  significance — it  is  a  subject 
which  should  interest  every  citizen,  not  only  from  the 


point  of  beauty,  but  more  especially  from  a  health 
standpoint,  so  a.s  to  avoid  epidemics. 

There  is  something  monotonous  about  cleaning  house, 
cleaning  up  back  yards,  alleys,  cellars,  etc.,  but  when 
it  is  finished,  it  is  a  thing  for  a  person  to  stand  back 
and  view  with  pride  the  result  of  the  efforts.  A  man 
who  will  clean  up  a  back  yard  will  more  than  likely  be 
impressed  with  the  idea  that  a  fence  needs  painting,  or 
that  a  grape  arbor  needs- some  repairing  and  then  that 
a  coat  of  paint  would  improve  its  appearance.  Another 
will  find  that  his  back  porch  needs  some  attention  and 
he  will  call  in  a  carpenter  and  then  a  painter  and  the 
result  of  all  this  fixing  up  and  repairing  means  a  de- 
mand for  paint.  Why  would  it  not,  therefore,  be  a 
good  proposition  for  hardware  and  paint  dealers  to  aid 
a  movement  of  this  kind  with  a  view  of  not  only  mak- 
ing their  towns  and  cities  more  sanitary,  but  from  a 
point  of  increasing  their  business  as  well.  There  is 
nothing  more  unsightly  than  to  see  a  corner  lot  full  of 
rubbish  and  perhaps  on  a  half  dozen  trees  will"  appear 
twice  that  number  of  signs  of  real  estate  dealers  who 
are  trying  to  sell  the  lot  or  house  which  is  plastered 
all  over  with  agents'  labels.  These  things-  are  unsight- 
ly and  tend  to  keep  down  values  as  well. 

The  application  of  paint  is  in  harmony  with  sanita- 
tion, as  it  prevents 'the  decaying  of  buildings  and  bad 
odors  at  the  same  time  it  beautifies,  etc.  This,  there- 
fore, being  in  close  harmony  with  the  "brightening  up 
idea,"  is  one  which  paint  dealers  can  very  profitably 
support  and  co-operate  in.  Chicago  started  a  "Clean-Up 
and  Paint-Up"  eampaign  last  year  which  was  a  great 
success.  A  great  many  other  cities  also  carried  on  these 
campaigns  last  spring,  and  the  work  was  undoubtedly 
of  advantage  to  the  paint  and  varnish  trade  in  the  cit- 
ies where  these  campaigns  were  held.  This  work  has 
the  endorsement  of  the  leading  men  everywhere. 

The  Boy  Scouts  of  many  cities  might  be  added  to 
other  forces  to  co-operate  in  this  work,  so  there  is 
every  reason  to  believe  it  would  not  only  prove  a  good 
sanitary  movement  -  but  profitable  from  a  hardware 
dealer's  standpoint,  as  "Clean-Up"  campaign  means 
decayed  parts  of  buildings  will  be  discovered  which 
will  require  repairs  by  the  carpenter  and  in  turn  much 
repainting. 

Hardware  dealers  get  busy. 


SOME  CLEAN-UP  ARTICLES  HANDLED  BY 
HARDWARE  DEALERS. 


Ash  Cans. 

Mops. 

Brushes. 

Mangles. 

Brooms. 

Polishes. 

Broom  Covers. 

Polish  Pads. 

Clothes  Pins. 

Pails. 

Clothes  Baskets. 

Rug  Beaters. 

Clothes  Lines. 

Sanitary  ]\rops. 

Dusters. 

Step  Ladders. 

Dust  Pans. 

Vegetable  Seeds. 

Flower  Seed.s 

Washing  Machines. 

Garbage  Cans. 

Wash  Tubs. 

Garden  Tools. 

Wash  Boards. 

Irons. 

Whisks. 

Ironing  Boards. 

Wringers. 

La-vvn  Mowei^. 

Vaemim  Cleaners,  and 

Lawn  Hose. 

Paints  and  Varnishes, 
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Making  the 
Spring  Paint 
Stock  Move 


Paint  window  dressed  by 
Orb  Barber  for  Chalmers 
Bros.,  Palmerslon,  Ont. 


A  hardware  merchant  who  had  laid  in  a  pretty  good 
stock  of  paints  and  paint  specialties  for  the  spring 
painting  season  found  that  the  goods  had  not  begun  to 
move  as  they  should  owing  to  backwardness  of  suitable 
painting  weather.  He  did  not  despair,  but  sought  a 
way  to  move  a  good  portion  of  this  stock  without  taking 
a  loss. 

On  a  quiet  day  in  the  store  he  sent  one  of  his  best 
salesmen  out  with>  a  horse  and  buggy  to  make  a  list 
of  all  the  homes  in  the  town  that  needed  outside  paint. 
This  was  not  a  difficult  task,  as  the  town  had  only  5,000 
population,  and  the  salesman,  having  lived  there  all  his 
life,  was  familiar  with  the  name  and  family  history  of 
almost  everybody. 

At  the  conclusion  of  a  part  of  a  day's  work  he  came 
back  to  the  store  with  a  list  of  200  names  of  prospec- 
tive buyers  of  paint.  That  is,  they  were  prospective 
buyers  in  the  sense  that  their  homes  certainly  needed 
paint,  and  some  of  them  needed  it  very  badly.  It  was 
inconceivable  that  people  who  could  well  afford  to  keep 
their  homes  fresh  and  clean  looking  had  absolutely 
neglected  to  cover  them  with  paint  for  five  or  six  years 
or  more. 

The  hardware  merchant  was  enthused  over  the  suc- 
cess of  his  idea  up  to  this  point,  and  urged  the  salesman 
to  write  a  letter  that  could  be  mailed  to  all  of  these 
prospects,  setting  forth  in  a  salesmanlike  way  the  ad- 
vantages of  painting  the  exterior  of  their  homes. 

After  being  written  and  rewritten  a  number  of  times, 
the  letter  was  finally  gotten  into  such  shape  that  it 
suited  the  merchant.  The  letter  was  worded  as  fol- 
lows : 

"This  is  the  season  of  the  year  that  is  most  suitable 
for  the  painting  of  your  home — while  the  weather  is 
fair  and  warm  and  before  the  annual  fly  pestilence 
has  begun. 

"While  you  are  planning  your  spring  improvements 
we  urge  you  not  to  neglect  painting  your  house.  It  adds 
beauty  and  preserves  the  wood.  The  money  you  may 
save  by  not  painting  will  be  lost  many  times  over  by  the 
expense  of  replacing  rotten  boards. 

"Nothing  can  be  worse  for  a  house  than  cheap  'dope' 


paint.  When  you  are  buying  paint,  we  recommend 
that  you  buy  the  best — you  will  find  that  it  pays.  De- 
mand a  strictly  pure  linseed  oil  paint — do  not  accept 
substitutes. 

"We  carry  a  thoroughly  high-grade  paint,  one  that 
we  can  cheerfully  recommend.  The  reputation  of  the 
manufacturers  has  been  back  of  it  for  a  score  of  years. 

"Come  in  and  let  us  show  you  our  complete  color 
cards,  from  which  you  can  make  your  selection  for  the 
paint  for  your  house. 

"Painting  a  house  is  an  investment  that  adds  to  its 
value-  -not  an  expense. 

"Let  us  also  show  you  our  complete  line  of  floor 
paints,  porch  paints,  wall  finishes,  varnishes,  stains,  etc. 
We  also  have  a  very  complete  line  of  brushes  for  do- 
mestic use." 

As  a  result  of  this  letter,  which  was  addressed  to  the 
individual  owning  the  home,  the  sale  of  paints  began 
to  boom  in  this  hardware  store.  With  the  letter  the 
paint  manufacturer's  advertising  literature,  some  other 
literature  on  various  paint  specialties,  and  small  color 
cards  were  enclosed.  Many  people  came  right  to  the 
store  with  the  color  cards,  their  minds  already  almost 
made  up  as  to  the  paint  they  wanted  to  buy. 

The  results  from  this  letter  were  so  good  that  the 
hardware  merchant  immediately  followed  it  up  by 
sending  the  same  communication  to  a  mailing  list  of 
farmers  in  his  community,  and  the  sales  from  that 
source  were  equally  good. 

A  good  window  display  of  paints,  varnishes,  and  spe- 
cialties was  added  to  the  campaign,  and  the  mailing 
of  the  letter  was  followed  up  by  a  newspaper  adver- 
tisement. 

The  Power  of  Suggestion. 

Instead  of  being  loaded  down  with  a  stock  that 
would  have  meant  the  loss  of  several  hiindred  dollars 
capital,  for  a  half-year,  the  hardware  merchant  prac- 
ticall.v  sold  out  and  was  obliged  to  reorder  on  some 
shades. 

The  next  .vear  he  persuaded  the  paint  manufacturer 
from  whom  he  bought  to  write  a  letter  and  mail  it  to 
about  a  thousand  of  his  customers,  and  his  sales  that 
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year  showed  that  the  people  of  the  town  had  really  be- 
come interested  in  "brightening  up."  That  sort  of 
thing  is  contagious,  and  when  a  man  paints  his  home, 
his  neighbors,  not  to  be  put  in  the  shade,  are  sure  to 
follow  suit  as  soon  as  they  can  afford  to  do  so. 

This  experience  proved  to  the  hardware  merchant 
that  there  are  a  great  many  things  that  people  want  and 
ought  to  have  that  they  do  not  know  they  want  or  need 
until  someone  comes  along  and  passes  the  hint  to  them. 
Such  a  form  of  suggestion  as  the  personal  letter  be- 
came Mr.  Hardware  Merchant's  one  best  bet  in  reach- 
ing his  customers,  and  he  now  develops  business  in 
many  lines  by  its  use. 


WAY  TO  INCREASE  SALES 

In  accord  with  the  usual  custom  of  The  Delscamp- 
Roemhildt  Co.,  Dayton,  Ohio,  that  company  gave  its  an- 
nual theatre  party  recently,  to  the  Master  Painters  of 
Dayton  and  their  wives.  There  had  been  approximate- 
ly 200  invitations  sent  out,  and  special  arrangements 
at  the  theatre  were  perfected.  The  many  witticisms 
which  are  iisually  expounded  by  this  jovial  party  add- 
ed greatly  to  the  pleasure  of  all.  Each  lady  in  the 
party  was  given  a  holiday  package  to  add  to  her  pleas- 
ure during  the  show.  The  event  is  an  annual  one  with 
this  company,  as  showing  their  appreciation  tovt^ards 
the  master  painters  of  Dayton,  and  is  looked  forward 
to  with  a  great  deal  of  pleasure,  as  a  good  time  is  al- 
ways assured. 


WHITE  LEAD  IN  AUSTRALIA, 

A  Sydney,  N.S.W.,  concern  manufacturing  white 
lead  from  concentrates  has  obtained  patents  in  the  lead- 
ing countries  of  the  world,  and  has  proved  the  value  of 
its  output,  the  estimated  profit  on  which  is  about  $50 
per  .ton.  This  lead  is  said  to  be  in  high  repute  for 
painting.  The  process,  it  is  stated,  produces  sublimed 
white  lead  direct  from  the  crushed  ore  almost  instan- 
taneously, the  product  being  conspicuous  for  its  fine- 
ness, evenness  and  absence  of  crystals.  It  is  claimed 
that  it  goes  much  farther  than  ordinary  white  lead  and 
lasts  longer. 


NO  SPECIAL  DISCOUNTS  ON  VARNISHES 

The  note  re  tlie  "blui-  varnish  order  plan,"  as  out- 
lined in  the  February  S.W.P.,  and  published  in  the  last 
issue  of  the  Canadian  Hardware  Journal,  it  should  be 
stated,  had  reference  to  The  Sherwin-Williams  Co.  of 
America,  and  not  The  Sherwin-Williams  Co.  of  Canada. 
Both  these  concerns  are  distinct  and  separate,  and  so 
are  their  policies  and  campaigns.  The  Canadian  com- 
pany do  not  give  special  discounts  on  varnishes,  but  ad- 
here to  their  standard  price  lists  and  discounts. 


INCREASING  CAPITAL 

Benjamin  ]\Ioore  &  Co..  Ltd.,  paint  manufacturers, 
Toronto,  have  undiT  pi-ovincial  charter  increased  their 
capital  from  $80,000  to +160.000. 


HOW  ONE  HARDWAREMAN  COLLECTS 

The  following  appi'ared  rcc^ently  as  a  reading  notice 
in  one  of  the  Ontario  weeklies: 

"Notice — Any  persons  indebted  to  me  will  confer  a 
favor  b}'  calling  and  settling,  as  I  require  the  money 
to  keep  the  Red  Front  Hardware  Store  stocked  with  al! 
your  necessaries. — W.  Black,  hardware  dealer,  Durham, 
Ont. 


CONVENTION  OF  SASKATCHEWAN  R.M.A. 

The  annual  meeting  of  the  Saskatchewan  Retail 
Merchants'  Association  will  be  held  in  Saskatoon  on 
May  11,  12  and  13.  This  was  decided  on  at  an  execu- 
tive conference  at  Regina,  attended  by  S.  A.  Maybee, 
president,  of  Moose  Jaw ;  1st  vice-president,  W.  W. 
Cooper,  Swift  Current ;  2nd  vice-president,  J.  W.  Mc- 
Lennan, Kamsack ;  treasurer,  J.  L.  S.  Hutchinson,  Sas- 
katoon, and  secretary,  F.  E.  Raymond,  Saskatoon. 

The  association  has  made  rapid  progress  for  the  time 
it  has  been  in  existence,  at  present  having  over  150 
active  branches,  and  two  organizers  are  now  devoting 
all  their  time  to  the  opening  up  of  work  in  the  newer 
sections  of  the  province. 


TRADE  EXHIBITION  IN  ENGLAND 

An  exhibition  of  British  manufactures  is  to  be  held 
at  the  Agricultural  Hall,  London,  England,  from  May 
10  to  May  24  next  with  the  approval  of  the  Imperial 
Board  of  Trade.  The  exhibition  will  comprise  toys, 
fancy  goods,  earthenware  goods,  glassware,  cutlery, 
electroplate,  clocks,  common  jewelry,  paper  and  sta- 
tionery.   The  object  of  the  exhibition  will  be  to  secure 


Ecclestone's  hardware  store,  Bracebridge, 
Ont.,  the  day  after  the  fire  which  a  month 
ago  destroyed  building  and  stock.  Mr. 
Ecclestone  immediately  got  busy  and 
opened  new  quarters  pending  the  renova- 
tion of  his  old  premises. 

contracts  on  behalf  of  British  manufacturers  from 
firms  who  have  previously  purchased  such  articles  on 
the  continent.  Any  buyers  leaving  Canada  for  the 
United  Kingdom  in  time  to  see  the  exhibition  should 
communicate  with  the  Director,  Board  of  Trade, 
British  Industries  Fair,  32  Cheapside,  London,  E.C.,  im- 
mediately on  arrival,  and  advice  of  their  names,  to- 
gether with  the  firms  they  represent,  should  be  sent  to 
C.  Hamilton  Wickes,  British  Trade  Commissioner  to 
Canada,  3  Beaver  Hall  Square,  Montreal. 


TO  ABSORB  ODOR  OF  PAINT 

Placing  a  pail  of  cold  water  in  a  room  and  renewing 
it  every  few  hours  will  lessen  or  entirely  absorb  the 
odor  of  fresh  paint. 
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Bringing  New  Customers  to  the  Store 


The  logical  basis  upon  which  all  sales  rest  is  by  bring- 
ing customers  into  the  store.  We  first  must  attract  the 
people — and  the  principal  methods  of  doing  this  are 
through  window  displays  and  newspaper  advertise- 
ments. When  added  to  the  dealer's  efforts  in  these  re- 
gards there  is  co-operation  on  the  part  of  the  manu- 
facturer the  task  becomes  easier. 

Such  a  system  of  co-operation  between  dealer  and 
manufacturer  has  recently  been  put  into  play  by  the 
Canadian  Wm.  A.  Rogers,  Ltd.,  Toronto,  on  a  line  of 


A  "  Kitchener"  spoon  window  dresse<l  l)y  a  Toronto  dealer. 


spoons  hitherto  thought  to  be  in  the  exclusive  pre- 
serve of  novelty  stores. 

Availing  themselves  of  the  present  wave  of  patriotic 
sentiment  that  is  sweeping  the  country,  and  improving 
on  a  sales  plan  tried  out  in  the  United  States,  this  com- 
pany conceived  the  idea  of  placing  a  line  of  souvenir 
spoons  of  useful  size  through  the  retail  trade,  helping 
the  dealers  in  attracting  customers  by  taking  large 
advertising  space  in  the  daily  papers,  and  keeping  up 
a  continuous  campaign  by  putting  a  new  spoon  on  the 
market  every  week.  All  the  expense  is  borne  by  the 
manufacturer  to  make  the  dealer's  profit  on  sales  sure, 
and  in  case  there  are  some  leftovers  the  manufacturers 
take  them  back,  return  privileges  being  incorporated 
in  all  orders.    There  thus  should  be  no  dead  stock. 

The  scheme,  or  sales  plan,  was  first  launched  in  To- 
ronto about  the  middle  of  February  and  the  British 
Hero  spoon  campaign  is  now  extending  throughout  the 
Dominion.  Every  Friday  and  Saturday  the  dailies  of 
Toronto  carry  a  three-quarter  page  advertisement  an- 
nouncing that  the  next  week  will  be  "Kitchener," 
"French,"  "Roberts,"  or  some  other  hero's  week,  and 
giving  the  names  of  local  dealers  where  these  spoons 
may  be  had.  The  dealer  links  up  the  advertisement 
with  a  window  disiplay,  and  as  the  spoons  are  of  the 
useful  shape  of  teaspoons,  appeal  to  purchasers.  All 
the  spoons  are  uniform  in  size,  style  and  design,  the 


only  exception  being  that  every  week  the  head  in  the 
medallion  is  changed. 

Selling  at  a  popular  price,  individually,  the  profits 
may  not  be  great,  but  the  plan  has  these  three  features 
to  commend  it:  New  customers  should  be  attracted  to 
the  store;  sales  show  a  sure  profit;  and  because  of  the 
return  privilege  there  should  be  no  dead  stock. 


HARDWARE  WEDDING  BELLS 

The  staff  of  the  Russill  Hardware  Co.,  Toronto,  pre- 
sented Frank  Russill,  the  proprietor,  with  a  handsome 
club  bag  on  the  eve  of  his  marriage  a  few  days  ago. 
Chas.  G.  McMillan,  the  manager,  made  the  presentation 
in  a  neat  speech.  Mr.  Russill  made  some  happy  remarks 
in  reply,  referring  to  the  good  feeling  existing  between 
himself  and  staff.  C.  S.  Knott,  of  the  Steel  Co.  of  Can- 
ada ;  H.  T.  Eager,  of  Wood.  Vallance  &  Co..  and  F.  M. 
Baker,  of  Simms  &  Co.,  St.  John,  and  Wm.  Cane  &  Sons, 
Newmarket,  who  were  also  present,  added  a  few  words 
of  congratulation  to  the  new  benedict. 


DISPUTE  OVER  HARDWARE  OWNERSHIP 

Judgment  has  been  reserved  in  the  legal  dispute  over 
the  status  of  the  partners  in  the  Wood,  Vallance  &  Co.'s 
hardware  business  at  Hamilton.  Under  the  articles  of 
partnership,  Mr.  Wood  claims  the  right  to  take  over 
the  Vallance  interest.   The  executors  of  Wm.  Vallance, 


How  the  Canadian  Wm.  A.  Rogers, 
Ltd..  are  running  their  co-operative 
advertising  campaign  —  a  three- 
quarter  page  ad.  in  a  Toronto dedly. 


who  died  in  November,  1913,  dispute  the  claim.  They 
hold  that  William  Vallance,  having  the  larger  interest 
and  as  no  partnership  arrangement  can  be  made  with 
Wood  for  a  continuation  of  partnership,  that  the  busi- 
ness should  be  wound  up  and  the  estate  have  the  right 
to  purchase  it  when  sold. 


The  Orillia  Hardware  Co..  Ltd.,  has  been  incorpor- 
ated under  a  provincial  charter. 
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perty  at  $25,000,  and  his  stock,  which  was  completely 
destroyed,  at  $15,000.  He  carried  $1 5,000  insurance  on 
the  houses  and  $3,000  on  the  stock. 


W.  D.  Garner,  of  Garner  Bros.,  Niagara  Falls,  Ont., 
is  dead. 

Edgar  Carriere,  hardware  dealer,  Hull,  Que.,  died 
recently. 

E.  G.  Scott,  of  H.  S.  Scott  &  Co.,  hardware  jobbers, 
Quebec,  is  dead. 

Laraarre  Freres'  hardware  store  at  Montreal,  was 
burned  recently. 

J.  M.  Webber,  an  old-time  hardware  dealer,  died  at 
Hamilton,  Ont.,  recently. 

Chapman  &  Flynn's  stove  and  furnace  store  at  Am- 
herst, N.S.,  was  burned  recently. 

F.  E.  Butcher  was  elected  president  of  St.  Marys 
Hardware,  Ltd.,  at  the  recent  annual  meeting. 

The  B.  &  L.  Mfg.  Co.,  handling  automobile  lubricants 
and  supplies,  have  opened  for  business  at  Sherbrooke, 
Que. 

Wm.  Almour,  for  many  years  associated  with  W.  & 
C.  Brewster,  hardware  dealers,  died  at  Montreal  re- 
cently. 

Clarke  Products,  Ltd.,  Toronto,  has  been  incorpor- 
ated to  make  and  deal  in  automobile  accessories, 
heaters,  etc.    Capital,  .$40,000. 

J.  N.  Glidden,  manager  of  the  Soo  Hardware  Com- 
pany, Sault  Ste.  Marie.  Out.,  while  visiting  at  Sud- 
bury recentlv,  dropped  dead  on  the  street. 

E.  J.  Allen  Dibblee,  of  W.  F.  Dibblee  &  Son,  hard- 
ware jobbers,  at  Woodstock,  N.B.,  is  dead.  He  was  a 
member  of  his  town  council  for  20  years,  mayor  for  two 
years,  and  member  of  the  Legislature  for  two  terms. 

James  Allen,  of  Wright  &  Allen,  hardware  and  tin- 
smithing,  Aylmer,  Ont.,  died  recently  aged  72  years. 
He  was  40  years  in  the  firm,  his  business  being  the  old- 
est in  the  town. 

The  Sepoy  Mfg.  Co.,  Ltd.,  Lucknow,  Ont.,  has  been 
incorporated  with  a  capital  of  $20,000  to  make  wheel- 
barrows, ladders  and  other  articles  of  wood  and  iron. 
Provisional  directors  are  Frank  Tait,  W.  G.  Andrew 
and  G.  H.  Smith. 

Major  T.  Malcolm  McAvity,  of  T.  McAvity  &  Sons, 
St.  John,  N.B.,  was  tendered  a  dinner  by  the  officers  of 
the  3rd  Regiment  C.A.,  in  honor  of  his  appointment  as 
brigade  major  of  the  eastern  divisional  infantry  bri- 
gade, with  head(|narters  at  Quebec. 

The  Chatham  Malleable  &  Steel  Mfg.  Co.,  Ltd.,  has 
been  incorporated  to  make  stable  fittings  of  all  kinds. 
W.  H.  Westman  is  president,  Ross  Hutf,  vice-president; 
A.  D.  Westman,  treasurer,  and  James  Richards  and  S. 
A.  Arnold,  directors.  Chatham,  Ont.,  is  where  the  head 
office  is  located. 

F.  T.  Hill  &  Co.,  Ltd.,  capitalized  at  $150,000,  head 
office  Markdale,  Ont.,  have  been  incorporated  to  carry 
on  a  wholesale  and  retail  business  in  groceries,  dry 
goods,  hardware,  plumbing,  heating,  steamfitting.  roof- 
ing and  sheet  metal  business,  and  to  purcliase  the  busi- 
nesses heretofore  carried  on  at  Markdale,  Tara, 
Orangeville,  AUiston  and  Highgatp.  under  the  name  of 
Hill  &  Co. 

Damage  estimated  at  more  than  $r)0,000  was  done 
recently  by  fire  nfar  St.  Henri  Station,  Que.,  razing  to 
the  ground  a  block  of  housos,  the  property  of  Lamarre 
Bros.,  part  of  it  being  occupied  by  their  hardware 
store.   Mr.  Joseph  Lamarre  values  the  immovable  pro- 


WILL  MAKE  STEEL  CLAD  BATHS. 

The  Steel  Trough  &  Machine  Co.,  Ltd.,  Tweed,  Ont., 
announce  that  they  have  taken  over  the  equipment  and 
patterns  and  good  will  of  The  Toronto  Steel  Clad  Bath 
Co.,  and  that  in  future  they  will  make  their  line  of  steel 
clad  baths. 


ADDITIONS  TO  ENTERPRISE  PLANT. 

During  the  past  year  several  additions  were  made  to 
the  plant  and  equipment  of  the  Enterprise  Foundry  at 
Sackville,  N.B.,  including  a  fireproof  pattern  storage 
building,  which  will  ensure  greater  safety. to  patterns. 
They  have  also  built  an  addition  of  ninety  feet  to  their 
warehouse,  and  have  also  doubled  the  capacity  of  their 
plating  department  and  installed  an  automatic  polish- 
ing machine,  one  of  the  finest  of  its  kind. 


BUSINESS  CHANGES 


Saskatchewan. 

Vidora. — ^Hodson  Hardware  Co.,  commenced. 

Fillmore — J.  E.  Wright,  hardware,  adding  tinshop. 

Creelman. — J.  E.  Wright,  hardware,  adding  tinshop. 

Elfros — F.  M.  Vincent,  hardware,  succeeded  by  H. 
G.  Sirgudson. 

Pathlow — Millard  Bros.,  of  Melfort,  hardware,  open- 
ing branch  store. 

Pathlow. — Cavanagh  &  Scammel,  hardware  stock 
sold  to  Millard  Bros.,  Melfort. 

Prince  Albert. — Partridge  Bros,  have  taken  over 
Manville  Hardware  Co.'s  tinsmith  business. 

Manitoba. 

Winkler. — Heppner  &  Loeppky,  hardware,  sold  to 
J.  J.  Loewen. 

McCreary. — D.  T.  McPherson,  hardware,  succeeded 
by  McPherson  &  Anderson. 

Armand. — W.  J.  Wood,  hardware  and  implements, 
opened  branch  of  his  Winnipeg  business. 

Ontario. 

Lucknow. — Bell  &  Dowse,  hardware,  Mr.  Dowse  re- 
tiring. 

Corunna — J.  T.  Lock,  hardware,  succeeded  by  Locke 
&  Waring. 

Kingsville. — D.  H.  MeCov,  hardware,  succeeded  by 
D.  H.  McCoy  &  Son. 

Amherstberg — Jones  &  Trimble,  hardware  and  imple- 
ments, succeeded  by  Wm.  H.  Jones. 

Toronto — Watson  &  Holmes,  tinsmiths,  dissolved 
partnership.   i\Ir.  Watson  continues. 

Barrie.— J.  R.  Hambly,  hardware,  has  sold  his  busi- 
ness to  L.  Merrill  and  G.  N.  Hubbard. 

Strathroy. — Parker  &  Sands,  hardware,  dissolved. 
Now  conducted  by  B.  0.  Parker  &  Co. 

Toronto— W.  R.  H.  Daniels,  plumber,  629  Dundas  St., 
adding  hnrd\v;ifc.    Asking  for  en t iilogues. 

Quebec. 

Montreal. — Cahana  Frere,  Ltd.,  hardware,  has  been 
registered. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  Stanley  Rule  &  Level  Co.,  New  Britain,  Conn., 

recently  placed  on  the  market  two  new  tools,  a  No. 
202  bench  dog  and  a  No.  203  bench  bracket.  The  port- 
able bench  dog  is  a  handy  little  tool  where  a  well  ap- 
pointed work  bench  is  not  available.  The  dog  can  be 
so  placed  as  to  securely  hold  a  board  or  other  work  in 
almost  any  position  required.  Even  in  connection  with 
a  fixed  bench  dog  this  portable  one  will  be  found  use- 
ful. It  is  made  entirely  of  metal,  has  well-sharpened 
points  and  has  a  blued  finish. 

The  bench  bracket  simply  requires  that  one  or  more 
small  holes  be  bored  in  the  front  of  the  bench,  the  tool 
being  such  that  when  the  jaw  or  nose  is  put  through 
it  is  automatically  held  in  place.  The  body  of  the 
bracket  is  of  iron  japanned,  and  the  clamp  screw  is 
strong,  well  threaded,  and  nickelplated. 

Marble  Arms  &  Mfg-.  Co.,  Gladstone,  Mich.,  announce 
that  they  are  now  ready  to  furnish  Mar'ble's  Vickers- 
Maxim  front  sights.  These  sights  have  an  aperture, 
for  which  it  is  claimed  that  it  is  superior  in  many  ways 
to  the  bead.  The  company  are  also  ready  with  the  R9 
rear  sights  for  Remington  auto  loaders;  their  auxiliary 
cartridges  in  a  number  of  new  sizes,  and  their  camp 
axe  No.  15,  a  dandy  for  campers,  guides,  prospectors 
and  forest  rangers.  It  is  a  double-edged  axe.  All  of 
these  are  practically  new  this  year. 

The  Delta  Electric  Co.,  Marion,  Ind.,  have  brought 
out  a  new  "Delta"  spotlight  reflector  which  lays  claim 
to  giving  the  greatest  volume  of  light  during  the  long- 
est period  of  time  on  the  smallest  consumption  of  bat- 
tery. By  a  coincidence  a  curve  in  the  reflector  was  hit 
upon  which  intensifies  the  power  of  the  projected  light. 
fSo  powerful  is  this  light  that  a  newspaper  may  be  read 
at  a  distance  of  200  feet.  The  lamp  operates  on  a  sin- 
gle dry  cell,  transmitting  an  intense  shaft  of  light 
which  the  coqipany  claim  is  equal  to  that  given  by 
other  lamps  of  one  hundred  times  its  current  consump- 
tion. 


NEW  SMALL-TYPE  VACUUM  CLEANER 

The  Invincible  Renovator  Mfg.  Co.,  Limited,  Toronto, 
has  developed  a  new  lightweight  high-powered  vacuum 
cleaner  called  the  Baby  Invincible.  This  machine  is 
for  export  shipment  and  has  many  features  not  hereto- 
fore used  on  small  cleaners. 

As  this  cleaner  is  under  a  strict  guarantee  and  will, 
in  many  cases,  be  going  several  thousand  miles  from 
home,  it  is  strongly  built  and  has  a  motor  which  is  built 
so  strongly  that  there  will  be  little  possibility  of  a 
break  occurring.  The  Baby  Invincible  retains  the  ex- 
clusive feature  of  the  swivel  handle,  which  allows 
cleaning  under  low  furniture  if  only  2^^  inches  from 
the  floor  is  available.  The  motor  has  been  increased 
in  size,  bearings  lengthened,  commutator  diameter  in- 
creased to  avoid  overheating,  and  a  new  feature  in  con- 
nections devised  to  take  care  of  variation  of  voltages, 
which  is  so  common  in  foreign  power  plants. 

The  Baby  Invincible  for  the  domestic  trade  is  of  the 
same  quality  and  but  for  the  special  connections  is  the 
same  as  the  export  machine. 


Manufacturers'  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  Remington  Arms-Union  Metallic  Cartridge 
Co.'s  Canadian  Works,  Windsor,  Ont.,  have  just  issued 
a  1915  advance  slieet  of  list  prices.  This  sheet  is  gotten 
up  to  take  (temporarily)  the  place  of  their  loaded  shell 
catalogue,  which  will  be  issued  later.  The  list  is  some- 
what novel  and  is  a  departure  from  anything  else  of 
the  kind.  On  the  front  page  is  the  "New"  club  shell 
table,  giving  every  gauge  and  every  load  furnished. 
These  are  loaded  with  black  powder  only.  The  inside 
of  the  folder,  when  opened  up,  shows  at  a  glance  all 
the  gauges  and  loads  filled  with  smokeless  powder. 
The  folder  is  very  convenient,  as  one  can  readily  ascer- 
tain every  load  and  powder  with  the  different  grades 
of  shell  at  a  glance. 

The  company  are  loading  Remington  shells  with  stan- 
dard powder  for  the  first  time  this  year,  and  they  are 
furnishing  this  year  several  loads  not  before  offered, 
thus  making  a  range  to  meet  all  requirements.  The 
folder  will  be  sent  on  request. 

Drayton  Mills,  Ltd.,  Drayton,  Ont.,  are  sending  out 

to  the  trade  their  new  price  lists  on  wood  handles,  neck- 
yokes  and  whiffletrees,  and,  in  addition,  an  announce- 
ment booklet  of  their  hockey  sticks. 

This  booklet  is  neatly  gotten  up.  with  embossed  cover, 
and  after  one  reads  it  through  it  is  seen  what  an  art 
the  making  of  hockey  sticks  is.  The  company  began 
making  the  sticks  last  year,  and  so  successful  were 
they  with  their  product  that  increased  equipment  and 
floor  space  has  been  provided  for  the  1915  business. 
The  mills  being  located  in  the  heart  of  the  rock  elm  dis- 
trict, they  grow,  cut,  saw,  season  and  manufacture  the 
sticks  under  their  own  supervision.  To  every  dealer 
who  handles  sporting  goods  a  word  of  advice  is.  ask 
for  one  of  these  booklets,  if  already  one  has  not  been 
sent. 

Besides  hockey  sticks.  Drayton  Mills,  Ltd.,  make  an 
extensive  line  of  hardwood  handles  and  other  hard- 
wood products. 

A.  Ramsay  &  Son,  Ltd.,  Montreal,  have  just  gotten 
out  one  of  the  most  elaborate  catalogues  ever  issued  in 
Canada.  It  covers  all  branches  of  the  paint  trade. 
There  are  in  the  book  over  100  exact  duplications  in  as 
many  as  eight  colors  of  all  the  labels  of  Ramsay  pro- 
ducts. Dealers  should  make  certain  of  getting  a  copy 
of  this  catalogue,  and  to  ensure  this  should  send  a 
postcard  so  that  name  and  address  may  be  added  to 
list  for  one. 

The  Crescent  Tool  Co.,  Jamestown,  N.Y.,  are  issuing 
a  series  of  circulars  descriptive  of  their  goods  for  deal- 
ers to  distribute  in  their  mail  and  in  parcels  going  out 
from  the  store.  The  name  of  dealer  is  printed  by  the 
Crescent  people  on  the  front  page  of  every  list. 

Cameron  &  Campbell,  Toronto,  have  issued  a  new 
and  attractively  illustrated  catalogue  of  their  store 
eciuipment  goods.  These  include  metal  shelf  boxes,  dis- 
play eases  in  ash.  oak  or  birch,  wall  cases  in  a  variety 
of  styles  and  designs,  for  numerous  purposes;  counters 
and  general  store  fixtures.  The  catalogue  is  well  worth 
perusal  by  dealers  intending  to  improve  the  appear- 
ance of  their  stores. 
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The  Nick  of  Time 

PEXTO  chisels  aren't  guaranteed 
to  rip  siding  off  a  barn  or  pry  open 
window  casings. 

But  they  do  give  the  sharpest  edge 
and  the  longest  service  and  the  least 
grinding  to  the  man  that  uses  them 
right. 

The  Peck,  Stow  &  Wilcox  Company 


MFRS.  IVIechanics'  Hand  Tools,  Tinsmiths'  and  Sheet  Metal 
Workers'  Tools  and  Machines,  Builders'andGenetal  Hardware 

SOUTHINGTON,  f'OXN.  CM'.VELAND,  OhIO 


Pexto  tools  are  equally  popular  with 
householders  and  expert  mechanics. 


tttttttttttttmtn 
nttttttttttttntmty 


THE  GENUINE 

MYERS 

DOLLAR 
SEWING  AWL 


Convenient  counter  display  box,  and  show 
card  in  three   colors,    JUST   OUT  NEW. 

Actual  size  of  box  105;^  x  4^4  x  1^.  One 
box  with  every  }4  doz.  awls,  shipping  weight 
2  lbs. 


See  that  exposed  reel 
under  the  finger  tips 
(THIS  PRINCIPLE  IS 
RIGHT) 

Ask  for  1914  catalogue  and 
and  wholesale  prices. 


Needles 
in  the  hollow 
handle 
screw 
top 

Canadian  Distributors  : 
A.  PRUD'HOMME  &  FILS,  LIMITED, 

10  Rue  de  Bresoles,  Montreal 
THE  HOBBS  HARDWARE  CO.,  LTD., 
London,  Ont.,  Canada 
MERRICK  ANDERSON  COMPANY, 
Winnipeg,  Manitoba 
MARSHALL-WELLS  CO.,  LIMITED,  Winnipeg,  Man. 


C.  A.  MYERS  COMPANY,  Inc.,      Sole  Manufacturers,     6319  University  Ave.,  Chicago,  III.,  U.S.A. 


"PRESTO" 

Electric  Hand  Lamps 


An  Attachment  for  any  Dry  Cell  Battery.  Equipped  with 
Tungsten  Electric  Bulb  and  two-inch  bull's-eye  lens. 

It  it  for  daily  use  everywhere  on  all  occasions,  by  the  farmer, 
plumber,  autoist.  inflpcctor,  housewife,  physician,  in  store  or 
factory,  barn  or  sarase.  cellar  or  attic.  Always  ready,  ab- 
solutely safe.    A  lot  of  light  for  a  little  money. 


The  Searchlight  Reflector  is  Pivoted  and  can  be  Moved 
Instantly  to  Any  Angle 

irkDDrpC  Here  is  your  opportunity  to  make  some  real  money  quick.  We 
JWDDCIVO  ^^j^.^,  i^j^^  (liscf)uiil.s  fo  Canadian  Houses.  Sold  either  with  or 
without  batteries.   Get  the  "Presto"  and  you  get  the  cheapest  and  best. 

Write  at  once  for  discounts  in  quantities.     Sole  Manufacturers 

METAL  SPECIALTIES  MANUFACTURING  CO. 

736-738  West  Monroe  Street,  Chicago,  U.S.A. 


No.  1000 
Price  $1.25 

(Without  Battery) 
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Hardware  Markets.  FTiirdware  items  have  undergone 
many  price  changes  since  last 
month's  report,  and  it  is  likely  that  many  more  will  be 
made  during  the  next  few  weeks. 

The  tariflf  changes  made  in  consequence  of  the  war 
tax  are  greatly  responsible  for  these,  and  strong  con- 
tributing factors  are  the  higher  transportation  charges 
and  increased  cost  of  raw  material,  which  manufactur- 
ers at  home  and  abroad  have  to  pay. 

The  half-yearly  meeting  of  the  jobbers'  association 
was  held  a  few  days  ago,  and  this  matter  of  the  new 
duty  of  7V2  per  cent,  had  an  important  place  in  the 
programme.  We  have  made  a  number  of  readjustments 
in  our  prevailing  market  prices,  but  as  new  quotations 
are  being  made  daily  it  is  practically  inqjossible  to 
make  a  complete  and  accurate  list  of  ruling  prices. 

All  the  price  changes  show,  of  course,  advances  equal 
to  the  new  duty.  Among  the  lines  comiug  under  this 
head  are  tinware,  stamped  ware,  enamelware,  copper 
ware,  galvanized  ware,  lanterns,  cutlery,  nails,  iron 
and  lead  pipe,  iron  and  copper  rivets,  bright  brass  and 
bronze  screws,  solder,  tinner's  trimmings,  smooth  wire, 
fence  wire,  brass  and  copper  wire,  builders'  hardware, 
etc.  On  American  goods  the  increase  amounts  to  71/2 
per  cent.,  and  on  British  goods  about  5  per  cent. 

New  and  increased  prices  are  expected  on  many  kin- 
dred lines  to  those  mentioned  above,  as,  for  instance, 
all  wire  and  fence  products,  including  poultry  netting, 
also  galvanized  products,  as  a  result  of  an  advance  on 
spelter. 

Both  Dun  and  Bradstreets  report  that  further  pro- 
gress is  noted  in  the  direction  of  increased  trade,  but 
hardware  jobbers  do  not  see  much  improvement  as  yet. 
The  volume  of  trade  passing  in  seasonable  lines  is  but 
fair.  Orders  continue  to  be  better  in  rural  sections 
than  in  the  larger  towns. 

Tn  the  East  business  is  holding  its  own  and  reviva-i 
of  indiistry  with  the  awakening  of  spring  is  coming 
quietly. 

#  #  * 

Metal  Markets.  The  influeJice  of  the  new  tariff 

is  felt  in  the  metal  situation.  The 
transportation  problem  on  trans-oceanic  metals  has 
caused  a  rise  in  most  of  them.  Tin  and  its  products 
have  advanced,  so  have  terne  plates,  lead,  pig  iron  and 
spelter. 

Copper  is  unchanged,  but  decidedly  fii"m.  Steel,  was 
dull,  but  the  new  tariff  has  revived  interest.  Iron  bars 
have  increased  slightly.  Lead  pipe  is  up,  so  is  iron  pipe. 

Tn  the  United  States  there  is  said  to  be  activity  in 
machine  tool  buying.  There  .is  no  scare  there  on  ex- 
port metals  to  Britain,  and  a  new  feature  is  that  Italy 
is  buying  scrap  iron.  Several  more  mills  have  blown 
in. 

*  *  * 

Heating  Lines.  This  trade  is  steady.    For  a  line 

that  has  been  somewhat  quiet  for 
nearly  two  years  now  the  stove  trade  evidently  is  on  a 
good  basis,  as  all  the  factories  are  running  and  giving 
their  employes  pretty  good  running  time. 

Manufacturers  of  oil  stoves  state  that  these  goods  are 
slated  for  an  advance  at  an  early  date.    Orders,  how- 


ever, are  slow  in  book.  Gas  stoves  and  other  summer 
lines  are  beginning  to  show  themselves,  but-inquiry  is 
quiet  as  yet. 

•    •  • 

Paint  Markets.  As  with  other  lines  handled  not 

only  by  hardware  dealers  but  by 
all  merchants  thr<)ughout  the  country,  the  paint  trade 
had  its  period  of  uncertainty  during  the  tariff  discuss- 
ion, and  as  a  consequence  there  has  been  a  stiffening  of 
prices  on  commodities  on  which  a  higher  rate  of  duty 
has  been  imposed,  and  generally  on  all  imported  lines. 
This  applies  principally  to  lead,  turpentine,  whiting, 
Paris  green  and  gasoline.  English  glue,  too,  has  ad- 
vanced a  little,  and  some  other  goods  may  go  to  higher 
figures.  Increased  transportation  charges  has  some  lit- 
tle to  do  with  advances  on  goods  from  abroad,  as  well 
as  higher  manufacturing  costs. 

Canadian  ready-mixed  paint  lines  are  not  slated  for 
an  advance  in  the  near  future,  nor,  in  fact,  are  any 
other  native  lines,  if  we  except  linseed  oil,  which  is  con- 
tinually fluctuating. 

Orders  for  paints  are  pretty  good.  The  near  ap- 
proach of  spring  is  helping  somewhat,  but  there  is  no 
great  movement  of  goods  as  yet,  hardware  dealers  and 
paint  men  playing  canny. 


WESTERN  TRADE  NOTES 

A.  II.  Hatch,  hardware  dealer,  Vancouver,  is  dead. 
W.  Bristow  has  sold  his  hardware  business  at  Elgin. 
Man. 

McElhone  &  Kelly's  hardware  store  at  Gadsby,  Alta., 
was  burned  recently. 

The  Ladysmith  Hardware  Co.'s  store  at  Ladysmith. 
B.C..  was  damaged  by  fire  recently. 

The  Manitoba  Anchor  Wire  Fence  Co.'s  plant  at 
Winnipeg  was  damaged  by  fire  recently. 

W.  A.  Templeton's  hardware  store  at  Winnipeg  was 
damaged  to  the  extent  of  $6,000  by  fire  recently. 

S.  Greenberg,  Yorkton.  Sask.,  is  adding  another  store 
to  his  hardware  business,  owing  to  his  increasing  trade. 

J.  H.  AshdoAvn,  the  prominent  hardware  dealer  of 
Winnipeg,  has  been  elected  president  of  the  Canadian 
Fire  Insurance  Co. 

Mr.  Foot,  manager  for  The  McClary  Mfg.  Co.  at 
Vancouver,  has  been  granted  a  holiday.  He  will  en- 
joy it  in  the  Old  Country. 

I\Ir.  F.  Morton  Morse,  president  of  the  Miller-Morse 
Hardware  Co.,  and  Mrs.  Morse,  are  spending  a  three 
months'  vacation  in  the  Old  Country. 

Richard  Thomas,  for  nearly  twenty  years  a  member 
of  the  J.  H.  Ashdown  hardware  staff  at  Winnipeg,  was 
presented  with  a  gold  watch  by  his  fellow-employes  on 
his  severing  connection  with  that  firm. 

Plans  are  in  progress  for  the  construction  of  a  hard- 
ware store  and  offices,  estimated  to  cost  $3,000.  for  A. 
A.  Content,  Grouard.  Alta.  The  building  is  to  be  two- 
storey,  20  X  58.  frame  construction,  shingle  or  ruber- 
oid  roofing. 

A  curling  association  has  been  formed  among  the 
Winnipeg  hardware  jobbing  houses,  to  compete  for  a 
cup  offered  by  the  Steel  Company  of  Canada.  Six  rinks 
are  entered,  representing  the  James  Robertson  Co.. 
Merrick-Anderson  Co..  J.  H.  Ashdown  Hardware  Co.. 
Marshall  Wells,  Miller-Morse  Hardware  Co..  and  Wood, 
Vallance. 
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We  did  not  start  this  war,  But— 
we're  going  to  help  finish  it 


malting  [Business  ''fetter  than  Ever 


CANADA  BRAND  PURE  PAINTS 

(Quality  Guaranteed) 

CANADA  BRAND  FLOOR  PAINTS 

(Surpaased  by  None) 

JAS-PER-ITE 

The  Present-Future  Varnish 

JAS  -  PER  -  LAC  SPECIALTIES 

The  Present-Future  Finish 


Our  New  Toro»to  Warehouse  enables  us  to  make  prompt  deliveries  to  dealers  in  Western  Ontario 
WRITE  US   TO-DAY  FOR  OUR  ATTRACTIVE  PROPOSITION  FOR   19  15 

The  Ottawa  Paint  Works  and  Ottawa  Varnish  Co.,  Ltd. 


Ottawa,  Canada 


Branch  153  Duchess  St.,  Toronto 


Hardware 
Men 


AND 


Painters 

GET  TOGETHER  ON 
THE  NEW  PROCESS 

Alabastine 
Proposition 


We  supply  the  hardware  mart,  he  keeps  Alabastine  in  stock 
for  the  convenience  of  painters  and  decorators.  We  pay 
a  Premium  {to  Painters  only)  of  2'/2C  on  every  five  pound 
package  used,  no  matter  where  or  how  they  get  it. 

All  we  require  is  the  large  word 


cut  off  the  side  of  the  package,  «nd  mailed  to  us.  For  100  from  the  5  lb. 
packages,  or  200  from  the  2  '2  lb.  packages,  we  give  a  high  grade  7  inch 
all  bristles  Wall  Brush,  or  we  give  $2.50  in  cash.  The  brush  costs  us 
more  and  is  worth  twice  the  cash  offer. 

We  are  also  advertising  in  the  "Painter  &  Decorator  "  and  our  travellers 
are  giving  out  coupons,  redeemable  at  retail  value  for  one  five  pound 
package,  free  to  any  painter  who  wishes  to  test  the  New  Process  Slow 
Setting  Alabastine.  Dealers  hand  out  a  sample  5  lb.  package  and  send 
coupon  to  us.    We  pay  50  cents  each. 

This  is  your  chance  to  get  painters  started  using  standard  package  goods 
Made  in  Canada,  listed  at  a  good  margin  of  profit  and  worth  more' 
because  of  superior  quality  and  efficiency.  The  New  Process  Alabas- 
tine spreads  and  covers  so  well,  mixes  so  easily  and  does  the  work  so 
nicely  that  there  is  a  big  item  of  saving  in  labor  that  is  worth  far  more 
than  the  difference  m  price  of  a  cheap  kalsomine.  We  have  testimonials 
and  recommendations  from  some  of  the  most  practical  and  prominent 
decorators,  who  are  using  Alabastine  with  the  best  of  success. 

Go  after  this  trade.  We  will  help  you  get  it.  Send  us  the  names  of  prospects 

The  Alabastine  Co.  Paris 


lited 


'aris 


Ontario 


When  writing  to  advertiaers  kindly  mention  Canadian  Hardware  Journal 
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PRBVAILINQ  BIARKET  PRICES. 

Toronto. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


BCETALS. 

Aluminum,  ingots    0  28 

Antimony,   per  lb   0  19 

BrMB  rods,  H  to  1  laeh.  .  0  92 

Sheets,  up  to  20  gauge.  0  25 

Tubing  1  inch  base...  0  24 

Copper,   ingots,   casting...  0  15% 
Sheet*,  plain,  14  oi. 

baia   0  2»% 

Sheets,  tinned,  14  ot. 

base   0  80  V4 

Sheets,  planished,  14  ox. 

base   0  87  H 

Sheets,  braxlera    0  2»H 

Bars,  round,  H  to  2  In.  0  27% 

Black  Sheets.  28  gauge  base, 

Toronto    2  75 

Montreal   2  70 

Canada  Plates — 

Ordinary,  52  sheets,  To- 
ronto  8  00 

All  bright.   52  sheets.  .  4  00 

Galvanized        Apollo  Ordinary 

18x24x52    ....   4  70         4  75 
60   ....  4  95         5  00 
20x28x80   ....   9  15        9  50 

20x28x80   ....   9  65  10  00 


Galvanized  Sheets 

10  p.c.  off. 
22  gouge,  per 
24  gauge,  per 
26  gauge,  per 
28  gauge,  per 

Oalyanised  Sheets 

16-20  gauge 
22-24  gauge 
26  gauge  .  . 
28  gauge  : . 


(Corrugated) 


square. . 
square. . 
square, 
square. 


6  75 

5  50 
4  25 
4  00 


Fleur  Queen'i 
de  Lis  Head 


3  55 

3  65 

4  00 
4  20 


3  90 

3  95 

4  20 
4  45 


Apollo  brand  Toronto 

24  gauge,  American  ...  3  30 
26  gauge,  American  ...  3  65 
28  gauge  (26  English)  3  80 
10%    oz.,    equal    to  28 

Eng  4  00 

Toronto 

Bar  Iron,  per  100  lb.  ...  2  00 

Forged  Iron    2  85 

Raflined  horseshoe  Iron .  .  2  40 
Sleigh    shoe    and  mild 

ateel   2  25 

Iron  finished  steal    2  50 

Tire  steel    2  20 

Hifh  speed  steel   0  65 

Lead,  Canadian  pig    5  25 

Bar  pig    6  00 

Sheets,  base,  8%  lbs.  sq. 

ft  T  80 

Pipe  and  wasta   9  00 

(Less  5  p.c.) 

Traps  and  bends  40  p.e. 

Solder,   half  and  half.   lb.  0  25 

IpaUer,   foreign,  per  100 

lb  9  50 

Sheet  zinc   11  00 

Tin,  ingots,  100  lbs  45  00 

TlB  Plates,  charcoal — 

MLB,  Famons  (aqoal  Bradley) 

Per  box 
I  C,  14x30  base   7  00 

I  X.  14x20  base    8  00 

I  X  X,  14x20  base  ...  9  25 
"DoDinion      Crown     Bast" — Ra- 
tinned. 

I  0,  14x80  kaaa   T  00 

I  X  14x80  baaa  •  85 

I  X  X,  14x80  baaa   B  50 

"Allaway's      Best"  —  Standard 
Quality. 

I  C.  14x20  base    4  75 

I  X,  14x20  base    5  50 

I  X  X,  14x20  base  ....  6  25 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  50 

Terne  Plates. 

I  C.  20x28,  112  abeets  7  40 
I  X,  Teme  Tin    9  40 

Tinned  Iron. 

72x30  up  to  24  gauge, 

case  lots    9  60 

72x80  np  to  30  (auge, 

case  lots   10  00 


Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire, 

lb   0  09% 

Light  copper  bottoms .  .  0  09 

Heavy  red  brass    0  07% 

Heavy  yellow  brasa  ...  0  07% 

Heavy    lead    0  OSH 

Light    brass    0  05  V4 

Tea  lead    0  08 

Scrap  zinc    0  08% 

No.   1  wrought  iron....  6  00 
Machinery     cast  scrap 

No.  1    8  76 

.Stove  plate    9  00 

Malleable   9  00 

Miscellaneous  steel  ....  8  00 

Iron  Pipe,  per  100  feet — 

Black  base,  1  inch  ....  4  42 
Galvanized  base,   1  inch  6  29 

Iron  Pipe  Fittings- 
Canadian  malleable,  40;  cast 
iron,  66;  standard  bnahings,  TO; 
headers  60;  flanged  onions,  66; 
malleable  bushings,  66;  nlpplas, 
77%:  malleable  lipped  unions, 
65;  plugs,   60  and  10. 

Sou  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
np  to  6  inch,  65  and  10;  7  and 

8  in.  pipe,  45. 

PAINTS  AND  GLASS 

Barn  Paint,  barrel  lots — 

Gallon  tins   ....       80  00 

Chemicals,  in  casks,  per  lb. — 

Arsenate  of  lead    0  19 

Sulphate  of  copper  (blue 

ston->  0  07 

Litharge,  gronnd   0  07 

Litharge,  flaked    0  07% 

Green    copperas  (green 

vitriol)  0  01 

Sugar  of  Lead    0  09 

Colors  In  Oil — 

Venetian  red,  1-lb.  tina, 

pure    0  12 

Chrome,  yellow,  pore  .  .  0  28 

Golden  ochre,  para  ...  0  14 

French  ochre,  pure  ....  0  12 

Chrome  green,  pore  ...  0  11 
French  permanent  green, 

pure   0  16 

Marine    black,     26  lb. 

irons   0  06 

Signwriters'  black,  pare  0  20 

Glue,  in  sheets  ...  0  10    0  15 
1  lb.  pkges  (Brantford)  0  25 

Petroleum — 

Can.  prime  white,  gal.  .  0  18% 

U.S.   water  white   0  17 

U.S.   Pratt's  astral    ...  0  17% 

Castor  oil,   per  lb..  In 

bbla   0  08    0  08% 

Motor    Gasoline,  single 

bbls   0  18% 

Benzine,  per  gal.,  single 

bbls  0  17 

Patty — 

Bulk,  100  lb.  drums..  2  60 
Bladders  in  barrels  ...  2  90 

Beady  Mixed  Patnta — 

Per  gal.,  qt.  tins  1  66    2  00 

Bed  Lead  (Dry)  — 

Genuine,  560  lb.  eaaka, 

per  cwt   6  38 

Gecaine,    100   lb.  keg*. 

per  cwt   6  75 


Shingle  Stains — 

In  5-gallon  buckets 


1  15 


Turpentine  and  Linseed  Oil — 
Pure  Turpentine,  single 

barrels    0  68 

Linseed  Oil,  single  bar- 
rel, raw   0  71 

Linseed  Oil,  aingla  bar- 
rel,  boiled    0  74 

BeilB.    "G"    gra'lp  bbl. 

per  280  lbs  7  00 


Vamlshaa,  per  gal.  eana — 

Carriage,  No.   1    1  60 

Pale  durable  body  ....  8  50 

Finest  elastic  geartng.  .  .  8  00 

Elastic  oak    1  60 

Fnrniture,   polishing    .  .  2  00 

Furniture,  extra    1  30 

Furniture,  No.  1   1  16 

Light  oil  finish    1  35 

Oold  size  japan    2  00 

Turpn  brown  japan  ....  1  60 

Baking  black  japan  ...  1  85 

Crystal  Damar    2  60 

Pure  asphaltam    1  40 

Oilcloth   1  60 

I^ightning  dryer    1  06 

Pure  while  shellac  var- 
nish, in  barrels   ....  2  00 
Pure  orange  shellac  var- 
nish, in  barrels   ....  1  00 

Canadian  pure, 

ton    lota    ....  8  30    9  56 
Canadian  pure,  less  than 

tons    8  50    e  75 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)   100  lb.  kegs.  .  0  07% 
Pure,  in  25-Ib.  Irons  (In 

oil)    0  10 

Window  Glass — 

United  Inches         Star  D.D. 

Under  ^6  .               6  50  8  60 

26  to  40                    7  00  10  00 

41  to  50                    7  40  11  70 

51  to  60                    8  00  12  00 

61  to  70                    8  75  12  75 

71  to  80                    9  50  13  85 

81  to  85   10  50  17  50 

86  to  90    18  85 

91  to  95    19  20 

95  to  100    22  75 

Toronto,  20  p.c. 

Mlscellaneons  — 

Beeswax,  per  lb   0  40 

Orange  mineral,  100  lb. 

kegs    0  08% 

Pine  tar,  V2  lb.  tins,  doz.  0  60 

Plaster  of  Paris,  bbl...  2  25 

Paris  white,  bbls   0  BO 

Whiting,   gilders,  bolted  1  00 

Whiting,   plain    0  90 


HEAVY  HAKDWAEE 


Anvils,  Taylor-Forbes 


0  05% 


Chain — Proof  coil,  per  100  lb.:  % 
in.,  $6.00;  516  in.,  96.20;  % 
In.,  $4.45;  7-16  in.,  $4.20;  % 
in.,  $3.00;  B-16  in..  $8.90;  % 
in.,  $3.80;  %  in..  $3.65;  %  in., 
$3.45;  1  in.,  $8.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain.  Iron,  50;  jack 
chain,  brass,  SO;  cow  ties,  40; 
halter  chains,  50  and  5;  tie 
outs.  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portable, 

135  lbs   9  86 

Horse  Nails — 

$2.60  per  box  baae  No.  B  and 

larger;  Sampson  Mo.  10  base, 
$2.25. 

Horseshoes  —  Iron,  light  and 
medium  No.  1  and  smaller, 
$4.15;  No.  2  and  larger,  98.B0; 
snow  pattern.  Mo.  1  and  amaller, 
$4.40;  Mo.  2  and  larger,  $4.15; 
"X.L."  new  light  steel.  Mo.  1 
and  smaller,  $4.10-  Mo.  2  and 
larger,  $3.85-  "X.L."  feather 
weight  steel.  Mo.  0  to  4,  $5.75; 
special  countersunk  steel.  Mo.  0 
to  4,  $6.25  pkg. ;  toe-weight,  all 
sizes,  $6.75. 

Toeealks  Standard,  J.P.  A  Co., 
"Blunt"  Mo.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.26; 
"Sharp"  No.  1  and  smaller. 
$1.75;  Mo.  2  and  larger,  $1.50 
per  box.    25-lb.  boxes. 

Wire  Nails,  base    2  05 

Out  nails — Montreal,  $2.50;  To- 
ronto, $2.70. 

Miscellaneous  wire  nails,  75  p.e. 
Coopers'  nails,  83  1-8  p.e. 
Pressed  spikes,  %  diameter,  per 
100  lbs.,  $8.00. 

Annealed  Wire,  base  $2.50. 

Hay  Baling  Wire — No.  18  and  18. 
$4;  No.  18%,  $4.10;  No.  14. 
$4.25;  No.  IS.  $4.50,  in  langths 
6  ft.  to  11  ft.,  80  per  cent.,  other 
lengths  20e.  per  100  lbs.  extra. 

Clothes  Line  Wira — No.  IB,  98.70 
par  100  ft. 


Ooilad  Spring  Wire — 

High  Carbon.  No.  9,  $3.40;  No. 

12,    12.55,  Montreal. 
Fin*  Steel  Wire — 25  par  cent. 
Galvanized  Wire — From  stoak. 

f.o.b.    Montreal — 100    lbs..  Ma. 

9,  $2.25,  base.      In     ear  lota 

straight  or  mixed. 
Poultry    Netting — 2-in.    mesh,  IB 

w.g    60  off. 
Smootn    Steel   Wlra— Base,  $8.80 
Wire   Fencing,    car  lots — Toronto 

Galvanized,  barb    3  85 

Galvanized,    plain   twist  3  40 
Fence  Staples — Bright.  $2.60;  gal- 
vanized, $2.85. 
Wire  Rope— Galvanized,  1st  grada, 

6  stranda,  24  wirea,   %,  $5;  1 

inch,  $16.80, 

Black,  1st  grade,  6  stranda,  IB 
wires,  %,  $5;  inch,  $15,10.  Par 
100  feet  f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    9  9S 

Plain    3  SO 

Vises,   per  lb  0  19 

Hinged  pipe  vise,  85  lbs.  8  56 

Saw  vise    4  50    5  00 

Blacksmiths',    60;    parallel.  46 
per  cent. 

OENEBAL  HABDWABS 

Adzes — Carpenters', 

per  doz.  ...   12  50     14  00 
Axes — Single  bit, 

per  doa.  ...     6  76      9  60 

Samson    9  00 

Double  bit,  per 

doz   10  50     12  60 

Bench  axea  .  .  9  00  13  00 
Broad  axes  . .  22  75  26  00 
Hunters'  axes.  5  00  6  00 
"Boys'  axes  .  .  5  75  6  60 
Lathing 

hatchets   ...     4  70     10  00 
Shingle  hatchets    1  46      6  76 
Claw  hatchets.     1  70      6  00 
Barrel  hatchets    5  50      9  85 
Ammunition  —  "Dominion"  Bis 
Fire  Cartridges  and  C.B.  capa, 
50,    10  &   2%   per  cent.;  B.B. 
<-ap8,  50,  10  and  2%  per  eant.; 
Centre  Fire  Pistol  Cartridges.  20 
and  2%  per  cent.;  Centre  Flra 
Sporting     and     Military  Cart- 
ridges,   10   per   cent.;  Primers. 
10   and   2%    per  cent.;  Brass 
Shot  Shells,   45  and  12%  par 
cent. ;  Shot  Cartridges,  diseoani 
same  as  ball  cartridges. 

Crown  Black  Powder,  "So- 
vereign" Bulk  Smokeless  Pow- 
der, "Regal"  Dense,  Smoka- 
less  Powder,  "Imperial"  Sheila, 
both  Bulk  and  Dense  Smokeleaa 
Powder.  Empty  Shells  all  80 
and  10  per  cent. 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.:  net 
extras  as  follows;  chiliad  40e. ; 
buck  and  seal  80c.;  No.  28  ball 
$1.20  per  100  lbs.;  baga  lass 
than  25  lbs.  %c.  per  lb.  f.o.b. 
Montreal,  Halifax  and  St.  John, 
f.o.b.  Toronto,  Hamilton  and 
London,  add  25e.  per  100  lbs. 
Augers — Ford's  auger  bits,  80  and 
10;  Irwin's  anger,  46;  OU- 
moor's  auger,  70;  Roekford'a 
auger,  50  and  10;  Gilmoar'a 
car,  47%;  (Hark 'a  expansive,  40. 
Jennings'  Gen.  anger,  net  list. 
Tobin  High  Speed.  60  and  6; 
Tobin  Mever  Choke.  50  and  6. 
Bam  Door  Hangers — 

Double  straphangers,  doi. 

sets   6  50 

Standard  jointed  hangera, 

doz.  sets    6  45 

Steel,  track.  1  x  8-16  in. 

(100   ft.)    9  95 

Bolts  and  Nats — 

Carriage  Bolts,  common  new  91 
list. 

Carriage  Bolts,   %  and  smaller. 
65  and  10  per  cent. 
Carriage  Bolts,    7-16    and  np, 
52  H;  and  12%  per  cent. 
Carriage  Bolta,  Norway  Iron  (98 
list),  60  per  cent. 
Machine  bolts,    %   and  leas.  70 
and  5  per  cent. 

Machine  Bolta,    7-16    and  ap, 

60  and  5  per  cent. 

Plough  Bolts,  55.  10  and  5  par 

cent. 

Bolt  Ends,  60  and  5  per  cent. 
Blank  Bolta,  57%  per  cent. 
Sleigh  Shoe  Bolta,   H  and  laaa. 

82%  per  cent. 

Sleigh   Shoe    Bolta,    716  and 
larger.  SO  and  13%  per  cent. 
Coach    Screws.     new    list,  T6 
and  5  per  cent. 

Nnts.  square,  all  sizes.  4%  e.  per 
lb.  oflT. 

Nuts,    hexagon,    all    sizes.  4% 

§er  lb.  off. 
tore  rods,  per  lb.,  8%  a.  »«  6a. 
Stove  bolta  80  and  7%. 
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•T  LOOMS  LARGE 

The  Paint  Horizon 


ON 


"ENGLISH"  PAINT 


The  ^iggest  Jj[elp  to  frighten  J^omes  and  to  ^uild  Jj[ouse  Paint  Trade 


Enter  into  the  heritage  of  our  Advertising  by  selling  them. 


R RAN PR AM -HEN PERSON 


Montreal 


Halifax 


St.  John 


Toronto 


Winnipeg 


Whan  writing  to  adT«rtlB«ri  kindly  mantion  OanadUn  Hardwara  Journal 
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Balls — Door  btlli,  pnih  and  tan, 
45  and  10  par  cent. 
Cow  belli.  6.T  per  cant. 
81eich   belli,    ihaft   and  hamaa. 
pair.    22c.  up. 

Slaich  belli,  body  atrapa,  aaeh, 

»1.15  op. 

Tarm  belli.    No.  1.  $1.65. 

Bnllding  Papar,  Etc. — 

Tarred  ilater'i  paper,  per 

roll  0  06 

O.  K.  paper,  No.  1,  per  roll  0  S5 
Plain  Fibre,  No,  1,  per  400 

ft.  roll    0  60 

Tarred   Fibre,   No.   1,  par 

400  ft.  roll    0  62 

Tarred   Fibre  Oyclona,  35 

lb.,  per  roll    0  82 

Dry  Cyclone.  15  Ib«  0  60 

Plain  Surprise,  per  roll..  0  42 
Rsiin  liied  Fibre,  per  roll  0  42 
Aibestoi    building  paper, 

per  100  lb»  8  25 

Heavy  straw,  plain  A  tar- 
red, per  ton   86  00 

Carpet  Felt,  per  100  Ibi. .  2  60 
Tarred   wool   rooflns  felt, 

per   100   lb  2  00 

Pitch,    Boiton   or  Sydney, 

per  100  Ibi  0  86 

Pitch,  Scotch,  per  100  Iba.  0  86 
Heavy  Fibre,  32  &  60,  per 

100    Ibi  8  00 

2  ply  Ready  RooflnK,  per 

iquare    0  76 

8  ply  Ready  Roofing,  par 

aqusre    0  86 

2  ply  complete,  per  roll.  1  15 

3  complete,  per  roll.  1  86 
Liquid     Roofing  Oement, 

bbls.,  per  gal   0  17 

Liquid     Roofing  Cement, 

tina   0  19 

Crude  Coal  Tar,  per  barrel  4  50 
Refined  Coal  Tar,  tina,  per 

doi   1  25 

Refined  Coal  Tar,  per  bar- 

ral   S  00 

Shingle  Varniah,  per  bbl..  6  00 

Oapi,  per  lb   0  05 

Naili,  per  lb   0  05 

Mop,  cotton,  per  lb   0  17 

Butts — Plated,     bower     barff  A 
nickel,  45  per  cent. 
Wrought  brass,  45  per  cent,  off 
reviled  list. 

Cait  iron  loose  pin,  60  per  cant. 
Wrought   steel,    fast  joint  and 

loose  pin,  70  and  5  per  cent. 

Oement. — Portland,  bags  par 

bbl  1  55    1  63 

Odd  Chisels,  5  x  6  in.  dot..  2  20 
Bevel  edge,  1  inch,  doi..  .  .  2  SO 

Oonductor  Pipe — 

2  inch,  in  10  ft.  lengths.  .  8  45 

8  "  •  •  . .  4  20 

4  .  .  6  58 

5  "  ••  .  .  7  60 

6  ••  "  .  .  9  25 

Door  Knobs — Canadian,  45  per  cent. 
Porcelain,  mineral  and  jet  knobs, 
net  list,  pins  5c. 

Door  Sets — Canadian,  50  per  eaot. 
Door  pulls,  60  per  cent. 

Door  Hangers  (Parlor)  — 

Single   sets,   each    1  80 

Double  sets,   each    8  25 

Unbreakable  rail,  100  feat  5  00 

Draw  EnlTas — 

Carpenters'  6  inch,  dos. .  .  5  25 
Holding  handlea,  8  in.,  dos.  1  80 
Folding  handles,    8  ineh, 

doi   1  80 

Bsentchaon  Pins — Steel,  diseount 
50  per  cant.  Brass,  60  par 
cant. 

BaTatrongh — 

8  in.  in  100  ft.  lengths .  .  8  02 

10          "  ••           .  .  8  80 

12          ••  .  .  8  88 

15          "  .  .  6  53 

Factory  Milk  Cans — 

Milk  cans  and  pails,  85  p.e. 
Hand     delivery    and  creamery 

cans,    35  p.c. 

Railroad  and   cream    cans  and 

taps,  40  and  12  V4  p  e. 
Creamery  trimmings,  20. 

Files  and  Basps — 

Disston's,  Great  Western  Ameri- 
can Kearney  t  Foot.  Olobe,  all 
7.5:  Black  Diamond  66  2-3,  and 
Nicholson  66%;  Jowett's  (Eng- 
lish list)   27       Delta  65. 


Hammers — Tack,  iron,  dos..  0  86 
Ladies  claw,  handled,  dos.  0  60 
Adie  eye  nail  hammer,  10 

oi.,  doi   1  25 

Adse  eye,  hickory  handle, 

1  lb.,  dci   6  25 

Adie  eye,  straight  claw,  1 

lb.,  doi   7  00 

Farriers'  hammers,  10  os., 

doi  6  50 

Tinners    setting,     Vi  lb., 

doi  4  50 

Machinists,  ^  lb.,  dos...  3  20 
Sledge,    Canadian,    5  lbs. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over   0  0« 

Sledge,   Napping,   up  to  2 

lbs   0  09 

Harvest  Tools,  50  p.c. — 

Samson,  best  quality,  47  ^  p.c. 
Sidewalk    and    stable  scrapers, 

net,  $2.25. 

Wood  hay  rakea,    40     and  10 

per  cent. 

Lawn  rakes,  net. 

Hinges — Blind,  50  per  cent. 

Heavy  T  and  strap  discount,  40 

and   10  per  cent. 

Light  T  and  strap.  70  p,e. 

Screw   hook    and    hinge,  $4.25, 

$5.00. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps. 
65  p.c. 

Hinges   (Spring) — Per  gross — No. 

r,.  .$18.00  No.  10,  $19.50;  No. 
20,  $8.50;  No.  50,  $24;  No.  61, 
$9.60;  No.  120,  $17.40. 

Hooks — Bright  wire  screw  eyes,  60 

p.c. 

Bright    steel    gate    hooka  and 

staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooka  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire.  60 

per  cent. 

Stove  pipe  eyes,  kitchen  and 
square  hooks.  60  p.c. 

Ladders — 3   to   6    feet,    12e.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doi.,  $7.00. 
liift  Tubular  and  Single  Plain. 

?er   doi.,  $5.25. 
apanning,  50c.  per  doien  extra. 
Prism  Globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 
and  10. 

Locks  and  Keys — Canadian  50  and 

10  per  cent. 

Mallets  —  Tinsmiths',   2^  x 

5%  in.,  per  dos  1  65 

Carpenters',  round  hick- 
ory, 6  in   1  95 

Lignum    Vitae,    round,  5 

inch    2  40 

Caulking,  No.  8,  oak   ...16  00 

Mattocks — 6  lb.,  18  inch,  $6  dos. 
Picks,  6  to  7  lb.,  4.65  doi. 
Pick  handles,  $1.85  dozen. 
Prospectors'     hammers.  16Hc. 
per  lb. 

Drilling  hammers,  6  cents  per  lb. 

Crowbars.  3  %  cents  per  lb. 

Oilers — Kemp's  Tornado  and  Me- 
Clary's  Model  galvanized  oil  can, 
with  pump,   5  gallon,   per  dos., 

$10.00. 

Davidson  oilers,  45  p.e. 
Zinc  and  tin,  45  p.c. 
Coppered  oilers,  45  p.e. 
Brass  oilers,  45  p.e. 
Malleable,  25  p.e. 

Planes — Wood    bench,  Canadian, 
15,  American,  25  p.e. 
Wood,   fancy,    80    to    85  per 

cent. 

Rope  and  Twine — 

Sisal  rope    0  09 

Pure  Manilla  rope  ....  0  14 
"British"  Manilla  ....  0  11 
Cotton.   3-16    inch  and 

larger    0  21 

Russia  Deep  Sea   0  20 

Jute  0  12% 

Lath  Yarn,  single    0  08  *i 

Lath  Yarn,  double  ...  0  09  % 
Sisal  bod  cord,  48  feet. 

per  doz  0  72 

Sisal  bed  cord.  60  feet, 

per  doi  0  90 

Sisal  bed  cord,  72  feet, 

per  doi    1  08 


Cotton  clothes  line,  18  oC 
Bag,    Russian    twine,  per 

lb   0  37 

Wrapping,     cotton,  3-ply 

twine   0  19 

Wrapping,     cotton  4-ply 

twine   0  21V4 

Mattress  twine,  per  lb...  0  45 
Staging  twine,  per  lb. .  .  .  0  85 

Rivets    and  Burrs — Iron  Rivets, 
black  and  tinned,  75. 
Iron  Burrs,  75  per  cent. 
Copper  Rivets,    usual  proportion 

burrs,  35  and  12%  per  cent. 
Copper  burrs  only,  30  and  12  V4 
per  cent. 

Rivet  Sets — Canadian,  85  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

55,  polished,  per  set  ...  078 
Mrs.  Potts,  No.  50,  nickel- 
plated,   per  aet    0  85 

Mrs.    Potts,    bandies,  jap- 
anned, per  gross   9  00 

Common,   plain    5  00 

Common,  plated    5  60 

Asbestos,  per  set    1  50 

Sand  and  Emery  Papar,  40  p.e. 

Sash  Weights — 

Sectional,  %  lb.  each,  per 

100  lbs   2  25 

Solid,  3  to  30  lbs  1  60 

Sash  Oord — No.   8,   per  lb.  0  80 

Screws — Wood,  F.  H.,  bright 

and  steel   .  .85  10  7%  10  5 
Wood,     R.  H., 

bright   80  10  7%  10  5 

Wood,      F.  H., 

brass   75  10  7%  10 

Wood,      R,  H., 

brass   70  10  7%  10 

Wood,      F.  H.. 

bronie   70  10  5  10 

Wood,      R.  H., 

bronie   65  10  5  10 

Drive    screws   65  10  5  10 

Set,  ease  hardened.  .80  and  10 

Square  cap   50  and  05 

Hexagon    cap   45 

Bench,  wood,  per  doi.,  $5.00. 
Bench,   iron,   per  doi.,  $4.25. 

Screws    (Machine)  — 

Flat   head,    iron   and   brass,  85 

per  cent. 

Fillister  head,  iron,  30 ;  brass, 
25  per  cent. 

Shovels  and  Spades — 

Canadian,    No.    1,    60;    No.  3 

grade,  55  and  2%  p.e. 
No.  3  and  4  grade,  45  per  eent. 

Soldering  Irons — 

Base,  per  lb.,  28  cents. 

Sap  Spouts — 

Bronied  Iron  with  hooks, 

per  1,000    6  00 

Eureka  tinned  steel  hooks, 

per  1,000    8  00 

Staples — 

Poultry  netting,  100  lbs. .  .  6  70 
Bed,  100  lbs..  No.  14....  6  75 

Blind,  per  lb   0  12 

Coopers'  staples,  45  per  cent. 
Bright  spear  point,  75  per  cent. 

Stovepipes — 

5  &  6  in.,  per  100  lengths  8  50 
7  inch,  per  100  lengths.  .  9  00 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 

doi   1  46 

7-inch  elbows,  per  doi....  1  64 
Thimbles.   70  p.c. 

Oarpet  tacks — Blued,  80  and  10 ; 
tinned,  80  and  15;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80    and    10:  weights,  60; 

Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  doiens, 
75  and  10;  Swedea,  upholsterers', 
bulk,  90;  brush,  blued  and  tin- 
ned, bulk,  TO  and  10;  Swedes, 
gimp,  blued,  tinned  and  japan- 
ned, 82%;  zinc  tacks,  85;  lea- 
ther carpet  tacks,  35;  copper 
tacks,  45;  copper  nails,  50; 
trunk  nails  black,  65  and  10: 
trunk  nails,  tinned  and  blued. 
65  and  10;  clout  nails,  blued 
and  tinned,  65  and  10;  chair 
nails,  35  and  10:  patent  brads. 
40  and  10:  fine  finishing.  40  and 
10 1  lining  tacks,  in  papers,  net: 
lining  tacks,  in  bulk,  16;  lining 
tacks,  solid  heads,  in  bulk,  75; 
saddle  nails,  in  papers,  10;  sad- 
dle naila  in  bulk,  15;  tufting  but- 
tons, 22  line  in  doiens  only,  60: 
.line  glaiiers'  points.  5;  double 
pointed  tacks,  papers,  90  and 
10:  double  pointed  tacks,  bulk, 
56-  clinch  point  sho«  riv»t«  4.^ 
and  10:  cheese  box  tacks.  87%: 
trunk  tacks.  80  and  20:  straw 
berry  box  tacks.  80  and  10. 


Thennometers — Tin  ease  and  dairy, 

75  to  75  and  10  p.e. 
Tinners'  Snips — 36  per  eent. 

Tinners'  Trimmings— 45  per  eent 

Plain  and  retinned,  72  and  5 

Traps  (steel  game) — Newbouse.  to 

per  rent. 

Hawley  k  Norton,  40,  10  and  S 

per  cent. 

Victor,  60  and  5  per  cent. 
Oneida  Jump  (Star),  60,  10,  aad 

5  per  cent. 

Wheelbarrows — 

Navvy,  steel  wheel,  doien  21  00 
Garden,   steel  wheel,  dos.  S3  40 

Wrought  Iron  Washers — Canadisa 

45  per  cent. 

Wire    Cloth — Painted    Screen.  in 

100  ft.  rolls.  $1.55  per  lOO  sq. 

ft.:    in    soft,    rolls,    $1.60  per 

100  sq.  ft. 
Wire  Door  Mats — 16  x  24,  dos., 

$9.00. 

HOUSBFTTRNISHINQS. 
Stoves  and  Ranges — 

Gas  ranges,  50  per  eent. 
Stoves   and    ranges,    50    and  6 

per  cent. 

Furnaces,  45  per  cent. 
Registers,  70  and  10  per  eent. 

Range     Boilers — 30  gallon,  Stan 
dard,  $4.75;  extra  heavy,  $7.00 

Kitchen  Sinks — Cast  iron,  16  x  24. 
$1;  18x30,  $1.16;  18x86,  tl.tt. 
Flat  rim  enameled  sinks  16x24 
$2.65:  18x30,  $8.10;  18x86 
$4.15. 

Enameled  Ware — White    ware,  75 

per  cent. 

London  and    Princess.    50  par 

cent. 

Canada,    Diamond,    Premier,  50 

and  10  p.c. 

Pearl,  Imperial,  Crescent  and 
granite  steel,  60  and  10  per  eent. 
Premier  steel  ware,  60  and  10  p.e. 
Star  decorated  steel  and  white. 

33  Vz  per  cent. 

Hollow  ware,  tinned  cast,  40 
per  cent.  off. 

Enamelled  street  signs,  50  per 
cent. 

Copper  Ware — Copper  boilers,  ket 

ties,  50  p.c. 

Copper  tea  and  coffee  pots.  50 
per  cent. 

Copper  pitts.  30  and  5  per  cent. 
Galvanized  Ware — Dufferin  pattern 

pails.   45  per  cent. 

Flaring  pattern.   45  per  cent. 

Galvanized  washtubs.    45  p.c. 

Pieced  Ware,  35  per  cent. — 

Copper  bottom  tea  kettles  and 

boilers,  35  per  cent. 

Coal  hods.  40  per  cent. 

Boiler  and  tea  kettle  pitts.  40 

per  cent. 
Stamped  Ware — Plain,  72%  and  5 

per  cent. 

Retinned,  72%  and  5  per  eent. 
Silverware — Holloware,  .   40.  flat- 
ware, 40  and  10. 

Chums — No.  0,  $9;  No.  1,  $9:  No. 
2,  $10:  No.  8,  $11:  No.  4,  $18; 
No.  5.  $16;  f.o.b.  "roronto.  Ham- 
ilton. London  and  St.  Marys,  40 
per  eent.  -  f.o.b.  Ottawa,  King- 
ston and  Montreal,  37  %  and  10 
per  cent. 

Washins   Machines —  Each 

Dowswell    5  00 

New  Century,  Style  A  .  .  .     9  00 

Ideal   Power    16  00 

Stephenson  (net)     6  00 

Puritan    Motor    16  00 

Ixiw    Pressure  Water 

Motor  Washer    16  00 

Connor    Ball  Bearing, 

with  rack    10  25 

I    X    L    10  00 

Gem   8  75 

Winner   8  00 

Connor  Improved    5  00 

Discount.  25  p.c. 

Wringers  — 

Royal    Canadian.    1 1  in.. 

doi  4.^  25 

Eze.   10  in   51  75 

Bicycle,  11  inch    56  36 

Trojan.   12  InDi   100  00 

Unexcelled.    1041E     ....   72  00 

Favorite  511E   and  521E  57  75 

Domestic  531K  and  541E  63  00 

Challenge  311E  and  321E  51  00 

Ottawa  331E  and  341E..   56  25 

Sunlieht   lllF  and   121E  44  25 

Sunlight  111    42  00 

Royal  Canadian  l.il   ....   45  25 
Discount.  "JO  p.c. 
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MARTIN -SENOUR 


PAINTS  AND  VARNISHES 


MADE  IN  CANADA 


1915 


THE  MARTIN-SENOUR  YEAR 


1915 


This  year  is  p;u-ticulai  ly  a  Martin-Senour  year  because  people  are  buying"  more  carefully.  They  are 
thiiikiiig^  of  quality  and  looking  for  valUB- 

And  our  Dealer  Agents  will  prolit  by  the  reputation  of  the  Martin-Senour  line — built  on  forty  years'  earnest 
efforts  to  produce  the  best. 

THE  FOLLY  OF  BUSINESS  FEAR. 

We  are  fighting  the  folly  of  business  fear  by  advertising  Martin-Senour  products  stronger  than  ever. 

The  story  of  Martin-Senour  quality  and  service  will  be  carried  into  almost  every  home  in  Canada  by 
mediums  of  publicity,  mailing  campaigns.     Interior  and  Exterior  display  features  will  also  help.  ^ 

This  is  your  opportunity  as  well  as  ours.     Let  both  of  us  make  use  of  it. 

WRITE  FOR  OUR  EXCLUSIVE  AGENCY  PLAN 

^/ie  MARTIN-SENOUR  6a 

LIMITED 

PRODUCERS  OF  PAINTS  AND  VARNISHES 
CHICAGO        MONTREAL  Winnipeg 

HALIFAX  •    LINCOLN   •  TORONTO 


The  Right  Paint 
to  Paint  Right  " 


Write  ua  for  prices  on  whatever  you  need. 
Ours  i«  "The  Complete  Line'' 

A.  Ramsay  &  Son  Co.,  Montreal 
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BUYERS'  DIRECTORY 


WHEN  WRITING  TO  ADVERTIS- 
ERS KINDLY  MENTION  THE 
CANADIAN  HARDWARE  JOURNAL 


ABEASIVE  WHEELS 
Taylor-Forbes  Co.,  Guelph. 

AOOOTINT  BEQISTEBS 
B>rr  Register  Co.,  Trenton. 
Dominion    Register    Co.,  Toronto. 

ADVEBTISINO  SIGNS— Metal 
IfeCUry  Mfg.  Co.,  London. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toronto. 
ADZES 

Allan  Hills  Edge  Tool  Co.,  Gait. 

ALABASTINE 
Tha  Alabastiue  Oo.,  Paris,  Ont. 

ALUMINUM 
Northern  Aluminum  Co.,  Toronto. 

ALUMINUM  WABE 
McClary  Mfg.  Co.,  London. 
Northern  Aluminum  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 
Ware  Mfg.  Co.,  Oakville,  Ont. 

AMMUNITION 
Doifiinion  Cartridge  Co.,  Montreal. 
Remington    U.M.O.    Co.,  Windsor. 
Kynoeh,   Ltd.,  Birmingham,  Eng. 

ANVILS 
Taylor-Forbes  Co.,  Guelph. 

ASH  CANS 
McFarlane-Douglas  Co.,  Ottawa. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
J.  Samuels.  Toronto. 

ASH  SIPTEBS 
Burrowes  Mfg.  Co.,  Toronto. 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
J.   Samuels,   Toronto,  Ont. 
Soren  Bros.,  Toronto,  Ont. 
Fairgreive   Mfg.   &   Stamping  Co.. 
Toronto. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toronto. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

AUGEBS — Post  Hol« 
Taylor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co.,  Otterville,  Ont. 

AUGEB  BITS 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington,  Conn. 
Smith  &  Hemenway,  New  York. 

AUTO  SHEET  METAL  PABTS 
Burrowes  Mfg.  Co.,  Toronto. 

AUTOMOBILE  ACCESSOEIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

Kinzinger   &   Bruce   Co.,  Niagara 
Falls. 

McKinnon  Dash  Co.,  St.  Catharines. 

AWLS — Sewing 
C.  A.  Myer  Co.,  Chicago,  III. 
AWLS 

Stanley    Rule   &    Level    Co.,  New 
Britain,  Conn. 
AXES — Safety  Pocket  and  Belt 
Marble  Arms   &   Mfg.   Co.,  Glad- 
stone, Mich. 

AXES 

James  Smart  Mfg.  Co.,  Brockville. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Allan  Hills  Edge  Tool   Co.,  Gait. 

AXE  WEDGES 
Taylor-Forbes  Co.,  Guelph. 

AXLE  PULLEYS 
Taylor-Forbes  Co..  Guelph. 
Springer  Lock  Mfg.  Co.,  Belleville. 

BABBITT  METAL 
Canada  Metal  Co.,  Toronto. 

BAGS  AND  SACKS 
Scythes  &   Co.,  Toronto. 

BAKE  AND  PASTRY  BOABDS 
Wm.  Cane  &  Son,  Newmarket. 
Stratford  Mfg.  Co..  Stratford. 
Heakins  &  Sons,  Ltd.,  Hamilton. 
Tavlor-Forbes  Co..  Guelph. 

BALE  TIES 
Laidlaw  Bale  Tie  Co.,  Hamilton. 
Stanley  Works,  New  Britain,  Conn. 

BABBELS — Gasolene  Storage 
Winnipeg   Ceiling  &   Roofing  Co., 
Winnipeg. 
BABN   DO OB  HANGEBS 
Canada   Steel   Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Guelph. 


Richards- Wilcox      Canadian  Co., 

London. 

Chicago  Spring  Butt  Co.,  Chicago. 
Metal  Shingle  *  Siding  Co.,  Pres- 

"babs  and  shuttebs 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BABN  EQUIPMENT 

Beattie  Bros.,   Fergus,  Ont. 

Steel   Trough     &     Machine  Co., 
Tweed. 

BASKETS — Clothes 

Meakins  &  Sons,  Hamilton. 
BATHBOOM  FITTINGS 

Gendron  Mfg.  Co.,  Toronto. 

Kinzinger  &  Bruce,  Niagara  Falla. 

Canada  Metal   Co.,  Toronto. 

Landers,  Frary  &  Clark,  New  Brit- 
tain,  Conn. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Sbip-gong  Bells  and  Palls 
James    Morrison   Brass    Mfg.  Co., 
Toronto. 

BELLS — Door 
Springer  Lock  Mfg.  Co.,  Belleville. 
BELLS — Farm 

Taylor-Forbes  Co.,  Guelph. 
Exeter   Mfg.    Co.,  Exeter. 

BELTING — Cotton  Duck 
Dominion  Belting  Co.,  Hamilton. 

BELTING— Rubber 
Qutta  Percha  &  Rubber  Ltd.,  To- 
ronto. 

BELTING — Leather 
Sadler  &  Haworth,  Montreal. 

BIRD  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
BITS 

McKinnon  Dash  Co.,  St.  Catharines. 
BLOCKS — Chain  Hoisting 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BOAT  TRIMMINGS 

McKinnon  Dash  Co.,  St.  Catharines. 
BOILERS — Kitchen  Range 

Canada  Metal  Co.,  Toronto. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILERS  AND  RADIATOBS 

Bowes,   Jamieson,   Ltd.,  Hamilton. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. 

Pease    Foundry   Co.,  Toronto. 

Taylor-Forbes  Co.,  Guelph. 

BOLTS — Door  and  Window 

Bommer  Brothers,  New  York. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Stanley  Works.  New  Britain,  Conn. 
BOLTS  AND  NUTS 

.Stanley  Works.  New  Britain.  Conn. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

BOX  HINGES  AND  STRAPPING 

Stanley     Works,      New  Britain, 

Conn. 

BOX  OPENERS 

Charles  Morrill,  New  York,  N.Y. 
BRACES   AND  BITS 

E.  C.  Atkins  &  Co.,  Indianapolis. 

Peck.  Stow  &  Wilcox  Co.,  South- 
ington,  Conn. 

Stanley   Rule    &    Level    Co.,  New 
Britain,  Conn. 

North  Bros.  Mfg.  Co.,  Philadelphia. 
BRACKETS— Shelf 

Stanley  Works,  New  Britain,  Conn. 

Tavlor-Forbes  Co..  Guelph. 

BRASS  GOODS 

Canada    Metal    Co.,  Toronto. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

Kinsinger,    Bruce   &   Co.,  Niagara 
Falls. 

BREAST  DRILLS 

North  Bros..  Philadelphia. 
Stanley    Rule    &    Level    Co.,  New 
Britain,  Conn. 

BRICK    AND    TILE  BLOCK 
MACHINES 
Exeter  Mfg.  Co..  Exeter. 

BRUSHES 
Boeckh  Bros.   Co.,  Toronto. 
Meakins  Is  Sons,  Hamilton. 


Canada  Brush  Co.,  St.  John,  N.B. 

Sanderson  Pearcy  &  Co.,  Toronto. 
BUCKLES 

McKinnon  Dash  Co.,  St.  Catharines. 

Stanley  Works.  New  Britain,  Conn. 
BURLAPS 

Scythes  &  Co.,  Toronto. 

Dominion  Oil  Cloth  Co.,  Montreal. 
BUILDERS'  HARDWARE 

Stanley  Works,  New  Britain,  Conn. 

James  Smart  Mfg.  Co.,  Brockville. 

Cowan  &  Britton,  Ltd.,  Ganan/jque. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  Orillia. 

Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Bommer  Brothers,  New  York. 

Taylor- Forbes  Co..  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Chicago  Spring  Butt  Co.,  Chicago. 

Springer  Lock  Mfg.  Co.,  Belleville. 
BURNERS 

Ontario  Lantern  A  Lamp  Co.,  Ham- 
ilton. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

BUTCHER  KNIVES 
Arch.  McFarlane,  Montreal. 
Taylor-Forbes  Co..  Guelph. 

BUTTS — Spring 
Bommer  Bros.,  Brooklyn,  N.Y. 
Stanley  Works,  New  Britain,  Conn. 
.Chicago  Spring  Butt  Co.,  Chicago. 
Taylor-Forbes  Co..  Guelph. 

BUTTS    AND  HINGES 
Stanley  Works,  New  Britain.  Conn. 
Chicago  Spring  Butt  Co..  Chicago. 
Cowan  &  Britton,  Ltd.,  Gananoque. 
Taylor-Forbes  Co.,  Guelph. 

CAMP  STOOLS  AND  OHATBS 
Stratford  Mfg.  Co.,  Stratford. 
McKinnon  Dash  Co.,  St.  Catharines. 
Oftprville  Mfg.  Co..  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
•Tames    Stewart    Mfg.    Co.,  Wood- 
stock. 

CANS— Milk 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 

CANT  HOOKS 
Lachute  Shuttle  Co.,  Lachnte  Mills, 
Que. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
CARBON  LAMPS 

Canadian  Sunbeam  Electric  Co., 
Toronto. 

Canadian  Tungsten  Lamp  Co., 
Hamilton. 

CARPENTERS'  CLAMPS 
Taylor-Forbes  Co.,  Guelph. 

CARRIAGE  HEATERS 
Chicago   Flexible   Shaft   Co.,  Ohi- 

"^^^OAETRIDGES- Metallic 
Remington    Arms — Union  Metallie 

Cartridge  Co.,  Windsor. 
Dominion  Cartridge  Co..  Montreal. 

CASEMENT  ADJUSTERS 
Canadian    Yale    &    Towne,  Ltd., 

St.  Catharines. 
Springer  Lock  Mfg.  Co.,  Belleville. 

CASTERS — Stove  and  Range 
Chicago    Hardware    Foundry  Co., 

Chicago,  111. 
Moffat  Stove  Co.,  Weston. 

CATTLE  LEADERS 
Taylor-Forbes  Co.,  Guelph. 

CHAIN  BOLTS 
Taylor-Forbes  Co.,  Guelph. 
Stanley  Works,  New  Britain,  Conn. 

CHAIR  LADDERS 
Taylor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co..  Stratford. 
CHAIN 

Anti-skid.    Coll.    Cow-tie.  Halter. 

Trace.  Hammock.  Logging. 
McKinnon  Chain  Co..  Buflfalo.  N.Y. 

CHAIN — Brass  &  Copper 
James   Morrison   Brass   Mfg.  Oo.. 
Toronto. 

CHAINS — Steel 
Steel  Co.  of  Canada.  Hamilton. 
B.  Greening  Wire  Co.,  Hamilton. 
CHALK 

A.>  Ramsay  ^  Son  Co.,  Montreal. 
Sanderson  Pcarcy  4  Co.,  Toronto. 


CHIMNEY  TOPS 

Gurney  Foundry  Co.,  Toronto. 

CHISELS — Wood 
Allan  Hills  Kdge  Tool   Co.,  Gait. 
CHURNS — Barrel  or  RerolTlng 

Beattie  Bros.,    Fergus,  Ont. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer-Dowswell    Co.,  Hamilton. 
Maxwells.  Ltd..  'St.  Mary's. 

CLAMPS 
Taylor-Forbes  Co.,  Guelph. 
National  Machinery  t  Supply  Co., 

Hamilton. 
Henry  Disston  &  .Sons.  Toronto. 
CLOCKS 

Western  Clock  Mfg.  Co.,  La  Salle, 
111. 

CLOTHES  DRIERS 
James  Smart  Mfg.  Co..  Brockville. 
Stratford   Mfg.  Co.,  Stratford. 
Taylor- Forbes  Co..  Guelf.h. 

CLOTHES  LINE  PULLEYS 
Taylor-Forbes  Co.,  Guelph. 

CLOTHES  MANGLES 
Cummer  Dowswell,  Ltd.,  Hamilton. 
Maxwell's,  Ltd.,   St.  Mary's. 
Taylor-Forbes  Co..  Guelph. 

CLOTHES    BARS    AND  RACK 
Wm.  Cane  &  Son,  Newmarket. 
McFarlane  Ladder  Works,  Toronto. 
Otterville  Mfg.  Co..  Otterville. 
Stratford   Mfg.  Co.,  Stratford. 

CLOTHBS  LINE  PROPS 
McFarlane  Ladder  Works.  Toronto. 
Ottervillo  Mfg.  Co..  Otterville. 

CLOTHES  LIKE  WISE 
Steel   Co.   of  Canada,   Ltd.,  Ham- 
ilton. 

CLOTHES  REELS 

Taylor-Forbes  Co..  Guelph. 

CLOTHES  PINS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

COAL  CHUTES 
Clare  Bros..  Preston. 
Gait   Stove   ft   Furnace  Co.,  Oalt. 
Steel    Trough    &      Machine  Co., 
Tweed. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

COAL  SCREENS 
Canada   Wire   &   Iron   Goods  Co, 
Hamilton. 

COBBLER  SETS 
Taylor-Forbes  Co.  Guelph. 

COMPASSES 
Marble   Arms   &    Mfg.    Co.,  Glad- 
stone, Mich. 
CONCRETE    BLOCK  MACHINB8 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CONDUCTOR  PIPE 
See  Eavetrough. 

COPPER  WARE 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co..  Ltd.,  Hamilton. 
McClary   Mfg.   Co.,  London. 
Sheet  Metal  Products  Co..  Toronto. 

CORDAGE  AND  TWINE 
Scythes  &  Co.,  Toronto. 
Consumers  Cordage  Co..  Montreal. 

CORNICE  BRAKES 
Steel      Bending      Brake  Works, 

Chatham. 
Brown  Boggs  Co..  Hamilton. 

COTTER  PINS 
Steel  Co.  of  Canada.  Ltd..  Hamil- 
ton. 

COTTON  DUCK  AND  WA3TB 

Scythes  &   Co..  Toronto. 

COUNTERS 
Walker  Bin  ft  Store  Fixture  Co., 

Berlin. 

COUNTER  CHECK  BOOKS 

Dominion  Register  Co..  Toronto. 

COUNTER  YARD  MEASURES 
Lufkin  Rule  Co..  Windsor. 
Taylor-Forbes  Co..  Guelph. 

COW  EASE 
Carpenter.     Morton    Co.,  Bestoa, 

Mass. 

COW  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co..  Ham- 
ilton. 

McKinnon  Chain  Co..  St.  Cathar- 
ines. 

CRANES 
Canadian  Yale  ft  Towne.  Ltd.,  8t. 
Catharines. 

CROWBARS 
Welland  Vale  Mfg.  Co.,  St.  Oatk- 
arines. 
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Do  You  Look  Forward  To  100*^  Increase  In  Varnish  Sales  This  Year? 

BASING  his  jiul[imeiit  on  past  experience,  C.  J.  Chapman  expects  100% 
increase  in  his  sales  on  Pratt  &  Lambert  Varnishes  this  year.  Read 
Mr.  Chapman's  letter.     Can  you  feel  and  talk  the  same  way  about  the 
line  of  varnishes  you  carry.''     P  &  L  Dealers  expect  biy;  things  and  do  big  things, 


because  there  are  big  selling  plans  behind  the  P&L  Varnishes  on  their  shelves 

Write  For  Complete  Pratt  &  Lambert  Dealers'  Proposition. 
Pratt  &  Lambert-Inc,  30  Courtwright  Street,  Bridgeburg,  Ontario 

Prattalambertyarnisi    .  . 

iQualiiyL  Sales  i  Profits  1  Repeat 

Factories :       Bridgeburg,  Ontario      New  York      Buffalo      Chicago      London  Paris 
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OTTIiVEBTS — Oormgatcd  M«tu 

Winnipef;   Ceiling   A   Roofinf  Co., 

Winnipeg. 
The  Pedlsr  People,  Oahswa. 

CUEET  COMBS 
Steel    Equipment    Co.,  Pembroke. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Burrow,  Stewart  &  Milne,  Hamil 

ton. 

CURTAIN  STBETOHEBS 
Otterville  Mfg.  Co.,  Otterville. 
Lander.s.  Frarj'  &  Clnrk.  New  Bri- 
tain, Conn. 

CTJTLEET 
Arch.  McFsrlsne,  Montreal. 
Canadian  Rogers  Co.,  Toronto. 
Dorken  Bros.,  Montreal. 
Oneida   Community,   Ltd.,  Niagara 

Falls,  Ont. 
Landers,  Frary  &  Clark,  New  Brit- 
ain, Conn. 
Sanderson  Pearcy  &  Co.,  Toronto. 

CUT  SOLES 
Beardmore  &  Co.,  Toronto. 

DAMPEES 
Eureka  Damper  Co.,  Montreal. 
Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London. 
James  Smart  Mfg.  Co.,  Broekville. 
Taylor-Forbes  Co..  Guelph. 
Channell  Chemical  Co.,  Toronto. 
Ronnk.  Ltd.,  Toronto. 

DEEP  WELL  POWER  HEADS 
Dayton   Pump   &   Mfg.   Co.,  Day- 
ton, Ohio. 

DISINPECTANTS 
Williams    Chemical    Co.,  Russell, 

DISPLAY  AND  WALL  CASES 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

Cameron  &  Campbell.  Toronto. 

DISPLAY  RACKS 
Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

DIES 

Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

DOOR  CHECKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 
Keating  Brass  Works,  Toronto. 
Taylor-Forbes  Co..  Guelph. 

DOOR  HANGERS— Parlor 
Canada    Steel    Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Guelph. 
Richards- Wilcox      Canadian  Co., 
London. 
DOOR  MATS — Cocoa  Fibre 
Meakins  &  Sons,  Hamilton. 

DOOR  MATS— Rubber 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

DOOR  MATS— Wire 
Knhne  &  Anderton,  Port  Hope. 
Canada   Wire  &   Iron   Goods  Co., 

Hamilton. 
Barton  Netting  Co.,  Windsor. 

DOORS  AND  WINDOWS 
McFarlane-Douglas  Co.,  Ottawa. 
A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 
Allan  Hills  Edge  Tool  Co.,  Gait. 

DRILLS — Breast  and  Bench 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

DRY  COLORS 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
G.  F.  Stephens  &  Co.,  Winnipeg. 
Brandram-Henderson.    Ltd.,  Mont- 
real. 

A.  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

DRIVE  WELL  POINTS 
Otterville  Mfe.  Co.,  Otterville. 

DUSTLESS  DUSTERS 
TarboT   Bros..  Toronto. 
BAVETROUGH   AND  CONDUCT- 
OR PIPE 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McParlnnc-Douglas  Co.,  Ltd.,  Ot- 
tawa. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

A.  Welch  *  Son,  Toronto. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

E.  T.  Wright  Co.,  Ltd.,  Hamil- 
ton. 

Saniia  M(!:il  Pvodncts  Co.,  To- 
ronto. 

EDGE  TOOLS 

Allan  Hills  Edge  Tool  Co.,  Gait. 

James  Smart  Mfg.  Co.,  Broekville. 

Peck,  Stow  &  Wilcox  Co.,  Clere- 
land,  Ohio. 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 


BOO  OBATES 
Wm.  Cane  *  Son,  Newmarket. 
ELECTRIC  FLASHLIGHTS 

Canadian   Ever  Ready  Works,  To- 
ronto. 

Interstate    Electric    Novelty  Co., 
Toronto. 

Mclal  Rpprialtiea  Cn.,  f'hicago.  111, 

ELECTRIC  LIGHT  FIXTURES 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

ELECTRIC  IRONS,  ETC. 
Ideal  Electric  Mfg.   Co.,  Wallace- 
burg. 

Renfrew  Electric  M{g.  Co.,  Ren- 
frew. 

Chicago  Flexible  Shaft  Oo.,  Chi- 
cago. 

Landers,     Frary     t     Clark,  New 

Britain,  Conn. 

Duncan  Electric  Co.,  Montreal. 

Radiant   Electric   Co.,  Grimsby. 
ELECTRIC  LAMPS 

Northern  Electric  Co.,  Montreal. 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto, Ont. 

Ontario    Lantern     &     Lamp  Oo., 
Hamilton. 
ELECTRIC   MANTEL  GRATES 

Radiant  Electric  Co..  Grimsby. 

Barton  Netting  Co.,  Windsor. 
ELECTRIC  RADIATORS 

Radiant  Electric  Co.,  Grimsby. 

Ideal  Electric  Mfg.  Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELECTRIC  RANGES 

Radiant  Electric  Co.,  Grimsby, 
Ideal   Electric  Mfg.  Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELECTRIC  BATTERIES 

Canadian      Fairbanks-Morse  Co., 

Montreal. 
Radiant  Electric  Co..  Grimsby. 

EMERY  GRINDERS 
James    Morrison   Brass    Mfg.  Co., 
Toronto. 

EMERY  POWDER 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams    Co.,  Montreal. 
G.  F.  Stephens  &  Co.,  Winnipeg, 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

ENAMEL  SIGNS 
McClary  Mfg.  Co.,  London. 

ENAMELED  WARE 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal   Products  Co.,  Toron- 
to. 

Stamped  &   Enameled   Ware,  Hes 

peler. 

ESCUTCHEON  PINS 

Steel  Oo.  of  Canada.  Ltd..  Harall 
ton. 

EXPANSION  BOLTS 
Richards-Wilcox      Canadian  Co., 

London. 

EXPRESS   WAGONS — Boys' 
Canadian   Buffalo   Sled   Co.,  Pres- 
ton. 

Gendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Works,  Toron- 
to. 

FARM  TANKS 
Wayne    Oil    T.ink    &    Pump  Co., 
Woodstock.  Ont. 

FARM  TROUGHS 
Wayne    Oil    T.-ink    &    Pump  Co., 
Wnoflsti-ck.  Ol:t. 
FASTENERS — Door,  Sash 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Cathariries. 
Tavlor  Forlips  Co.  Guelph. 

FENCING— Woven  Wire 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Steel  Company  of  Canada,  Hamil- 
ton. 

Banwell  Hozie  Wire  Fence  Co., 
Hamilton. 

Canadian  Steel  &  Wire  Co.,  Ham- 
ilton . 

FENCING — Picket  Wire 
McFarlane   Ladder  Works,  Toron- 
to. 

FILES  AND  RASPS 

Henry  Disston  &  Sons,  Toronto. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Barnett  Co..  Philadelphia. 
Simonds   Canada   Saw   Co..  Mont- 
real. 

FILTERS— Water  and  Oil 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

FIREPROOF  DOORS  AND  WIN- 
DOWS 

McFarlane-Douglas   Co.,  Ottawa. 
Winnipeg  Ceiling   &   Reoflng  Co., 
Winnipeg. 


FIBEPLAOE  ORATES 
Ohadwick  Brati  Co.,  Hamilton. 
Enterprise  Foundry  Co.,  Saekville, 
N.B. 

Barton  Netting  Co.,  Windior. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Taylor-Forbes  Co.,  Guelph. 
Canada  Wire   &   Iron   Goods  Co., 

Hamilton. 

riRE  BUCKET  TANKS 
Metal  Shingle  ft  Siding  Co.,  Prea 

ton. 

A.  B.  Ormaby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 
McClary  Mfg.  Co.,  London. 

FIRE  DOOR  HARDWARE 
Winnipeg   Ceiling   te   Roofing  Co., 

Winnipeg. 
Richards-Wilcoz      Canadian  Co., 

London. 

Stanley  Works,  New  Britain.  Conn. 
Taylor-Forbes  Co.,  Guelph. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

FIRE  EXTINGUISHERS 
Metal  Shingle  &  Siding  Co.,  Prei- 
ton. 

FLAGS 
Scythes  &  Co.,  Toronto. 
J.  J.  Turner  &  Son,  Peterboro. 
FLOOR  AND  WALL  THIMBLES 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

FORCE  CUPS — Rubber 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

FOUNDRY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada  Wire   Sc  Iron   Gooda  Oo., 

Hamilton. 

FORKS- Hay 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines 

FOOD  CHOPPERS 
Maxwells,  Ltd.,  St.  Mary's. 
Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 
McClary  Mfg.  Co.,  London. 

FOOT  WARMERS 
Chicago   Flexible    Shaft   Co.,  Chi- 
cago 

FURNACES— Plumbers' 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

FURNACES— Hot  Air 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Can.   Heat   &   Vent.     Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Specialty  Mfg.  Co.,  Grimsby. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Saekville, 

N.B. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

Hall  Zryd  Foundry  Co.,  Hespeler. 

Kir-Ben,  Ltd.,  Almonte. 

McClary  Mfg.  Co.,  London. 

Pease  Foundry  Co.,  Toronto. 

Jas.  Smart  Mfg.  Co.,  Broekville. 

Jas.  Stewart  Mfg.  Co.,  Wood- 
stock. 

FURNITURE  SLIDES 
Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

B.  &  S.  H.  Thompson,  Montreal. 
M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

Winnipeg  Ceiling  &  Roofing  Co.. 
Winnipeg. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

.'-^^iniia  Mi'tal  Prodiu-ts  Co..  To- 
roiitr. 

McFarlane-Douglas  Co.,  Ottawa. 

A.  Welch  &  Son,  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co..  Hamilton. 

GARAGES — Metal 
The  Pedlar  People.  Oshawa. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

GARBAGE  CANS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 
Steel     Trough     &     Machine  Co., 
Tweed. 

GARDEN  AND  PARK  SEATS 
Stratford  Mfg.  Co.,  Stratford. 

GARDEN  HOSE 
Gutta  Percha  &  Rubber.  Ltd.,  To- 
ronto. 

GAS  IRONS 
McClary  Mfg.  Co..  London. 


OAS  OVENS 
Fairgrieve  Metal  k  Stamping  Co., 
Toronto. 

OAS  RANGES 
Barrow,  Stewart  A  Milne,  Hamil- 
ton. 

Bowes.  Jamieson,  Ltd.,  Hamilton. 

Fairgrieve  Metal  k  Stamping  Co., 
Toronto. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  t  Heater  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 

Moffat  Stove  Co.,  Weston. 

James  Stewart  Mfg.  Co..  Wood- 
stock. 

Supreme  Heating  Co..  Welland. 
OAS  FIXTURES 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

Barton  Netting  Co.,  Windsor. 
GAS  WATER  HEATERS 

Moffat  Stove  Co.,  Weston. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Burrow,  Stewart  &  Milne.  Hamil- 
ton. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 
James   Morrison   Brass   Mfg.  Oo, 
Toronto. 

OASOLINE  LIOHTINO 
H.  W.  Knight  Sc  Bros.,  Toronto. 

GASOLINE  ft  OIL  PUMPS 
Wayne    Oil    Tank    &    Pump  Co, 
Wnodstnok,  Or.t. 

OASOLINE  STOVES 
James    Stewart    Mfe.    Co.,  Wood- 
stock. 

GATES — Farm 
Steel  Co.  of  Canada,  Montreal. 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Banwell    Hoiie    Wire    Fence  Co., 

Hamilton. 
Jamei  Morrison  Brass  Mff.  Oo., 

Toronto. 

QAUOES 
Stanley   Rule   &    Level    Co.,  New 
Britain.  Conn. 

GAUOE  COCKS 
Penberthy  Injector  Co.,  Windior. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

GLASS 

Consolidated  Plate  Glass  Co..  To- 
ronto. 

Hobbs  Mfg.  Co.,  London. 
Toronto  Plate  Glass  Imp.  Co.,  To- 
ronto. 

A.  Ramsay  &  Son  Co..  Montreal. 

GLASS — Bent 
The  Toronto  Plate  Glass  Import- 
ing Co..  Toronto. 
GLASS  CUTTING  BOARDS 
Lufkin  Rule  Co.  of  Canada.  Wind- 
sor. 

A.  Ramsay  &  Son  Co..  Montreal. 
Sanderson  Pearcy  &  Co..  Toronto. 

GLAZIERS'  TOOLS 
Smith  &  Hemenway,  New  York. 

GRASS  CATCHERS 
Taylor-Forbes  Co..  Guelnh. 

GRINDSTONES 
Taylor-Forbes  Co..  Guelph. 
Richards-Wilcox      Canadian  Co.. 
London. 
GRINDSTONE  FIXTURES 
Taylor-Forbes  Co.,  Guelph. 

GUNS   AND  RIFLES 
Remington  U.M.C.  Co.,  Windsor. 
Ross  Rifle  Co..  Quebec. 

HACK  SAW  BLADES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

HALTERS — Leather 
G.  L.  Griffith  &  Son,  Stratford. 

HAMMERS 
James  Smart  Mfg.  Co..  Broekville. 
Stanley    Rule    &    Level    Co.,  New- 
Britain.  Conn. 
Allan  Hills  Edge  Tool  Co.,  Gait. 

HAMMOCKS 
Dominion    Hammock    Co.,  Dann- 
ville. 

Gait  Robe  &  Hammock  Co..  Gait. 
HANDLES — Door,     Drawer  and 
Store 

Taylor-Forbes  Co..  Guelph. 
Stanley     Works,       New  Britain, 
Conn. 

Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
HANDLES— Axe.  Pick,  etc. 
Lachute  Shuttle  Mfg.  Co..  Lachnta 

Mills.  Que. 
Drayton  Mills.  Ltd..  Drayt.in.  Ont. 
Turner.      Day,    Woolworth  Co., 

Louisville,  Ky. 

HARNESS  AND  BLANKETS 
G.  L.  Griffith  &  Son,  Stratford. 
Burlington   Windsor  Blanket  Oo^ 

Toronto. 
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MURESCO 


Always 
the  5 


ame 


The  enormous  increase  in  the  demand  for  Mm- 
esco  has  forced  us  to  put  up  a  new  four  storey 
concrete  building  50'x60'  to  take  care  of,  and 
ship  promptly,  the  ever  increasing  orders.  Use 
and  sell  Muresco,  the  most  popular  Canadian- 
made  wall  finish.  It  will  help,  not  hurt,  your 
reputation  for  reliable  goods. 


Benjamin  Moore  &  Co.,  Limited 


6  Lloyd  Street 
West  Toronto 


Jamieson  8  Paints 

will  ensure  you  satisfied  customers  p^^^ 

and  Satisfied  Customers  mean  more  business  and  better  business  to  you 

The  dealer  who  handles  Jamieson's  Pure  Prepared 
paints  can  absolutely  guarantee  them  to  give  satisfaction  as  we  back  him  upon 

every  sale  he  makes.  Take  advantage  of  our  50  odd 
years  in  paint  making  and  become  one  of  our  agents. 


Write  for  our 
proposition  to-day 

before 
you  put  in  your 
stock  for 

SPRING 

TRADE 


R.  C.  Jamieson  &  Company,  Limited 

Montreal  Established  1858  Vancouver 

Owning  and  operating  P.  D.  Dod«  &  Co.,  Limited 
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HASF8  AND  LATOHES 
Taylor-Forbes  Co..  Ouelph. 
Stanley     Worki,     New  BrlUla, 
Oonn. 

Cowan  &  Britton,  Ltd.,  Oananoqu*. 
James  Smart  Mfg.  Co.,  BroekTlU*. 

HATCHETS 
James  Smart  Mfg.  Oo.,  BroekvllU. 

HAY  KNIVES 
Welland  Vale  Mfg.  Co..  St.  Cath- 
arines. 

HINGES 

Stanley     Works,      New  BritaU, 
Conn. 

Springer    Lock    Mfg.    Co.,  Ball*- 
ville. 

Canada  Steel  Ooods  Co.,  Hamilton. 
Cowan  &  Britton,  Ltd.,  Gananoqu*. 
Taylor-Forbes  Co.,  Guelph. 

HINGES — Spring    and  Floor 
Taylor-Forbes  Co..  Guelph. 
Bommer  Brothers,  Brooklyn,  N.T. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 

HOCKEY  STICKS 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

HOISTS 

Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
HOBSE    CLIPPING  MACHINES 
B.  &  S.  H.  Thompson,  Montreal. 
Chicago   Flexible   Shaft   Co.,  Chi- 

HOBSE  SHOES  AND  NAILS 
Steel  Co.  of  Canada,  Hamilton. 

HOESESHOE  CALKS 
Steel  Co.  of  Canada,  Hamilton. 

HOUSE  CLEANING  UTENSILS 
Invincible  Renovator  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

HOSE  REELS 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOOKS — Coat  and  Hat,  Kitchen 
Steel  Co.  of  Canada,  Hamilton. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co.,  Guelph. 

HOOKS  AND  EYES 
Steel  Co.  of  Canada,  Hamilton. 
Stanley     Works,      New  Britain, 

Conn. 

ICE  SHAVES 
MoClsry  Mfg.  Co.,  Loudon. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 

Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 
ICE    CREAM  FREEZERS 

McClary  Mfg.  Co.,  London. 

North  Bros.,  Philadelphia,  Pa. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

ICE  BOXES  AND  CHESTS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClarv  Mfg.  Co.,  London. 

INJECTORS — Automatic 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

INGOT  METALS 
M.  &  L.  Samvrel,  Benjamin  &  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
IRONING   AND    BAKE  BOARDS 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co.,  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 

JACK  CHAIN 
Steel  Co.  of  Canada.  Ltd.,  Hamil- 
ton. 

Ontario    Lantern     &    Lamp  Co., 
Hamilton. 

JOIST  HANGERS 
Taylor-Forbes  Co..  Guelph. 

KEY  BLANKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

KITCHEN  CABINETS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

KITCHEN  WOODENWARE 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Co.,  Toronto. 

KNIVES— Draw 
Allan  Hills  Edge  Tool  Works,  Gait. 
Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 
KNIVES — Planer,  Paper-cutting 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

Henrv  Disston  &  Sons,  Toronto. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Co..  Toronto. 

LADDERS — Store 
James   Morrison   Brass   Mfg.  Co.. 
Toronto. 

Milbradt  Mfg.  Co.,  St,  Louis,  Mo. 
LAMPS 

Canadian  Sunbeam  Lamp  C-i.,  To- 
ronto, Ont. 

LAMPS — Incandescent 

Canadian  Snnbeam  Lamp  Co.,  To- 
ronto Ont. 


LAMPS — Ttmgat«D 
Canadian  Sunbeam  Lamp  Co.,  To- 
ronto. Ont. 

LAMPS  AND  BURNERS 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Thog.    Davidson    Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 

LAMPBLACK 
L.  Martin  Co.,  New  York. 

LANTERNS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Ontario  Lantern  ft  Lamp  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LATCHES 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Richards- Wilcox      Canadian  Co., 

Loudon. 
Taylor-Forbes  Co..  Guelph. 
Bommer  Brothers.  Brocklyn. 

LAUNDRY  TUBS 
James   Morrison    Brass   Mfg.  Co., 

Toronto. 

LAVATORIES 
James   Morrison   Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel     Trough     &     Machine  Co., 
Tweed. 

LAWN  FENCING 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

B.  Greening  Wire  Co..  Hamilton. 
LAWN  HOSE 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LAWN    SEATS   AND  SWINGS 
Stratford  Mfg.  Co.,  Stratford. 

Canadian  Buffalo  Steel  Co.,  Pres- 
ton. 

LAWN  MOWERS 

M,i.xwell8,   Ltd.,   St.  Mary's. 

Taylor-Forbes  Co..  Guelph. 

.lames  Smart  Mfg.  Co.,  Brockville. 
LAWN  SPRINKLERS 

.Tames  Morrison  Brass  Mfg.  Co., 
Toronto. 

Taylor-Forbes  Co^  Guelph. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LEAD  PIPE 

Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 

LETTER  BOXES 
Taylor-Forbes  Co..  Guelph. 

LEVELS 
Frank  Sand  Mfg.  Co.,  Windsor. 
Stanley    Rule   &    Level    Co.,  New 
Britain,  Conn. 

LEATHER — Soles,  Etc. 
Beardmore  &  Co.,  Toronto. 

LINOLEUMS 
Dominion  Oil  Cloth  Co.,  Montreal. 

LINSEED  Oli. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co..  Montreal. 

LITHOGRAPHED   TIN  BOXES 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

E.  T.  Wright  Co.,  I,td.,  Hamilton. 
LOCKS,  KNOBS,  ETC. 

National  Hardware  Co.,  Orillia. 

Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Taylor-Forbes  Co.,  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Springer  Lock  Mfg.  Co.,  Belle- 
ville. 

LUMBERING  TOOLS 

Allan  Hills  Edge  Tool  Co.,  Gait. 

MACHINE  KNIVES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

MALLETS 
Stanley   Rule   &    Level    Co.,  New 

Britain,  Conn. 
MANUAL   TRAINING  BENCHES 
Richards- Wilcox      Canadian  Co., 
Ltd.,  London. 

MANGLES 
Cummer-Dowswell.  I4d.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Ouelph. 
James  Smart  Mfg.  Co.,  Brockville. 

MANTELS — Wood 
Barton  Netting  Co.,  Windsor. 

MAPLE  EVAPORATORS 
Steel     Trough     &     Machine  Co., 
Tweed. 

MARINE  SUPPLIES 
James   Morrison   Brass    Mfg.  Co., 
Toronto. 

Consumers'  Cordage  Co..  Toronto. 

MATCH  STANDS  (Safety) 
Chicago    Hardware    Foundry  Co., 
Chicago.  111. 


MATTOCKS 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

MEASURING  PUMPS 

Wayne  Oil  Tank  &  Pump  Co., 
Woodstock,  Ont. 

METALS 

Canada  Metal  Co.,  Toronto. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

M.  &  L.  Samuel,  Benjamin  tc  Co., 

Toronto. 

B.  &  S.  H.  Thompson,  Montreal. 
E.  T.  Wright  Co..   r,td.,  Hamilton 
METAL  CEILINGS  AND  WALLS 
McParlane-Douglas  Co.,  Ottawa. 
Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 
.Sarnia    Metal    Products    Co.,  To- 
ronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

METAL  POLISHES 
Canada  Paint  Co.,  Montreal,  Que. 
Nickel   Plate     Stove   Polish  Co., 

Windsor,  Ont. 
Sherwin-Williams  Co.,  Montreal. 

METAL  WASHBOARDS 
Meakins  &  Sons,  Hamilton. 
METAL    OARAGES    AND  SILO 
ROOFS 

Metal  Shingle  &  Siding  Co..  Pres 
ton. 

METAL  LATHS 
Pedlar  People,  Oshawa. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg   Ceiling   £  Roofing  Co.. 

Winnipeg. 

MILL  SUPPLIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 

MIRRORS 

Toronto  Plate  Glass  Imp.  Co.,  To 
ronto. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinzinger  &  Bruce  Co.,  Niagara 
Falls. 

Hobbs  Mfg.  Co.,  Ltd.,  London. 

MITRE  BOXES 
Stanley   Rule    &    Level    Co.,  New 

Britain,  Conn. 
E.  C.  Atkins  &  Co.,  Hamilton. 

MOPS,  MOP-CLOTHS 
Channell  Chemical  Co.,  Toronto. 

MOP  WRINGERS 
Wm.  Cane  Sc  Sons  Co..  Newmarket. 

MORTAR  COLORS 
Manton  Bros.,  Toronto. 
Sanderson  Pearcy  &  Co.  Toronto. 

MOTOR  BOAT  SUPPLIES 
Canadian      Fairbanks- Morse  Co., 
Montreal. 

MOTOR  ACCESSORIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

NAILS  (Cut) 
Cowan  &  Britton,  Ltd.,  Gananoque. 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

NAILS  (Wire) 

H.  S.  Howland,  Song  ft  Co.,  To- 
ronto. 

Imperial  Steel  ft  Wire  Co.,  CoUing- 
wood,  Ont. 

P.  L.  Robertson  Mfg.  Co.,  Milton. 

Laidlaw  Bale-Tie  Co.,  Hamilton. 

Parmenter  Bulloch  Co.,  Gananoque. 

Steel  Co.  of  Canada.  Ltd.,  Hamil- 
ton. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

NAIL  PULLERS 
Smith  &  Hemenway,  New  York. 
Chas.  Morrill,  New  York,  N.Y. 

NECKYOKES 
Dravton  Mills.  Ltd.,  Dravton.  Ont. 

NICKEL-PLATED  WARE 
Landers,    Frary     &    Clark,  New 
Britain,  Conn. 

NUT  CRACKERS 
Chicago    Hardware    Foundry  Co., 
Chicago,  111. 

OAKUM 
A.  Ramsay  &  Son  Co..  Montreal. 
Scy'hes  ft  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co.. 
Toronto. 

OILS — Linseed 
Canada  Linseed  Oil   Mills,  Mont- 
real and  Toronto. 

OILS— Boiled 
Canada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS — Varnish 
Cnnada   Linseed   Oil   Mill*.  Mont- 
real and  Toronto. 
OIL  AND   GASOLINE  TANKS 
Steel     Trough     ft     Machine  Co., 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 


on.  STOVES  AND  HEATERS 
Bowes,   Jamieson,   Ltd.,  Hamilton. 
Imperial  Oil  Co.,  Toronto. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

OIL   STORAGE  SYSTEMS 

S.  F.  Bowser  ft  Co.,  Toronto. 
Heller-Aller  Co.,  Windsor. 
Steel     Trough     ft     Machine  Co^ 
Tweed. 

Wayne  Oil     Tank  ft  Pump  Co., 
Woodstock. 
OILERS — Engln*   and  Machlaa 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co..  Ltd..  Hamilton. 

OILED  CLOTHING 
Scythes  ft  Co.,  Toronto. 

OIL  CLOTHS 
Dominion  Oil  Cloth  Co.,  Montreal. 

OIL  CANS 
Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

OILY  WASTE  CANS 
James   Morrison   Brass   Mfg.  Oo-, 
Toronto. 

Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

McFarlane-Douglas  Co..  Ottawa. 

ORNAMENTAL  IRON 
Canada  Wire   ft   Iron   Ooods  Co., 
Hamilton. 

PAILS — Wood 
Wm.  Cane  ft  Sons  Co.,  Newmarket. 

PAINTS  AND  OILS 
Brandram-Hendergon.    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  ft  Color  Co.,  To- 
ronto. 

Ottawa  Paint  Co.,  Ottawa. 
R.  C.  Jamieson  ft  Co.,  Montreal. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin  Senour  Co.,  Montreal. 
Benj.  Moore  ft  Co.,  West  Toronto. 
Pratt  &  Lambert,  Buffalo. 
Pinchin-Johnson  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 

PAINT  SPRAYING  MACHINES 
A.  Ramsay  &  Son  Co..  Montreal. 

PAINTERS'  TRESTLES 
Stratford  Mfg.  Co.,  Stratford. 
A.  Ramsay  ft  Son  Co..  Montreal. 
McFarlane  Ladder  Works,  Toron- 
to. 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

PAPERHANGERS'  TOOLS 
Sanderson  Pearcy  &  Co..  Toronto. 
A.  Ramsay  &  Son  Co..  Montreal. 

PARIS  GREEN 
Sherwin-Williams   Co.,  Montreal. 

A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronto. 
Canada  Paint  Co..  Montreal. 

PARLOR  DOOR  HANGERS 
Richards-Wilcox      Canadian  Co., 

Ltd.,  London. 
Canada  Steel  Ooods  Co..  Hamilton. 
Taylor-Forbes  Co..  Ouelph. 

PERFORATED  METALS 

B.  Greening  Wire  Co.,  Hamilton. 
Canada  Wire   ft   Iron   Ooods  Co., 

Hamilton. 

PICKS 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

PIO  IRON 
Steel  Co.  of  Canada,  Hamilton. 
Samuel.  Benjamin  ft  Co.,  Toronto. 

PIPE    CUTTERS    AND  VISES 
Armstrong    Mfg.    Co.,  Bridgeport, 
Conn. 

James   Morrison  Brass  Mfg.  Co., 

Toronto.   

PIPE     AND     FITTINGS — Black 

and  Galvanised 
James   Morrison   Brass   Mfg.  Ca„ 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 
PLANES 

Stanley    Rule   ft    Level    Co.,  New 

Britain.  Conn. 
National   Mach.     ft   Supply  <3«, 

Hamilton. 

PLASTER 
Alabastine  Co..  Ltd..  Paris. 

PLASTER  OF  PARIS 
A.  Ramsay  ft  Son  Co..  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 
Alabastine  Co..  Ltd.,  Paria. 
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Boilers  are  made  in  all  sizes 
and  grades  of  tin,  copper  and 
galvanized,  with  the  popular 
Keystone  handles.  Each  has 
an  attractive  labehvhich  helps 
them  to  sell  quickly. 


Sap  Pails  are  seasonable  now. 
Make  a  displa\'  of  these  as 
every  farmer  customer  should 
have  a  supply. 


Tin  Ware 
of  Quality 


It  IS  to  your  advantage  to 
handle  the  Soren  Bros,  line  of 
Tin,  Gal  vanized  and  Japanned 
Ware.  The  quality  is  guaran- 
teed and  profits  reasonable.  Our 
line  includes: — 

Ash  Sifters,  Wash  Boilers,  Cake 
Tins,  Tea  Kettles,  Dippers,  Dust 
Pans,  Steamers  and  Boilers,  Gal- 
vanized Pails,  Garbage  Cans, 
Stove  Pipe.  General  Tinware, 
Galvanized  Tinware. 


Write  us  to-day  for  New  Catalogue 
showing  our  complete  line 


Soren  Bros. 

545-547-549  KING  ST.  WEST 
TORONTO,  ONT. 


Our  neu  i  n  i.iry  at  545-547-549  King 
St.  VV.,  Toronto,  which  is  equipped  to 
enable  us  to  give  prompt  attention  to 
all  orders. 


Sprinkling  cans  are  made  in  6,  12  and  14 
quarts  with  spouts  wired  to  body  of  can 
(not  shown  in  cut).  Strongly  made  to 
give  satisfaction  where  good  service 
and  durability  are  desired. 

Plain,  Japanned  and  Galvanized 


The  One-Minute  Washer 

is  the  Best  Washer  on  the  Canadian  Market 

The  many  features  of  the  "One  Minute"  offer  the  dealer  the 
advantage  of  a  large  number  of  selling  points  which  are  not 
contained  in  other  washing  machines. 

IVe  back  the  dealer  in  every  sale  he  makes  by  guaranteeing  each 
machine  to  give  complete  satisfaction  to  his  customers. 

Write  us  to-day  for  Agency 

One  Minute  Manufacturing  Co.,  ToronTo^calrda 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  of  Catalogue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  RLE  CO. 
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PLATES     AND  HOOKS 
Ckuadian  Yale  A  Towne,  Ltd.,  St. 

Catharinea. 
Bommer  Brothers.  Brooklyn. 

PLOWS — Grading 
Meaford    Wheelbarrow    Co.,  Mea- 
ford. 

PLIERS 

descent  Tool  Co.,  .laineatown,  N. 
Y. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

Smith  &  Hemenwav,  New  York. 

PLUMBS  AND  LEVELS 
Stanley    Rnle   &    Level    Co.,  New 

Britain,  Conn. 

PLUMB  BOBS 
Taylor  Forbes  Co.,  Oue^ph. 
Stanley    Rule   &    Level    Co.,  New 

Britain,  Conn. 
POLISHES — Furniture  and  Wood 
O.  P.  Stephens  &  Co.,  Winnipeg. 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Martin  Senour  Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 
Stuart  &  Poster,  Toronto. 
POLISHES — Metal      and  Stove 
Sherwin-Williams  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin  Senour  Co.,  Montreal. 
Nickel   Plate  Polish  Co.,  Windsor. 
Ronuk,  Ltd.,  Toronto. 

POLISHING  BRUSHES 
Boeckh  Bros.,  Ltd.,  Toronto. 
Meakins  &  Sons,  Hamilton. 

POST  HOLE  DIGGERS 
Otterville  Mfg.  Co.,  Otterville. 
POULTRY  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 
Imperial  Steel  &  Wire  Co.,  Oolling- 

wood. 

McGregor  Banwell  Fence  Co.,  Wal- 
kcrville. 

PULLEYS 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Taylor-Forbes  Co.,  Quelph. 

PUMPS 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

James    Morrison   Brass   Mfg.  Co., 

Toronto. 
Beattie  Bros.,  Fergus,  Ont. 
Heller-Aller  Co.,  Windsor. 
Canadian      Fairbanks-Morse  Oo., 

Montreal. 
Dayton  Pump  &  Mfg.  Co.,  Dayton, 

Ohio. 

RAKES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

RASPS 

Nicholson  File  Co.,  Port  Hope. 

RAZORS 
Arch.  McFarlane,  Montreal. 
Dorken  Bros.,  Montreal. 
Geneva  Cutlery  Co.,  Geneva,  N.Y. 
REFRIGERATORS       AND  ICE 

CHESTS 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet   Metal   Products  Co.,  Toron- 
to. 

Sanderson-Harold  Co.,  Paris. 
REGISTERS — Hot  Air  Furnace 

Canadian   Heating     &  Ventilating 
Co,.  Owen  Sound. 

Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Clare  Bros.,  Preston. 
Giirney   Fonndry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Gait  Stove  &  Furnace  Co.,  Gait. 
Kir-Ben,  Ltd.,  Almonte. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 

Hamilton   Stove     &   Heater  Co., 
Hamilton. 

RIVETS 

Parmenter  Bulloch  Co..  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 
RIFLES — Sporting  and  Military 
Ross  Rifle  Co.,  Quebec. 
See  also  Guns  and  Rifles. 

ROD  COUPLINGS 
Otterville  Mfg.  Co.,  Otterville. 
ROPE 

Scythes  &  Co..  Toronto. 

Consumers'   Cordage  Co.,  Toronto. 
ROOFING  BRACKETS 

Stanley    Rnle    &    Level    Co.,  New 
Britain.  Conn. 

ROOFING  (Prepared) 

Prantford  Roofing  Co.,  Brantford. 

Patterson  Mfg.  Co.,  Toronto. 

H.   S.   Howland  Sons  &   Co.  To- 
ronto. 

Canadian    Supply    &  Contracting 
Co.,  Toronto. 


BOOFIMO  SUPPLIES 

E.  T.  Wright  Co.,   Ltd.,  Hamilton. 

ROOFERS'  FELT 
Winnipeg    Ceiling    ft    Roofing  Co., 

Winnipeg. 
McParlane  J)ouglaR  Co..  Ottawa. 

RUBBER  GASKETS 
Gutta  I'prrha  &  Rubber,   Ltd.,  To- 
ronto. 

RULES  AND  TAPES 
Lufkiii      Rule     Co.     of  Canada, 
UlndRor. 

Stanley    Rule    &    Level    Co.,  New 
Britain,  Conn. 
RUBBER  BOOT  REPAIRS 
Marble   Arms   &    Mfg.   Co.,  Glad- 
stone, Mich. 

RULES — Boxwood 
Lufkin     Rule     Co.     of  Canada, 
Windsor. 

Stanley   Rule   &    Level    Co.,  New 

Britain,  Conn. 
SAD  IRONS — Mrs.  PotU' 
Taylor-Forbes  Co.,  Guelph. 

SAD  IRONS — Gas  and  OasoUne 
McClary  Mfg.  Co.,  London. 
H.  W.  Knight  &  Bros.,  Toronto. 
Taylor-Forbes  Co..  Guelph. 

SAD  IRONS — Asbestos  Lined 
Dover    Mfg.     Co.,    Canal  Dover, 

Ohio. 

Chicago  Hardware  Foundry  Co., 
Chicago.  III. 

SAFES  AND  VAULTS 

Canadian  Fairbanks-Morse  Co., 
Montreal . 

PAFETY  RAZORS  AND  BLADES 

Gillette  Safety  Razor  Co.,  Mont- 
real. 

Auto-Strop  Safety  Razor  Co.,  To- 
ronto. 

SALAMANDERS 
Gurney  Foundry  Co.,  Toronto. 
SANDPAPER 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire   &   Iron   Goods  Co., 
Hamilto'i. 

SANITARY  CLOSETS 
Superior  Mfg.  Co.,  Hagersville. 
Steel     Trough     &     Machine  Co., 
Tweed. 

SAP  SPOUTS  AND  BUCKETS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Taylor-Forbes  Co.,  Guelph. 

McClarv  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 

SASH  CENTRES 
Taylor-Forbes  Co..  Guelph. 

SASH  LIFTS 
Stanley     Works,      New  Britain, 
Conn. 

SASH  PINS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

SASH  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 

SAWS 

E.  C.  Atkins  &  Co.,  Hamilton. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

Shurly-Dietrich  &  Co.,  Gait. 
Henry  Disslon  &  Sons,  Toronto. 

SAW  HORSES— Folding 
McFarlane  Ladder  Works,  Toron- 
to. 

SAW  SETS 

Taylor-Forbes  Co.,  Guelph. 
Simonds   Canada    Saw    Co.,  Mont- 
real. 

Henry  Disslon  &  Sons,  Toronto. 

Chas.  Mor"ill.  New  York. 

E.  C.  Atkins  &  Co..  Hamilton. 
SCALES — Weighing 

Ctnadian  Fairbanks-Morse  Co., 
Montreal. 

Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

SCRAPERS 

Stanley  Uule  &  Level  Co.,  New 
Britain,  Conn. 

Meaford  Wheelbarrow  Co.,  Mea- 
ford. 

Tnvlor,   Forbes   Co..  Guelph. 
SCREEN     AND     STORM  DOOR 

LATCH 
Taylor-Forbes  Co.  Ouelph. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton, 

SCREEN  DOORS  AND  WINDOWS 
Sanderson  Harold   Co..  Paris. 

SCREEN  DOOR  SETS 
Stanley     Works,      New  Britain, 

Conn. 

Tnylor-Forbes  Co..  Quelph. 
Bommer  Brothers,  Brooklyn. 

SCREWS 
P.  L.  Robertson  Mfg.  Co..  Milton. 
Steel  Co.  nf  Canada.  Hamilton. 

SCREWS — Bench  and  Jack 
Tavlor-Forbes  Co.  Guelph. 

SCREW     CLAMPS— Adjustable 
Taylor-Forbes  Co.,  Guelph. 


SCREW  DRIVERS 
Cowan  ft  B'itton,  Ltd..  Gananoque. 
Henry  Disiton  ft  Sons.  Toronto. 
North    BroH.    Mfg.    Co.,  Philadel- 
phia. 

Stanley   Rule   ft    Level    Co.,  New 
Britain,  Conn. 

SCREW  PLATES 

Wells  Bros.  &  Co.,  Ltd.,  Gait. 

Butterfield  Co..  Rock  Island,  Que. 
SCYTHES  AND  HAY  KNIVES 

Welland  Vale  Mfg.  Co.,   St.  Cath- 
arines. 

SHEARS — Sheet  Metal 

Peck,   Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 
SHEET  METAL  SPECIALTIES 

Bnrrowes  Mfg.  Co.,  Toronto. 

Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

Soren  Broi.,  Toronto. 

P,    T.  Wright  Co.,  Ltd..  Hamilton. 

SHELF  BOXES  AND  CABINETS 

Cameron  ■%  Campbell.  Toronto. 

Walker  Bin  ft  Store  Fixture  Co., 
Berlin. 

SHELF  SUPPORTS 

Chicago    Hardware    Foundry  Co., 
Chicago,  III. 

SHEEP    SHEARING  MACHINES 

Chicago    Flexible    Shaft    Co,  Chi- 
cago. 

SHEEP    MARKING  LIQUID 

Sherwin-Williams  Co.,  Montreal. 
SHOT 

Steel  Co.  of  Canada,  Hamilton. 

SHOTGUNS — Repeating 
Remington     Arms       U.M.C.  Co., 
Windsor. 

SHOT  SHELLS 
Remington      Arms      U.M.C.  Co., 
Windsor. 

Dominion     Cartridge   Co.,  Mont- 
real. 

SHOVELS  AND  SPADES 
Lundy  Shovel  ft  Tool  Co.,  Peter- 
boro. 

Cai^adian  Shovel  &  Tool  Co.,  Ham- 
ilton. 

SILVERWARE 
Canadian  Rogeis  Co..  Toronto. 
Cneida   Community,   Ltd.,  Niagara 
Falls,  Ont. 

SKATE  STRAPS 
G.  L.  Griffith  &  Son,  Stratford. 
Owen     Sound     Steel     Press  Co., 
Owen  Sound. 

SKYLIGHTS 
Metal  Shingle  &  Siding  Co.,  Pres 
ton. 

Wheeler  &  Bain,  Toronto. 
McFarlane-Douglas  Co..  Ottawa. 
Winnipeg   Ceiling  &   Roofing  Co., 
Winnipeg,  Man. 

SLEDGES 
Taylor-Forbes  Co..  Guelph. 

SLEDS 

Canadian   Buffalo   Sled   Co.,  Pres- 
ton. 

Richards- Wilcox      Canadian  Co., 
Ltd.,  London. 

Oendron  >itg.  Co.,  Toronto. 
SNOW  SHOVELS 

Canadian   Buffalo  Sled   Co.,  Pres- 
ton. 

Sheet  Met^l  Products  Co.,  Toron- 
to. 

Canada    Steel    Goods    Co.,  Hamil- 
ton. 

SOAP  URNS 

Chas.  Morrill.  New  York.  N.Y. 

SOLDER 
Canada  Matal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg  Coiling   &   Roofing  Co., 

Winnipeg. 
McClary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Bog^'s  Co..  Hamilton. 

SPIKES 
Steel  Co.  of  Canada,  Hamilton. 

SPOKESHAVES 
Stanley   Rule   &    Level    Co.,  New 
Britain.  Conn. 

SPONGES 
A.  Ramsay  ,t  Son  Co..  Montreal. 
Sanderson  Pearcv  ,t  Toronto. 

SPURTING  GOODS 
Dominion     Cartridge   Co.,  Mont- 
real. 

Marble  Anns  Mfg,  Co.,  Gladstone. 
Mich. 

SPOONS    AND    FORKS — Tin 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

SPRAYERS 

Sherwin-Williams  Co..  Montreal. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Specialtv  Mfg    Co..  Grimsby. 

SPRI.-^GS   AND  AXLES 
Ouelph  Spring  ft  Axle  Co.,  Quelph. 
Taylor-Forbes  Co..  Guelph. 


SPRING  HINGES 

Pommer  Brothers.  Brooklyn. 
Chicago  Soring  Batt  Co.  Chicago. 

SPRINKLERS- Aatoma.lc,  Fire 
James    .Morrison    Brass    Mfg  Co, 
Toronto. 

SPRINKLERS — Lawn  . 
Taylor-Forbes  Co..  Guelph. 
James    Morrison  Brots   Mig.  C«., 
Toronto. 

SQUARES — Try    and  Mltra 

Stanley    Rale    ft    Level    Co.,  New 

Britain,  Conn. 
STALLS,      STANCHIONS,  AND 

COW-BOWLS— Metal 
Metal  Shingle  ft  Siding  Co.,  Prea- 

ton. 

Steel  Trough  &  Mfg.  Co.,  Twe«d. 
Beatty   Bros.,  Fergus. 

STAIR  PLATES 
Steel     Equipment     Co.,  Ottawa, 

STAPLES 
Steel  Co.  f'f  Canada.  Hamilton. 
Canada  Steel  Goods  Co.,  riamiltoa. 
Cowan  ft  Britton,  Gananoqae. 
Laidlaw  Bale-Tie  Co..  Hamilton. 

STORAGE  BATTERIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 
STORM  WINDOW  HINGES 
Watrous     Acme     Mfg.     Co.  De» 
Moines.  Iowa. 

STEEL  RULES— Macbinitts' 

Lufkin  Rule  Co.  of  Canada,  Wind- 
sor. 

STEP  LADDERS 
McFarlane  Ladder  Works,  Toronto. 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.  Co..  Otterville. 

STOVE  TRIMMINGS 
Radiant  El;'ctric  Co.,  Grimsby. 

STOVES  AND  RANGES 
Bowes,  Jarnipson,  Ltd.,  Hamilton. 
Beach  Fonndry  Co.,  Ottawa. 
Burrow,  Stewart  ft  Milne,  Hamil- 
ton. 

Canadian    Heating    ft  Ventilating 

Co.,  Owen  Sound. 
Copp  Stove  Co.,  Fort  William. 
Clare  Bros,  ft  Co.,  Preston. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Gait  Stove  ft  Furnace  Co..  Gait. 
Enterprise  Foundry  Co..  Sackville, 

N.B. 

Specialty  Mfg.  Co.,  Grimsby. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall  Zryd  Foundry  Co..  Hespeler. 
Hamilton     Stove   ft  Heater  Co., 

Hamilton. 
Kir-Ben,  Ltd.,  Almonte. 
McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 

Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co..  Woodstock. 
Harriston  Stove  Co.,  Harriston. 
Supreme  Heating  Co.,  Welland. 

STOVE  BOARDS 
McClary  Mfg.  Co.,  London. 
Sheet   Metnl     Products     Co.,  To- 
ronto. 

E.  T.  Wright  ft  Co.,  Hamilton. 
Gurney  Foundry  Co..  Toronto. 
Thos.    Davidson    Mfg.    Co.,  Mont- 

^  STOVE  PIPE  DAMPERS 

Eureka  Damper  Co..  Montreal. 
Taylor-Forbes  Co..  Quelph. 

STOVE    PIPE  SUNDRIES 
McClary  Mfg.  Co.,  London. 
E.  T.  Wright  Co..  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Thos.    Davidson    Mfg.    Co.,  Mont- 

STOVE  AND  RANGE  CASTERS 
Chicago   Hardware   Foundry  Co, 

Chiraeo.  111. 
MolTat  Stove  Co.,  Weston. 

STOVE  POLISH 
Duncan  Electric  Co.,  Montreal. 
Nickel-Plate   ft   Stove   Polish  Co, 

Windsor.  Ont. 

STOCKS  AND  DIES 
.Armstrong    Mfg.    Co..  Bridgeport. 

Conn. 

STORE  LADDERS 
RIchards-W  ilcox     Canadian  Oo, 

London. 

Milbradf  ..Mfr.  Co..  St.  Louis.  Mo. 

STORE  rRONTS — Metal 
Consolidated   Plate  Glass  Co.,  To- 
ronto. 

SWINGS — Lawn 
Stratford  Mie.  Co..  Stratford. 

TABLE  CUTLERY 
-Arch.  McFarlane.  Montreal. 
Oneida    Community,    Oneida,  N.T. 
Canadian  Rogers  Co..  Toronto. 
TACKS 

Steel  Co.  of  Canada,  Hamilton. 
Parmenter      Bulloch      Co.,  Oan- 
anoqne. 

TANKS 

Metal  Shingle  ft  Siding  Co..  Pret- 
ton. 
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The  "Stratford" 
Line  of  Ladders 

IS  the  most  complete  and  satisfactory 
line  on  the  Canadian  market.  Strat- 
ford ladders  are  all  made  with  the 
highest  grade  of  stock. 

Our  variety  of  styles 
for  pamters  will  be  in 
demand  during  the 
""pnng  paint  season. 
It  is  up  to  the  dealer  (o 
meet  this  demand  with  a 
complete  stock. 

Our  line  of 

Lawn 
Swings 

is  well  worth 
your  consideration 

Belter  get  an  order  in  at  once  for  the  line  with  "  Sales  fB^hind  H — 

THE    STRATFORD  MAKE." 

Write  us  to-day  for  catalogue  and  price  list 

Stratford  Mfg.  Company,  Limited 

Makers  of  Ladders.  Lawn  Swingi,  Beyer's  Gliding  Settees, 
Folding  Chairs  and  Tables,  Chairs  for  Assembly  Seating,  Lawn 
Camp  and  Verandah  Furniture.  Woodenware,  Park  Seab.  etc. 


STRATFORD 


ONTARIO 


ONE^ 


r 


LIVE 
DEALER 

in  every  town — can  connect 
with  a  good  paying  proposi- 
tion in  selling  the  extensively 
advertised  and  well  known 

1900"  Gravity  Washer 

The  profits  are  handsome 
and  every  sale  means  a 
satisfied  customer. 


Write  to-day  for  particulars  of  our 
full  line  of  washers  and  wringers. 

The  Nineteen  Hundred 

Washer  Company 

357  Yonge  St.  Toronto 


PEERLESS 

Ornamental  rencinci 


IT  is  easy  to  explain  the  merits  of  Peer-  ^ 
less  Ornamental  Fencing  to  a  prospective 
customer    There  are  so  many  things  in  its.  , 
favor.     First,  it  is  really  an  ornamental  fence;  second,  ^ 
it  is  an  economical,  and  at  tlie  same  time,  durable  fence;  - 
third,  it  beautifies  home  surrounding's  and  presents  a 
splendid  appearance.     Gate  and  fence  match  well  to- 
pether.    Then,  too,  there  is  money  in  it  for  you. 

Peerless  Ornamental  Fenckg 

I.  it  only  protects,  but  beautilics  property  as  well.  F-very 
stay  is  made  of  strong,  stiff  wire  that  will  not  sag-. 
Our  fencing  is  matie  from  galvanized  wire.  Peerless 
fence  is  easy  to  erect,  and  will  hold  its  shape  for 
years  to  come. 

Send  for  Dealers'  Proposition 

('.i  t  our  litc-rtitiiro  sliowiiin  niiiiiy  beaulifiil  ck- 
siiins  for  In  wns,  parks,  cemeteries,  etc:  also 
ask  al>oiit  our  farm  fcncinir  and  Eatts. 
The  Banwcll-Hoxic  Wire  Fence 
-^^^^^  Company,  Ltd. 

  T^^^^^  "liM.li,,.,,-.  Mm...  Ihiinlll. 


The  FARM  ENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  nnd  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Elscutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 


JENKINS  &  HARDY 

Assignees,  Chartered  Accountants,  Estate  and  Fire 

In.surance  Agents 
15|^  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 
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Desk  Room  to  Rent 

Desk  room  in  bright  cheery  office,  centrally 
situated  in  Montreal.  Telephone  and 
Stenographic  services  available. 

Apply  to— 

R.  C.  HOWSON 

The  Commercial  Press,  Limited 

704  Unity  Building  MONTREAL 
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Wayne   Oil   Tank    &    Pump  Co., 

Woodstock. 
Steel     Trough     A     Machine  Oo., 
Tweed. 

TANK  AND  8II.0  TUQS 
OttervlUe  Mfg.  Co..  Otterville. 

TAPES — Measuring 
Lnfkin     Rule     Co.     of  Canada, 
Windsor. 

TUB  STANDS 
Otterville  Mfg.  Co.,  Ottervilla. 
J.  H.  Connor  &  Son,  Ottawa. 

TENTS  AND  AWNINGS 
Smart-WnoflB  Co.  Ottawa. 

THEBMOATETEBS 
Jamee  Morrison    Brass    Mfg.  Oe., 
Toronto. 
TINSMITHS'  MA0HIN1B2T 
Peek,  Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
Steel    Bending  &  Brake  Works, 
Chatham.  Ont. 

TINSMITHS'  SHEABS 
Peck,  Stow  &  Wilcox  Co.,  South- 
ington,  Conn. 

TINWAEE 
7airgrieve  Metal  St  Stamping  Co., 

Toronto. 
See  also  iCuamelware. 

TOOLS — Mechanics' 
North  Bros.,  Philadelphia,  Pa. 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington,  Cunn. 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

TOOL  ORINDEBS 
Taylor-Forbes  Co..  Guelph. 

TRAPS — Lavatory 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 

TRAPS — Animal 
Oneida  Community,   Ltd.,  Niagara 

Falls,  Ont. 
Peck,   Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

TRAPS— Rat 
Canada   Wire   &   Iron   Qoods  Co., 
Hamilton. 

TRAPS — Steam 
James    Morrison    Brass  Mfg.  Oo., 
Toronto. 

TREE  TRIMMERS 
Taylor-Forbes  Co..  Guelph. 

TROWELS 
E.  0.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

TRUCKS — Warehoasa 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

XmBRELLA  HOLDERS 
Springer  Lock  Mfg.  Co.,  BoUevUla. 

VACUUM  CLEANERS 
Onward  Mfg.  Co.,  Berlin. 

Invincible  Renovator  Co.,  Toronto. 
Clements  Mfg.  Co.,  Toronto. 

VARNISHES 
Benj.  Moore  &  Co.,  Toronto. 
Lowe  Bros ,  Ltd.,  Toronto. 
Brandram-Henderson,   Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
Uartin-Senour  Co.,  Montreal. 
A.  Ramsay  Sc  Son  Oo.,  Montreal. 
Ottawa  Varnish  Co.,  Ottawa. 
R.  C.  .Jamieson  &  Co.,  Montreal. 
■  Imperial  V'arnish  &  Color  Co.,  To- 
ronto. 

Wm.  Ilarlanel  &  .Son.  Toronto. 

VENTILATORS— Metal 
Metal  Roofing  Sc  Siding  Co.,  Pres- 
ton. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

Sarnia    Metal    Products    Co.,  To- 
ronto. 

McOlary  Mfg.  Co.,  London. 

VATS — Steel  Cheese 
Steel    Trough    Sc    Machine  Co., 
Tweed. 

VISES 

Stanley  Rule  &   Level  Co.,  New 

Britain,  Conn. 
National   Machine  Sc   Snpply  Co., 

Hamilton. 
Taylor-Forbes  Co.,  Guelph. 
James    Morrison   Brass   Mfg.  Oe., 

Toronto. 

Armstrong  .  Mfg.    Co.,  Bridgaport, 

WAGON  JACKS 
Riehards-Wilcox      Canadian  Co., 
New  York. 

WAGON  WATER  TAN&S 
Steel  Trough     Ss     Machine  Co., 
Tweed. 

WAPPLB  IRONS 
Taylor-Forbes  Co.,  Gnelph. 

WASH  BOARDS 
Wm.  Cane  Sc  Sons  Co.,  Newmarket. 
Conn. 

Cnmmer-Dowrwell,     Ltd.,  Hamil- 
ton. 


WASH  TUBS 
Wm.  Cane  &  .Sons  Co..  Newmarket. 

WASTE — Cotton  and  Wool 
Scythes  &  Co..  Toronto. 

WASHERS 
Steel  Oo.  »t  Canada,  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 
Canada  Metal  Co.,  Toronto. 
GuttB  Percha  *  Rubber,  Ltd.,  To 
ronto. 

WASHING  MACHINES 
Beattie  Bros.,  Fergus,  Ont. 
J  H.  Connor  &  Son,  Ottawa. 
Ct.ramer-Dow8weli  Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Geo.  C.  Kaitting  Sc  Sona,  Gait. 
Nineteen     Ifundrert     Washer  Co., 

Toronto. 
Taylor-Forbes  Co.,  Gnelph. 
One  Minnte  Mfg.  Co.,  "Toronto. 

WATER  SERVICE  SYSTLMS 
Dayton     Pump   &    Machine  Co., 

Dayton,  Ohio. 
WATER  AND  HOG  TROUGHS 
Steel     Trough     &     Machine  Co., 

Tweed. 

Metal  Shingle  &  Siding  Co ,  Pres- 
ton. 

WEDGES 
Taylor-Forbos  Co..  Guelph. 
WELL  CURB — Corrugated  Metal 
Winnipeg   Ceiling  Sc   Roofing  Co., 
Winnipeg. 

WHEELBAERO  WS 
Maxwells,  Ltd.,  St.  Mary's. 
Meaford  Wheelbarrow     Co.,  Mea- 
ford. 

WHIFFLETREES 

Drayton  Mills.   lAd..  Drayton,  Ont. 

WHIP  RACKS 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

WILLOW  BASKETS 
Meakins  &  Sons,  Ltd.,  Hamilton. 

WINDOW  SETS — Basement 
Taylor-Forbes  Co.,  Guelph. 
Stanley  Works,  New  Britain,  Conn. 

WIRE  CLOTHES  L00E:ERS 
Canada  Wire  Sc  Iron  Goods  Co., 
Hamilton. 

WIRE  DOOR  MATS 
Canada   Wire   Sc   Iron   Goods  Co., 

Hamilton. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

WIRE 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Steel  Co.  of  Canada,  Hamilton. 

WIRE  DOOR  PULLS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

WIRE  CLOTH 
B.  Greening  Wire  Co.,  Ltd.,  Hamil- 
ton. 

Canada   Wire   &   Iron   Gooda  Co., 

Hamilton. 

WT3E  FENCING 
Banwell-Hoxie  Wire     Fence  Co., 

Hamilton. 
McGregor,     Banwell     Fenco  Co., 

Walkerville. 

WIRE  FENCE  STRETCHERS 
Richards-Wilcox      Canadian  Co., 

London. 

McGregor      Banwell     Fence  Co^ 
Walker7i!le. 

Otterville  Mfg.  Co.,  Otterville. 
WIRE  QOODS 

H.  Greening  Wire  Co.,  Hamilton. 

McClary  Mfg.  Co.,  London. 

Canada  Wire  &  Iron  Gooda  Co., 
Hamilton. 

E   T.  Wright  Co.,  Ltd.,  Hamilton. 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

WHITE  LEAD 
Benjamin  Moore  &  Co.,  Toronto. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Steel  Co.  of  Canada,  Hamilton. 
Lowe  Bron.,  Ltd.,  "Toronto. 
Martin-Senonr  Co.,  Montreal. 
A.  Ramsay  Sc  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 

WOODENWARE 
Wm.  Cane  &  Son,  Newmarket. 
Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Meakins  A  Sons,  Hamilton. 

WRENCHES. 
Orescent    Tool     Co.,  Jamestown, 
N.Y. 

WRINGERS — Clothes 
American  \V  ringer  Co.,  New  York. 
Cummer-Dowswell,  Ltd.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Gnelph. 

WRINGER  ROLLS 
Gntta  Perciia  Sc  Rubber,  Ltd.,  To- 
ronto. 

ZINO  ORNAMENTS 
Winnipeg   Ceiling   St   Roofing  Oo, 
Winnipac. 


Galvanized  Steel  Tanks 


for  use  on  the  farm  for  stock  water- 
ing, or  for  cistern  use,  are  the  most 
sanitary  and  convenient  storage. 

Frcezintr  vv(-attu  r  doe«  not  ;urf  ct  Wayne  Tank.-,  and  they 
do  not  leak  nor  dry  up  in  the  'iummer  weather. 

The  .seams  are  all  made  water  tight  by  heavy  pneumatic 
ri  vesting  metal  to  metal.  Made  in  both  square  and  round 
styles,  and  in  all  sizes  for  all  purposes. 

Write  for  Our  Illustrated  Booklet 

Wayne  Oil  Tank  &  Pump  Co. 

Woodstock       ^""'^^^  Ontario 


WANTED  and  FOR  SALE 

Adt  under  this  head  25  cents  per  line.  Fo«r  lines 
once  for  $1.00,  three  times  for  $2.00.  Cash  must 
accompany  order.    No  accounts  booked. 


Traveler  with  automobile  has  first  class  connection  with  best 
hardware  trade  in  Toronto  is  in  position  to  represent  good 
bouse  on  commission  basis  or  salarv  and  commission.    Box  301. 

3|2|16 

Wanted  to  hear  from  owner  of  good  hardware  or  implement 
store  for  sale.  Send  price  and  j)articulars.  D.  F.  Bush,  Minne- 
apolis, Minn. 

Permanent  Position  Wanted — Hardware  clerk,  with  6  rears' 
experience  in  retail  and  wholesale.  Speaks  French  and  Eng- 
lish. Good  salesman  and  storekeeper.  Handv  window  dresser. 
Apply  for  references  at  Box  302.  Canadian  Hardware  Journal, 
32  Colborne  Street.  Toronto,  Ont. 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  HARD- 
WARE,  STOVE  AND  PAINT  JOURNAL 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines  and  only  ONE  line 
will  be  represented  in  his  advertisement  but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 
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Count  your  Chickens 

before — and  after- 


using  a 


EXTENSION  BROOD  COOP 


MADE  IN  CANADA 


A  profitable  investment  for  Poultry  Breeders.  No  lost,  strayed,  stolen  or  sick  chicks  to  figure  against  the 
profits.     The  number  of  chicks  saved  from  a  single  brood  to  become  mature  egg-layers  will  soon  more  than 

pay  for  the  initial  cost  of  the  coop.  Shut  them  up  at  night  in  a 
warm,  snug,  rain-proof,  damp-proof,  cat,  rat  and  weasel-proof 
house.  In  the  daytime  give  them  fresh  air  and  sunlight,  lots  of  room  for 
exercise — without  being  able  to  roam  away,  or  fall  victims  to  carnivorous 
animals. 


The  extension  is  made  of  heavy  2-mesh  wire  cloth,  RE  galvanijsed,  so  the 
wires  will  not  spread  apart. 

In  fine  weather  the  cage  portion  is  pulled  out,  giving  the  hen  and  chicks 
double  area  to  roam— untrammelled  scratching  privileges,  and  all  the  advan- 
tages of  a  natural  open-air  life— yet  isolated  from  the  flock,  and  protected 
from  depredating  animals,  such  as  rats,  cats,  dogs  and  weasels. 
The  total  length  of  the  extended  coop  is  46  inches,  and  the  sliding  edge  of 
extension  being  set  in  a  groove,  it  can  be  closed  without  the  least  trouble  or 
danger  to  the  occupants  by  simply  pushing  it  in.  Wl' 
The  sanitary  advantages  of  this  simple  and  convenient  arrangement  will  be 
immediately  obvious  to  all  modern  poultry  breeders.  The  extension  locks 
at  any  range  you  wish. 


CLOSED  AND  LOCKED. 
Height,  18^  in. ;  length.  24  in. ;  width,  20  in. 

In  bad  weather,  or  during  cold  nights,  the  closed  coop 
offers  a  sate,  snug,  warm  harbor  for  the  hen  and  her 
family. 

Jladf  of  heavy  galvanized  iron,  it  will  not  rust,  and  pos- 
sessing perfecting  ventilating  arrangements,  and  an  ele- 
vated and  removable  bottom,  perfect  immunity  is  secured 
for  the  chicks  against  chills,  roup,  rheumatism,  and  other 
ills  incident  to  them  during  the  most  critical  period  of 
their  lives. 

The  size  when  closed— '24  inches  long  by  20  inches  wide- 
gives  ample  room  for  "indoor'  exercise.  Combination 
door  for  use  of  old  hen.  or  chicks  only,  as  desired. 

Shipped  nested  3  in  crate. 
Shipping  weight  of  crate  complete  70  lbs. 

E.  T.  WRIGHT  CO.,  Limited 


Hamilton 


Canada 


PULLED  OUT.    Height,  18h  in. ;  length,  46  in. ;  width,  20  in. 


Help  Your  Boo^I^eeper  to  Help  You 

Help  him  to  give  you  more  efficient  service.  You  wouldn't  want 
your  stenographer  to  transcribe  your  letters  with  a  pen.  It  wouldo't 
pay  you.  Why,  then,  expect  your  bookkeeper  to  work  with  tools 
that  are  antiquated  ?  The 

Remington 

Adding  and  Subtracting  Typewriter 


(Wahl  Adding  Mechanisai) 

hat  opened  the  door  ol  every 
accounting  department  to  the 
writing  machine.  This  machine, 
which  wrilet  and  adds  (or  lub- 
tracls)  in  one  operation,  is  the 
lait  word  in  typewriter  effi- 
ciency. 

You  know  the  lypewriler  wv« 
time  and  Ubor  in  correspondence. 
In  billinfi  and  statement  work  the 
Addine  and  Subtracting  Type- 
wnler  does  the  same  -and  more, 
h  ilops  etFon.  prevents  errors ;  it 
giTcs  you  machine  accuracy  in  place 
ol  brain  fallibility. 

The  prevention  of  loss  through  enors  makes  this  machine  worth  more  than  it 
coat  to  you.    And  ihr  tjmr  and  labor  saving  are  clear  gain. 

Our  illustrated  booklet.  "  The  Remington  /dea,  " 
sent   on    request .    will  tell  you   all  about  it 

Remington  Typewriter  Company,  Limited 

144  Bay  Street,  Toronto,  Ontario 
7  Notre  Dame  St.  West,  Montreal,  Que. 


and  Sell  More  Goods 


Every  Hardware  Dealer  can  increase  his  sales  immensely  by  spending  ft 
little  time  on  hii  windows.  Window  space  is  worth  money.  Get  il  out  by 
keeping  a  neat,  clean  display  of  gooai,  well  illustrated  \v\th  clasiy  Show 
Cards.    Never  tried  it?    Can't  write  them? 

Well!  Let  us  show  you.  We  can  teach  you  how 
in  >horl  oidtr  and  at  little  expense,  by  our  new  revised 

EDWARDS  SHORT-CUT  SYSTEM 

Nothing  like  it  ever  produced.    Il  bring*  remits  which  mean  money  to  YOU 
if  you  will  use  our  service. 

Write  us  for  dcfcriptive  catalogue  and  mention  this  journal.  If  you  can  make 
any  sort  of  letters  for  card  work,  send  ua  a  sample.    Address — 

Show  Card  Writing  Department 

SHAW  CORRESPONDENCE  SCHOOL 

395-7  YONGE  STREET,  TORONTO 


Whta  writing  to  a4lTartlt«ri  kladlr  B*Dtlon  Oaaa^iM  HArdwar*  Jooraal 
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Martin  Senour  Co   63 

Meakins  &  Sons    8 

Metal  Specialties  Mfg.  Co   .57 

Milbradt  Manufacturing  Co....  12 

Moore  &  Co.,  Benjamin    67 

Morrison  Brass  Mfg.  Co.,  .Jas.  14 

Myera  Ci..  C.  A   .57 

N 

Nicholson  F'ile  Co   16 

Nineteen  Hundred  Washer  Co. .  71 

North  Bros.  Mfg.  Co   18 

O 

Otterville  Mfg.  Co   21 

Ottawa  Paint  Co   59 

Ontario  Lantern  &  Lamp  Co...  19 

P 

Parmenter  Bulloch  Co..  The...  7.3 

Peck,  Stow  &  Wilco.K  Co   57 

Pratt  &  Lambert   65 


Remington  Typewriter  Co.   ...  73 

Ramsay  &  Son,  A   63 

Renfrew  Electric  Mfg.  Co   6 

Rice  Lewis  &  Son    3 

Remington  .Vmis  Co   13 

S 

Sheet  Metal  Prodncts  Co  i.f.c. 

Soren  Bros   W 

Stanley  Rule  *  Level  Co   14 

.Steel  Company  of  Canada    ...  10 

Steel  Bending  Brake  Works...  12 

Stratford  Mfg.   Co   71 

Simonds  Canada  Saw  Co  o.f.c. 

Sarnia  Metal  Products    15 

.Shaw  Correspondence  School..  73 

T 

Taylor-Forbes  Co   7 

Toronto  Plate  Glass  Impt.  Co  .  ~^ 

Tuttle  &  Bailey  Mfg.  Co.  .  1  - 

W 

Wayne  Oil.  Tank  &  Pump  Co..  72 

Wright  Co..  E.  T   73 

Western  Clock  Mfg.  Co   22 


'UffC/M  ^^^^^^^^  TAPES 


and  RULES 

WILL  SELL  WELL 


Back  of  that  are  these  causes —  The  quality  put  into  the  goods —  The  reputation  they  bear 
among  users.  But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact  — 
THEY  WILL  MOVE.  Not  only  are  they  the  best,  but  they  are  recognized  as  such  by  users 
of  Measuring  Tapes  and  Rules.    More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 

THE /UFK/N Rule  OFQAf^ADA^lrD. 
Wir/DSOftONT. 


GLASS  n  - 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
DON  ROADWAY  and  Ornamental  Glass  TORONTO 


Wlien  wTltine  to  advertisers  kindly  mention  Canadian  Hardware  Jonmal 
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Do  You  Ever 
Stop  Thinking? 

You,  Mr.  Manufacturer — is  there  ever  a  moment,  except  when  you're 
sound  asleep,  that  some  train  of  thought  isn't  chasing  through  your 
mind? 

Is  there  ever  a  moment,  day  or  night,  winter  or  summer,  when  you're 
not  susceptible  to  new  ideas  properly  presented;  especially  when  they 
have  a  vital  bearing  on  your  business? 

Is  there  ever  a  day  during  the  summer  months  when  you  don't  read, 
think  and  plan?  Yet  to  hear  some  folks  talk  against  summer  advertis- 
ing one  would  think  that  we  actually  stop  living  between  June  and 
September. 

Just  as  you  read  advertisements  in  newspapers,  magazines,  and  your 
trade  paper — just  as  you  are  reading  these  lines — so  many  thousands  of 
merchants  throughout  Canada  are  reading  their  trade  journals,  and  lay- 
ing plans  for  summer  and  fall  business. 

You  are  building  for  to-morrow,  not  a  mere  "to-day,"  and  you  know 
that  a  certain  amount  of  "missionary  work"  is  necessary  in  developing 
"to-morrow's"  business. 

So  your  advertising  during  the  summer  months  is  fastening  your 
name  in  the  minds  of  merchants  who  will  remember  it  when  they  are 
ready  to  buy.  And  whether  they  are  already  familiar  with  your  goods 
or  have  never  heard  of  them;  whether  they  are  going  to  buy  next  week 
or  three  months  from  now,  doesn't  alter  the  fact  that  your  summer  ad- 
vertising is  a  most  important  factor  in  lajdng  a  solid  foundation  for 
a  prosperous  fall  and  winter  trade. 


Canadian  Hardware  Journal 

32  Colborne  Street  Toronto.  Canada 
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Order  Gait  Hammocks 

for  Spring  Trade 


Our  New 

Patriotic 

Design 

(Illustrated! 

will  be  the  'Popular 
Seller  during  "  War 
Year. "  You  should 
have  some  of  these. 

Order  No.  740.  Triple 
cloth  Jacquard  pattern. 
Tufted  throw  back  pillow 
with  tassels.  Exposed  head 
spreader.  Strong  fancy 
stringing  with  extra  head 
and  foot  spreaders  trimmed 
with  nickel  caps.  Red, 
white  and  blue  colors,  green 
leaves  in  valance;  black  and 
white  dogs. 

Let  us  send  you  Illus- 
trations and  Prices  of 
our  Complete  Line. 


MADE  IN  CANADA 
and  soldi  direct  to  the  dealer 


We  have  found  that  we  can  give  Ontario  Hardware 
Dealers  the  best  service  and  closest  prices  by  making 
shipments  direct  from  our  factory. 

Your  customers  will  soon  be  calling  for  Hammocks,  and  the  "Gait 
line  offers  you  an  opporlunity  to  put  in  a  range  of  Hammocki,  Ham- 
mock Couches  and  Baby  Hammocks  of  excellent  value  in  all  prices. 


No.  26  Baby  Hammock  and  Stand.  Heavy  Jacquard  weave 
in  blue  and  white  combination.  Re-inforced  bottom.  Iron  Rod  top 
and  bottom.  Impossible  for  baby  to  fall  out.  Size  14x36".  Stand 
is  made  of  '2  inch  iron  tubing  finished  in  white  enamel  and  with  our 
No.  25  or  No.  26  Hammock  makes  a  very  complete  outfit. 


Gait  Robe  &  Hammock  Co.,  Gait,  Ont. 

Sold  through  the  Wholesale  Trade  only  in  Eastern  and  Western  Canada. 


D    ■    ■  ^ 


VOL.  7    No.  4 


reaiuring  oprmg  Duying  and  raint  Irade 


APRIL,  1915 


Every  can  full  to  the  brim  with  quality.  This  unsurpassed  quality  has  made  I  00%  Pure 
the  leader  m  Paints  ready  for  the  brush.  Many  of  our  Dealer  Agents  consider  the  exclusive 
agency  for  this  line  one  of  the  bulwarks  of  their  business.  1  00%  Pure  will  attract  to  your 
store  people  who  will  become  your  friends  and  steady  customers 

^/re  MARTIN -SENOUR  Go. 

LIMITED 

PRODUCERS  OF  PAINTS  AND  VARNISHES 
CHICAGO        MONTREAL  Winnipeg 

HALIFAX  •     LINCOLN    •  TORONTO 
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A  STATEMENT 

and  an  OFFER 


THE  STATEMENT 

SMP,  notwithstanding  any  increases  in  the  cost  of  zmc, 
either  past  or  future,  will  preserve  intact  the  high  qual- 
ity of  SMP  Hot  Galvanized  Ware,  which  is  so  well 
known  throughout  the  country.  Prices  may  again  be 
raised,  but  the  Quality  lowered  NEVER. 

THE  OFFER 

Any  dealer  who,  on  inspection  of  SMP  Hot  Gal- 
vanized Ware  from  now  on,  considers  that  the 
Quality  of  same  has  decreased  or  does  not  compare 
favorably  with  what  he  purchased  before  the  War, 
from  us  or  anyone  else,  is  at  liberty  to  return  any 
of  such  articles  at  our  expense,  and  receive  a  credit 
note  for  same  at  invoice  value. 

Shipments   Made  Promptly 
THE  SHEET  METAL  PRODUCTS  CO.  ^u^mitTd' 

MONTREAL  TORONTO  WINNIPEG 
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U.S.  Poultry  Fence 


Quality  -  Satisfaction  -  Profit 

tflT  U.S.  Poultry  Fence  is  five  or  six  times  as 
^  strong  and  at  least  1  00  per  cent,  better 
than  the  old  style  netting.  It  does  not  require 
top  rail  or  base  board.  It  stretches  to  the  posts 
straight,  even  and  nice,  without  buckling,  bag- 
ging or  sagging,  or  having  that  unsightly  ap- 
pearance so  common  to  the  old  style  nettmg  and  other 
makes  of  Poultry  Fencing.  It  is  so  made  that  it  is 
impossible  for  it  to  have  long  and  short  wires  or  irregu- 
lar sized  and  shaped  meshes. 


A  Practical^  Convincing  Test 

Take  a  short  length  each  of,  say,  48-inch  U.S.  and  old  style  Hexagon  Poultry  Fencmg  o^ 
^  2-inch  mesh,  No.  19  wire;  staple  both  to  opposite  sides  of  a  2  by  4;  staple  a  free  end  of 
one  to  a  fence  post  and  the  other  to  another  2  by  4.  Then  rig  up  a  Fence  Stretcher;  and  the 
U.S.  Fence  should  pull  the  48-inch  Hexagon  Netting  out  of  shape,  narrow  it  to  a  36-inch  width, 
and  then  break  the  Hexagon  wires. 

The  Reason  Why 

U.S.  Poultry  Fence  has  parallel  wires  that  cannot  buckle,  bag 
or  sag  because  there  is  no  crosswise  pull.  In  fact  you  an 
stretch  it  to  as  high  tension  as  desired  and  the  fence  will  not 
draw  narrower,  between  posts.  It  is  built  and  stretches  hke  a 
farm  fence. 

SIZES  CARRIED  IN  STOCK 

1-  inch  Mesh,  18  Gauge  Wire,  Widths  12  to  60  inches 

2-  inch  Mesh,  19  Gauge  Wire,  Widths  12  to  72  inches 

150  Lineal  Feel  in  a  Roll 


U.S.  Poultry  Fence  is  a  business  wedge,  a  trade  builder  and  cus- 
tomer salisfier  and  is  fully  guaranteed.  It  has  been  time-tested  and 
found  sufficiently  superior  in  every  respect  to  be  in  a  class  by  itself. 


Write  for  Circulars  and  Prices 


Rice  Lewis  &  Son 


Toronto 


LIMITED 


Ontario 
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GOOD      I    AGGRESSIVE   BETTER 

GOODS     I    ADVERTISING    BUSINESS 

We  leave  no  stone  unturned  to  make  your  file  trade  pay 
you  more  profit. 

First:  We  give  you  GOOD  GOODS  in  the  "Famous 
Five  '  : — 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

{Made  in  Canada) 

They  are  files  of  a  half-century's  experience  and  prestige.  The 
finished  product  of  five  great  plants — producing  60,000,000 
files  each  year.  Made  under  strictest  supervision — from  steel 
to  file.  Uniform  in  quality — and  of  the  very  highest  grade. 

Second :  We  back  these  goods  with  aggressive  advertising — from  year 
to  year.  We  reach  every  class  of  possible  buyers — through  the  leading 
publications  of  various  trades. 

Third  :  We  focus  90  %  of  the  file  demand  on  our  brands.  We  educate 
buyers  to  the  right  way  of  using  files.  This  means  a  substantial  increase 
m  their  purchase  of  files. 

You  can  materially  increase  your  file  trade  by  lining  up  with  the 
"  Famous  Five." 

Write  to-day  for  "File  Filosophy"  and  our 
complete  Trade  Catalog 

NICHOLSON  FILE  COMPANY 


PORT  HOPE 


JOBBERS 
EVERYWHERE 


ONTARIO 


When  writing  to  adTertlsers  kindly  mention  OanadUn  Hardwan  Jonnal 
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The  Bicycles 
The  British  Army 
are  Using 

 > 


THREE-S  PEED  MODEL 


Just  imagine  the  conditions  under  which  the  Raleigh 
is  used  at  the  front,  out  in  all  kinds  of  weather,  on  the 
worst  roads  you  can  jmagine,  over  fields  and  through 

the  woods  and  shot  riddled  country ;  subjected  to  the  hardest  kind 
of  usage.  This  is  the  kind  of  work  the  Raleigh  is  doing  in  the  war, 
and  doing  it  well.    Isn't  this  a  recommendation  worth  while  ? 


Raleigh  Bicycl 


are  made  of  the  best  materials  obtainable,  in  the  most 
up-to-date  styles,  giving  them  the  desired  distinctive, 

graceful  and  beautiful  lines,  as  well  as  strength  and  durability. 


A  Worth- While  Profit 
for  Dealers 


Write  to-day  for 
Catalogue  and  Prices 


POPULAR  MODEL 


H.  S.  HOWLAND,  SONS  &  CO. 


WE   SHIP  PROMPTl_V 


WHOLESALE  HARDWARE 

TORONTO 

GRAHAM    NAILS   ARE   THE  BEST 

When  writing  to  advertisers  kindly  montiOD  Canadian  Haxdwaia  JourniJ 
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Now  is  the  time  to  get  busy  selling — 


lines !    There's  PROFIT  in  them--f or  YOU ! 


MAXWELL  "Excel- AH"  Washer 

is  popular  wherever  it  is  sold.  One  of  its  special  features 
is  the  improved  Swinging  Wringer  Board.  This  swings 
out  of  the  way  when  not  in  use,  thus  giving  ample  room 
for  work.  The  tub  runs  smoothly  on  ball  bearings  and 
the  entire  mechanism  is  simple  and  easy  to  operate. 
The  "Excel-AU"  Washer  has  a  light,  tubular  metal  frame 
and  its  finish  throughout  is  of  the  very  best. 


MAXWELL 
"Favorite"  Chum 

(with  Bow  Lever) 

THIS  Bow  Lever  is  a 
special  feature  of  the 
Maxwell  "Favorite"  Churn.  You  can  also  adjust  the 
handle  to  centre,  left  or  right,  whichever  is  most  con- 
venient for  driving.  Has  light,  rigid  steel  frame, 
bolted  trunnions  and  roller-bearings.  Makes  churning 
a  pleasure.    Used  in  Denmark,  Australia,  New  Zealand, 

South  Africa,  and 
all  over  Canada. 


MAXWELL  "Home  65"  Food  Chopper 

THIS  is  a  new  machine  embodying:  all  the  latest  principles. 
Made  in  standard   family  size  and  much  stronger  and 
superior  to  the  ordinary  type  of  machine.    Cap  fits  close, 
rendering  the  machine  quite  water-tight.    The  opened  cylinder 
makes  it  easy  to  clean.     Supplied  with  four  different  cutting 
plates  or  three  plates  and  nut-grater. 

Write  for  a  Catalogue 

MAXWELLS  LIMITED 

ST.  MARYS,  ONT. 
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"Empress"  Lawn  Mower 

Open  four  and  tive-kiiife  cylinder.  lUA  inoh  wlieels.  Special  tool 
steel  kiiires.  oil  tempered.  Uase-hardened  ball-bearings  and  balls. 
Specially  prepared  polished  steel  shafts.  Cheeks  easily  detached. 
iMade  with  (frass-box  attachment. 


Taylor -Forbes 
Quality  Lines 


Taylor-Forbes  lines  are  entire- 
ly "Made  in  Canada"  and 
are  guaranteed  to  give  the 
best  of  satisfaction  to  your  cus- 
tomers. 

Here  are  some  lines  which 
will  soon  be  in  demand.  With 
the  warm  weatl^  er  coming  on 
your  customers  will  be  in  need 
of  these  lines. 


"Ideal"  Gasoline  Iron 

Self-Heating 

Made  from  the  highest  grade  material. 
Absolutely  safe.  Heat  can  be  regula- 
ted to  suit  conditions.  There  is  no  gas, 
the  combustion  being  perfect. 


Taylor-Forbea  Clothes  Line  Reel,  made  in  eight  styles. 


Lawn  Sprinkler  with  adjustable  wings. 


If  your  jobber  cannot  supply  you,  write  us  direct. 


Taylor-Forbes  Co.,  Limited 


Head  Office  and  Works  : 

GUELPH,  ONTARIO 


Tarlor-Forbtis  Co.  246  Crmia  St.  W  Montreal 
H.  G.  Rogers.  147  Prince  William  Street, 

St.  John.  N.B. 
Canadian  United  Mfrs.  Agencr,  Loodon,  Ens. 


Taylor-Forbet  Co.,   Ltd..  1070    Homer  St. 

Vancouver. 
H.  F.   Moulden  &  Son.  Travelers"  Buildint 

Winnipee. 


Canadian  Made  for  Canadian  Trade  '• 

Wk*n  vrltlnc  t«  >d7«rtli«rf  kindly  menUon  Canadian  Hardware  Journal 
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No.  1000. 
Price  $1.25. 
(Without  battery) 


No.  1020. 
Price  $1.50. 
(Without  battery.) 
Pat.  applied  for. 


"PRESTO"  Specialties 

Electric  Hand  Lamp 

An  attacliment  for  any  Hry  C  ell  Battery.  Reflector  pivoted  so  light 
can  be  thrown  at  any  angle. 

Equipped  with  Tungsten  bulb  and  bull's  eye  lens,    (iives  a  powerful  lig'ht. 

A  LIVE  LINE  FOR   THE  LIVE  DEALER 

These  "  Presto "  Electric  Hand  Lamps  are  the  handiest  and 
most  serviceable  illuminating  device  ever  conceived. 

Can  be  used  anywhere  on  any  occasion — by  the  farmer,  plumber, 
autoist,  inspector,  housewife,  physician,  in  store  or  factory,  barn  or 
g^arage,  cellar  or  attic. 

Absolutely  Safe  around  gfas,  g'asoline,  oil  or  hay,  for  it 
tannot  ignite  anything  inflammable.  It  is  clean  and  ha.s 
no  smell,  heat  or  smoke. 

A  Good  Lot  of  Light  for  a  Little  Money 

Manufactured  by 

Metal  Specialties  Mfg.  Co. 

736-738  West  Monroe  St.,  Chicago,  111. 

W.  B.  Morrow,  of  Toronto,  distributor  for  Ontario. 
H.  Wheeler,  of  Montreal,  distributor  for  Quebec 
Henderson  &  Richardson,  distributors  for  Maritime  Provinces. 
H.   S.  Musset,   202  Donald  Bldg.,  Winnipeg,   distributor  for 
Manitoba. 

Ernest  &  Martin  Bernet,  distributors  for  British  Columbia. 


No.  1010. 
Price  «1.40. 
(Without  battery.) 


No.  1050. 
'Presto"  Bicycle  Lamp.     A  most 
appropriate   and   useful  lamp  for 
the  cyclist. 

Price  S2.00. 
(Without  battery.) 


DAVIDSON'S 


Premier  Royal 

A  well  constructed  Cast  Range 
A  good  baker  and  sells  for  a  most  reasonable  figure 


It  is  a  real  beauty.  Lasts  a  lifetime. 
There  are  very  few  stoves  that  can 
come  anywhere  near  it  for  style  or 
appearance. 

Fire  box  is  extra  large  and  will  retain 
fire,  day  and  night,  for  36  hours. 

A  single  damper  controls  both  fire  and 
oven,  and  a  sliding  knob  on  top  of 
stove  enables  operator  to  secure  any 

degree  of  heat  required. 


The 


Prices  on  Application 

Thos.  Davidson  Mfg.  Co. 


TORONTO 


Limited 

MONTREAL 


WINNIPEG 


When  writing  to  advertisers  kindly   mention  Canadian  Hardware  JournaJ 
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Sunbeam 
Mazda  Lamps 

TN  these  times  of  war  we 
^  can  each  do  our  share 
to  help  the  financial  affairs 
of  the  Dominion  by  buying 
only  "Made  -  m  -  Canada" 
goods. 

When  it  comes  to  the  ques- 
tion of  lamps,  you  should 
always  "boost"  Sunbeam 
Mazda  Lamps.  In  addi- 
tion to  being  a  "Made-in- 
Canada"  article  they  are 
superior  to  any  imported 
lamp,  being  more  rugged  m 
construction  and  giving  a 
better  light. 

Send  us  a  trial  order  and  let  it  be  proved  that  "Sunbeam" 
Mazda  lamps  are  all  we  claim  for  them. 

Canadian  Sunbeam  Lamp  Co. 

Limited 

Main  Office  and  Factory:  TORONTO 

Branch  Warehouse*  : 

Montreal  Winnipeg  Calgary  Vancouver 


Let 

Canadian  Lamps 

Make 

Canadian  Current 

Into 

Canadian  Light 

For 

Canadian  People 


Whea  wrlllng  to  advertisers  kindly  mention  Canadian  Hnrdware  Journal 
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Fixture  Initalled 
by 

J.  G.  SEIP 

Linwood 


I 

.1 


Two 
Essentials 

for  the 
Up- to- Date 
Store 


Good  Appearance  and  Good  Service 


If  you  intend  to  buy  eciuipiiicnt  for  your  store  do  not  be  deterred  by 
first  cost — if  you  can  afford  it.  Consider  whether  it  will  save  you 
money,  increase  your  facilities  and  bring  you  additional  trade. 

The  difference  in  cost  between  a  fixture  properly  made  and  fin- 
ished and  one  that  is  "good  enough"  because  cheaper  in  first  cost 
would  not  be  considered  for  a  moment,  if  you  could  make  compari- 
sons before  instead  of  after  you  have  installed  it. 

Illustrated  catalog  and  estimates  gladly  furnished. 


The  Walker  Bin  and  Store  Fixture  Company,  Limited 


BERLIN 


MANUFACTURERS  AND  DESIGNERS 
OF  MODERN  FIXTURES 


ONTARIO 


and 


Onward 


Electric  Combination 

Vacuum  Cleaners 


Two  big  profit  producers 
for  Spring  Trade. 


The  "Eureka"  is  a  powerful  and 
most  reliable  machine  and  is  ex- 
ceedingly easy  to  operate.  It 
appeals  to  the  housewife  on  eco- 
nomic, sanitary,  time  and  labor 
saving  principles. 

The  "Onward  "  is  a  Ball  Bearing 

machine  and  works  exactly  like  a 
carpet  sweeper,  quite  as  easy  to 
operate  and  vastly  more  efficient. 


Write  for  our  Proposition  To-day 


Onward  Manufacturing  Company 


Berlin,  Ontario 
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More  Baking,  with  More  Comfort,  this  Summer 

With  the 

"Success"  Oven 


This  is  the  point  you  should  emphasize  with  prospective  purchasers — one  which  will  be 
borne  out  by  the  oven  itself  when  they  put  it  to  the  test.  Because  it  is  built  to  give 
just  that  service — to  do  successful  baking-,  and  the  greatest  amount  of  it,  with  the 
minimum  of  heat  expenditure,  and  to  withstand  everyday  wear  and  usage. 


No.  70  "SUCCESS"  OVEN 

This  oven  has  been  given  extra  large  capacity  ;  its  size  is  22  x  13  inches,  18  inches 
high,  with  two  shelves.  ^  Material  used  in  its  construction,  polished  blue  iron  ;  lining 
of  tin  with  inner  wall  of  asbestos.  ^  Strongly  built,  absolutely  without  rivets  or  bolts, 
being  double  seamed  or  electrically  welded  throughout.  ^  Drop  oven  door  with  strong 
spring,  No.  70  having  glass  drop  oven  door.  Mica  lights  showing  the  Flame. 
^  Removable  heat  deflector.     .Adequate  ventilation. 

The  be»t  appointed,  most  durably  constructed  oven  on  the  market  to-day 


London  Toronto 

St.  John,  N.B. 
Montreal  Hamilton 


Vancouver  Saskatoon 

Calgary 
Winnipeg  Edmonton 
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We  Announce  the 


Kir-Ben  Cast  Iron  Range 


Kir-Ben  Range  with  Standard  Finish.    Also  made  in  Ebony  Finish  and  in 
Nickelled  Finish.     18  and  20  inch  ovens. 


Designed  lo  please  those  users  who  require  g^ood  service, 
and  those  dealers  who  desire  to  maintain  a  profit  mak- 
ing stove  department. 

Although  only  on  tlie  market  since  Decenil  er,  reports 
from  actual  users  justih-  the  claims  we  make,  and  prove 


the  Kir-Ben  to  be  a  real  success  in  baking,  cooking 
and  holding  fire. 

Kir-Ben  Range  Catakigue  is  now  in  preparation,  and  gives 
information  respecting  numerous  special  features.  Send 
your  name  and  receive  your  copy  as  soon  as  ready. 


Made  to  Suit  Your  Trade 


Cast  Iron  or  Brick  Linings 
Iron  or  Glass  Oven  Door 


Duplex  or  Dockash  Grates 
Three  Cooking  Heights 


Ordinary  or  Extra  Large  Wood  Firebox 
Ebony,  Standard  or  Nickelled  Finishes 


Patent  "  ECONOMIC  "  Damper.    Fully  protected,  exclusive, 
and  a  wonderful  working  and  selling  feature. 

KIR-BEN  AGENCY  IS  THE  BEST 

Kir-Ben,  Limited  -  Almonte,  Ontario 
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FIREARMS  & 
AMAVUNITION 


Sportsmen  don't  shoot  to  save  money.  They  spend 
money  to  increase  their  pleasure  and  skill.  And  this  best 
class  of  trade  naturally  seeks  the  stores  that  stock  the 
QUALITY  Line  of  Arms  and  Ammunition — 


UMC 


A  hundred  years'  experience  an  organization  of  experts  unsurpassed 
factory  facilities — and  manufacturing  methods  that  insure  absolute  accuracy — 
make  REMINGTON -UMC  Arms  and  Ammunition  world  standard. 

And  an  extensive  advertising  campaign  in  Canada  is  ready  to  make  money 
for  you  w^ith  the  Remington-UMC  Line. 

Your  name  and  address  on  a  card  will 
bring  you  details  of  our  far-reaching 
1915  Better-Business  Plans. 


THE  REMINGTON  ARMS-UNION  METALLIC  CARTRIDGE  CO. 

(Contractora  to  the  British  Imperial  and  Colonial  Governments) 

WINDSOR  Evi^^'w^H^lR.  CANADA 
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Quick  Sale 
Quick-Shift 


VyiJe  Sell  \ 


MADE  BY 

FERNALD 

holds  the  speed  record  for 
sales  all  along  the  line  from 
manufacturer  to  retail  cus- 
tomer. Long  ago  it  sold 
itself  over  the  million  mark 
and  for  just  one  reason. 
Because  it  does  quickly, 
quietly  and  well  the  work 
it  was  made  to  do. 


^  This  sturdy,  all-steel 
Quick- Shift  is  known  wher- 
ever people  drive  as  the 
quickest,  easiest  change 
from  shafts  to  pole,  and  the 
one  sure  cure  for  shaft-rattle. 


Padded  in  dozen  lots,  each  pair 
in  an  attractive  carton.  Ask 
your  jobber. 

Fernald 
Manufacturing  Co.  h 

North  East,  Pa. 


Metal  Bar  Gauges 

The  compactness,  ease  of  adjustment,  and  ac- 
curacy of  graduation  combine  to  make  the 
metal  gauge  attractive  for  all  classes  of  work. 

During  the  past  year  we  have  added  a  num- 
ber of  new  styles  and  patterns  to  meet  the  in- 
creased demand  for  these  tools. 

Just  a  Few  Selling  Points : 

Nos.  90,  97  and  197  are  Marking  Gauges  only, 
having  but  one  bar.  Nos.  91,  98  and  198  are 
Marking  and  Mortise  Gauges,  having  double 
bars. 

The  bars  in  all  numbers  are  six  and  one-half 
inches  long,  and  graduated  in  sixteenths  of 
inches  for  five  inches. 

The  narrow  gauging  face  on  the  metal  heads 
is  very  convenient  in  many  instances. 

The  roller  cutters  on  Nos.  97,  98,  197  and  198 

enable  the  user  to  scratch  a  fine  line  across  the 
grain  and  over  knotty  places  in  the  wood  with- 
out splintering. 

The  rosewood  head  on  Nos.  197  and  198  make 
them  very  attractive  to  many.  Both  sides  of  the 
head  are  protected  by  brass  face  plates  to  pre- 
vent wear. 

The  metal  parts  of  all  niimbers  are  heavily 
nickel  plated  and  highly  polished. 

These  Gauges  will  sell  readily  if  properly  dis- 
played. 

Stanley  Rule  &  Level  Co. 

New  Britain,  Conn.  U.S.A. 
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British  Hero  and 
Belgian  Hero  Heirloom 

SPOONS 


The  greatest  hit  m  the  silver  trade  in  years.  Hundreds  of 
Hardware  Merchants  are  selling  these  Patriotic  Spoons. 

Bringing  New  Customers  to  their  Stores. 
Building  a  Silverware  Trade. 
Benefitting  from  the  Advertising. 

Making  profits  without  having  to  invest  any  money,  as 
these  spoons  are  sold  on  the  Return  Privilege  Plan. 

If  you  have  not  investigated  our  proposition  to  the 
Hardware  Merchant  on  Patriotic  Spoons,  write  to  us 
at  once.  This  campaign  is  reaping  profits  for  other 
Hardware  Merchants — why  not  YOU? 


We  supply  attractive  Advertising  matter  with 
each  shipment  of  Spoons 


Canadian  Wm.  A.  Rogers,  Limited 

Sales  Office  and  Factory  : 

570  King  Street  West  Toronto,  Ontario 

Branches: — Winnipeg  and  Vancouver 
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SIXTY  YEARS 


1915 


Ingot  and  Sheet  Metals 
Iron  and  Steel 


M.  &  L.  Samuel,  Benjamin  &  Co. 

King  St.  and  Spadina  Ave.,  Toronto 


MADE  IN 
CANADA 


QUR  ]  9 1  5  Model  is  absolutely 
the  best  lantern  that  can  be 
made.  Guaranteed  wind-proof, 
leak-proof  and  also  against  any 
defect  whatsoever  in  workmanship 
or  material. 


SEND  YOUR  ORDER  TO 


Ontario  Lantern  &  Lamp  Co. 

Limited 

Hamilton  -  Ontario  i 
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The  Clipping  Machine  your  Customers  Know 

and  Like  is  this 

Stewart  Ball  Bearing 

Machine 


Stewart  No.  1  Ball  Bearing  Enclosed  Gear  Clipping  Machine  in  Operation   

It  sells  to  the  user  in  Canada  for  only  $8.75  ^ 

The  only  satisfactory  machine  ever  offered  at  ^= 
the  price. 

The  QUALITY  machine,  above  all  others,  g 

You  can  sell  more  of  these  machines  than  of  ^1 

all  others  put  together.    Stewart  machines  are  not  = 
thrown  back  on  your  hands.    They  please  the 
buyer  and  help  sell  more. 

A  clipping  machine  that  won't  cut,  nor  continue  g 

to  cut,  is  a  nuisance.  It  angers  your  customer,  ^1 
shakes  his  confidence  in  you,  and  spoils  your  trade. 

^=  That  never  happens  with  Stewart  machines.    That's  why  every  jobber  carries  them;  that's  why 

^    they  add  to  your  prestige  fbr  selling  GOODS  OF  QUALITY.  g 

g           If  you  want  the  cream  of  the  clipping  machine  business,  sell  the  Stewart  Ball  Bearing  Machine,  g 

S           Each  year  we  spend  more  to  help  dealers  and  jobbers  sell  Stewart  machin.es  than  the  gross  ^ 
sales  of  all  other  clipping  machine  makers  amount  to.    That's  real  co-operation. 

^           Stewart  machines  cut  keenest  and  last  longest.    Each  Stewart  must  sa-tisfy  the  user,  or  all  ^ 

^    money  paid  out  will  be  refunded.  ^ 

^           All  jobbers  have  Stewart  machines.     Order  now,  and  write  us  for  supply  of  "Helps  to  Sell"  ^M. 

=     more  of  these  splendid  machines.  ^ 

■  Chicago  Flexible  Shaft  Co.      187  Ontario  Street,  Chicago  M 
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Time  to  Order 

FREEZERS 


Whether  you  stock  the  LIGHTNING,  GEM 
or  BLIZZARD,  you  get  a  Freezer  that  has  made 
good  for  more  than  a  quarter  of  a  century — one 
that  has  won  its  way  into  the  hearts  of  the 
housekeepers  by  service  that  satisfies — backed 
by  quality  that  creates  confidence  in  both  mer- 
chant and  manufacturer — one  that's  well  adver- 
tised and  in  demand — one  that  brings  trade  and 
helps  you  keep  it. 

The  BLIZZARD,  being  a  low-priced  Freezer, 
makes  a  good  running  mate  with  either  the  GEM 
or  LIGHTNING.  Now  is  the  time  to  place  your 
order.  Shipment  can  be  made  any  time  you 
specify. 


BE  SURE  to  IN- 
CLUDE the  LIGHT- 
NING ICE  CHIP- 
PER No.  1.  You  can 
sell  one  with  every 
Freezer.  It  chips  a 
block  of  ice  into 
small  uniform  pieces 
in  a  jiffy,  just  right 
bo  pack  closely  around 
the  can  and  shorten 
the  time  of  freezing. 
So  much  easier  to 
make  Ice  Cream.  They 
help  the  sale  of 
Freezers. 

Your  Jobber  will 
Supply  You. 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


THE 


(^hicago  jjtee!  j^ending  ^rake 


will  actually  save  its  cost  in  a  few 
months  in  any  sheet  metal  workshop 


Over  ten   thousand  users  in  the  U.S. 
alone  are  obtaining  such  results. 

If  you  are  interested  in  a  Steel  Bending 
Brake  in  any  size,  that  will  do  the  work 
quicker,  and  more  accurately,  at  a  big 
saving  in  labor  and  money — just  write  us. 

The  Steel  Bending  Brake  Works 

Chatham,  Ontario  limited 


TIGER 
WHITE 
LEAD 


The  Lead  VVifA  the  Spread 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  I2'2.  23.  50,  100  LB. 
IRONS  AND  500  LB.  KEGS. 


The  Steel  Company  of  Canada,  Ltd. 


HAMILTON 
VANCOUVER 


MONTREAL 
VICTORIA 


TORONTO 
HALIFAX 


WINNIPEG 
ST.  JOHN 
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Big  Business  for  Dealers  who  Carry 

this  Line 


New  Ii>f.\  "B"  il)elacli!il)le  Tub) 


Playtimk  (Hand  or  Power* 


This  is  the  season  when  Housekeepers 
are  getting  ready  for  Spring  cleaning  and 
it  means  a  big  demand  for 

CUMMER-DOWSWELL 

Washers  and  Wringers 

Only  about  one  quarter  of  the  families 
that  deal  at  your  store  have  an  up-to- 
date  Washer  and  Wringer  and  most  of 
them  need  a  new  one. 

A  little  Display  and  Talk 
will  start  something 


i\'k\v  Ckntluy  "B" 


';New  Eurbka  WRrNGER  (all  iron  frame) 


ltdV  \l   (  ANAOIVN  \\'i<t\(;(:r 


•Seakoa.m  (Kleclric  or  KiKjinc  Drivel 


Wakkantv  Wkingek  (Hall  Bearing.  Warwick  Wringer  (for  Laundry  Tube.) 

eovered  eogs,  wnrinnted  .i  .veins. 

Made  in  Canada  by 

Cummer-Do ws well,  Ltd.,  Hamilton,  Canada 

Known  Everywhere 
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The  Only  Canadian  Made 

Freezer  on  the  Market 


The 
Dana  Peerless 


We  also  Manufacture  : 

Wash  Boards  (Made  in  13  styles) 

Wooden  Pails 

Wooden  Wash  Tubs 

Bake  Boards 

Bread  Plates,  Mops 

Egg  Crates.  Clothes  Pins 

and  other  specialties. 


In  ch( 


first-cli 


The  William  Cane  & 

Newmarket, 


loosing  a  nrst-ciass 

Freezer  to  manufacture  in 
Canada  for  the  Canadian 

trade  we  decided  on  the  Dana  Peer- 
less Freezer  as  being  the  Fastest 
Freezer,  the  Most  Economical, 
Simplest  and  the  Easiest  Turned. 

These  Freezers  will  cost  you  less 
money  than  imported  ones  of  equal 
merit,  finish  and  quality,  and  every 
Peerless  Freezer  you  buy  is  helping 
to  fill  the  dinner  pail  of  Canadian 
workmen  employed  in  their  manu- 
facture and  of  increasing  the  volume 
of  trade  at  home,  rather  than  of 
sending  our  Canadian  money  to  a 
foreign  country. 

We  offer  them  to  the  Hardware  Dealers 
of  Canada  on  a  basis  that  will  yield  a 
round  profit  of  50  per  cent. 
Booklets  with  prices  and  description  of 
technical  features  of  the  Dana  Peerless  on 
request. 

Manufactured  and  sold  for  40  years  in 
U.S.A. 

Manufactured  and  sold  in  Canada,  backed 
by  our  full  guarantee  of  satisfactory  per- 
formance and  quality  of  material  and  labor 
for  one  year  without  a  complaint  from  any 
source  or  any  cause. 

Order  from  your  jobber  or  direct 

Sons  Co.,  Limited 

Canada 
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RUBBER  GOODS 

FOR  THE  HARDWARE  TRADE 

We  make  Hose  of  all  kinds,  Packings  to  suit 
every  requirement,  Belting  for  all  purposes, 
Force  Cups  and  Plumbers'  Supplies,  Tubing, 
Valves,  Valve  Discs,  Wringer  Rolls,  Rubber 
Mats  and  Matting,  Stair  Treads,  Interlocking 
Rubber  Tilmg,  Automobile,  Carriage  and 
Truck  Tires,  Etc.,  Etc. 


5£AD  FOR  CATALOGUE  AND  BOOKLETS 


Gutta  Percha  &  Rubber,  Limited 

Toronto  Montreal  Winnipeg  Regina  Saskatoon  Calgary 
Edmonton         Vancouver         Sydney,  Melbourne  and  Perth,  Australia 
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NATIONAL  PLANES 

National  Planes  are  the  Latest  additions  to  our  Line 

Every  Plane  is  thoroughly  inspected  before  leaving  the  factory, 
and  each  Plane  carries  with  it  the  National  Guarantee  of  Quality 
and  Accuracy.  The  blade  is  made  of  a  special  high  grade  tool 
steel,  is  finely  tempered  in  oil  and  accurately  ground  and  honed. 

Write  UM  for  Prices 

WE  ALSO  MANUFACTURE  A  COMPLETE  LINE  OF 

Vises,  Clamps,  Handscrews,  Screw-drivers,  Hacksaw  Frames 


CANADIAN^ 
^^^^^^^^^^^^S    ^^^^  ^ 

MACHINERY  . 

HAMILTC 

Jgj 

D  N ; 

ZSUPPVf  Co. 

LIMITED  . 

CANADA. 
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THESE 


1915  "GARLAND"  BEAUTIES 


Will  help  you  to  get  more  sales,  larger  profits, 
satisfied  customers.  Simple  in  operation.  Right 
up  to  the  minute  in  appearance. 


With  every  confidence  we  can 
guarantee  this  complele  line  of 

Blue  Flame  Oil  Stoves 

Wick  and  Wickless 

to  be  absolutely  satisfactory  in 
every  respect. 

They  will  burn  24  hours  with 
one  gallon  of  oil.  Careful  buy- 
ers appreciate  this  great  saving. 
A  demonstration  will  quickly 
land  your  prospect.  Place  a 
line  of  these  stoves  on  your 
floor.  The  rejult  will  pleasant- 
ly surprise  you. 

High  in  Quality — 
But  Low  in  Price 


Pleaising  Design 

Removable 
Nickel 


Six  Sin.  or  9in.  Covers 

Medium  Size 
Oven 


Have  you 
secured  the 
Agency  for  this 
well  kf^own 
Line  ? 


Why  not 
Write  for  it 
To-Day. 


GARLAND  BELLE 


BOWES,  JAMIESON  LIMITED 

HAMILTON  ESTABLISHED  1883  ONTARIO 

'Garlatid"  Stoves,  Ranges  and  Furnaces — Coal,  Gas,  Oil,  Wood — "Lion"  and  "Star"  Water  Heaters — Gas  and  Gasoline. 


ALLAN  TILLEY.  MONTREAL- E««tem  ReprescntatiTc. 
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T^M^  Sanitary  Milkinff  Pails 

•^•ar'iVf  iTTQ^     ^^^^^^^^^^^^  O  ^^^^^^ 


No.  714.    Open— Capacity  14  quarts. 


Heavy  steel  ears,  reinforced  with  straps. 
Every  seam  and  crevice  filled  flush  with 
solder.  Heavy  bright  block  tin  plate  ij^ -in. 
rod  handle    bossed  rimmed  bottom. 

These  pails  are  made  with  a  clean,  smooth, 
tinned  surface,  with  no  lodging  place  for 
matter  to  collect  and  decay. 
For  strength,  cleanliness  and  utility  they  class 
in  the  first  rank. 

We  especially  recommend  the  covered  pail 
for  milking  purposes. 

Stretch  a  piece  of  muslin  or  cheesecloth  across 
the  opening,  allowmg  it  to  sag  slightly,  and 
holding  it  by  means  of  spring  or  common 
clothes  pins.  Then  milk  the  cow  into  the 
pail  through  the  cloth.  The  milk  has  no 
opportunity  to  become  contaminated,  being 
strained  as  soon  as  it  originates  from  the  cow. 
and  passing  directly  into  a  covered,  dirt- 
proof,  germ-proof  pail. 

Write  for  our  Illustrated  Catalog 


No.  914.    Covered— Capacity  14  quarts 


E.  T.  Wright  Co.,  Limited,  Hamilton,  Canada 


An  Announcement  of  Our  New  Special  Model-0 

"EPOC- VAC" 


Beautiful  Model 

Finish — Fine  Mahogany. 

Heavily  Nickeled  Paris. 

Three- Ply  Veneer. 

Three  Bellows. 

Nozzles  I  2"  Wide. 

Pan  Openers  Two. 

Nozzle  hront — Air  tight  contact  by 
thumb  and  nut  locks. 

Brush  Large,  best  quality,  remov- 
able and  adjustable. 

Workmanship — First  class  in  every 
detail. 

The  only  thing  that  is  cheap  about 
it  is  the  price. 

Henderson  &  Richardson  ^°^BuiidiIr'^^  Montreal 


ORDER  NOW 


A  Special 
Cleaner  at 
a  Special 
Price— 7/je 

Greatest  Value 
Ever  Of/ere  J 
at  any  Price. 
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Another  Gurney-Oxford  Scoop 


One  more  "Business  Bracer"  for  the  Gurney-Oxford  Dealers. 
A  complete  line  of  Oil  Stoves  and  Heaters,  and  truly  a  splen- 
did one.  All  blue  flame  burning  stoves  of  heavy  steel  build, 
with  beautiful  white  enamel  chinuieys  and  black  satin  finish. 
A  line  guaranteed  in  every  respect. 

Gurney-Oxford  Dealers  don't  go  around  with  a  grouch  because 
of  ""War  Times."  They're  getting  the  benefits  of  the  Gurney 
"Business  Boosters"  that  brains  are  planning  for  them  every 
day.  This  Oil  Stove  game  is  a  Business  Booster  and  a  real 
o'ood  one. 


Country  Folks  esp-ecially  Avill 
want  oil  stoves  very  soon, 
and  if  you've  got  the  sole 
agency  in  your  town  for  the  Gurney-Oxford  Line  you'll  sure 
reap  nice  profits  and  do  "More  Business  Than  Usual."  A 
sample  in  your  window  and  one  or  two  on  the  Store  Floor  will 
stimulate  vour  business  in  the  slowest  months. 


Swell  your 

Summer  Sales 


Thousands  of  dollars  are 
being  spent  in  the  towns 
and  rural  districts  adver- 
tising Oil  Stoves.  Real 
-Good  Advertising  wfhich 
is  going  to  send  many  pur- 
chasers to  your  Store  on 
the  hunt  for  oil  stoves,  and 
if  you've  got  a  Gurney- 
Oxford  to  show  them 
they'll  buy  right  on  the 
dot.    For  the  Gurney-Ox- 


ford   Line  are 


'Good 


Lookers"  as  Avell  as  good 
workers,  and  you  can  guarante-'r'  them  from  the  word  "Go." 
We'll  stand  njrht  behind  vou. 


No  \20 


The  Gurney  Foundry  Co.,  Limited 

TORONTO 

Montreal  Hamilton  Winnipeg  Calgary  Vancouver 
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We  Introduce  the 


New  Maple  Leaf  Washer 


The  "Maple  Leaf"  i.s  noiseless,  ail  gears 
being  enclosed. 

To  make  this  machine  worthy  of  its  name 
it  must  be  safe,  durable  and  mechanically 
right.  We  back  you  up  in  every  sale 
you  make. 

We  absolutely  guarantee  the  "Maple 
Leaf"  to  give  complete  satisfaction.  If 
it  doesn't,  we  will  take  it  back  and  re- 
fund the  monev. 


Write  to-day 
for 

Exclusive  Agency 


One 
Minute 
Mfg.  Co. 

70  Logan  Ave. 
Toronto 

Can. 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  your  custom- 
ers by  bringing  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
fi  n  e  s  t  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for   our  complete 
ROLLING  LADDER 
CATALOGUE,  .how 
many   styles  suitable 
all  kinds  of  (helring 

MILBRADT  MANUFACTURING  CO. 


2400  N.  10th  Street 


St.  Louis,  Mo. 


TRADE 


MARK 


Bathroom 
Fixtures 


Made 
in  Canada 


Are  equal  in  quality  to  any  imported  makes; 
besides  being  considerably  lower  in  price. 

Mirrors  Showers 
Towel  Bars         Tumbler  Holders 
Shelves  Etc. 

Catalogue  and  latest  Prices  on  request 

Kinzinger,  Bruce  &  Co.,  Ltd, 

Niagara  Falls,  Canada 


We  Make 
Reliable  Grades  of 

Wire  Nails  and  Staples 

Bale  Ties  and  Baling  Wire 

We  are  in  a  position  to  meet  every  requirement,  as 
we  have  the  latest  machinery  which  turns  out  perfect 
nails— guaranteed  full  weight. 

We  recommend  our  Bale  Ties  and  Baling  Wire  as  the 
best  that  can  be  secured  on  the  market. 

IVe  'II  make  good  on  a  trial  order 

The  Laidlaw  Bale-Tie  Co. 


HAMILTON,  ONT. 


Limited 


Geo.  W.  Laiaiaw 

Vancouver.  B.C. 


Harry  F.  Moulden 

Winnipeg,  Man. 
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Show  this  AD 
to  the  first 
Woman  who 
calls 


See  whether  its 
new  features  are 
important  or  not. 


HIGH 
OVEN 


6  potholes,  4  outside  and 
2  enclosed 


(formerly  called  the  HIGH-OVEN  Peninsular) 


1. 


3 
4 

5 
6 
7 
8 
t» 

10 
1 1 


The  HI(;H  oven.  No  stooping  to  attend  to  the 
baking — the  biggest  labor-saver  since  the  days  of  open 
fireplaces. 

Thermometer  and  Chart  at  standing  height — no 
stooping. 

A  Heated  WAKMING  CLOSET— handy  to  the  oven. 
A  Huge  STORAGE  for  pans— well  up  off  the  floor. 
A  Clear  SWEEPING  SPACE. 
Beautiful  Porcelain  Enamel  or  Tile  Back. 
GLASS  OVEN  DOOR— with  Enamel  Grease  Guard. 
Inside  Pot  Holes.    No  cooking  odors  in  the  house. 
Toasting  Lever — for  lifting  a  whole  section  of  top. 
Reversible  Coal  or  Wood  (xrates — or  Special  Wood 
(irate — Wood-box  26  inches  long. 
The  quickest  OVEN  we  ever  produced. 
Unconditional  GUARANTEE.' 


This  IS  an  opportunity.     Dealers  should  write  early  for  proposition. 

CLARE  BROS.  &  CO.,  Limited,  PRESTON 

Makers  of  the  HECLA  FURNACE 

CLARK. V  MROCKI-ST.  I.i.l.,  U'nimp.-f,'    K  K.  V  \  O I .  PS  .V  J  ACKSON,  Calgary    RACE,  1  RI \T  \  C.  IllDY,  F.ilmonton 
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Address :  HENRY  DISSTON  &  SONS,  Limited 


April,  1915 


2-20  Fraser  Avenue,  Toronto 


Tht 


Columbia  Handle  &  Lumber 
Company  of  London,  Ontario 

Have  purchased  their  interests 
in  the  Canadian  Handle  Mfg. 
Company,  Limited,  and  will 
contmue  to  operate  the  old 
plant  in  London  as  they  did 
previous  to  the  amalgamation 
from  1893  to  1912. 

Remember  "COLUMBIA"  when  you  order 
Handles,  Neckyokes,   Whiffletrees,  etc 

Columbia  Handle  &  Lumber  Co. 


Lond 


on 


Ontario 


HANDLES  OF  ALL  KINDS 
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THOUSANDS  OF  DOLLARS 


are  being  spent  this  Spring  by 
The  Imperial  Oil  Company, 
Limited,  in  advertising  New  Per- 
fection Oil  Stoves  to  the  people 
of  Canada  in  magazines,  farm 
papers  and  newspapers. 

New  Perfection  Oil  Cook  Stoves,  for 
years  known  as  the  best  that  can  be  pro- 
duced, are  now  MADE  IN  CANADA  by 
The  Perfection  Stove  Company,  Limited, 
Sarnia,  Ontario. 

When  you  push  New  Perfections,  you 
are  pushing  Canadian  goods  and  the 
best  known  oil  cook  stove  on  the  market. 

New  Perfection  Oil  Cook  Stoves  are 
durable,  simple  in  operation,  and  suitable 
for  all  kinds  of  cooking  the  year  round. 
Especially  popular  in  summer  because 
they  keep  the  kitchen  cool  and  clean. 

Made  with  1,2,3  and  4  burners,  cabi- 
net tops,  drop  shelves,  towel  racks,  etc. 

For  Catalogue  and  Price  List 
address  the  nearest  office  of 


THE  IMPERIAL  OIL  COMPANY 


TORONTO 
REGINA 


MONTREAL 
SASKATOON 


LIMITED 

ST.  JOHN 
CALGARY 


HALIFAX 
EDMONTON 


WINNIPEG 
VANCOUVER 


Made  in 


Canada 
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STEAM  GOODS 

Of  The 
UTMOST  RELIABILITY 


J.M.T  GLOBE  VALVE 

Renewable  Disc 


J.M.T.  IMPROVED  INJECTOR 
Operates  at  a  low  prejiure  of 
20  lbs.  and  works  perfectly  up 
to  a  pressure  of  220  lbs. 

Has  Improved  Drain  Valve  which 
permin  injector  being  instantly  drained 
of  any  accumulation  ol  water,  thus 
preventing  any  liability  lo  freeze  in 
cold  weather. 


J.M.T.  REDUCING  VALVES 

Reducing  Valves  arc  used  in  the 
majority  of  steam  power  plants 
where  there  develops  a  need  for 
steam  at  different  pressures. 
J.M.T.  Standard  reducing  Valve  has 
been  conttructed.  patented  and  it  now 
offered  to  the  steam  user  aa  a  consumma- 
lion  of  reducing  valve  problems.  In  its 
construction  is  embodifd  all  the  features 
which  long  experience  with  such  valvet 
hai  shown  to  be  essential.  We  guaran- 
tee that  it  will  do  the  work  for  which  it  it 
intended  unfulirnily  and  with  complete 

SUCCCM. 


Morrison's  Steam  Specialties 
and  Engineers'  Supplies 

possess  superior  qualities  which  produce  satisfied 
customers  and  increased  profits  for  the  dealer. 

"J.M.T.  '  Products  are  perfect  in  every  detail. 

The  accuracy  of  design,  the  careful  manufacture 
and  the  final  test  guarantee  satisfaction  to 
your  customers. 

Start  stocking  this  class  of  goods  nou). 
We  'II  send  you  a  catalogue  for  the  asking. 

The  Jas.  Morrison  Brass  Mfg. 
Co.,  Limited 


93-97  Adelaide  St.,  W. 


Toronto,  Canada 


The  Morrison  Cellar  Drainer  is  a  com- 
bination of  automatic  supply  valve  and 
water  lift  of  unusual  capacity.  It  it  entirely 
automatic  and  operates  simply  by  connecting 
with  the  water  supply.  There  are  oumeroui  places 
where  a  device  qf  tnis  kind  would  prove  a  great  boon. 


Our  Lines 
include : 

Iron  Pipes 
Pipe  Fittings 
Valves  for  all  uses 
Stop  Cocks  for  Water, 
Steam.  Gas,  Oil,  Etc. 
Steam  Ganges 
Lubricators  and  Oil  Caps 
Water  Gauge  Glasses 
Safety  Valves 
Steam  Whistles 
Boat  Fittings 
Hose  Goods 
Garden  Hydrants 
Water  Works  Supplies 
Pipe  Fitting  Tools 
Flue  Scrapers  &  Brushes, 
Etc. 
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Morrison's  Line  of  Plumbing 
and  Lighting  Supplies 

will  prove  a  very  profitable  connection  if  linked 
up  v\^ith  your  store. 

^  Our  goods  have  the  quality,  the  finish,  and  the 
price  that  make  sales  easy  and  satisfaction  complete. 

^  Send  us  a  trial  order  and  the  goods  will  prove 
our  claims. 

Illustrations  Upon  Request 

The  Jas.  Morrison  Brass  Mfg.  Co.,  Limited 


93-97  Adelaide  Street  Weat,  Toronto,  Canada 


J.M.T.  Stack  Gas  Water  Heater 
the  Greatest  Heater  on  the  maiket- 
almoAl  iniiantaneout ;  a  contiuuous  lupply 
io  a  few  mioulcs. 


Table  Lamp  No.  1067 


A  few  samples  of  Table  Lamps  attractively 
displayed  in  your  store  or  window  will  prove 
a  profitabie  investment.  They  come  com- 
plete ready  to  screw  into  electric  socket. 

Illuminated  in  evening 
they  attract  Attention 
and  Invite  Purchaser*. 


The  "Elgin"  Low  Tank  Closet  Combination 
quality  good — price  low 


■5585=' 


Maibelized  Bowl,  Inverted  Light 
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Full— Well  Balanced  Loads  are  Loads 
That  Make  Certain  a  Full  Game  Bag 

Dominion  Loaded  Shot  Shells 

Dense  or  Bulk  Smokeless  powder  and 
Crown  Black  powder  contain  the  proper 
combinations  of  powder  and  shot. 

To  satisfy  your  customers  sell  them  the  practical 
loads — 26  grains  or  3j  drams  and  1  i  ounce  of  shot. 


Dominion 
Cartridge 
Company 

Limited 

Montreal 


A  large  and  complete  slock  on  hand 
for  immediate  shipment.  May  we 
have  your  enquiries  ? 


In  the  Spring 

the  housewife's  fancy  hghtly 
turns  to  thoughts  of  house- 

cleanmg — that  is  if  she  is  properly 
supplied  with  all  the  necessary 
equipment. 

^  The  extra  washmg  to  be  done  at  this 
time  will  mean  a  large  number  of  mterested 
prospects  for  Waihing  Machmes  and  Clothes 
Wrmgers. 

^  The  Connor  Ball  Bearing  Washer  is  the 
solution  for  these  Wash  Day  trials.  By  its 
improved  method  of  washmg,  the  clothes  are 
washed  to  snowy  whiteness  in  half  the  time 
required  in  the  old  fashioned  way.  This 
is  the  machine  for  your  requirements. 

J.  H.  CONNOR  &  SON 

LIMITED 

OTTAWA,  ONT. 
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Capewell 
Service 


'^f  9/ 


The  Capewell 
Horse  Nail 
Company 

Toronto  Ont. 


BRANCHES  A  T 

St.  John,  N.B.  Montreal,  Que. 

Winnipeg,  Man.         Vancouver,  B.C. 


The  highest  quality  of  materials, 
the  most  modern  and  efficient 
process  of  manufacture.  These 
two  factors  can  only  result  in  the 
best  goods  of  their  class,  but — 
can  they  stand  alone?  What  is 
their  natural  ally? 

SERVICE 

The  Capewell  Horse  Nail  Com- 
pany strives  to  serve,  not  here 
and  there,  once  in  a  while,  but 
all  the  time. 

Capewell  salesmen  cover  their 
territories,  from  Atlantic  to  Pa- 
cific, regularly  and  systematically, 
steadily  and  invincibly. 

A  Capewell  salesman  is  not  far 
from  you  at  this  minute,  Mr. 
Dealer.  He  is  working  for  your 
interests,  for  your  profit  and  satis- 
faction, as  well  as  ours. 

SER  VICE 

Service  is  what  counts,  and  we 
are  proud  to  state  that  the  Ser- 
vice we  render  to  our  customers, 
in  every  province  in  this  wide 
Dominion,  is  well  appreciated. 

Capewell  quality,  plus  Capewell 
service,  are  invincible  allies. 
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Faultless 


Ontario  L«wn  Swins 


Put  in  a  complete  Stock  of 

Stratford  Spring  and 
Summer  Sellers 


For  a  complete  line  of  Ladders,  Camp 
and  Lawn  Furnishings,  Painters'  Trestles 
and  Scaffolds,  Ironing  and  Bake  Boards, 
Clothes  Driers,  etc. 

You  cannot  secure  one  that  contains  more 
Quality  and  Durability)  than  the  Stratjord  line. 

Our  New  Catalogue 

is  just  off  the  press  and  contains  information  about 
many  new  lines.  W rite  for  a  cop^  to-da\). 


No.  15   Camp  Chair 


Stratford  Manufacturing  Co. 

Limited 

Makers  of  Ladders,  Lawn  Swings.  Boyers  Gliding  Settees,  Fold- 
ing Chairs  and  Tables,  Chairs  for  Assembly  Seating,  Lawn, 
Camp,  and  X'erandah   Furniture.  Woodenware.   Park  Seats,  etc. 


STRATFORD 


CANADA 


Herculc 


r 


Roped  aod  Common  Elxteiuion  Ladderi 
Single  and  Roof  Ljidderi 


No.  O    Garden  Seat 


No.  17    Lawn  Chair 


Beyer's  StidinK  Settee 
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NOTE  HOW  BACKREST 
REVERSED  FORMS  STAND 
CONVERTING  IRON  INTO 
STOVE 


anadian  Beauty 
ortnight  April  26 -May  8 

DURING  the  fortnight  of  April  26th  to 
May  8th,  we  are  offering  special  dis- 
counts to  dealers  on  the  six  appliances  here 
illustrated.  Twenty-five  leading  Canadian 
magazines  and  papers  are  proclaiming 
"Canadian  Beauty  Fortnight"  to  the  citizens 
of  Canada.  This  publicity  is  distributed 
from  Halifax  to  Vancouver.  A  large  demand 
is  bound  to  exist  for  "Canadian  Beauty" 
heating  appliances. 

Our  catalogue  shows  the  complete  "  Canadian 
Beauty  line.  Write  to-day  for  dealer's  proposi- 
tion on  this  excellent  "Made-in-Canada"  line. 

enfrew  Electric 
Mfg.  Co. 

RENFREwf 


FACTORY  REPRESENTATIVES  :-- Irving  Smith.  809  Unity  Bldg..  Montreal.  Que:  Frank  E.  Filer,  502  Keewayden  BIdg.,  Winnipeg.  Man.; 
Houtton,  Carter  S(  Co.,  Ltd..  Edmonton,  Alia.  :  Houston,  Tallman,  &  Co.,  Ltd.,  Regina,  Sask.  ;  Brodeur,  MacAndrew  &  Douglas,  Vancouver,  B.C. 
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ANNOUNCEMENT ! 


THE  Sarnia  Metal  Products  Company, 
Sarnia,  Canada,  announce  the  comple- 

  tion  at  Sarnia  of  what  is  conceded  by 

some  of  the  most  eminent  Engineers,  to  be  one  of 
the  most  modern  and  best  equipped  factories  in 
Canada,  and  offer  the  Caiaadian  People  a  line  of 
metal  building  materials  that  is  Second  to  None. 

Inquiries  for  quotations  on  all  forms  of  sheet  metal 
building  materials,  mcludmg  the  following  lines,  are  re- 
spectfully solicited. 

"  Corrugated  Iron,  Metal  Barn  Shingles,  'Art  Kraft ' 
House  Shingles,  Eavestrough,  Conductor  Pipe,  Metal 
Culverts,  Metal  Skylights,  Ventilators,  Metal  Ceilings, 
Metal  Cornices,  Metal  Tanks,  Etc. 

We  want  a  distributor  in  every  town  and  have  a  plan 
of  selling  that  will  turn  the  sheet  metal  end  of  your  business 
from  the  unprofitable  basis  it  has  been  in  the  past,  to  the 
most  profitable  and  best  line  you  have. 

Write  us  at  once  and  let  us  submit  our  proposition. 


The  Sarnia  Metal  Products  Co. 


SARNIA 


Limited 


CANADA 
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Sectional  View. 


The 

Sarnia 

Storm  Proof 

Ventilator 

Made  in  Canada 


The  Sarnia  Ventilator  is  made  of  the  best  grade  galvanized  iron  of  a  heavier  gauge  than 
is  generally  used  by  other  mamifaeturers  of  ventilators,  and  meets  the  requirements  of 
durability  and  highest  efficiency,  as  well  as  cheapness,  and  is  recognized  as  one  of  the 
finest  storm-proof  ventilators.  Its  eonstruetion  is  based  on  strictly  scientific  principles  and 
its  simplicity  is  one  of  its  greatest  advantages.  It  is  made  with  the  greatest  care  that  skill 
and  experience  can  accomplish,  and  is  unequalled  for  strength,  rigidity,  and  lasting 
(|ualities.  ' 

It  is  especially  valuable  in  removing  all  foul  air,  gases,  odors,  moisture  and  ste'am  from 
foundries,  etc. 

ALL  SIZES  IN  STOCK — Prices  and  special  information  sent  on  request. 

We  have  special  literature  on  the  following  lines  of  sheet  metal  building  material  we 
manufacture. 

BARN  SHINGLES,  METAL  SHINGLES,  AND  SARNIA  "ART  KRAFT" 
HOUSE  SHINGLES,  SARNIA  CORRUGATED  SHEETS,  V-CRIMPED  ROOF- 
ING AND  SIDING,  LARGE  AND  SMALL  BRICK  SIDING,  SKYLIGHTS, 
EAVESTROUGH,  CONDUCTOR  PIPE,  CORNICES,  VALLEYS,  CUL- 
VERTS, METAL  GARAGES,  ETC. 

This  literature  is  sent  free  on  application  a/nd  such  other  information  as  you  may  require. 

Sarma  Corrugated  Sheets 

Large  Stock,  Quick  Shipment  and  Prices  Right.    Write  at  once. 

Our  factory,  the  newest  and  most  modern  of  its  kind  in  the  Dominion  of  Canada,  can 
make  more  Galvanized  Corrugated  Iron  than  all  other  factories  in  Canada  combined.  In 
making  prices  to  onr  customers,  we  take  this  fact  into  consideration,  and  we  wish  an  oppor- 
tunity to  quote  you  on  a  trial  order. 

•  The  word  Sarnia  on  sheet  metal  products  is  a  guarantee  of  Quality,  Service 
and  Satisfaction.  We  have  a  proposition  to  make  you  money  and  a  bigger 
business.    Write  to-day. 

The  Sarnia  Metal  Products  Co. 


Limited 


SARNIA 


CANADA 
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MEAKINS* 
BRUSHES 

Possess  that  quality  which 
beats  combination  and  puts 
more  profits  on  your  books. 

Over  sixty  years  of  honest  Paint 
and  Varnish  Brush  making  has 
developed  a  reputation  for  Meakins' 
Brushes  that  constitutes  a  valuable 
asset  for  the  dealer  who  sells  them. 

Made  in  all  styles  and  for  every 
purpose.  Write  to-day  for  ]  9 1  5 
catalog  and  prices. 

Meakins  &  Sons,  Limited 

Hamilton  Ontario 

lVareAou.es;  TORONTO,  LONDON,  WINNIPEG 
MEAKINS    BRUSH    CO.,   LIMITED,  MONTREAL 
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It  has  been  Demonstrated 

beyond  any  doubt  that  the  merchant 
who  buys  often  and  turns  his 
stock  over  four  times  m  twelve 
months,  and  takes  advantage  of  his 
cash  discounts,  makes  the  most 
money. 

To  do  this,  to  secure  the  greatest 
annual  turnover  on  the  capital  in- 
vested in  stock,  it  is  essential  that  first 
class  service  be  received  from  his 
jobber. 


Our  method  of  handling  Mail  Orders 
enables  us  to  give  you  that  service.  A 
trial  order  will  convince  you. 

Kennedy  Hardware  Co. 

LIMITED 

51-53-55  Colborne  St.,  Toronto 
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IfBAD  OE^IOB 
IM-aa  Ohurou  Street 
TORONTO 


BAG  AND  CANVAS  FACTORV.  TORONTO 
DOMINION   WASTE    FACTORY.  TORONTO 


BRANCH 
MONTKEAl, 


IWfHIS  &  WMPAHY  UMITID 

MANUFACTURERS  OF 

COTTOINJ  A\INJ©  W©@L  WASTl  AINJ©  WIPERS 


DUCK 

Wide,  Sail,  Niarrow 
Wide  Ounce 
Wiatertite  Cotton 
Waterproof  Flax 
Standard  Ounce 
Colored  Ounce 
Wioven  and  Painted 

Awning  Strdpe 
Drill  and  G^rey  Cottons 
Hessian 

CORDAGE 

Manila,  Sisial,  Cotton,  Italian, 
Russia  and  Jute  Rope 

Sisal,  Lath  yarn,  Hide  and 
Banana  Cord 

Tarred  Marline,  Etc. 

TWINES 

Cotton  Counter 

Cotton  Hosiery 

Italian,  Russia 
Hemip  and  Jute 
Parcelling  and  Sewing 

OILED  CLOTHING 

Pants,  Jackets,  Hats,  Etc. 
Oiled  Aprons 
Oiled  Horse  Covers 
Rubber  Boots 

OAKUM,  ETC. 

Marine  and  PhimibeTs' 
Oalkinfg  Cotton 
Candle  Wick 
Jute  and  Hemp  Packing 
Pine  Pitch 

FISHERMEN'S  SUPPLIES 

Linen  Gill  Netting 
Cotton  Gill  Netting 
Cotton  Netting  for 

Pounds  and  Seines 
Gilling  Twine 
Seine  Twine 
Manila  Net  Rope 
Floats,  Leads,  Cutch 

SPECIALTIES 

Sponges,  Chamois 
Sponge  Claths 


MR.  HARDWARE  DEALER: 

It  will  pay  you  to  get  our  prices  on  the 
Lines  listed  on  this  sheet,  and  we  especially 
desire  to  have  you  buy  your  COTTON  AND  WOOL 
WASTE  AND  WIPERS  selected  from  the  following 
Brands : 

POLISHING  WASTE 
Cream 


WIPING  WASTE 


WHITE 

XXX  Extra 
X  Grand 
X .  L .  C  .  R . 

X  Empire 
X  Press 


COLORED 

Fancy 

Lion 

Standard 

Popular 

Keen 


WOOL  PACKING  WASTE 

Arrow 
Axle 
Anvil 
Anchor 


WASHED  COTTON  WIPERS 

Select  White 
Mixed  Colored 
Dark  Colored 


SCYTHES  &  COMPANY,  LIMITED 
TORONTO  and  MONTREAL 


April,  1915 
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RAMSAY'S 
: READY : 

MIXED 
PAINTS 

The  right  paint 
To  paint  right 
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Builders'  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  largest  manufacturers  of  this  line  in  the 
Dominion.    To  dealers  only. 


c 


HICRC 

iPiffi  mm 


DISTINCTION 

The  Chicago  "Relax"  Spring  Hinge 
has   distinctive  features 
which  impress  your  cus- 
tomers and   create  the 
demand. 

The  spring  action  re- 
lease allows  the  door  to 
be  placed  open  at  any  de- 
sired position  and  automatically  re- 
engages when  the  door  is  closed. 

fi^Ijtcago  Spring *Bull  (Tomparj^, 


CHICAGO    V^/j     NEW  YORK 


Send  for  Catalogue  S29 


BOMMER  SCREEN  DOOR  HINGES  ARE  THE  BEST 


Style  900 


WROUGHT  METAL 

Don't  wait  until  the  flies  are  here — put  in  your  stock  of  screen 
door  hinges  now — handle  the  right  sort — Bommer's  are  the 
best  quality  and  finish,  and  sell  on  sight. 


Style  900. — Has  two  bearing  joints, 
no  matter  which  end  of  hinge  is  upper- 
most, doubhng  the  strength  and  dur- 
ability. The  best  and  handsomest 
screen  door  hinge  ever  produced. 


Style  960.  — The  door  can  be  de- 
tached from  the  casing  without  un- 
screwing. Has  enclosed  oil-tempered 
steel  coil-spring,  is  well  made  and  will 
give  good  service. 


Both  sl\)les  also  packed  in  sels  with  hook        e\)e  and  pull. 

Bommer  Brothers,  Mfrs.,  Brooklyn,  N.Y. 

Canadian  Representative,  Alex.  Thurber,  446  St.  Paul  Street,  Montreal 


Style  960 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 

Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  of  Catalogue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  RLE  CO. 


Ai)nl,  1915 
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28  "Service"  Branches  throughout 
Canada. 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal   -  P.Q. 


It 


RrBBKR  BKLTIXG  IS  THE  MOST  SERVICEABLE,  ADAPTABLE  AND  POPULAR  METHOD  OF 
TRANSMTTTTXG  POWER.  IT  IS  XOT  AFFECTED  BY  DAMPNESS  NOR  CHANGES  IN  TEMPERA- 
Tl'RE.  IT  IS  ALWAYS  UNIFORM  IN  WIDTH,  THICKNESS  AND  TENSILE  STRENGTH.  IT 
HAS  THK  BEST  SURFACE  FOR  ADHESION  TO  THK  PULLEYS,  CONSEQUENTLY  TRANS- 
MITTING   THE    GRIv\TKR    A:\rOUNT    OF    POWER.     IT   IS   THE  MOST  ECONOMICAL  TO  USE. 


ENDLESS  BELTS 


arc  a  s']>oi-iaIty  with  us — ^altlioiij;!!  not  by  any  means  a  sinvplc  belt  to  nianiii'actiiro  to  suit  the  ilifferent 
comliitioiis  unikM-  \vhi<-ih  it  is  uscil,  such  as  frequent  Shifting  in  higih  winds,  and  the  wear  and  tear  to  be  ex- 
[lecteil  witli  unskilled  workmen.  We  are  giving  the  best  of  satisfaction  to  regular  users  and  consider  this 
the  best  reconiniendation  we  can  have.    The  sjilices  of  these  endless  belts  are  thoroughly  niaile  and  stitcheil. 

WE  MANUFACTURE  BELTING  FOR  ALL  PURPOSES. 

Ask  for  Catalog  "A."    It  gives  full  particulars. 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal    -  P.Q. 


28  "Service"  Branches  throughout 
Canada. 
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Canada 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal    -  P.Q. 


PLUMBERS'  RUBBER  GOODS 


C.Cff.CO. 


Canadian  Bibb  Washers 


carried  in  stock  in  one  Erade  for  cither  hoi  or  cold  water  use.  Hold  in 
box  lols,  1110  in  a  box,  or  sold  in  bulk. 


Conical  Connections 

Made  in  tlirce  Htandard  Sizes: 
Size  1 '4  ill-.  1 '/4  ill.  I.D.  suiall 
end  2  .516  in.,  I.D.  large  end  A 
0-lfi  in.  long.  Size  1%  in.,  1 
in.  I.D.  small  end  2  11-16  in.  I.D 
large  end  3%  in.  long.  Size  2  in., 
2  in.  I.  [).  small  end  2 '/a  in.,  I.D. 
Iiirgt^  end  3  7i(   in.  long. 


Furnace  Bulbs 

White  or  slate,  metal  valve  and 
1  nhing. 

No.    1,  Double   Neck   Atomizer  P.iilb. 

Size  3  in.  x  2  in. 


Tack  Bumpers 


Made  in  three  standard  sizes  and  one 
grade. 
These 
the  hes 


are   so   constructed   as  to  give 
st   wearing  results  possible. 
No.  Size  High 

1  %  in.  dia.  %  in. 

2  Vz  in.  dia.  %  in. 

3  %  in.  dia.  7-32  in. 


C.C.O.Co. 


Round  or  Square  Flange 

These  can  lie  furnished  in  any  size 
r(M|uired. 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal    -  P.Q. 


28  "Service"  Branches  Throughout 
Canada 


Twyford  Cup 
Connections 

Made  in  three  standard 
sizes:  IH  in.,  1  V6  in.,  2  in. 


Force  Cups 


The  stock  used  in  these  cups  has 
the  right  flexibility  and  is  exceed- 
ingly tough. 

Made  in  one  piece,  including  the 
neck,  which  forms  the  handle. 

TWO  SIZES. 
No.  1,   4  in.  diameter.       in.  high. 
No.   2.    4       in.   diameter.    5H  in- 
high. 


April,  1915 
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Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal     -  P.Q. 


Water  Hose 

PARA— 

Made  from  a  s/jiecialh'  woven  duek 
and  best  rubber  stocks.  Xone 
better. 

STAR— 

'Same  as  Para,  exee]itiiijf  wpight. 
Satisfaction  assured. 

REGAL— 

We  reeonrmeud  this  as  a  strong, 
durable  Hos<>.  Will  ;;ive  excel- 
lent service. 

WESTERN— 

(iooil  stout  hose  that  cnii  be  dc- 
ipended  upon.  Except ionall.v  good 
\ahie  for  the  price. 

Write  our  nearest  branch  for  further 
information. 


Our  range  of  Valves  provides  for  prac- 
ticill.v  every  requirement  in  a  pump 
valve,  and  we  offer  i  »r  services  as  ex- 
perts til  those  who  desire  to  select  a 
valve  for  their  particular  reciuin-ments. 
When  orderire  nicntioti  if  for  cil  or 
other  lii|uid,  cold.  hot.  clear  or  eritty 
water,  the  pressure  and  the  ina.xinunn 
temperalure.  to  enahle  us  to  supply  the 
proper  density  of  valve. 


AFk  for  Catalog  '  'C." 
ticulars. 


It  gives  full  par 


FRUIT'JAl^  RINGS  (1;^ J) 

QUART  JARS 


Fruit  Jar  Rings 

Made  in  three  grades  and  all  sizes.  Packed  1  dozen 
Rings  per  Carton,  or  1  gross  RingS'  per  Carton — 2  dozen 
boxes  of  one  dozen  each  per  container. 


'Dominion" 
'Pearl' ' 
'Diamond' ' 

These  will   fit   the  average-sized  .jars. 


Black  — Quarts  and  Pint.s 
White —  " 
Red   —  " 


Rubber  Pump  Valves 


for  every  use 


Canadian  Consolidated 
Rubber  Co.,  Limited 


Montreal 


P.Q. 


28 


'  Service  "  Branches  Throughout 
Canada 


r.wADiAx  iiAKDWArn-:  .ir)i:RN'Ar,. 


April,  loir, 


28  '  Service"  Branches  Throughout 
Canada 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal    -  P.Q. 


Dominion 


Lawn  Hose 

bearing  any  of  our  brands  always  meets  a  ready  sale 


y^-\n.,  -;4-in.  and  sizes 


Our  brands  and  grades,  suited  to  every  purchaser,  are  as  follows: 

Para  Star 
Service 
Western 
Armour- Clad 
Trade 
Dominion 

Smooth  Moulded 

Canadian 

Corrugated  Moulded 

(in  long  lengths) 

and  Nos.  300, 
400,  500,  600 
and  700. 

Each  Brand  has  a  reputation  earned  by  years  of  successful  service 
Write  for  prices  and  full  particulars 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal    -  P.Q. 


28  "SerTice"  Branches  Throughout 
Canada 
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Anticipating  the  We  wonder  how  many  readers 
Season,  have  opened  their  spring  adver- 

tising campaign  on  incubators, 
field  and  garden  seeds,  paints,  field  fencing,  and  many 
other  lines  on  which  the  trade  will  soon  be  on  with  a 
rush.  Do  you  realize  the  fact  that  many  of  your  cus- 
tomers are  already  planning  their  spring  purchases? 
Winter  evenings  are  long  and  afford  ample  time  for 
careful  study.  Are  your  advertisements  being  studied 
or  the  mail  order  house  catalogues?  We  believe  a  great 
deal  of  business  is  lost  to  the  retail  merchant,  not  be- 
cause he  does  not  advertise,  but  because  he  starts  his 
campaign  too  late.  We  have  alwaj^s  been  taught  to  be- 
lieve "it's  the  early  bird  that  gets  the  worm."  Why 
not  apply  this  to  your  advertising.  Copy  can  be  pre- 
pared with  more  care  now  than  when  the  spring  rush  is 
on,  and  consequently  be  made  more  effective.  Try  this 
suggestion,  not  only  with  your  direct-to-customer  let- 
ters and  catalogues,  but  in  j^our  newspaper  work  as 
well,  and  give  the  readers  the  benefit  of  your  experi- 
ence. 

A  woman  may  not  need  to  be  reminded  that 
she  needs  paint  on  her  face,  but  it  may  be 
necessary  to  remind  her  that  she  needs  paint 
on  her  house. 


Value  of 
Departmentizing 
a  Business. 


More  and  more  stores  are  every 
year  inaugurating  a  system  of 
departmentizing  their  business. 
Even  some  comparatively  small 
■tores  have  been  doing  so,  realizing  the  advantages,  if 
at  all  possible,  of  making  each  department  stand  out 
Beparately  in  regard  to  sales,  and,  if  possible,  in  regard 
to  profits  also. 

The  value  of  departmentizing  a  business  is  that  the 
sales  in  each  of  the  various  departments  are  kept  separ- 
ate, and  this,  of  course,  gives  a  gauge  of  the  progress 
that  is  being  made.  In  case  progress  is  found  to  be 
unsatisfactory,  the  cause  can  be  investigated  and  reme- 
died. If  all  the  departments  are  conducted  together, 
one  may  be  falling  behind,  and  yet  there  are  no  records 
to  indicate  just  what  line  is  lagging,  and  so,  unless  the 
dealer  is  in  very  close  touch  with  all  parts  of  his  busi- 
ness, he  is  liable  to  allow  the  lagging  department  to 


continue  so.  Without  a  system  of  departmentizing,  he 
may  think  that  a  certain  department  is  doing  poorly, 
but  there  is  nothing  like  ready  records  to  convince  a 
man  of  the  fact  and  spur  him  on  to  take  some  action. 

Departmentizing  a  business  is  valuable  in  the  fact 
that  it  allows  an  inventory  to  be  taken  in  the  various 
departments  at  frequent  intervals,  and  it  is  an  in- 
ventory that  shows  up  the  true  state  of  affairs.  Know- 
ing the  sales  in  the  different  lines  is  a  valuable  thing, 
but  knowledge  of  the  exact  profit  being  made  must  be 
admitted  as  a  good  deal  better.  There  are  certain  de- 
partments that  need  to  be  checked  frequently  because 
they  are  liable  to  be  non-profitable  if  not  properly  eon- 
ducted.  By  checking  the  various  departments  up  fre- 
quently, it  can  be  ascertained  if  the  line  is  paying  a 
sufiScient  profit,  and  if  it  is  not,  a  search  can  be  made 
for  the  cause,  and  the  department  placed  on  a  profit- 
paying  basis. 


A  neglected  farm  produces  weeds 
neglected  business  becomes  barren. 


and  a 


Importance  of  the 
Country  Town. 


The   Right  Honourable  Arthur 
Balfour  recently  addressed  a  pub- 
lic meeting  in  England  on  the 
subject  of  the  importance  of  the  country  town. 

"I  should  say  there  is  no  element  in  the  common  life 
of  our  country  which  we  could  less  afford  to  lose  than 
the  life  of  the  country  towns,"  was  one  of  the  trite 
things  he  said. 

What  he  said  about  the  importance  of  the  country 
to\vns  to  the  Mother  Country  might  be  said  with  equal 
force  in  regard  to  their  importance  to  the  life  and  well- 
being  of  Canada. 

The  daily  newspapers  in  the  metropolitan  cities  some- 
times dilate  upon  the  subject  of  "back  to  the  farm." 
But  upon  the  building  up  of  our  country  towns  they 
are  silent. 

Their  silence  can  scarcely  be  born  of  ignorance.  They 
probably  realize  the  importance  to  the  country  of  a 
chain  of  prosperous  and  healthy  villages  and  towns  in 
the  midst  of  agricultural  surroundings,  [f  they  think 
at  all  they  cannot  help  realizing  it.  And  that  their  pub- 
lishers often  have  their  thoughts  turned  toward  the 
rural  towns  is  evident  from  the  zeal  they  display  for 
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securing  subscribers  in  them  at  rates  below  the  cost  of 
the  white  paper  on  which  their  publications  are  printed. 

One,  however,  has  only  to  turn  to  their  advertising 
pages  to  discover  the  cause  of  their  silence  in  regard 
to  the  building  up  of  the  country  towns.  The  adver- 
tisements of  the  department  and  mail  order  houses 
therein  to  be  found  is  the  explanation. 

One  can  scarcely  dilate  upon  the  importance  of  the 
country  town  to  the  life  of  Canada  without  emphasiz- 
ing the  importance  of  patronizing  the  merchants  that 
do  business  in  the  town.  With  their  columns  crowded 
with  the  advertisements  of  the  department  stores  this 
is  something  the  daily  newspapers  cannot  emphasize. 
At  any  rate,  it  is  something  which  it  would  not  be  good 
policy  for  them  to  emphasize.  In  fact,  with  some  of 
them  in  part  owned  by  department  stores,  it  is  some- 
thing they  would  not  be  permitted  to  do. 

Advertising  is  good  for  present  trade  and 
stimulating  for  that  'which  is  to  come. 

Guard  Against  The  yearly  loss  through  fires  is 

Fires.  enormous,  and  it  is  regrettable 

that  in  this  regard  Canada 
ranges  exceedingly  high.  At  this  season,  especially, 
when  cold  weather  necessitates  heavy  fires  for  heating 
purposes,  fires  become  altogether  too  numerous.  There 
is  no  doubt  that  the  proverbial  "ounce  of  prevention" 
would  do  much  to  lessen  the  loss. 

Merchants  should  take  every  possible  precaution 
against  fires.  Only  safe  heating  appliances  should  be 
used  and  they  should  be  frequently  inspected.  Reli- 
able persons  only  should  have  charge  of  the  firing  of 
furnaces  or  other  heating  apparatus. 

Cleanliness  is  one  of  the  greatest  preventatives  of 
fire.  Cities  that  have  carried  on  a  cleaning-up  cam- 
paign have  found  this  to  be  true.  Rubbish  and  waste 
paper  should  not  be  allowed  to  accumulate.  Ashes 
should  be  placed  in  metal  receptacles  instead  of  wood- 
en boxes  or  barrels,  as  is  a  common  practice. 

Clerks  should  be  instructed  to  be  careful  of  matches. 
One  misused  match  may  mean  the  destruction  of  thous- 
ands of  dollars'  worth  of  goods  and  property.  Elec- 
tric wiring  is  another  thing  that  needs  attention.  We 
frequently  hear  of  fires  being  caused  by  improper  in- 
stallation of  electric  lights.  Flimsy  decorations  should 
be  eliminated.   Every  precaution  should  be  taken. 

This  may  seem  somewhat  of  a  sermon,  but  it  is  all 
worthy  of  the  attention  of  the  dealer.  It  costs  money 
to  be  burned  out,  whether  insured  or  not,  from  loss  of 
business. 

From  conferences  of  employers  and  clerks 
spring  a  multitude  of  ideas. 

Careful  Checking  A  retail  firm  in  Medicine  Hat, 
Pays  Clerk's  Salary.  Alberta,  stated  to  the  writer  not 
long  ago  that  they  make  prac- 
tically the  wages  of  a  man  by  carrying  out  a  policy 
of  carefully  checking  in  the  various  departments  of 
their  business.  Invoices  that  come  in  are  compared 
with  orders  to  see  that  prices  charged  are  as  agreed 
upon,  while  additions  and  extensions  are  examined 
as  to  correctness.  Statements  and  other  bills  are  ex- 
amined as  to  the  same  particulars.  Shipments  and  de- 
liveries are  checked  off  to  ascertain  if  counts  are  right, 
while  tab  is  also  kept  on  freight  and  express  charges. 

The  amount  that  they  save  in  this  way  demonstrates 
the  value  of  the  practice.  It  is  something  that  many 
dealers  do  not  give  suflBcient  attention  to,  and  as  a 


result  leaks  occur  from  time  to  time  that  make  a 
serious  cut  in  profits  that  could  easily  be  avoided  by  a 
competent  system  of  checking.  It  is  necessary  for 
the  safeguarding  of  profits  that  the  dealer  be  certain 
that  he  is  not  paying  more  than  he  should,  or  paying 
for  goods  that  he  does  not  receive.  Even  though  no 
mistakes  are  found,  the  very  assurance  that  no  such 
leaks  exist,  is  of  value  to  the  dealer. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Push  Made-in-Canada  goods. 

mm* 

Ten  minutes  of  investigation  may  save  ten  months 
of  dunning. 

*  *  • 

War  always  makes  people  value  peace.  Even  the 
price-cutting  war  does  that. 

*  •  • 

The  man  who  is  going  to  make  his  store  absolutely 
necessary  to  the  public  is  going  to  do  it  by  service,  not 
by  price. 

*  •  • 

The  man  who  is  against  everything  new,  just  because 
it  is  new,  usually  is  found  somewhere  in  the  rear  taking 
the  other  fellow's  dust. 

*  «  • 

Friendship  in  business  is  a  fine  thing,  but  the  man 
who  has  no  other  claim  on  people  for  their  trade  than 
that  of  friendship  is  in     precarious  position. 

*  *  • 

Courtesy  should  know  no  favorites.  Unless  you  can 
treat  all  customers  with  courtesy  you  cannot  hope  to 
achieve  great  success  behind  the  counter. 

*  *  * 

One  stroke  of  a  hammer  upon  the  iron  does  not  weld 
the  part,  but  when  followed  by  repeated  strokes  unites 
the  severed  ends  and  completes  the  whole.  It  is  much 
the  same  with  advertising. 

*  m  * 

Advertising  is  a  good  hook  to  fish  for  business  with, 
but  fishing  for  trade  is  useless  with  a  bare  hook.  The 
reason  that  a  good  many  ads.  don't  attract  trade  is 
that  they  are  not  properly  prepared.  Bait  your  hook  in 
a  way  that  will  appeal. 


PAINT  UP. 

As  I've  often  said  before,  you  should  toddle  to  the 
store,  if  your  stand-off's  not  too  faint,  and  invest  in 
yellow  paint;  then  embellish  house  and  barn,  till  the 
neighbors  say,  "By  darn  I  What  a  lovely,  gorgeous 
hue!  We  must  get  to  painting,  too!"  That's  the 
way  great  movements  start;  some  wise  gent  with 
hero  heart  sets  the  pace,  and  then  the  guys  follow 
where  his  pathway  lies.  If  with  glad  and  joyous 
whoop  you  should  paint  your  chicken  coop,  red  or 
yellow,  pink  or  grey,  you  will  see  the  neighbor  jay 
to  the  nearest  drug  store  rush,  there  to  .buy  some 
]miut,  a  brush;  and  next  day  you'll  see  that  chump 
])utting  green  stripes  on  his  pump,  and  he'll  give  a  coat 
of  blue  to  the  fence  and  clothesline,  too.  In  the  spring 
Pame  Nature  tries  to  astonish  human  eyes,  spreading 
on  the  colors  thick;  everything  is  span  and  spick; 
fields  of  green  and  skies  of  blue,  everywhere  a  pleasing 
hue.  And  her  sunlight  often  falls  on  our  grey  and 
dingy  walls,  and  it  makes  her  sick  and  faint,  that 
we  don't  indulge  in  paint.  Buy  a  gallon  can  riglit 
now!  Paint  the  sidewalk  and  the  cow,  paint  the 
house  and  paint  the  shed,  paint  things  yellow,  paint 
them  red! — Walt  Mason. 
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Getting  the  Best  Out  of  the  Spring  Clean-up  Campaign 


BY  W.  L.  EDMONDS 


DURING  periods  of  dullness  in  trade  it  is  always 
possible  to  eoax  a  little  more  business  to  the 
store  by  special  selling  campaigns.  And  it  is 
significant  that  the  more  merchants  that  join  in  such 
special  selling  campaign  the  greater  is  its  accumulative 
effect.  A  cornet  solo  is  interesting,  but  it  takes  a  brass 
baud  to  attract  the  crowd. 

Just  now  many  retailers  iu  Canada  are  beginning 
to  give  their  thought  to  the  annual  Spring  clean-up 
campaign. 

During  each  of  the  last  few  years  this  campaign  has 
gathered  in  extent  and  momentum  because  dealers  are 
i-ealizing  that  it  imparts  stimulus  to  business. 

Co-operation  Among  Retailers 

It  is  therefore  to  the  interest  of  every  dealer  not  only 
to  do  all  he  can  in  his  own  particular  business  to  im- 
press upon  con.sumers  in  his  locality  the  necessity  for 
painting  up  and  cleaning  up  during  the  early  Spring, 
l)ut  to  encourage  his  fellow  business  men  to  put  forth 
their  best  efforts  as  well  in  the  same  direction. 

Tlie  greater  the  co-operation 
the  greater  the  psychological 
effect. 

In  spite  of  the  general  quiet- 
ness which  characterizes  trade 
at  this  time,  certain  conditions 
obtain  which  are  deeidedly 
favorable  to  the  success  of  this 
Spring  clean-up  campaign. 


HTHE  SUN  may  shine  on  good 
and  bad  merchants  alike,  but 
it  is  only  those  who  hustle  that 
get  much  benefit  from  the  Spring 
"Clean-up,  Paint-up"  trade. 


Fanners  in  Position  to  Buy 

On  account  of  the  unusually 
liigh  prices  which  they  are  obtaining  for  all  they  pro- 
duce the  farmers  of  this  country  are,  on  the  whole,  in 
a  more  prosperous  condition  than  ever  before.  It  is 
quite  true  that  in  the  West  there  are  certain  sections 
to  which,  oAving  to  last  year's  drought,  this  remark 
does  not  apply.  But  the  sections  thus  situated  are  only 
fractions  of  the  whole.  As  a  matter  of  fact,  in  the 
country  as  a  whole  the  crops  of  1914  vielded  the  farmers 
a  value  greater  by  $86,000,000  than  those  of  1913. 
■  Distributed  among  the  four  million  people  composing 
the  rural  population  of  Canada,  this  means  an  increase 
in  the  purchasing  power  of  each  of  about  $21.50,  as 
compared  with  the  pn  vious  year. 

Help  from  Made-in-Canada  Campaign  


to  the  retailer's  store  than  will  favorable  climatic  con- 
ditions alone  bring  good  erops  to  the  farmer. 

There  must  be  cultivation — a  preparation  of  soil  and 
the  sowing  of  seed. 

The  better  the  preparation  the  better  the  results. 

Many  dealers  have  obtained  splendid  results  by  pre- 
paring ahead  of  time  a  list  of  prospective  customers, 
and  particularly  those  whose  premises  are  in  need  of  a 
coat  or  two  of  paint.  Clerks  and  others  have  materially 
assisted  in  this  by  keeping  their  eyes  open  when  abroad 
and  taking  a  note  of  dwellings  and  buildings  of  various 
descriptions  which  should  be  painted.  A  card  index  is 
the  best  way  of  compiling  such  a  list.  It  is  more  con- 
venient and  can  be  more  readily' corrected. 

Getting  Customers  Interested 

To  the  persons  on  this  list  letters  or  printed  literature 
should  be  sent.  Paint  cards,  which  can  be  obtained 
from  the  manufacturers,  should  be  enclosed.  The  re- 
ceipt of  a  paint  card  usually  leads  to  a  family  confer- 
ence, and  a  family  conference  leads  to  a  discovery  that 

paint,  varnish,  or  •  enamel  is 
needed  somewhere  inside,  or 
outside  the  home.  But  don't 
waste  your  paint  eards,  either 
through  the  mails  or  in  the 
store.    They  eost  money. 

Circulars  and  letters  should 
be  backed  up  by  newspaper 
advertising.  It  enhances  their 
importance.  And  an  advertise- 
ment often  reaches  the  eye  of 
a  possible  customer  who  would 
not  be  reached  in  any  other  way.  In  fact,  the  potency 
of  an  advertisement  cannot  be  measured.  It  exerts  an 
influence  even  after  it  has  been  forgotten  by  the  adver- 
tiser. For  example,  the  other  day  a  dealer  in  Toronto 
got  an  enquiry  for  an  article  that  he  had  advertised 
eighteen  years  ago.  On  another  page  are  printed  sample 
ads.,  from  which  dealers  may  be  able  to  gather  some 
ideas  for  the  coming  clean-up  and  paint-up  campaign. 

Co-operate  With  Local  Painters. 

The  following  is  suggested  copy  for  a  paint  ad.  It 
appeared  in  an  unrecognized  paper  a  year  or  two  ago: 


Another  condition  favorable  to  the  Spring  clean-up 
trade  is  the  made-in-Canada  campaign. 

That  the  made-in-Canada  idea  is  making  an  impres- 
sion on  the  people  of  this  country  there  can  be  no 
doubt.  People  everywhere  are  buying  home-made  in 
preference  to  foreign-inade  goods. 

In  urging  their  customers  to  cleaii-nji  ;ind  paiiit-ii|) 
dealers  have  a  double  argument.  The  one  is  that  to  do 
■<o  is  the  proper  thing.  The  other  is  that  by  using  Cana- 
dian-made paints  and  other  articles  of  home  manufac- 
lun-  they  art-  helping  to  bring  about  bi'fter  business 
conditions.  'n 

Cultivate  the  Soil 

liut  favoral)li'  conditions  will  im  nir)rc  bring  business 


MAKE  YOUE  HOUSE  GLAD. 

Fill  its  hungry  pores  wi*h  life-preserving  linseed  oil 
and  good  pigmetnts.  And  witli  sueh  good  paint,  the 
colors  well  harmonized,  and  a  good  painter  doing  the 
work,  you'll  miake  glad  the  w'hole  household,  and 
ntMghborliood  as  well.  Remember,  "It's  eieaper  to 
]  aint  than  not  to  paint." 

T  sell  Paint  fox  $  per  gallon — and 

it's  worth  the  money;  my  conscience  feels  good  with 
every  sale. 

Here  are  some  painters  that  I  recommend,  both  as 
to  ability  and  reliability: 

.John  Smith   35  Pus-h  St. 

Frank  Hustler   31  Bright  St. 

Remember  the  Paint  Place 
JOHN  WILLIAMS, 
234  East  Ave. 
.  Orders  for  the  above  painters  may  be  left  at  my 
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It  contains  some  good  suggestions.  To  furnish  the 
names  of  local  painters  is  a  rather  unique  suggestion, 
and  suggests  that  possibly  good  results  might  be  ob- 
tained from  getting  painters  to  co-operate.  It  is  worth 
considering.  Paiiiters  are  not  always  favorable  to  the 
dealer.  Such  a  scheme  as  this  might  break  down  the 
prejudices  of  at  least  some  of  them. 

Window  Displays 

The  window  display  is  the  handmaid  to  advertising 
for  the  Spring  clean-up  or  for  any  other,  campaign 
for  that  matter.  People  don't  have  to  put  on  spectacles 
to  see  a  window  display,  as  long  as  it  is  a  good  window 
display.  A  poor  window  display,  like  a  homely  woman, 
doesn't  attract  much  attention.  A  good  window  is  the 
result  of  thought  and  care.  If  articles  are  thrown  into 
the  window  in  a  haphazard  way  the  window  may  be 
filled,  but  passersby  will  never  be  filled  with  a  desire  to 
buy. 

The  window  which  attracts  is  the  window  which 
can  be  read  at  a  glance.  It  is  only  the  indolent  who 
stop  to  look  into  a  window  that  is  a  mass  of  confusion. 

And  don't  allow  even  a  good  window  display  to 
stand  too  long  without  being  changed,  for  all  displays 
are  not  of  interest  to  all  people. 

With  paints,  brushes,  garden  tools,  etc.,  as  goods  in 
demand  for  the  clean-up  season  there  is  no  lack  of 
material  for  making  attractive  window  displays. 

Get  Clerks  Interested 

In  the  preparation  of  both  window  displays  and 
advertising  copy  fathom  the  minds  of  the  clerks  as 
well  as  your  own  for  ideas.  Many  minds  will  produce 
more  ideas  than  one. 

And  the  time  to  prepare  for  the  campaign  is  to-day. 
Don't  put  it  off  till  to-morrow.  To-morrow  will  bring 
its  other  duties. 


LIST  OF  SPRING  AND  SUMMER  GOODS. 

This  list  of  hardware  artiele.s  was  published  some 
time  ago  by  The  Hardware  Reporter.  It  is  so  complete 
that  it  is  again  reproduced  here : 


Agricultural  Wrenches. 
Animal  Pokes. 
Automobile  Supplies. 
Awning  Hooks  and  Pul- 
leys. 
Axle  Grease. 
Baby  Carriages. 
Baseball  Goods. 
Bee  Smokers. 
Belly  Bands. 
Bicycles  and  Sundries. 
Bird  Cages. 
Boat  Oars. 
Boys'  Wagons. 
Bricklayers'  Tools. 
Bridles. 
Brushes. 

Builders'  Hardware. 

I'ull  Rings. 

Camp  Furniture. 

Carbide. 

Carpet  Beaters. 

Carpet  Stretchers. 

Carpet  Tacks. 

Cattle  Leaders  and  Prods. 

Caain. 


Chair  Seats. 
Chums. 
Cider  Mills. 

Clothes  Bars  and  Dryers. 

Clothes  Baskets. 

Clothes  Lines  and  Pins. 

Clothes  Wringers. 

Collar  Pads. 

Conductor  Pipe. 

Corn  Graders. 

Corn  Planters. 

Cottar  Pins. 

Cow  Bells. 

Cow  Ties. 

Cream  Separators. 

Croquet. 

Cultivators. 

Curry  Combs. 

Curtain  Pole  Fixtures. 

Curtain  Stretchers. 

Dusters. 

Eavestrough. 

Emerj^  Wheels. 

Enameled  Ware. 

Farm  Bells. 

Feed  Bags. 


Fencing. 

Fishing  Tackle. 

Floral  Tools. 

Fly  Traps. 

Freezers. 

Fruit  Cans. 

Fruit  Presses. 

Gardening  Tools. 

Gasoline  Cans. 

Gasoline  Ovens. 

Gasoline  Stoves. 

Go-Carts. 

Grain  Cradles. 

Grass  Catchers. 

Grass  Shears. 

Grindstones. 

Halters. 

Hame  Straps. 

Hammock  Ropes. 

Hammocks. 

Hand  Carts. 

Handles,  Agricultural. 

Harness. 

Harness     Buckles  and 

Hooks. 
Harness  Oil. 
Harrow  Teeth. 
Harvest  Kegs. 
Hay  Carriers. 
Hay  Forks. 
Haying  Tools. 
Hedge  Knives  and  Shears. 
Hoes. 

Hoop  Nets. 
Horse  Clippers. 
Horse  Collars. 
Horse  Muzzles. 
Hose. 

Hose  Supplies. 
Ice  Chests. 
Ice  Cream  Supplies. 
Ice  Picks,  etc. 
Inner  Tubes. 
Lace  Leather. 
Ladders. 
Lawn  Cleaners. 
Lawn  Mowers. 
Lawn  Rollers. 
Lawn  Sprinklers. 
Lawn  Swings. 
Lawn  Tennis  Goods. 
Lawn  Tents. 
Lemon  Squeezers. 
Manure  Forks. 
Maslin  Kettles. 
Mattocks. 
Milk  Coolers. 
Minnow  Buckets. 
Mole  Traps. 
Mops. 

Neck  Yokes. 
Nets. 
Oil. 
Oilers. 

Open  Links  and  Rings. 
Paint. 

Paint  Brushes. 
Paring  Knives. 
Pea  Trellis. 
Picks. 

Picture  Cord  and  Chain. 


Pig  Forceps. 
Pliers. 
Plow  Bolts. 
Plow  Lines. 
Polish. 
Post  Mauls. 
Poultry  Netting. 
Preserving  Kettles. 
Pruning  Knives. 
Pruning  Saws. 
Pruning  Shears. 
Pump  Chain. 
Pumps. 
Rakes. 

Refrigerators. 
Road  Scrapers. 
Roller  Skates. 
Roofing. 
Rope. 

Rubber  Hose. 

Saddles. 

Scales. 

Screen  Door  Fixtures. 
Screen  Doors. 
Screen  Wire. 
Scythes. 
Scythe  Stones. 
Sealing  Wax. 
Seed  Sowers. 
Seines. 

Sewing  Machines. 

Shearing  Machines. 

Sheep  Shears. 

Sidewalk  Tools. 

Singletrees. 

Snaths. 

Spades. 

Spading  Forks. 

Sprayers. 

Spring  Balances. 

Steel  Ranges. 

Step  Ladders. 

Stock  Tanks  and  Troughs. 

Swimming  Jackets. 

Tack  Claws  and  Hammers. 

Tacks. 

Tents. 

Toilet  Clippers. 
Tool  Racks. 
Trace  Chains. 
Trammel  Nets. 
Tree  Guards. 
Trot  Line. 
Vacuum  Cleaners. 
Vegetable  Slicers. 
Velocipedes. 
Wagon  Umbrellas. 
Wash  Boilers. 
Wash  Boards. 
Wash  Tubs. 
Washing  Machines. 
Water  Coolers. 
Water  Kegs. 
Water  Wings. 
Watering  Pots. 
Wheelbarrows. 
Whips. 

Window  Cleaners. 
Window  Screens. 
Wire  Cloth. 
Wire  Stretchers. 
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* 'Clean-Up  and  Paint-Up"  Campaign  Successful  in  Many 

TnWriQ    I  Yf-^r  •  •  •  By  K.  R.  Townsend 

1  UWllO     l_iaoL       1  Ca.1  ...  oj  The  Sherwin-Williams  Co..  Montreal 


PROCLAMATION  FOR 
AMHERST  CLEAN  UP 


M*yor  Avard  to  Officially 
Call  Upon  Citizens  and 
Manufacturers  to  Im- 
prove Appearance  of 
Premises. 

START  ON  MAY  11. 

Tofithtr  With  CotmclUor  Dour:- 
lu  He  Interviews  DAoghters 
of  the  Empire  ud  Promises 
Help  of  Tov-Ti  Council  Bind  All 
WUl  B«  Done  Before  Dollar 



Botnlof  Tnda  Behind  "Clean 
Up—6rt|btsn  Up"  Campaigo 

To  ibc  CittbaB  •(  OiintiTiiu-  — 

A  *x>nh;  MtmMign  la  bviag  in- 
•asuni^l  by  our  Town  Q)o«ll  for 
th-  purpofc-  ot  ele»(iiij£  wp  iial  bcjim- 
lt]inc  oor  tots  aad  alao  \b»  fttr^cta 
•t  our  iftwo.  IDuJ  Mmpalao  ta 
vartbT  cat  mij  (ram  an  ■rtiaiic, 
(ran  •  fiti«nei*l  fttaDdn">nt.' 
'K^^lt*  to-diT  U  of  much  tk^ttn-  rat\jc 
la  lluaUviUr  Uua  it  wta  ■  rcu-a^o; 

w»  Ma  gi^u  it  «  MroDg  aod 
wWcvonw  Impctua  by  «>«ta  luliTid- 
oaJ  flrtoc  KxiM  of  hi*  turk^or  mt-uw 
rowanAa  thU  ewsmradibk-  undk-rtAk- 
laf  <M  tbe  part  of  Town  CouociL 
I  LLrr<torv  nr^mij  rtTjixrtt  (Aat 
c'<r/  nrmbcr  »X  tkc  Board  ol  Trade 
jrlll  BMke  bu  booM-  tbr  m-dIh-  of  an 
KTc'  Tnaa  vhieb  to  ■rorb,  and  u^r 
>U  t)>#t  ^oAraTon  to  bclp  Mrr7  oul 


Hardwaremen  Helping 


1  Up-Bridbl^n  Up-  cam- 
Tbc  oti.-r  la  good  forlwo 
out  J,  Uii;    IJ  (b.  (o  Ma; 


CLEAN  UP  DAY 
MADE  MUCH 
CLEANER  CITY 

Citizens  all  Rolled  Up  Their 
Sleeves  in  Order  to  Make 
Their  Surroundint*  *ook 
Spick  and  Span 


Proclamation. 

Municipality  of  the  T»WQ  o( 
Maple  Creek. 

W.  J.  REDMOND,  Mayor. 

In  puisiunce  of  a  ro,ijf-it  fi/ 
the  li  u-th  f.'omcr,i*sioner  of  the 
PrO'  .luvnf  S-iali;achewaDand  hy 
ihp  p.'  >or-s  ill  rested  1,  Wil. 
Ii  III.  .li.l  'i  KeilnioDtl  hproby  de- 
Clare  anj  i-it.,  !:,!,,,  FhdAV.  iluy 
Isi,  lyu^  to  bi- a^public  holiday 
after  ihc  hour  -of  Twelve  noou 
for  the  purpose  of  a 

Cleaning  Up  Day 

And  can  upon  all  t^tjnd  ciiieenslo 
close  their  placus  of  bus^'nesi  acd 
remove  all  ruohial..  fjurbjgo,  and 
inflainable  mattvr  irom  tliejr  pre, 
uiises. 

Sgo.  W.  J.  REDMOND, 

Ma)  01. 

D:  PATERSoN. 

Seo./freaa. 
M.iplo  Crt^lt.T^pril  £lBi.  1914. 


SUB  had  risen  on  S.u- 
ing  last  it  shone  on  a 
wier  and  healthier  city 
of  North  Pattleford 
lany  a  day.  The 
"•I  Vom  the 


CIEAK-UP  WEEK 

HAD  GCOD  EFFEOI 

Noted  Difference  in  Appcaranc« 
Of.Haileybury  Since  Can^-. 
pai^n  Started 


IIAIIXYIlL'nY,  May  I.— ThU  week 
Flallarburr  bai  been  b«rd  at  It. 
ckar.loe-up  pr;loK  Into  all  Ita  tor- 
ncra  nnd  brioKlDp  to  llEht  and  d«- 
■trucUon  uQnM<«ary  materUkl.  Tcn- 
mti.  mrrcbant*.  I.indiords  and  otb- 
trn.  have  vied  wHh  one  another  who 
■bould  bave  tbo  cleannt  nnd  most 
frtscDtablo  property  Klib  tbft  re- 
mit ibat  the  health  aapcct  oT  the. 
CTTD  hna  bnn  considerably  eabaijC;^ 
and  hnWrd  of  flra  reduetd  to. 
jimum.     Many  vacant  Iflte 


Brighten  Up  Wheatley 


HOW  TO  DO  IT 

l^o  not  allow  rubbish  lo  accumulate. 
I.    Do  not  throw  anything  on  sidewalks  or 
streets. 

;.    Do  not  let  piles  of  trash  reinain  in  back 
yards. 

.    Do  not  mark  or  deface  sidewalks,  fences, 
buildings  or  public  properly. 
Plant  grass  .ind  flower  seeds. 
Apply  paint  to  fences,  sheds  and  buildings 
And  when  VVhcallcy  is  brightened  up, 
keep  it  so ! 

Tlio  soDcrol  purpiin  of  the  crujr.d«  os:iir.it  rul,bi,l. 
lO  tor  Ijcauly  «ci-i  lo  1,<lp  ilic  .Ijole  villa-e         lo  pio- 
vt-  llio  ;;cn(.ral  lien'lli,  to  exeit 
Jpon  1  lie  sell. cliildren,  lo  ltd. 
aud  10  impress  UvorMj  all 


■1  edocatioi.ul  inllor. 
m;o  l,oiinej,  condlli 
•itora  to  WlicMiIey. 


CLEAN-UP  DAY 

A  Great  Succea&    The  May- 
or's I  hanka 

To  (he  F>Jitor  ol  the  Advocate— 

_llir'jul;h  your  paper,  my  apprectalion 
"ol  tht  lojal  way*  m  which  the  cili- 
'ivr,*  hviieiully  ob.,crvtd  Arbor  Day, 
,aii<)  thd  .hearty  manner  la  whuli  the 
cmII  lor  N#  clean-up  was  re«pondcd 
tu.  It  IS  tbost  K''^'>'>'">C  bo  kno^ 
vJibr},  lo  mako   clean  and 


-Parkhlll.  April  TiOtb.  lOH.' 


b.\i 


CLEANUP!  CLEAN  DP! 

fruclamatioD  IssBCd  for  BaK-SoHday 

■■  The  Cauiicil  have  nam'cd  Wed-' 
f\o%day,  April.  22nd,  as  Clcan-Up 
DV-  '  I  therefore  declare  a  half- 
holiday  from, the  liourof  JS'o'clocV 
noon  tor  that  purpose  and  would 
'ask  all  cllizeiisto  do  ihcir  best  ajij 
|tal,-e  advant.Tgc  o!  this  opporluni'ly 
and  liiakc  Watrous  a  credit  lo  iis- 
cilizcus. 

E.  MK.\DO\VS. 
Mayor. 


a  il. ::!;>■  lati;ii  bold  .ot  by  all  cla,-sc5 
i.I  uti^-^ns,  «ilh  UiCjPisult  (hat  lh& 
liny  W.1S  truly  a  "'oiTic"  JiolUJay  and 
10  every  inspect  a  gie.it  succei^.. 

I  wish  to  thank  especially  ittb 
drajmco,  who  so  kindly  plaocj,  tlift 
teams  at  the  city's  doipposal,  xMn 
ivho  assisted  in  the  oi^anvzatiOn, 
tb'j  Ucd  Uecr  Citi/.eas'  Band,  a^d' 
111)  who  la  any  special  waf  conUl- 
b.;tcd  to  the  Clcjn-Up  Uay  pro- 
graouDo. 

Vours  laithfully.. 

,,.9.  N.  CAKSCALLEN, 


THE  i'liliLlU  UKALTH 


NOTICE 

Dy  and  with  llie  conwnt  ol  the 
Council  I  beitby  proclttUn  — 

FRIDAY  MAY  1 


CLEAN  UP  DAY 

And  jislcxhc  Lindly  co-oporalion  of 
all  rate  payers  who  have  Botalr«ady 
done  an  to  have  their  yards  and 
nurroundiniCK  cleaned  up  by  the  <tv 
euioR  o(  IViJ^y  Mdy  lflt. 

3.  E.  H/RU£o.v^ 
Mayor 


A  CLEAN-UP  DAY 
FOR  RED  DEER 

A  njceling  ol  all  govcniins  bcwliea 
.ol  Uie  '  city,  .to^llier'wiLli  "cvecT 
citizen  jnlercstc3:iii  Ihe:  ^velfare  l^t 
Ikd  t>eer,  .is  called- (or  Frid^^y  even' 
iar  (toH-irfit)  April  24. 'in  the  City. 
.  aall.ateisht  o'cloot  p.m.  to  ai«- 
cuaB  lie  qucjtion  of  toanguratiog  n 
clean  tip  d'af,*  and.  if  poiaibic,  or  ir 
It.  is' thouptit  advisabfe. 'to  onjanizo 
a  Civic  Improvoment  Licagne.  Aiuoog 
the  associations  aslced  to  be  Rre^cnt 
*and  make  sugyejtions  are  the  Ladies" 
Hospital  Aid.  Alexandra  Club.  Wom- 
en's Institulje.  Board  ol  Trade.  Hor- 
ticultural Society,  Ejchibkion  Associ- 
,ation,  -  Hospital  Board.  School 
"Boards,  netail  aletchants'  Aasoci- 
ation,  Yoons  lien's  'Affionations, 
msnistcrs  ot  the.  city,  and  any  and 
every  citizen  *ho,has  the  welfare  and 
beautityin?  of  Red  Deer  at  heart.  ^ 
■  The-  idea  is  to.  have  »  day  set 
apart  to  clean  up  tjio  city,  to  plant, 
trees,  to 'improve  our  paries,  to 
boaotify  \d  every  conceivable  manniy 
.idy  bcautijul  .acd  atttacUTc.- 


litt! 


city.-. 


A GOODLY  number  of  Canadian  towns,  cities  and 
villages  tackled  the  "Clean-Up"  campaign  in 
earnest,  with  unfailing  energy  and  ambition,  last 
spring.  Everybody  from  the  mayor  to  the  boy  scouts 
got  busy,  and  as  a  result  it  will  be  a  regular  event  each 
year  in  those  places. 

When  the    fine,  warm  days   

come  along  everybody  should 
brighten  up  and  meet  nature 
halfway,  by  beautifying  our 
homes  and  making  our  towns 
healthy  and  enjoyable  places  to 
live  in.  There  is  a  reason  for  this 
campaign  that  appeals  to  all — it 
is  profitable  for  everybody — or 
at  least  for  everybody  but  the 
undertaker. 

Sickness  aud  disease  shrink  to 
a  minimum  in  a  clean  city,  where 
piles  of  garbage,  dirty  lanes, 
filthy  yards  and  flies  and  fester- 
ing dumps  are  eradicated.  Fires 
are  reduced  fifty  per  cent.,  and 
drunks  are  ashamed  to  be  seen 
on  the  street. 

Pretty  front  yards,  flower  gar- 
dens, little  parks,  freshlv  painted 

homes,  new  fences,  and  any  number  of  other  desirable 
things  thrive  in  towns  where  the  citizens  get  busy  and 
go  in  for  a  "Clean-Up  and  Paint-Up"  campaign. 

But  to  come  back  to  last  year — quite  a  bunch  of  you 
hardwaremen  know  all  about  the  "Clean-Up"  cam- 
paign— since  it  was  largely  due  to  your  co-operation 
and  effort  that  it  was  so  great  a  success  in  many  towns. 


Some  Towns  where  the  Spring  cleaning 
campaign  wag  carried  on  with  good  re- 
sults last  year. 


Red  Deer,  Alta, 
Shelbourne,  N.  S. 
Markham,  Ont. 
Kingston,  Ont. 
Simcoe,  Ont. 
Yorkton,  Sask. 
Amherst,  N.  S. 
Winnipeg,  Man. 
Huntsville,  Ont. 
Hastings,  Ont. 
Earrie,  Ont. 
Melville,  Sask. 
Mildmay,  Ont, 
Chats'wrorth,  Ont. 
Vankleek  Hill,  Ont. 
Hamilton,  Ont. 
Ha^wkesbury,  Ont. 
Lindsay,  Ont, 
Sussex:,  N.  B. 
Sydney,  N.  S. 
London,  Ont. 
Montreal,  Que. 
Watrous,  Ont. 


The  procedure  varied  in  different  places — but  I  have 
summed  it  all  up  from  my  clippings  from  over  200 
newspapers. 

Somebody  possessed  of  the  "Clean-up"  idea  saw  the 
mayor  and  the  council,  the  editor  of  the  ncAvspaper,  the 
health,  police  and  fire  officials,  the  ministers  and  the 
merchants.  Committees  were 
formed  to  supervise  the  various 
works  to  be  carried  out.  A  day 
or  so  later  a  proclamation,  sign- 
ed by  the  mayor,  was  published 
by  the  newspapers,  or  by  circu- 
lars, or  posted  up  in  public  build- 


Maple  Creek,  Sask. 
Parkhill,  Ont. 
Acton,  Ont. 
Corona,  Ont. 
North  Battleford,  Sask 
Bassano,  Alta. 
Dartmouth,  N.  S. 
Whitby,  Ont. 
Halifax,  N.  S. 
Grandview,  Alta. 
Clinton,  Ont. 
Thessalon,  Ont. 
Brantford,  Ont, 
Calgary,  Alta. 
Mt.  Forest,  Ont. 
Tweed,  Ont. 
Toronto,  Ont. 
Chatham,  Ont. 
Wheatley,  Ont. 
Peterboro,  Ont. 
Biggar,  Sask. 
Haileybury,  Ont. 


PROCLAMATION. 
"Citizens — the  town  needs  to 
be  bi'ightened  up.  It  will  be  easi- 
ly and  quickly  accomplished  if 
everyone  co-operates  to  make 
this  Clean-Up  Campaign  a  grand 
success.   Please  do  your  share. 

"Clean  up  your  backyards, 
your  front  yards,  your  cellars 
and  attics.  Get  rid  of  all  the  old 
cloths,  paper,  straw  and  other 
combustible  materials  lying 
about,  and  help  to  prevent  fire. 
Clean  away  all  the  tin  cans,  bottles,  scrap  and  debris 
lying  around  your  property.  Rake  the  leaves  off  the 
lawn  and  have  all  the  rubbish  ready  when  the  carters 
call  for  it  on  Wednesday. 

"Repair  your  .sidewalks,  fences  and  gates.  Don't 
throw  i)aper  on  the  streets,  remove  the  dandelion.s  from 
your  lawn  and  kill  the  weeds  in  your  garden.  Plant  a 
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flower  bed  at  the  front  of  your  house.  Plant  grass  seed 
on  your  lawn  and  apply  paint  to  fences,  sheds,  and 
buildings  that  look  shabby.  Paint  beautifies  the  home 
— is  your  home  beautiful?  Paint  is  an  investment,  not 
an  expense.  Well-painted  homes  look  best,  sell  easiest 
and  last  longest.  Get  new  awnings  if  the  old  ones  are 
torn  or  faded. 

"Illuminate  and  paint  your  store  front,  it  helps  busi- 
ness, and  imi)roves  the  appearance  of  the  street.  White- 
wash the  stable  and  remove  the  ashes  from  the  back- 
yard. 

"Have  the  lawn  mower  sharpened  and  put  in  good 
shape — don't  hesitate  aljout  getting  a  new  hose  or  hoe 
or  rake  or  hammer  or  saw  if  a  few  cents  will  help  make 
your  home  prettier  and  our  town  more  beautiful. 

"Disinfect  dark  alleys  with  lime,  put  screens  in  your 
windows,  and  swat  the  fly." 

The  result  of  such  a  campaign  rewarded  all  who 
took  part  in  it.   The  womenfolk  had  pretty  flower  beds 


and  clean  backyards — there  were  fewer  flies  to  worry 
those  inside  the  house — many  housewives  bought  paints 
and  brightened  up  their  homes. 

In  one  town  every  fence  and  shed  was  whitewashed 
or  painted.  Another  had  the  slogan  "at  least  the 
front"  of  every  house  should  be  painted.  "Cleaners 
first,  then  carpenters  and  painters,"  was  the  slogan  of 
a  third  town.  Public  buildings  and  main  streets  were 
washed  by  the  fire  department  in  another  town.  Trees 
were  planted  around  the  schoolhouses  and  public 
squares  in  another  place;  and  the  health  statistics  show 
wonderful  improvement  in  many  towns  and  cities. 

The  mayor  of  Red  Deer,  Alta.,  expressed  a  great  truth 
that  not  only  applies  to  paint,  but  other  lines  the  hard- 
ware store  sells,  when  he.  said,  "It  is  only  common 
sense  to  clean  house  in  the  spring,  and  if  cleaning  house 
is  desirable,  it  should  apply  to  the  entire  town.  This 
spirit  of  cleaning  up  doesn't  stop  there — ^in  nearly 
every  case  it  means  the  use  of  paint,  and  as  a  result  a 
great  deal  more  is  sold  over  your  counter  than  would 
be  otherwise." 


Windows  Sell  Housecleaning  Supplies 

IVindoW  13  a  big  help  In  the  sale  of  housecleaning  supplies 
— Should  be  made  full  use  of — Suggestion  of  a 
window  that  Will  attract  attention 

THE  window  should  be  made  full  use  of  during  the 
housecleaning  season  to  feature  the  full  range  of 
articles  that  will  lessen  the  annual  work  of  the 
housewife.  The  window  display  not  only  suggests 
goods  to  regular  customers,  but  also  to  many  people 
who  pass  the  store,  and  with  the  rising  temperature 
there  will  now  be  more  people  on  the  street,  and  they 
will  be  more  inclined  to  stop  and  view  a  good  display 


than  a  short  time  ago,  when  the  temperature  was  far 
from  favorable  for  window  gazing. 

Suggestion  for  an  Unusual  Window 

A  well  arranged  window  display  of  housecleaning 
goods  is  reproduced  here.  If  you  desire  something 
unusual,  why  not  try  a  display  in  which  "Old  Man 
Dirt"  is  shown  on  the  run  on  account  of  the  dawn  of 
the  "sun  of  cleanliness"?  The  display  is  not  diflficult 
to  arrange.  The  sun  is  represented  by  a  tub,  which 
can  be  either  wood,  fibre  or  galvanized.  The  bottom 
should  be  turned  forward,  and  can  be  painted  yellow, 
with  an  inscription  "The  sun  of  cleanliness."  The 
rays  of  the  sun  can  be  represented  by  twisted  strands 
of  colored  paper  extending  from  the  outer  rim  of  the 
tub. 

Making  a  Figure  of  "Old  Man  Dirt." 

The  figure  of  "Old  Man  Dirt"  trying  to  evade  the 
light  of  cleanliness  should  not  be  given  too  much  care 
in  preparation,  as  the  more  unkempt  and  slovenly  he 
appears  the  better  the  effect.  Get  an  old  suit  of  clothes, 
stuff  it  with  cotton,  shavings  or  straw,  put  an  old  pair 
of  discarded  shoes  at  the  end  of  the  trousers,  fill  a 
pair  of  canvas  gloves  with  sawdust  and  fasten  to  the 
sleeve  ends.  For  a  head,  use  a  mask,  have  suitable 
whiskers  on  him,  and  an  old  hat.  Shove  a  strand  or 
two  of  heavy  wire  through  his  legs  and  arms,  and  bind 
them  to  desired  position.  Various  lines  of  houseclean- 
ing supplies  can  be  shown  about  the  window. 

Other  displays  will  suggest  themselves  to  the  dealer, 
this  line  of  goods  adapting  itself  to  many  very  interest- 
ing and  unusual  displays. 

The  wise  dealer  does  not  wait  for  the  housewife  to 
suggest  the  goods  she  will  need  for  housecleaning.  He 
suggests  them  to  her  through  window  displays  and 
other  means. 

gilllllllllllllllllllllllilililllllllllllllllllllllllllllllllllllllllllllllll^ 

I    Passing  Thoughts  on  Spring  Business  | 

1  By  W.  L.  E.  s 

M  The  '■^Clean-up''  season  is  approaching  zt'hen  EE 
s  retailers  who  prepare  for  it  can  ^''clean-up"  a  great  E: 
%     deal  of  business.  % 

~  Spn'ng-  conies  ;  hut  business  only  comes  to  those  E 
g     n'ho  go  after  it.  J 

EE         While  '  *  Winter  is  lingering  in  the  lap  of  Spring"  EE 

W  the  time  is  opportune  for  the  retailer  to  get  busy  on  g 

g  the  compilation  of  a  list  of  customers  who  may  be  g 

E  interested  in  cleaning-up  materials.  g 

g        The  rural  mail  delivery  system  is  "waiting  to  EE 

g  help  business  men  who  are  ready  to  help  themselves  g 

g  in  supplying  the  farmer  and  his  wife  with  their  m 

EE  necessary  Spring  cleaning  material.  s 

g  As  the  farmers  cleaned  up"  a  great  deal  of  s 
g  money  last  year  they  should  be  in  a  good  position  g 
EE     to  buy  cleaning-up  materials  this  Spring.  g 

s  The  more  the  retailer  advertises  his  Spring  g 
g  cleaning-up  goods  the  more  will  his  customers  become  g 
=     impressed  with  the  necessity  of  buying  them.  E 

g  The  more  the  clerks  are  stimulated  the  more  nu-  g 
g  merous  will  be  the  ideas  that  will  be  developed  for  g 
g     t}i€  Spring  clean-up  campaign.  g 

iiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 


Suggestion  for  spring  housecleaniiiR  display. 
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To  Boost  Hardware  Association  Membership  in  1915 

Plans  to  make  O.  R.  H.  &  S.D.A.  a  strength  to  the 
trade — Next  year's  convention  to  be  a  record  breaker. 


A STRONG  effort  will  be  made  during  this  year  to 
double  at  least  the  membei'ship  of  the  Ontario 
Retail  Hardwai*e  Association.    Such  in  brief  is 
tlie  result  of  a  meeting  of  the  executive  of  that  body, 
held  in  the  Queen's  Hotel,  Toronto,  on  Easter  Monday, 
April  5. 

The  gathering  was  a  very  enthusiastic  one,  and  with 
the  exception  of  E.  A.  Whitten,  Bracebridge,  who  sent 
regrets,  was  attended  by  every  member  of  the  execu- 
tive. President  Conn  was  in  the  chair,  and  with  him 
wore  the  new  secretary,  W.  F.  Macpherson,  and  hon- 
orary secretary  Weston  Wrigley.  Others  present  were: 
W.  J.  Cai-ter,  Pieton ;  James  McGregor,  Oakville ;  John 
Caslor,  Toronto :  H.  Oceoraore,  Guelph ;  E.  J.  Creeper, 
Owen  Sound:  D.  A.  MacNab,  Orillia;  A.  Wideman, 
■\rarkham:  W.  W.  Bennett,  Gananoque,  and  A.  J. 
Wright,  Hamilton. 

The  minutes  of  the  annual  convention,  held  at  the 
[\ing  Kdward  Hotel,  Toronto,  on  Feb.  24  and  25,  were 
read  by  Secretary  Macpherson,  and  approved  by  the 
meeting;  and  the  past-secretary's  report  was  presented 
l)y  Weston  Wrigley. 

Past-Secretary's  Report 

Mr.  Wrigley  stated  that  two  circular  letters  had  been 
sent  to  the  trade  in  Ontario  during  March — one  to 
members  and  one  to  non-members,  the  latter  soliciting 
membership  in  the  association.  To  the  members  had 
also  been  sent  a  bundle  of  25  collection  letters  and 
envelopes,  some  sample  stove  lien  notes,  and  some 
plumbing  estimate  forms.  The  retiring  secretary 
thanked  every  member  of  the  executive  for  his  co-oper- 
ation and  assistance  during  his  nine  years  as  secretary, 
!ind  assui'ed  them  of  his  appreciation  of  the  honor  paid 
him  in  making  him  honorary  secretary  and  giving  him 


a  life  membership  in  the  association.  He  promised  his 
assistance  to  the  new  president  and  secretary. 

President  Conn  reported  having  solicited  through 
correspondence  membership  in  the  association  of  hard- 
ware dealers  in  London,  it  being  thought  that  that  city 
might  be  a  possibility  for  next  year's  convention. 

Secretary  Macpherson  read  a  number  of  communica- 
tions received  on  association  and  trade  matters  since 
the  annual  convention.  These  were  ordered  received, 
many  members  expressing  approval  of  the  enthusiastic 
way  the  recent  convention  meetings  had  been  con- 
ducted. 

The  important  discussion  of  the  meeting  was  on 
methods  whereby  the  association  meinbership  could  be 
increased.  Secretary  Macpherson  presented  a  scheme 
to  increase  the  interest  of  the  members  during  the 
year,  apart  from  their  attendance  at  the  annual  con- 
ventions. His  plan,  which,  on  motion,  was  approved 
and  referred  to  the  president  and  secretary  to  get  into 
shape  and  send  out,  is  to  compile  and  send  out  to  mem- 
bers of  the  association  standard  and  uniform  price  list 
sets,  giving  at  a  glance  sizes,  costs,  discounts,  etc.,  of 
the  various  articles  or  lines  of  articles  sold  in  hardware 
stores.  Mr.  Macpherson  had  half  a  dozen  sample  sheets 
of  bolt  and  screw  prices  to  illustrate  his  plan.  These 
lists  the  secretary  intends  to  send  out  from  time  to  time 
as  additions  are  made,  two  sets  being  sent  each  member, 
with  a  binder  for  keeping  them  clean  and  in  good  shape. 
The  plan  appeared  to  be  an  excellent  one  and  was  very 
favorably  commented  on  by  those  present. 

Competition  for  Membership 

A  second  important  move  was  the  confirming  of  A. 
J.  Wright's  plan  for  increasing  the  membership  in  the 
association  through  competition.  Prizes  will  be  given 
the  traveler  bringing  in  the  largest  number  of  new 
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membors  during  the  year,  and  a  banner  trophy  awarded 
to  tlio  district  team  bringing  in  tho  largost  member- 
ship. 7\ftor  some  few  added  suggestions  the  following 
competition  rules  were  laid  down: 

ruijES  for  membership  COMPETTTTON 

Competition  will  open  April  15th  and  close  Jan.  15, 
1916. 

(1)  Captains  to  select  teams  from  following  districts : 
(a)  Central — Niagara  Peninsula;  captain,  A.  J.  "Wright, 
Hamilton ;  (b)  Eastern— all  Ontario  east  of  Toronto ; 
captain,  A.  Hawkins,  Smiths  Palls;  (c)  Northern — To- 
ronto to  Rarrie.  including  Toronto  city.  York.  Peel  and 
Ontario  counties;  captain,  Fred  Ellis.  A  Welch  &  Son, 
Toronto;  (d)  Western— all  Ontario  west  of  Rrantford ; 
captain,  Reg.  F.  Scott,  Guelph ;  (e)  New  Ontario — New 
Ontario,  north  of  Barrie;  captain,  E.  A.  Whitten,  Brace- 
bridge. 

(2)  Applicants  for  membership  may  be  received 
from  any  eligible  firm  or  person,  by  members  of  any 
team,  regardless  of  territory  in  which  the  applicant 
resides. 

(3)  The  secretary  shall  furnish  different  colored  ap- 
plication forms  to  captain  of  each  team,  and  shall  credit 
application  to  the  proper  team,  whether  sent  in  direct 
or  through  a  member  of  the  team. 

(4)  The  secretary  shall  not  be  a  member  of  any  team, 
and  applications  received  by  him,  through  the  service 
to  members  plan,  shall  not  be  counted  by  any  team, 
unless  made  on  the  colored  forms  furnished  to  each 
team. 

(5)  Scores  to  be  counted  by  points,  as  follows:  Mem- 
ber, $8  fee,  30  points ;  clerk,  $1  fee,  10  points ;  traveler, 
$1  fee,  10  points. 


ASSOCIATION  FINANCES  IN  GOOD  SHAPE 

Tlic  financial  affairs  of  the  O.R.H.  &  S.D.A.  are  in 
splendid  shape,  as  the  report  below  shows.  This  state- 
ment, presented  at  the  meeting  of  the  executive,  was 
favorably  commented  upon, 

SECRETARY'S  REPORT 


Receipts 

Meiubcrsliip  fees,  Jan.  1  to  Mar.  18.  .  .i|5337.00 
Disbursements 

Paid  to  treasurer  ii^337.O0 

Treasurer's  Re|)ort 

Cash  balance,  Dec  31,  1914   $917,27 

Received  from  secretary    337,00 


Total    .+  1.2r)4.:i7 

Expenditures 

Convention  expense   .tr)7,7r) 

Job  printing    84  25 

Honorarium  to  treasui-er   75  00 

Secretary's  salary    25,00 

Office  expenses    30.57 


Total    $272.57 

Standing  of  Association 

Cash  on  hand.  March  18,  1915  $981.70 

Saleable  stock  on  hand   20.00 

Office  equipment    40.00 


Total    $1,041.70 

Liabilities 

.\oni!. 


GEO.  MATIIEWSON. 
J,  W.  PEACOCK. 
Toronto,  March  18,  1915.  Auditors. 


(6)  No  score  to  be  connted  tintil  fee  is  in  the  hands 

of  secretary. 

''7)  The  .secretary  shall  furnish  to  all  teams  full  de- 
tails of  service  plan  to  members  and  all  other  assistance 
in  his  powcT. 

(8)  Captains  shall  furnish  secretary  with  names  of 
members  of  their  teams,  and  may  add  to  same  from 
time  to  time,  either  from  new  or  old  members.  The 
number  of  men  to  each  team  is  not  limited, 

''9)  The  secretary  shall,  at  stated  periods,  advise  the 
members  of  the  teams  with  the  respective  standing  of 
the  teams  as  an  incentive  to  renewed  vigor, 

flO)  The  procuring  of  a  suitable  banner  or  trophy 
for  the  winning  team  shall  be  left  to  the  advisory  com- 
mittee. 

(11)  All  disputes  or  complaints  shall  be  referred  to 
the  advisory  committee,  and  their  decision  or  aetion 
will  be  final. 

(12)  An  appropriation  of  $125.  being  $25  to  each 
team;  will  be  allowed  for  expenses,  and  accounts  for 
expenses  shall  be  rendered  to  the  secretary  by  the  cap- 
tain of  each  team,  when  voucher  will  be  issued  by  the 
secretary  up  to  the  amount  of  the  appropriation. 

(13)  The  executive  or  advisory  committee  may,  in 
addition  to  this  competition,  arrange  for  a  travelers' 
competition  shoiald  they  deem  advisable. 

Next  Year's  Convention  not  Decided 

On  motion  it  was  decided  to  allow  membership  appli- 
cations received  after  April  1  last  cover  the  period  tintil 
the  end  of  December.  1916. 

The  place  of  holding  next  year's  convention  being 
broached,  it  was  decided  to  allow  the  taatter  to  stand, 
owing  to  the  present  conditions  due  to  the  war,  until 
later  in  the  year  when  the  executive  meets  again. 


WORTH  MORE  THAN  MEMBERSHIP  FEE 

The  collection  form  letters  which  are  supplied  to  the 
members  of  the  Ontario  Hardware  Association,  and 
wliich  are  used  by  a  number  of  those  members,  are 
proving  themselves  of  great  value.  Hon.  Secretary 
Wrigley  recently  forwarded  to  W.  I,  Wagg.  of  Pro\4- 
df^uee  Bay,  $13,95  on  an  account  which  was  almost 
outlawed.  This  one  paymeut  in  itself  would  supply 
the  cost  of  membership  in  the  association  for  over  four 
years,  and  there  are  many  such.  This  is  only  one 
feature  of  the  association  that  makes  it  a  valuable  and 
paying  proposition  for  hardware  dealers  to  join.  That 
the  lettei*s  cany  weight  is  amply  proven  by  the  fact 
that  the  accounts  are  settled  and  settled  mostly  through 
the  association  officers  rather  than  through  the  dealers 
to  whom  the  accounts  are  due. 

The  following  couple  of  letters  bear  testimony  to 
the  worth  of  these  collection  form  letters: 

Fowler  &  Winsor.  Sudbury,  writing  under  date  of 
March  19  last,  to  Weston  Wrigley,  to  w'hom  the  form 
letters  are  addressed,  say:  "We  acknowledge  with 
thanks  receipt  of  your  favor  of  tlie  17th  inst.  enclos- 
ing letter  from  one  of  our  delinquents.  We  might  say 
that  the.se  are  two  delinquents  that  we  had  lost  track 
of  entirely." 

A.  &  H.  Wideman.  ^larkham.  write  under  date  of 
March  12  to  Seci-etary  Wrigley:  "We  have  yours  of 
the  10th  with  money  order  from  one  of  our  delinqiients 
enclosed.  Thanks.  We  might  say  that  we  have  had 
exceptionally  good  results  from  using  the  O.R.H.  & 
S.  D.  Assn.  forms,  and  they  are  more  than  worth  the 
small  membership  fee  paid  the  association  yearly.  The 
demand  for  payment  looks  as  if  it  came  from  the  whole 
retail  hardware  trade  of  Ontario,  and  few  ignore  it. 
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Hints  For  Promoting  Sale  of  Housecleaning  Goods 

Short  hints  and  suggestions  that  xoill  help  the  dealer  to  get  his 
full  share  oj  the  trade  that  is  passing  in  housecleaning  goods. 


IN  most  homes  to-day  the  housewife  is  patiently  wait- 
ing and  planning  for  the  day  when  she  will  be  able 
to  throw  open  the  windows  and,  armed  with  broom 
and  scrub  brush,  start  in  on  the  annual  campaign 
against  those  dread  enemies  of  every  housewife — dust 
and  dirt.  There  is  going  to  be  considerable  business 
in  housecleaning  supplies  for  someone,  and  it  stands 
to  reason  that  the  dealer  who  makes  the  strongest  bid 
for  this  trade  is  going  to  be  blessed  with  the  larger 
share  of  business.  T  propose  to  give  some  short  hints 
and  suggestions  on  how  to  go  after  this  trade. 

Drive  Home  Value  of  Sweeping  Powder 

There  are  still  a  good  many  women  who  do  not  use 
sweeping  powdei'.  At  housecleaning  time,  when  there 
is  a  good  deal  of  sweeping  and  when  housewives  are 
unearthing  dust  in  their  homes  that  thiey  never  dreamed 
of.  is  an  excellent  time  to  drive  home  the  value  of 
sweeping  powder  in  allaying  dust. 

Why  not  show  a  piece  of  carpet,  one  half  swept  with 
sweeping  powder  and  the  other  half  not.  The  contrast 
will  demonstrate  its  value  in  sweeping  and  assist  in 
making  sales.  Point  out  that  the  sweeping  powder  has 
an  additional  value  as  a  germ-killer. 

The  Contrast  Idea  Will  Sell  Polishes 

The  contrast  idea  can  be  used  to  good  advantage  in 
driving  home  the  value  of  many  other  lines.  For  in- 
stance, for  stove  polish  have  two  stove  lids,  one  all 
brightened  up  by  the  use  of  the  polish  you  sell,  and 
the  other  dull  and  unattractive.  The  contrast  will 
appeal  to  customers  and  make  sales. 

A  number  of  lines  might  be  showm  in  a  window  dis- 
play of  this  character,  demonstrating  the  value  of  stove 
polish,  boot  polish,  furniture  polish,  metal  polish,  and 
sweeping  powder.  Why  not  use  space  in  your  ad.  ex- 
horting the  public  to  see  the  cleaning  demonstration 
in  your  ^vindow " 

Make  Brooms  a  Big  Feature 

Nearly  every  housewife  wants  a  new  broom  for  the 
housecleaning  season,  so  suggest  them  to  her  frequently 
and  in  different  ways.  The  very  sight  of  a  broom 
while  in  your  store  will  frequently  suggest  the  purchase 
of  one  to  her.  If  you  have  a  broom  rack,  keep  it  in  a 
prominent  position  in  your  store  for  the  next  month. 
Tf  you  are  i)utting  in  a  window  display,  the  background 
can  be  made  of  brooms. 

Ideas  Used  by  Other  Dealers 

One  dealer  built  a  little  house  of  various  brushes 
in  the  centre  of  his  window  during  the  housecleaning 
season.  The  end  facing  the  street  wa.s  covered  with 
red  tis.sue  paper. 

The  houseeh'aiiing  season  is  a  good  time  to  sell  door 
mats.  When  the  housewife  has  got  everything  spic-and- 
spari  she  does  not  want  people  coming  into  the  house 
with  muddy  boots.  A  show  card  pointing  this  out  and 
placed  on  a  display  of  mats  will  have  the  desired  result. 
A  Bowmanville.  Out.,  dealer  makes  a  feature  of  door 
mats  during  tlic  spring,  ,ni<l  finds  it  i)Ossil)le  to  sell  .1 
good  many. 

"A  broom  .uid  .-i  brush  and  a  piecp  of  soap"  was 


the  heading  on  a  housecleaning  advertisement  of  a 
dealer  of  Kamloops,  B.  C.  The  introduction  read: 
"The  arduous  task  of  spring  cleaning  is  brought  down 
to  a  pleasant  change  of  emplo.yment,  providing  the 
best  utensils  are  brought  to  bear  on  the  ever-collecting 
dust.  We  have  all  the  articles  you  need."  A  number 
of  lines  were  listed  with  prices. 

In  your  advertisement,  why  not  select  one  article  and 
point  out  its  various  uses  in  considerable  detail.  No 
doubt  many  customers  will  be  surprised  at  its  many 
uses.  For  instance,  "Lye  softens  water,  disinfects 
sinks  and  closets,  cleans  milk  cans,  and  is  a  splendid 
aid  in  washing  dishes.  It  kills  roaches  and  is  death 
to  vermin  of  all  kinds.  It  helps  in  cleaning  cuspidors, 
bathtubs,  cellar  drains,  and  is  a  strong  preventative  of 
disease."  The  label  on  the  package  generally  tells 
the  varied  uses  of  the  article. 

Most  of  the  cleansers,  ammonias,  etc.,  have  a  con- 
siderable value  as  germ  killers  and  this  additional 
argument  for  their  use  can  be  used  to  good  advantage 
in  making  sales.  Every  woman  is  interested  in  the 
health  of  her  family,  so  that  this  value  is  one  that  will 
appeal  to  her. 


WESTERN  TRADE  NOTES. 

C.  Rasmussen  and  Ohas.  Cui-tis  intend  establishing  a 
broom  factoiy  at  Edmonton. 

A  provinee--udde  campaign  on  the. part  of  the  Alberta 
branch  of  the  R.M.A.  was  made  recently. 

Malcolm  Isbister.  a  prominent  hardware  dealer  of 
Saskatoon,  was  ■  unanimously  elected  for  the  eighth 
consecutive  time  as  president  of  the  Saskatoon  Board 
of  Trade. 

\V.  A.  Templeton,  hardware  dealer,  was  elected 
second  vice-president  of  the  Winnipeg  Retail  Mer- 
chants' Association  at  their  recent  annual  meeting. 

Fire  destroyed  F.  S.  Collacott's  hardware  store  at 
Yorkton.  Sask.,  causing  loss  of  $50,000.  largely  covered 
by  insurance. 


CANADIAN  BUSINESS  PATRIOTISM 

We  believe  in  our  eounbry.  We  have  faitfh  that 
raiiada  will  conitinue  to  be  one  of  the  most  prosperous 
natioiis  in  the  world.  Althoug-h  panicky  people  pin-jh 
tight  the  mighty  dollar,  fearing  disaster  for  this  coun- 
try O'/i  account  of  the  European  war,  oiir  crops  are  the 
most  bountiful  in  yea.rs.  These  croi>s  must  be  har- 
vested. The  mills  will  grind  the  w(hea.t  and  com;  the 
railroiads  will  transport  tlie  flour  and  meal;  starving  na- 
tions will  find  .some  way  of  getting  these,  and  the 
wealth  received  in  retiirn  will  be  spent  at  ho^me. 

As  a  small  percentage  of  our  country's  products  arc 
nil  that  are  exiported,  we  are  likely  to  suffer  a  great 
ileal  more  from  tlhc  abnormal  tightening  up  of  the 
purse  strings  of  our  merchants,  our  manufa-cturers, 
and  our  consumers,  tihan  from  loss  of  European  busi 
ness. 

We  believe  that  now  is  the  time  for  patriotasm  in 
its  broadest;  sense — tihat  is,  to  take  adv.ijitage  of  pre 
sent  cond'it-ions  by  pushing  ahead.  Let  us  all  work 
together  in  a  natural,  normal,  and  sensible  way.— 
From  Simonds  Caaiada  Saw  Co.  Bulletan. 
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Linking  Up  the 
Paint  Department 
With  Clean -Up 
Campaign 


"Paint-Up"  window  put  in  last  spring  In 
Keg.  F.  Scott's  "Blue  Hardware"  atGuelph. 
It  was  a  double-barreled  display,  aa  it  also 
served  to  attract  attention  to  the  Guelph 
Horse  Show.  The  display  was  a  novel  and 
striking  one. 


Ol'I'OKTUXITV  knocks  at  the  door  of  wwy  iiard- 
\v;ire  dealer  in  those  centres  -where  the  Spring 
"ck-an-up"  campaign  is  taking  hold.  And  it 
may  be  made  to  knock  twice  if  some  effort  is  made  to 
push  paints  during  the  period  of  Spring  cleaning.  The 
campaign  should  be  made  to  act  as  a  two-barreled  gun 
— selling  the  hardware  articles  that  clean  up  the  home 
and  surroundings  with  one  barrel,  and  finishing  up  the 
job  by  shooting  home  the  "paint-up"  idea  to  keep 
clean  the  home  with  the  other. 

And  how  can  this  be  brought  about?  Simply  by 
using  the  same  arguments  that  have  so  successfully 
launched  and  carried  on  the  clean-up  campaign.  A 
year  ago  a  hardware  dealer  in  one  of  the  smaller  On- 
tario towns,  who  was  taken  with  the  idea  of  inaugurat- 
ing a  "clean-up"  campaign,  was  somewhat  puzzled  as 
to  how  he  was  to  interest  his  other  townsmen  in  clean- 
ing up  the  town.  His  wife  solved  his  difficulty  by  men- 
tioning the  matter  at  a  meeting  of  the  Local  Council  of 
Women,  of  which  she  was  a  member.  The  women  of 
the  town  got  busy  and  interviewed  the  mayor.  The 
hardware  dealer  got  busy  and  saw  the  local  newspaper 
editor.  Everybody  in  town  got  the  habit,  and  the 
things  that  were  bought  surprised  even  the  hardware 
dealer  himself. 

But  the  climax  was  capped  when,  as  a  resiilt  of  the 
campaign,  his  paint  stock  was  called  upon.  One  of 
the  dealer's  neighbors  started  the  painting,  and  acting 
upon  the  suggestion  the  dealer  painted  his  own  store 
front,  and  then  his  delivery  wagon.  His  sales  of  paint 
last  year  broke  all  previous  records — just  about  three 
times  what  they  were  the  previous  year.  The  dealer's 
town  is  among  the  list  of  those  places  published  on 
another  page  as  having  conducted  a  elean-up  campaign 
last  spring. 

Remarkable  successes  in  selling  paints  and  varnishes 
have  been  registered  by  hardware  men  who  pushed 
this  line  during  the  spring  clean-up.  There  are  com- 
munities where  one  hardware  dealer  has  practically 
obtained  a  monopoly  on  paint  sales.  Why?  Simply 
by  making  his  store  the  store  through  and  through  for 
the  paint  man. 

The  Spring  clean-up  season  should  give  the  oppor- 
tunity to  many  a  hardware  dealer  to  make  his  paint 
department  sell  more  paint.  Care  should  be  used  in 
selecting  the  paint  stock.  Arrange  the  paint  depart- 
ment in  such  a  way  as  to  display  the  goods  and  the 


advertising  matter  to  the  very  best  advantage.  Much 
of  the  success  of  the  department  depends  on  having 
the  goods  well  displayed  and  a  clerk  in  charge  who 
thoroughly  understands  the  business  and  can  tell  con- 
sumers how  to  use  the  different  products  sold.  Doing 
this,  the  hardware  dealer  is  in  a  position  to  link  up 
with  the  "clean-up"  campaign  and  not  only  get  the 
business  passing  by,  but  stir  up  new  and  better  busi- 
ness among  the  citizens  of  his  own  community. 

When  going  in  for  a  "clean-up  and  paint-up"  cam- 
paign, feature  the  things  that  will  help  the  painter  if 
you  want  him  to  co-operate  with  you,  and  to  remember 
you  the  balance  of  the  year.  A  campaign  of  this 
character  requires  publicity,  and  it  is  well  to  use 
some  space  at  regular  intervals  in  your  local  paper. 
Also  follow  up  this  advertising  with  more  direct  ap- 
peals to  a  complete  mailing  list  of  paint  prospects, 
which  you  can  readily  compile. 

Talk  "paint-up"  in  the  window  displays.  Goods 
well  displayed  are  half  sold  and  the  dealer's  shelves 
and  windows  are  of  great  value  in  advertising.  Doing 
this,  paint  will  be  kept  before  the  public  all  the  time. 
Let  the  public  know  you  are  a  worker  in  the  clean-up 
campaign.  Advertise  that  fact.  In  the  newspaper 
and  through  posters  and.  streamers  ask  them  to  join  in 
the  "clean-up"  campaign,  and  after  the  "clean-up" 
get  them  interested  in  the  "paint-up"  proposition. 


PAINT  TRADE  IN  BRITISH  COLUMBIA. 

According  to  reports  sent  by  the  U.S.  Consul  at  Van- 
couver to  his  superiors  at  Washington,  this  is  an  oppor- 
tune time  for  manufacturers  to  interest  themselves  in 
British  Columbia  trade.  In  speaking  of  wall  paper,  the 
consul  says:  The  market  for  the  better  grade  of  wall 
paper  will  now  be  supplied  by  Canada  and  the  United 
States.  It  is  estimated  that  25  per  cent,  of  the  wall 
paper  has  heretofore  come  from  the  United  States  and 
a  like  quantity  from  European  countries,  the  remaining 
50  per  cent,  having  been  produced  in  Canada. 

Tn  reference  to  brushes,  acids,  dyes,  potash,  synthetic 
chemicals,  etc.,  there  is  an  opportunity  to  divert  trade. 
Ochre  is  purchased  mostly  from  France,  lithopone  from 
Belgium,  lead  and  zinc  from  England,  gold,  aluminum 
and  bronze  powders  and  bronze  leaf  are  imported  from 
Germany,  and  it  would  seem  that  here  would  be  an  op- 
portunity to  increase  the  outlet  for  these  goods. 
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Card  Indexing  Paint  Prospects 


ONE  of  the  most  important  features  about  any  busi- 
ness is  the  lining  up  of  prospective  customers.  It 
applies  with  striking  force  to  the  hardware  busi- 
ness and  probably  with  double  force  to  the  paint  end  of 
the  business,  for  in  that  department  the  dealer  cannot 
entirely  rely  on  customers  coming  into  the  store  to  make 
up  a  complete  list  of  paint  prospects.  He  must  get 
into  touch  on  the  outside  with  those  whom  he  expects 
to  become  purchasers. 

The  Bernier  Hardware  Co.,  of  Montreal,  have  made 
of  their  paint  department  a  prominent  all-the-year- 
round  section  of  their  store.  To  them  any  and  evei^y 
property  owner  is  a  prospect,  and  with  this  as  a  starter 
for  a  prospect  list  the  company  built  up  a  card  index 
system. 

On  learning  of  any  property  upon  which  buildings 
are  erected  being  purchased  a  memo,  of  the  fact  is  made 
on  a  card  in  the  index  system  kept  for  the  purpose. 
Thus  almost  every  property  owner  becomes  a  prospect. 
Besides,  there  are  all  the  regular  customers  coming  into 
the  store.  Early  every  year  inquiries  are  made  as  to 
whether  these  regular  customers  are  likely  to  do  any 
painting  in  the  Spring,  and  if  so  notes  are  made  on 
cards  in  the  index. 

Prom  time  to  time  window  displays  of  paints,  var- 
nishes, brushes,  and  all  paint  accessories  arouse  atten- 
tion and  interest — another  point  from  which  informa- 
tion may  be  gained,  which  afterwards  serves  of  great 
benefit.  And  thus,  little  by  little,  a  list  of  good  work- 
able prospects  is  compiled. 

When  the  spring  season  for  painting  comes,  then  is 
the  time  when  the  value  of  such  a  list  begins  to  be 
recognized.  To  each  name  on  the  list  a  letter  is  sent — 
in  cases  of  best  prospects  a  personal  letter  from  the 
president — reminding  them  of  the  value  of  paint,  that 
their  property  would  stand  the  better  with  a  coat  of 
paint,  and  the  fact  that  he  not  only  sells  paint,  but  will 
be  at  their  service  at  all  times  to  give  them  a  helping 
hand  in  any  matters  concerning  paints.  This  is  fol- 
lowed up,  when  thought  advisable,  by  a  personal  call 
from  some  member  of  the  firm,  and  thus  is  brought 
to  bear  the  influence  of  some  officer's  personality. 

Getting  the  Customer  to  Paint  Again 

A  mighty  good  suggestion  in  this  regard  also  comes 
from  one  of  the  smaller  towns  of  the  country.  A  firm 
of  hardware  dealers  use  a  small  book,  in  which  they 
keep  track  of  sales  of  paint  to  their  various  customers. 
They  have  been  using  this  or  a  similar  book  for  ten 
years  now  and  say  they  have  found  it  of  great  assist- 
ance in  following  up  prospects  and  for  reference  gener- 
ally. 

The  book  is  simply  arranged,  with  separate  blank 
lines  for  date,  name,  street  and  number,  and  a  space 
for  remarks.  Under  remarks  are  noted  any  peculiar 
condition  surrounding  the  job — weather,  painter,  and 
anything  that  might  be  of  future  use. 

A  space  is  also  kei)t  for  the  record  of  total  purchases 
in  gallons  of  paint  and  the  amount  of  business  for  each 
year,  and  the  list  of  paint  customers,  building  contrac- 
tors, and  architects. 

"There  is  hardly  a  day  that  these  records  do  not 
come  into  use,"  said  one  of  the  firm  recently.  "They 
are  perhaps  crude  and  not  so  elaborate  as  might  be 


kept,  but  for  the  busy  dealer  the  record  must  be  simple, 
or  it  is  not  kept  at  all.  With  such  a  record  it  needs  only 
a  glance  to  tell  if  we  are  selling  as  many  jobs  to  date 
as  the  year  previous,  and  easy  to  look  up  for  a  customer 
what  he  used  the  last  time,  or  refer  a  prospective  cus- 
tomer to  houses  in  his  neighborhood  painted  with  our 
paints,  and  we  are  always  proud  to  do  this," 

Almost  invariably  it  has  turned  out  that  in  looking 
up  the  numbers  that  a  customer  used  before,  it  has  been 
found  that  he  painted  six  to  nine  years  previous,  while 
he  usually  thinks  it  has  been  three  or  four,  and  it  has 
also  been  found  that  a  large  percentage  of  sales  is  to 
house-owners  who  have  used  our  paints  before  and  are 
well  satisfied. 

This  scheme  is  very  similar  to  the  one  employed  by 
"The  Blue  Store,"  of  Worcester,  Mass.  Mr,  Ballon,  of 
that  concern,  substituted  a  card  file  for  the  book,  but 
the  captions  are  quite  similar,  Mr,  Ballou  tells  a  story 
of  one  customer  who  telephoned  him  asking  for  the 
names  of  the  colors  that  had  been  used  when  he  had  his 
house  painted  three  years  before  and  the  amounts  of 
each  color  that  had  been  used,  Mr.  Ballou  referred  to 
his  card  file  and  gave  the  inquirer  the  information  so 
quickly  that  it  nearly  took  him  off  his  feet.  It  created 
a  favorable  impression  though,  and  a  repeat  order  was 
secured. 

How  to  Follow  Up  at  Right  Time 

Whether  a  notebook  or  a  card  index  file  is  used,  the 
plan  is  a  good  one.  If  the  latter,  here  is  a  suggestion 
for  the  arrangement  of  each  card.  As  will  be  seen  from 
the  illustration,  various  items  are  entered,  such  as  the 
amount  of  paint  purchased,  the  colors  used,  the  number 
of  square  feet  of  surface  to  be  covered,  date  of  painting, 
total  amount  of  bill,  and  the  name  of  the  painter.  Also 


Card  index  which  contains  information  about  paint  sales  to 
help  interest  customers  in  future. 


might  be  added  in  the  "remarks"  column  the  kind  of 
weather  that  prevailed  when  the  painting  was  done, 
as  the  weather  conditions  have  much  to  do  with  the 
life  of  the  paint. 

This  card  is  then  filed  alphabetically  under  the 
owner's  name.  It  forms  a  record  that  will  be  of  much 
value  for  future  reference.  Many  dealers  supplement 
this  record  by  obtaining  a  photograph  of  the  house 
after  it  is  painted.  Such  photographs — they  need  only 
bo  snapshots  taken  by  the  clerk— if  mounted  in  a  book 
or  in  a  frame,  make  the  best  kind  of  evidence  to  present 
to  prospective  customers. 


As  an  upshot  of  the  Alberta  rural  development  con- 
ference held  at  Olds  recently,  it  was  decided  to  raise  a 
$100,000  fund  with  which  to  start  a  big  immigration 
campaign  for  farmers  in  the  United  States. 
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SYSTEMATIZING  THE  PAINT  STOCK 

Tlu'  ;iv('i'{ige  rotailer  can  largely  improvf  his  service 
and  cotiserve  the  time  of  his  employes  by  systeinatizing 
his  vstock. 

First,  he  should  consider  those  articles  in  most  fre- 
quent demand,  such  as  linseed  oil,  turpentine,  gasoline, 
various  grades  of  varnishes  and  japans,  floor  oils,  furni- 
ture polish,  etc.,  and  have  packages  of  thevse  well  up  to 
the  front  of  the  store. 

Brushes  is  another  item  which  is  generally  iiri- 
properly  displayed.  The  ordinary  sellers  should  be 
sampled,  and  the  samples  of  various  sizes  hung  on  a  wall 
in  i)rominent  position.  Customers  can  then  see  the 
stock,  pick  out  for  themselves  what  the.y  want,  and 
their  orders  filled  from  boxes  arranged  under  the  coun- 
ter. The  reserve  stock  should  be  kept  in  the  basement 
or  other  damp  place,  and  only  enough  for  a  short  time 
be  kept  under  the  counter.  In  this  way  everybody's 
time  is  conserved,  the  maximum  amount  of  brushes 
sold,  and  the  whole  stock  kept  in  perfect  condition. 
Result,  less  complaints  as  to  brushes  drying  out,  shed- 
ding bristles,  etc. 

The  smaller  kegs  of  white  lead  should  be  kei)t  well 
up  front,  so  that  they  may  be  handed  out  nuickly  in- 
stead of  making  the  salesman  run  away  into  the  back 
end  of  the  store,  as  is  usually  the  ease. 

The  mixed  paint  and  varnish  stock  should,  of  course, 
be  prominently  displayed,  the  cans  systematically  ar- 
ranged according  to  number,  and  the  old  stock  placed 
in  front  of  the  new  when  the  racks  are  refilled.  This 
keeps  both  contents  and  labels  fresh,  and  avoids  loss  by 
hardening  in  the  cans,  as  is  often  the  case  when  old 
stock  is  allowed  to  accumulate. 

So  far  as  possible  all  labels  should  be  uniform  in 
color  and  design  on  both  mixed  goods  and  sundries. 
This  is  attractive  from  the  display  standpoint,  and  has 
advertising  value  as  well. 

The  glass  room  should  have  special  attention,  a  com- 
plete stock  of  all  sizes  be  kept,  broken  pieces  cut  to 
nearest  stock  size,  and  all  scraps  thrown  into  a  conven- 
ient barrel.  Often  these  scraps  have  value  and  may  be 
sold  to  beekeepers  or  greenhouses.  Only  men  properly 
qualified  should  be  allowed  to  cut  or  handle  glass.  The 
best  glass  boards,  rules  and  circle  cutters  are  a  big 
paying  investment.  At  the  right  season  advertisements 
should  be  run  on  this  profitable  line  and  window  dis- 
plays raade.  After  a  hail  or  other  destructive  storm 
glass  should  be  featured. 

Common  bulk  dry  colors  should  be  kept  in  bins  in 
the  rear,  and  the  less  frequent  sellers  kept  in  japanned 
tin  boxes,  all  clearly  marked. 

These  matters  may  all  seem  too  obvious  to  require 
discussion,  and  yet  strange  to  say  they  receive  little 
or  no  attention  and  consideration  from  the  majority 
of  retail  hardware  and  paint  dealers,  who  seem  to  think 
that  paint  products  are  exempt  from  the  laws  of  scien- 
tific merchandising.  A  paint  store  should,  if  anything, 
be  more  carefully  kept  than  other  stores,  because  the 
goods  are  more  easily  wasted,  and  more  unsightly  if 


carelessly  kept.  Paint  stores  should  always  be  attrac- 
tively and  freshly  painted  and  varnished,  so  as  to  mg- 
gest  the  use  of  goofls  offered  for  sale. 


By  pushing  the  "Clean-Uji  and  Paint-Up"  campaign 
in  your  town,  you  are  not  only  helping  a  good  work  in 
your  coimmtinity,  but  are  creating  a  larger  demand  for 
the  articles  and  materials  on  your  shelves. 

Be  tlhe  first  in  your  town  to  start  the  idea — you  will 
find  every  public-spirited  citizen  interested  in  it,  and 
any  simiall  expenditure  you  make  will  be  repaid  many 
times  in  increased  business. 


OPENING  TORONTO  PAINT  WAREHOUSE. 

A.  Ramsay  &  Son  Co.,  of  Montreal,  have  opened  up  a 
branch  warehouse  for  Ontario  at  48  Colbome  Street, 
Toronto,  where  they  are  carrying  a  complete  stock  of 
their  paints,  varnishes  and  supplies.  This  warehouse  is 
being  fitted  up  in  an  up-to-date  manner,  and  is  in 
charge  of  IT.  -T.  ^FcAdie.  a  Canadian,  who  has  represent- 


H.  J.  McAdik 
Manager  of  A.  Ramsay  &  ."^on  Co.'s 
Toronto  warehoufe. 

ed  A.  Ramsay  &  Son  Co.  in  Central  Ontario  for  the  past 
three  years.  Mr.  McAdie  has  had  an  experience  in  the 
paint  field  covering  a  period  of  seventeen  years,  during 
which  time  he  traveled  extensively  in  the  United  States 
and  England,  as  well  as  throughout  Canada. 


TERMS  USED  IN  PAINT  SPECIFICATIONS. 

Tint — A  color  produced  by  the  admixture  of  a  com- 
mercial coloring  material,  excepting  white,  with  a 
white  pigment  or  paint,  the  white  predominating. 

Tone — The  color  which  principally  modifies  a  hue,  or 
a  white,  or  a  black. 

Drying — The  solidification  of  a  liimid  film,  indepen- 
dent of  change  in  temperature. 

Drier — A  material  containing  metallic  eomponnds 
added  to  paints  for  the  purpose  of  accelerating  drying. 

Specific  Gravity — The  relative  of  a  unit  volume  of  a 
substance  compared  with  the  weight  of  the  unit  volume 
of  water  at  defined  temperatures. 

Density — This  is  a  purely  scientific  term.  Its  use 
should  be  avoided  in  specifications. 

Water — Dissolved  water,  or  water  not  definitely  or 
chemicall.y  combined. 

Dry — Containing  no  uncombined  water. 


OPPORTUNITY. 

They  do  me  wrong  who  say  I  come  no  more 
When  once  J  knock  and  fail  to  find  you  in, 

For  every  day  I  stand  beside  your  door 

And  bid  you  wake,  and  rise  to  fight  and  win. 
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WI.NDDW  DISI'I.AV  OK  SANll'AKV  MOP; 


KIU'SIIES  AND  DUSTERS  MADK  BY  A  T.AUGK  EASTKKN  DEPARTMENT  STOHE,  AND  WHICH 
SOLD  MANY  OP  THESE  ARTICI.ES. 


Making  Clean-up  Campaign  Sell  Housecleaning  Goods 


M 


OPS.  l)ni.sli('s.  dusters,  brooms  and  vacuum  elean- 
i  rs  should  prove  to  be  wantable  goods  during 
tile  .spring  clean-up  season,  and  hardware  deal- 
ers should  not  allow  any  opportunity  to  make  sales 
pass  them  by.  A  number  of  tried  sanitary  mop  and 
duster  lines  are  being  offered  now,  and  as  the  manu- 
facturers of  these  offer  to  co-operate  with  the  dealers 
in  making  them  known  and  in  helping  in  sales,  dealers 
should  at  least  investigate  their  merits. 

'"Taking  it  for  granted,"  say  the  Channell  Chemical 
Co..  of  Toronto,  makers  of  "0-Cedar"  products,  "that 
the  dealer  will  set  0-Cedar  especially  forward,  and 
make  it  prominent  at  this  particular  season  of  the  year, 
we  think  that  if  some  of  the  following  lines  were  fol- 
lowed, sales  could  be  increased  very  materially.  Be- 
triiiiiinff  the  lolh  of  ^FaiTh.  in  all  the  large  towns  from 


Two  piMmiiiienl  I  )'Ccdar  mops  being  iloiiionstratcd  tlii^  yt-nv  \>y 
Channell  Cheuiical  Co. 

coast  to  coast,  we  are  running  a  billboard  campaign, 
which  extend.s  for  one  month,  with  the  exception  of  the 
Maritime  Provinces,  where  some  of  them  are  starting 
on  the  first  of  April. 

"If  the  dealers  in  those  towns  wliicli  have  these  dis- 
playvS  would  trim  the  window  with  0-Cedar,  using  the 
window  di.s:play  we  furnish  free  of  charge,  we  think  it 
would  induce  sales.  This  trim  consists  of  a  three-piece 
di.splay  and  a  cardboard.  Two  of  the  pieces  hang  down 
on  each  side  of  the  window,  one  of  which  depicts  the 
picture  of  a  girl  with  a  mop  in  her  hand  mopping  the 
floor,  and  the  other  one  is  a  reproduction  of  the  girl 
j)o]isliing  a  table  with  the  polish.  On  the  third  piece 
are  the  words  '0-Cedar  Polish  ]Mop, '  which  goes  across 
the  top  of  the  window.  The  cardboard  is  a  beautiful 
lithographed  imitation  of  a  room,  in  which  a  maid  is 
polishing  the  floor  on  one  side  with  the  mop  and  on  the 
other  sidi'  dnstinir  a  piano  with  the  polish." 


In  addition  to  this  the  company  will  furnish  the  deal- 
er with  as  many  circulars,  with  his  name  printed  there- 
on, as  he  requests,  and  deliver  them  to  his  town  for  him 
to  distribute.  Also,  if  any  dealer  is  desirous  of  using 
any  advertising  matter  in  his  papers  in  his  town,  they 
furnish  any  of  the  electros  that  appear  in  their  "Adver- 
tising Helps,"  to  create  a  demand  for  the  dealer  in 
towns  in  which  they  do  not  have  any  of  the  billboard 
displays. 

In  several  of  the  monthly  and  semi-nionthl.y  maga- 
zines, published  in  Canada,  such  as  Canadian  Home 
Journal,  Everywoman's  World,  MacLean's  Magazine, 
Saturdaj^  Night,  Western  Home  Monthly,  Canada 
Monthly,  etc.,  the  Channell  Co.  are  running  large  dis- 
play ads.  of  0-Cedar.  "Because  of  this,"  says  A.  T. 
Channell,  president  of  the  company,  "we  can  see  no 
reason  why  if  any  dealer  is  willing  to  stand  his  goods 
in  a  window  in  order  to  show  his  customers  that  he  is 
actually  handling  0-Cedar,  that  he  will  not  make  the 
final  touch  in  Ijringing  the  sale  up  to  the  actual  trans- 
fer of  cash  for  article.  We  are  making  every  effort  to 
have  the  price  maintained  on  0-Cedar  products,  Avhich 
also  is  meeting  with  hearty  approval.  We  have  found 
that  the  dealer  in  buying  0-Cedar  products  is  assured 
of  our  co-operation,  not  only  to  start  out  on,  but  to  sell 
it  at  the  price  marked  on  the  packages,  assuring  them 
of  the  profit  we  tell  them  thej^  will  receive  in  the  first 
place." 


Dustless  Dusters 


The  object  of  dustless  dusting  with  the  chemically 
treated  dry  mops  and  dusters  made  by  Tarbox  Bros., 
Toronto,  is  to  absorb  and  collect  dust.  A  chemical  com- 
pound has  been  discovered,  which,  being  introduced 
into  suitable  fabrics,  produces  a  "dust  absoi-bent" 
that  is  very  efficient  for  dusting  purposes.  The  chemi- 
cal treatment  lasts  as  long  as  the  mop,  as  the  treatment 
becomes  a  part  of  the  fabric.  The  lint  and  coarse  dirt 
are  readily  shaken  out,  but  the  dust  is  absorbed  or  at- 
tached to  the  fabric  and  held  there  by  the  chemical 
treatment.  When  the  mop  or  duster  is  coated  with. 
dust  so  that  it  will  not  do  its  work  properly,  it  can  be 
washed  with  soap  and  very  hot  water.  This  exposes  the 
treatment  to  the  air  from  which  its  dampness  is  gath- 
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ered,  renewing  its  dust-absorbing  properties,  no  re- 
treatmont  being  required. 

Besides  these  chemically  treated  mops  the  company 
have  several  wet  mop  lines — the  Tarbox  self-wringing 
mop,  the  Eureka  crank  wringing  mop,  and  a  new  one, 
the  Ohio  style  mop,  an  improvement  over  round  deck 
mops,  made  especially  for  large  users  like  janitors. 
This  "Ohio"  mop  has  a  head  17  inches  long. 

To  help  dealers  push  their  lines,  Tarbox  Bros,  have 
printed  a  number  of  circulars  covering  their  range  of 
products  in  which  can  be  inserted  the  dealer's  name 
and  address.  They  also  have  a  window  trim  consisting 
of  a  top  piece  and  two  side  hangers  for  the  glass  front 
and  a  background  for  showing  up  goods  on  display. 
Both  in  window  display,  newspaper  and  circular  ad- 
vertising, this  company  believes  dealers  make  their  best 
bid  for  pushing  sales  of  housecleaning  lines. 

Ronuk,  Ltd.,  Toronto,  intend  bringing  out  a  new 
flooi-  mop  some  time  this  year. 


Vacuum  Cleaners  as  Spring  Sellers 


The  vacuum  cleaner  business  has  undergone  many 
changes  in  the  past  five  years.  At  its  inception  the 
vacuum  cleaner  developed  remarkably  large  sales  and 
the  time  and  cost  of  selling  them  were  inconsiderable, 
compared  with  what  these  items  consist  of  to-day. 
Wlion  the  "first"  demand  began  to  slacken,  however, 
instead  of  seeking  to  discover  the  best  means  of  adapt- 
ing themselves  to  the  changing  conditions,  some  hard- 
ware dealers  simply  dropped  the  line,  contenting  them- 
selves with  the  idea  that  vacuum  cleaners  had  seen 
their  day  and  that  it  was  best  to  look  around  for  some- 
thing new.  Tn  this  they  erred,  because  they  should 
have  realized  that  the  vacuum  cleaner  possessed  genu- 
ine merit  and  that  its  use  would  steadily  grow  until  it 
beeame  a  positive  staple  article. 

Vacuum  cleaner  sales  experts  agree  that  to  expect 
the  average  hardware  clerk  to  demonstrate  and  sell 
these  machines  with  any  degree  of  success,  for  obvious 
reasons,  is  entirely  out  of  the  question.  The  only  way 
they  can  be  sold  by  the  hardware  merchant  to-day  can 
be  summed  up  in  short  order: 

1.  Secure  the  services  of  a  bright,  hustling  salesman 
who  should  devote  his  entire  time  and  attention  to  the 
demonstration,  sale  and  rentals  of  vacuum  machines. 

2.  Circularize  customers'  lists,  advertise  in  the  news- 
papers and  have  demonstrations  in  the  store  Aviiidow 
for  a  week  at  a  time  every  now  and  then.  Have  the 
salesman  also  call  up  regular  customers  on  the  tele- 
phone and  arrange  for  demonstrations. 

3.  Open  up  a  rental  and  cleaning  department  and  in 
this  manner  many  sales  can  be  made  to  people  who 
have  to  be  educated  in  the  use  of  a  vacuum  cleaner. 


4.  Secure  lists  of  vacuum  cleaner  users  from  the  lo- 
cal electric  light  company  and  have  the  salesman  visit 
them  and  see  whether  they  are  satisfied,  and  occasion- 
ally have  him  vi.sit  the  u.sers  of  the  machine  the  dealer 
is  handling  to  keep  in  touch  with  them  and  ascertain 
the  names  of  friends  who  may  be  prospects. 

5.  Carry  a  line  of  cleaners  at  various  prices  to  suit 
everybody's  purse,  and,  if  possible,  obtain  the  agency 
from  a  manufacturer  who  makes  and  advertises  several 
models  under  one  name. 

6.  Churches  should  be  carefully  canvassed  and  shown 
where  they  can  actually  provide  means  for  their  main- 
tenance by  renting  vacuum  cleaners  to  their  members. 

7.  The  electric  light  companies  may  permit  the  deal- 
er to  enclose  with  their  monthly  statements  circular 
matter  covering  any  article  consuming  electric  current. 

8.  The  best  months  of  the  year  are  in  the  spring  and 
fall.  When  spring  cleaning  is  on,  and  especially  during 
or  immediately  after  a  "clean-up"  campaign  should  be 
a  particularly  good  time. 

9.  By  all  means  carry  a  line  of  machines  with  a  good 
i-epiitatioii.  This  can  easily  be  determined  by  the  length 
of  time  the  manufacturer  has  had  his  product  on  the 
market  and  the  opinions  of  engineers  connected  with 
the  electric  light  company  in  each  town. 

10.  Secure  the  exclusive  agency  for  the  line  of  ma- 
chines determined  upon  so  as  to  derive  as  much  benefit 
as  possible  from  the  manufacturer's  advertising. 

n.  Offer  contractors,  decorators,  architects  and  elec- 
tricians commissions  on  all  leads  turned  in  to  the  deal- 
er, and  give  discounts  to  furniture  and  carpet  concerns 
covering  orders  turned  over  to  him. 

12.  The  salesman  should  visit  hospitals,  schools,  and 
other  institutions,  including  public  buildings,  as  well 
as  apartment  houses.  In  the  latter  places  the  janitor 
often  can  be  induced  to  invest  in  a  vacuum  cleaner  if  he 
can  be  vshown  that  by  renting  a  cleaner  to  the  tenants 
his  investment  would  be  returned  within  a  short  time 
and  money  made  out  of  the  proposition. 

13.  An  agency  for  a  good  line  of  stationary  plants 
for  residences,  public  buildings,  etc..  ranging  in  price 
from  -1^220,  and  upward,  could  be  procured  and  a  good 
live  man  canvassing  the  architects  and  builders  could 
secure  a  deal  of  business  for  these  plants. 

14.  A  line  of  hand-operated  vacuum  cleaners  would 
be  a  very  good  addition,  as  there  are  any  number  o? 
people  not  using  electricity  who  are  interested  in  these 
machines.  Furthermore,  a  new  type  has  lately  been 
]ilaeed  on  ^'he  market  in  the  form  of  a  carpet  sweeper 
vacuum  cleaner,  the  sale  of  which  has  attracted  no  in- 
considerable attention  from  the  regular  carpet  sweeper 
manufacturers.  These  sweepers  can  be  sold  at  a  sood 
lirofit  for  about  $8  or  $9. 

With  the  proper  salesiuaii.  and  intelligently  backiii? 
him  up  with  advertising,  circularizing,  etc.,  the  vacuum 
cleaner  can  be  made  to  pay  anywhere  in  this  country 
for  the  average  hardware  inerehant. 
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Increasing  the  Sale  of  Garden  Tools  in  the  Spring 


IT  will  not  be  very  long  before  the  trees  will  be  bud- 
ding.  The  grass  is  already  getting  green  and  Spring 
is  almost  here  in  all  its  glory.   This  brings  about  the 
remark,  what  are  yon  going  to  do  about  garden  tools 
this  year? 

Some  hardware  men,  especially  those  located  in  the 
small  towns,  are  apt  to  view  the  garden  tool  business" 
as  sort  of  feeling,  "Oh,  yes,  it's  just  about  so  much 
business  and  no  matter  what  T  do  it  won't  be  very 
much  higher."  That,  however,  is  not  the  right  atti- 
tude to  take.  True,  if  you  are  located  in  a  town  of  one 
thoiisand  people  you  are  not  going  to  sell  one  thousand 
rakes  nor  five  hundred  pieces  of  hose,  nor  two  hundred 
and  fifty  water  cans,  but  if  you  will  put  forth  some 
effort  there  is  no  question  that  you  can  increase  your 
busiTiess  in  this  line  very  materially  over  last  year. 

Some  afternoon  when  there  is  not  much  stirring  in 
the  store,  supposing  you  take  out  your  ledger  or  your 
mailing  list  and  try  to  visualize  by  name  the  different 
people  where  they  are  located.  Have  beside  you  a 
piece  of  paper  and  a  pencil.  As  you  think  about  each 
man's  house  in  town  or  place  out  in  the  country  the 
chances  are  a  very  large  proportion  of  these  have  gar- 
dens of  some  ^ort  or  other  Avhere  the  lady  of  the  house 
grows  flowers  or  vegetables,  not  for  sale,  but  either 
for  the  pleasure  of  growing  beautiful  things  or  to  have 
a  variety  of  vegetables  on  the  home  table.  Every  one 
of  these  is  a  prospect  for  garden  tools  of  some  kind. 
Spades,  rakes,  hose,  hand  shears  or  watering  can.s — 
these  are  some  of  the  items  needed  to  keep  a  gai'den 
in  nice  shape,  to  say  nothing  about  wheelbarrow,  garden 
hose,  lawn  mower,  and  the  many  articles  and  utensils 
needed  in  the  spring  clean-up. 

Send  Them  a  Letter 

Don't  you  think  it  would  be  a  pretty  good  plan  to 
write  every  one  of  these  people  a  letter  to  be  sent  ont 
early  in  the  Spring,  drawing  their  attention  to  the  fact 
that  garden  time  is  approaching  and  that  you  have  on 
your  floor  a  fine  assortment  of  tools  at  prices  within 
everybody's  reach?  Go  a  little  bit  further,  move  out 
three  or  four  of  the  stoves  which  have  been  on  the 
floor  since  last  Fall  and  arrange  a  tempting  and  attrac- 
tive (lisi)lay  of  garden  tools,  each  one  neatly  price- 
tagged  in  such  a  location  that  everybody  who  comes 
into  the  store  cannot  mii=s  it.  In  addition,  lay  out  a 
plan  for  a  show  window  display,  the  tools  mentioned  to 
be  installed  .just  about  the  time  that  your  circular  letter 
goes  out.  NoAv.  all  this  is  not  going  to  be  accomplished 
without  some  work,  some  planjiing,  and  the  expendi- 
ture of  not  a  little  thought  and  energy.  Tlir  i-esults. 
however,  are  sure  to  be  worth  while.  This  advertising 
will  certainly  bj-ing  people  into  your  store  who  are  in- 
terested in  the  things  you  advertise. 

Tf  your  place  of  business  is  clean  and  if  the  merchan- 
dise is  well  displayed  the  chances  are  exceedingly 
favorable  that  the  man  who  comes  in  to  buy  a  spade  is 
going  to  be  interested  in  and  reminded  that  he  re(|nires 
a  whole  lot  of  other  things. 

How  a  Young  Man  Does  It 

There  is  a  young  Tnan  running  a  hardware  store  in  a 
small  town  in  the  Xortli-w(>st.  TT(>  has  only  been  at  it 
abnnf  four  yeai-s.  l)nl  in  that  coiii[)aratively  short  time 


he  has  i)uiU  up  a  business  which  is  the  envy  and  wonder 
of  his  long-established  competitor;  and  what  is  more  to 
the  point,  that  particular  competitor  has  also  been  do- 
ing an  increased  business,  though  his  sales  have  not 
grown  as  fast  as  those  of  the  young  man  referred  to. 

Now,  this  fellow  did  not  have  very  much  to  start  out 
with  except  two  things:  A  head  filled  with  ideas  and 
the  willingness  and  energy  to  carry  them  out.  As  each 
season  rolls  around,  this  dealer  makes  a  special  display 
on  some  one  particular  line  which  is  in  good  request. 
He  gives  it  a  prominent  position  in  his  window  and 
a  good  display  in  the  store.  He  advertises  it  in  his 
local  papers  and  through  circular  letters.  The  result 
of  all  this  is  that  he  is  not  only  making  sales  of  the 
special  advertised  lines,  which  are  showing  a  healthy 
increase,  but  his  other  goods  are  called  for  in  con- 
tinuous increasing  quantities. 

The  man  who  advertises  "season  hardware"  and  lets 
it  go  at  that  isn't  going  to  get  much  business  as  the 


How  Afay  Brother.-^.  Toronto,  fciiturorl  {r.irdcii  tools  and  seeds  in  a 
spring  window  di.splay. 


result  of  his  alleged  publicity.  The  fellow  who  goes 
after  one  particular  line,  shows  that  he  is  prepared  to 
take  care  of  the  requirements  of  his  trade  and  in  gen- 
eral gives  evidence  of  being  a  live  one  gets  the  people 
into  the  habit  of  looking  to  him  when  they  are  in  the 
mai'ket  for  anything  in  the  hardware  line.  They  have 
found  him  "Johnny  on  the  Spot"  in  the  past  and  that's 
where  they  will  go  when  they  need  hardware  or  Idn- 
dred  lines.  So  you  see  it  is  not  really  necessary  to  ad- 
vertise everything  in  your  store  nor  is  it  advisable  to 
try  to  carry  in  an  advertisement  full  particulars  of 
about  fifty-seven  varieties  of  goods. 

Pick  out  seasonable  lines,  advertise  them  thoroughly, 
and  back  them  up  with  a  good  assortment  of  goods  at 
reasonable  prices. — Thr  llnrdwarr  Trade, 
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Selling  Campaign  for  Electrical  Household  Conveniences 

Rates  have  been  lowered  in  all  the  Ontario  towns  listed  in  this 
article,  and  there  is  a  special  opportunity  in  these  municipalities 
for  dealers  to  increase  the  sale  of  electrical  household  conveniences 

STAFF  ARTICLE 


WITH  the  first  day  of  1915  a  new  schedule  of  sf^U- 
ing  rates  for  electrical  energy  supplied  by  the 
Hydro-Electric  Power  Commission  of  Ontario 
went  into  force  in  the  eighty-four  municipalities  in  the 
system  and  in  the  twelve  centres  to  be  added  to  the 
Provincial  Hydro  zone. 

It  is  apparent,  at  first  sight,  that  a  general  reduction 
has  been  brought  about  by  the  alterations  to  existing 
charges,  but,  upon  investigation,  it  is  found  that  the 
new  benefits  increase  in  relation  to  the  greater  con- 
sumption. The  average  reductions,  it  is  claimed,  range 
from  ten  to  twenty-five  per  cent.,  according  to  the 


WHERE 

THE  HYDRO 

SERVES. 

The   following  <■ 

ire   the  ei<'hty-t'our 

municipalities  of 

Ontario  which  are 

part  and  j'arcel  of  fhe  Hydro-Electric 

zone: 

Acton 

Georgetown 

Port  Stanley 

.\ncaster 

Goderich 

Prescott 

Ayr 

Guelph 

Preston 

Baflen 

Hagersville 

Princeton 

Barrie 

Hamilton 

Kockwood 

Beachville 

Hespeler 

Seaforth 

Beaverton 

Ingersoll 

Sebringville 

Berlin 

London 

St.  Catharines 

Brampton 

Lucan 

St  Marys 

Brantf ord 

Midland 

St.  Thomas 

Brechin 

Milton 

Stayner 

Biockville 

Mimico 

Stratford 

Caledonia 

Mitchell 

Sunderland 

Canninfiton 

New  Hamburg 

Thamesford 

Chesterville 

New  Toronto 

Thorndale 

Clinton 

Norwich 

Tillsonburg 

Coldwater 

Ottawa 

Toronto 

Collingwood 

Paris 

VVaterdown 

Creemore 

Penetang 

Waterloo 

Dorchester 

Peterboro 

W  aubasliene 

Dniinho 

Petersburg  and 

Welland 

Dun  das 

St.  Agathe 

West  Hamilton 

Elmira 

Plattsville 

Weston 

Elm\ale 

Port  Arthur 

Windsor 

Elora 

Port  Credit 

Winchester 

Enibro 

Port  Dalhousie 

Woodbridge 

Fer<ius 

Port  McNifoll 

Woodstock 

Gait 

Port  Bobinson 

Woodville 

locality.  Dundas,  Gait  and  Guelph  consumers  will  en- 
joy a  saving  of  17  per  cent.  ;,Waterdown  15  per  cent., 
and  Hamilton  about  20  per  cent.  The  municipalities  re- 
ceiving the  lowest  rates  are  Ottawa,  Port  Arthur,  Lon- 
don, and  St.  Thomas.  Fifty-five  municipalities  get  re- 
ductions of  over  ten  and  under  twenty  per  cent.,  while 
at  least  fourteen  get  a  ten  per  cent,  slice.  The  changes 
have  been  brought  about  because  it  has  been  the  policy 
of  the  Provincial  Commission  to  give  patrons  the  bene- 
fit of  profits.  In  other  words,  the  rates  are  so  arranged 
that  the  cash  balance  will  be  reduced,  and,  at  the  same 
time,  minimum  charges  are  made  to  encourage  greater 
use  of  the  current. 

The  blessing  of  the  new  rates  depends  entirely  on  the 
consumption  of  more  and  more  energy.  The  consumer 
who  uses  electric  irons,  electric  gas  toasters,  electric 
heaters,  electric  ranges,  electric  vacuum  cleaners,  and 
other  appliances,  as  well  as  using  electricity  for  illu- 


mination, gets  the  benefit  of  a  lower  rate  on  excess  con- 
sumption. By  making  it  cheaper  for  the  consumer  to 
use  power  during  the  day  time  for  the  various  elec- 
trical devices,  more  electricity  will  be  used  during 
daylight  and  the  more  nearly  the  day  and  the  night 
loads  will  conform.  The  number  of  Hydro  customers  in 
Toronto  is  in  the  neighborhood  of  31,000,  while  the 
number  of  domestic  consumers  in  Thiuiilton  during  1914 
was  8.404,  in  addition  to  power  consumers. 

Here,  then,  is  a  splendid  opportunity  for  hardware 
dealers  handling  electrical  goods  in  the  towns  listed  to 
increase  sales,  and  for  other  dealers  not  yet  stocking 
this  line  to  make  a  start.  It  is  not  necessary  to  carry  a 
big  stock,  just  let  your  customers  and  your  fellow 
townspeople  know  that  you  can  supply  them  with  their 
re(iuirements;  make  a  display  in  your  window;  use  ad- 
vertising space  in  your  local  paper,  and  through  it  all 
show  and  prove  that  it  would  be  well  for  them  to  install 
I'leetricity,  and  have  some  of  the  electrical  conveniences 
in  their  homes.   If  you  are  a  live  dealer  fou  can  do  this. 


SELLING  ELECTRIC  WASHING  MACHINES 

The  electric  washing  machine  is  very  popular  with 
the  ladies  wherever  it  is  in  use.  The  ease  and  quick- 
ness with  which  the  washing  can  be  done  is  the  great 
feature,  and  dealers  should  make  this  point  in  selling 
them. 

If  a  dealer  could  take  a  prospective  customer  to  a 
satisfied  one,  such  as  the  one  to  whom  we  have  refer- 
red, there  is  little  doubt  that  an  increase  in  the  sales 
of  washing  machine  outfits  would  result. 


EVEREADY  FOUNTAIN  PEN  LIGHT 

A  new  type  of  flashlight,  exactly  like  a  "banker's" 
fountain  pen  in  size  and  appearance,  has  just  been  an- 
nounced by  the  Ever  Ready  Works.  No.  90  Chestnut 
Street,  Toronto,  Ont. 

This  fountain  pen  light  has  several  important  and 
exclusive  features.  The  light  can  be  either  flashed 
or  burned  continuously  as  desired,  and  laid  down  while 


Flashlight  that  ro^emble.s  (oiintnin  pen  in  size  and  appearance. 

burning,  so  that  both  hands  are  free  to  work.  The 
tungsten  battery  for  this  light  has  been  designed  and 
made  with  special  care  and  the  highest  grade  of  materi- 
als is  used  in  it.    It  has  long  life,  as  shown  by  tests. 

The  fountain  pen  light  is  5^4  inches  long,  inch  in 
diameter,  and  weighs  only  1^2  ounces.  It  has  a  clip  so 
that  it  can  be  securely  carried  in  the  vest  pocket,  Avith- 
out  inconvenience.  The  price,  complete  with  batterv. 
is  $1.10. 
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Advertising  a  "Paint-Up,  Clean-Up"  Campaign 

By  A.  B.  LEVER 


TO  carry  on  a  "Clean-up"  campaign  without  ad- 
vertising is  almost  as  inconceivable  as  vpould  be 
an  attempt  to  fire  a  gun  without  an  explosiv.e. 
Advertising  is  force. 

The  advertisements  which  I  have  selected  for  repro- 
duction in  this  issue  of  The  Canadian  Hardware  Jour- 
nal are  those  which  have  been  employed  by  retailers  in 
far  and  wide  places  in  Canada  to  push  paints,  varnishes 
and  other  clean-up  goods.  They  will,  no  doubt,  sug- 
gest to  retailers  some  ideas  for  the  present  spring's 
campaign. 

The  advertisement  of  W.  C.  Stearman,  Vancouver,  is 
one  that  might  be  studied  by  every  dealer  when  pre- 
paring his  copj'  for  Jap-a-Lac  or  almost  any  other  com- 
modity, particularly  in  regard  to  the  selling  talk  it 
gives  about  the  article  advertised.  In  brief  and  pointed 
language  it  tells  what  Jap-a-Lac  will  do.  In  other 
words,  it  conveys  information  such  as  is  likely  to  inter- 
est consumers.  In  appearance  the  ad.  is  also  good.  The 
original  was  41/2  by  5  inches. 

Mcintosh  Bros.,  Belleville,  Ont.,  have  a  neat,  newsy 
and  well-balanced  ad.  "Housecleaning  Necessities"  is 
a  catching  phrase,  and  the  list  of  articles  with  prices  is 
well  arranged.   The  original  was       by  5^4  inches. 


A.  Many,  Wetland,  Ont.,  has  an  attractive  little  ad. 
Although  the  original  was  only  2Vs  by  51/2  inches,  it 
stood  out  well.  The  firm  name,  however,  should  have 
been  in  larger  type.  The  ad.  would  have  then  been 
better  balanced  and  A.  Many's  name  would  have  re- 
ceived greater  prominence. 

The  advertisement  of  Fostei',  Vancouver,  was  only 
2Vs  by  3%  inches,  but  it  stood  out  well,  and  is,  there- 
fore, a  good  ad.  for  its  size.  It  was  well  displayed  and 
well  written. 

M.  Weichel  &  Son,  Waterloo,  Ont.,  have  the  most 
striking  ad.  in  the  group.  Its  outstanding  feature  is 
the  appeal  it  makes  to  the  housekeeper.  It  does  this 
first  in  its  appearance,  and  secondly  by  the  composi- 
tion of  its  reading  matter.  Not  only  does  it  remind  the 
housewife  of  the  importance  of  inside  decoration,  but 
it  gives  a  good  talk  in  regard  to  paints  and  varnishes 
and  the  kinds  that  give  the  best  results  in  different  de- 
scriptions of  interior  work.  The  original  was  6I/2  by  8 
inches. 

Martin,  Finlayson  &  Mather,  Ltd.,  Vancouver,  usu- 
ally have  good  advertisements.  Their  ad.  herewith  re- 
produced is  no  exception  to  the  rule.  Like  their  ads.  in 
general,  this  one  is  strong  on  its  selling  features.  "  Jani- 
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tors'  Supplies"  is  a  uiiiciue  phrase  and,  like  a  good 
heading  over  a  newspaper  article,  is  the  essence  of  what 
follows.  The  first  line  and  the  introduction  that  fol- 
lows are  always  worth  studying  while  advertising  copy 
is  being  prepared.   The  origiual  was  6^/2  by  7  inches. 

It  will  be  noticed  that  the  advertisement  of  C.  T. 
Laird,  Regina,  is  designed  to  both  draw  attention  to 
paints  and  to  the  window  display  of  the  same.  The  ad. 
is  well  balanced.    Original  was  21/8  by  7  inches. 

Ashdown's,  Calgary,  have  a  striking,  well  balanced 
and  newsy  ad.  The  first  line  conveys  at  a  glance  the 
purport  of  the  ad.,  and  the  list  of  housecleaning  helps 
which  follows  was  well  and  carefully  selected.  The 
ad.  is,  however,  a  little  overcrowded.  A  lead  between 
each  line  in  the  list  of  articles  idvertised  would  have 
caused  the  latter  to  stand  out  a  little  more  clearly. 
The  original  was  2ys  by  71^  inches. 

The  scrubbing  brush  ad.  is  taken  from  the  announce- 
ment of  a  department  store,  and  is  merely  given  to 
show  how  a  small  space  of  2%  by  2  inches  can  be  made 
attractive. 

The  advertisement  of  the  Sumner  Company,  Mone- 
ton,  N.B.,  is  devoted  to  a  selling  talk  on  adjustable  cur- 
tain stretchers,  a  subject  which  is  of  particular  interest 
to  the  housekeeper  at  this  time  of  the  year.  The  "talk" 
is  well  given.  From  a  typographieal  standpoint  the 
advertisement  is  striking  and  artistic.  The  original 
was  41/4  by  6  inches. 

In  the  announcement  of  the  Central  Hardware  Co., 
Regina,  we  have  another  advertisement  which  makes 
an  appeal  to  the  housekeeper.  In  a  space  of  2%  by  4''4 
inches  we  have  a  statement  well  put,  regarding  the 
merits  and  j^rices  of  paints,  varnishes  and  floor  wax. 
Excellent  use  has  been  made  of  the  space. 

Among  the  "clean-up,  paint-up"  ads.  of  small  vspace 
that  of  C.  T.  Laird  is  probably  the  one  most  to  the 
point.  It  is  a  good  ad.,  although  a  little  overcrowded.  A 
lead  between  each  article  advertised  would  have  im- 
proved the  appearance  of  the  ad.  The  original  was  2V^ 
by  41/2  inches. 

Ingram  &  Davey,  Ltd.,  St.  Thomas,  have  a  decidedly 
attractive  advertisement.  Not  only  does  it  look  well, 
but  it  reads  well.  One  of  its  strong  features  is  the  suc- 
cinct and  pointed  way  in  which  the  fact  is  brought  home 
to  the  housekeeper  that  the  season  for  housecleaning  is 
approaching,  and  that  Ingram  &  Davey  have  the  re- 
quisite goods  for  the  occasion.  The  original  was  4% 
by  514  inches. 


LINK  UP  ADVERTISING  WITH  SALESMANSHIP 

To  build  up  a  business  and  make  it  a  great  success 
the  advertising  and  the  selling  departments  musi  Avork 
together.  The  manager  of  one  must  consult  with  the 
head  of  the  other.  Sales  force  must  know  what  an- 
nouncements have  been  made  to  the  public  and  be  pre- 
pared to  second  the  efforts  of  the  publicity  man  by 
doing  their  part  to  display  the  goods  and  make  them 
attractive.  Every  head  of  a  department  miist  put  forth 
his  best  efforts  to  supplement  the  work  of  the  copy- 
writer. He  must  select  the  right  kind  of  articles  for 
illustration  and  to  push,  and  to  see  to  it  that  his  staff 
is  ready  to  handle  the  business  when  it  comes  in.  There 
is  a  natural  demand  at  some  seasons  of  the  year  which 
skilful  advertising  increases.  Thus  in  the  spring,  when 
"the  young  man's  fancy  lightly  turns  to  thoughts  of 
love."  the  hoiisewife  is  intent  upon  taking  stock  of  her 
belongings  and  replenishing  her  stores. 

A  certain  amount  of  advertising  should  hi-  done  at 
all  times,  for  the  store  that  does  not  advertise  might 


as  well  go  out  of  buiriness.  Some  men  are  blind  to  op- 
portunity and  have  an  idea  that  as  people  will  buy 
hardware  in  the  spring  it  is  by  no  means  necessarj-  to 
tell  them  where  it  can  be  had  to  the  best  advantage. 
They  forget  that  this  is  the  age  of  competition,  and  he 
who  would  get  the  business  must  make  his  wares  known. 
Perhaps  his  salesforce  is  kept  busy  and  already  has  all 
the  trade  that  it  can  handle,  but  is  there  any  valid 
reason  why  he  should  not  hire  more  people?  If  his 
trade  outgrows  the  store  so  much  the  better,  let  him 
get  a  bigger  one;  all  of  which  means  a  more  extensive 
business. 


THE  COMMON  SENSE  OF  ADVERTISING 

Advertising  is  not  a  miracle ;  it  is  not  magic ;  it  is  not 
sorcery ;  it  is  not  mystery.  There  is  nothing  peculiar 
about  it — nothing  hazy  or  unusual  or  visionarv  in  it. 
It  is  just  a  part  of  selling;  just  the  initial  move  by  the 
party  of  the  first  part  upon  the  party  of  the  second  part 
— an  incident  in  a  commercial  transaction— a  bit  of 
selling  sense  delivered  at  a  distance.  Copy  is  what's 
put  into  an  advertisement  to  make  it  sell  things.  Its 
brains,  if  it  has  any,  are  found  in  the  copy.  Its  per- 
sonality is  there,  filling  in  between  the  lines  with  force 
and  conviction  and  honesty,  or  weakness  and  suspicion 
and  crookedness,  according  to  the  man  behind  the  ad- 
vertisement and  the  proposition  behind  the  man.  Art 
helps.  A  photograph  and  a  good  printer  will  cover  a 
multitude  of  sins.  But  the  man  behind,  giving  up  the 
selling  talk  that  will  turn  dollars  from  the  party  of 
the  second  part  into  the  party  of  the  first  part,  must 
make  himself  felt  in  the  copy,  if  felt  at  all. 


THE  NEWSPAPER'S  APPEAL 

No  sort  of  doubt  can  exist  regarding  the  appeal  of 
the  newspaper.  Reflection  also  shows  another  fact 
to  be  unquestionably  true  in  any  town  where  there  are 
several  papers  published,  and  that  is,  each  paper  has 
for  a  clientele  some  particular  class  more  or  less  dis- 
tinctive. It  is  this  very  fact  that  makes  newspaper 
advertising  supremely  efficient.  An  announcement 
printed  in  such  a  publication  reaches  some  great  class 
of  people  as  a  whole,  and  at  one  time,  instead  of  at- 
tracting the  attention  of  a  single  individual,  as  when 
a  form  letter  or  circular  is  used.  Newspaper  advertis- 
ing enables  the  merchant  to  talk  at  once  to  a  large 
audience,  greater  by  far  than  is  usually  realized.  It 
permits  him  to  tell  his  story  to  hundreds  of  thousands 
of  people  every  day.  This  is  an  age  of  newspaper 
readers ;  the  newspaper  habit  is  firmly  established 
among  all  classes.  Rich  or  poor,  old  or  young,  are  alike 
devotees  of  the  daily  publication  :  every  rank  of  society 
fi'om  the  highest  to  the  lowest  has  its  favorite  sheet. 
Staid,  conservative  journals,  some  again  tinged  with 
yellow  sensationalism  and  other  exponents  of  varying 
editorial  policy  are  found  throughout  the  land.  ca.-li 
with  its  own  audience,  its  own  constituency  and  appr:'- 
ciative  friends.  It  is  not  probable  that  all  newspaper 
readers  see  only  a  single  sheet,  it  is  more  likriv  \\\•^: 
the  average  family  takes  in  one  paper  for  the  mornin':; 
and  another  for  the  evening's  perusal. 

Elbert  Hubbard  says  that  "business  consists  in  get- 
ting an  order  for  the  goods,  filling  the  order  to  the  sat- 
isfaction of  the  customer,  getting  the  money,  and  com- 
pleting the  transaction  to  the  profit  and  pleasure  of  all 
parties  concerned." 
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Collins'  Course  in  Show  Card  Writing 


I7th  of  a 

series  of 

articles  specially 

prepared 

for  this  journal. 

"We  have  explained  in  previous  issues  the  importance 
of  a  neat  border  on  a  show  card.  This  gives  finish  to 
any  card.  Where  a  mat  is  used  a  border  vpill  not  be 
necessary,  for  the  mat  takes  the  place  of  it ;  but  on  all 


z 
3 


that  the  double  lines  will  take  just  twice  as  long  to  do 
as  the  single  lines.  The  more  elaborate  the  corners  the 
more  time  will  be  consumed  in  making  them.  Note 
that  7  and  5  have  different  designs  on  each  arm.  This 
is  merely  to  show  two  different  patterns.  The  various 
comers  may  be  used  on  the  different  patterns  of  the 
borders.  No.  7  is  perhaps  the  easiest  to  make  and  is  very 
effective.  Its  roughness  makes  it  quite  attractive.  No. 
9  will  take  the  most  time  to  do,  but  is  quite  pretty  when 
m'ade.  Bearing  in  mind  that  time  is  an  important  mat- 
ter in  the  making  of  show  cards,  it  will  be  seen  how  im- 
portant it  is  to  choose  such  designs  as  may  be  done  the 
most  rapidly.  It  is  this  that  possibly  makes  the  plain 
straight  line  so  popular  with  show  card  writers. 

Until  you  have  become  quite  accustomed  to  ruling  a 
straight  line  with  your  brush,  it  may  be  well  to  draw 
your  border  line  in  pencil  before  putting  on  the  color. 
Of  course,  you  can  use  a  ruler  or  straightedge  to  make 
the  pencil  line,  but  the  most  accurate  and  quickest  way 
is  to  line  it  with  a  pair  of  compasses  that  have  a  pencil 


Fig.  '27.  -Various  styles  of  boiikis  and  corners 

plain  cards  a  border  should  be  used.  For  general  use 
a  plain  line  all  around  the  card  with  either  square 
corners  or  a  little  round  at  each  comer  is  most  prac- 
tical and  looks  very  neat.  Its  great  advantage  is  that 
it  can  be  made  so  quickly.  As  a  rule  it  should  be  made 
in  the  same  tint  as  the  shading  of  the  letters.  Pale 
green,  pale  blue,  etc.,  are  very  popular  colors  or  shades 
for  this  work.  A  light  black  line  border  is  not  out  of 
place  with  any  type  of  card.  In  Fig.  27  may  be  seen  a 
number  of  suggestive  borders  and  corners.  These  are 
all  quite  i)lain  in  design  and  very  easy  to  execute.  1,  3, 
4.  6,  8  and  11  are  the  easiest  to  make,  as  they  are  prae- 
ticallv  mled  straight  lines.    Tt  should  be  borne  in  mind 


No.  251.  — Sliowing  method  of 
liolding  brush  and  r\iler 
while  making  a  stroke 


V\s-  iS.— Showing  how  to  rule  a  card 
with  compasses 


attachment.  The  ordinary  school  compasses  will  serve 
nicely.  Fig.  28  shows  the  method  of  procedure  with 
lliis  instrument.  Simply  set  the  points  the  distance 
apai't  that  you  want  youi'  border  from  the  edge  of  the 
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.\n  alphabetical  style  for  quick  work. 
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card  and  run  them  down  the  edge,  holding  one  point 
outside  or  along  the  edge,  pressing  lightly  with  the  pen- 
cil to  make  the  desired  guide  line. 

Having  made  your  guide  line  for  your  border  you 
may  proceed  to  paint  it  in.  We  have  given  in  previous 
issues  various  ways  of  holding  the  brush  for  doing  rul- 
^ng-on  the  edge  of  a  card.  We  give  another  very  simple 
method  of  holding  the  brush  while  ruling.  Fig.  29  will 
show  this  quite  clearly.  The  rule  must  be  hold  in  posi- 
tion with  the  left  hand.  Grasp  the  brush  nearer  the 
hair,  or  lower  down  than  you  would  for  ordinary  letter- 
ing. This  will  give  you  a  better  rest  for  your  hand 
against  the  rule.  By  this  method  you  may  run  a  line 
almost  any  length  desired  if  your  ruler  is  long  enougli. 

Index  Fingers 

Every  card  writer  will  have  occasion  to  use 
"Pointers"  or  indicators.  Care  should  be  taken  in 
making  these,  for  a  pretty  card  may  be  somewhat 
marred  by  a  poorly  drawn  hand.  The  best  way  for  one 
who  may  not  be  specially  good  at  drawing  is  to  trace 
one  from  some  illustration  and  cut  out  a  card  p'attern 
of  it.  Lay  this  on  the  card  and  trace  around  it  and 
fill  in  the  details  after  you  take  off  the  pattern.  This 
pattern  will  answer  for  pointing  in  either  direction  by 
simply  turning  it  over.  We  give  three  different  designs 
of  hand.  The  one  pointing  to  the  left  and  showing  the 
back  of  the  hand  is  perhaps  the  easiest  to  execute. 
There  is  not  nearly  so  much  detail  to  work  out  as  there 
is  in  the  others.  If  studied  closely  you  find  there  is  a 
peculiar  symmetry  in  the  make  up  of  these  hands.  In  the 
one  showing  the  back  you  will  find,  approximately, 
that  the  length  from  the  tip  of  the  finger  to  the  knuckle 
joint  is  about  the  same  as  from  the  knuckle  joint  back 
to  the  wrist,  also  about  the  same  as  from  the  top  of 


Figs.  30,  31  and  32— Various  stylos  o/"/n(iex  finger  forms. 

the  knuckle  joint  to  the  lowest  point  of  the  little  finger. 
The  other  sketch,  showing  the  side  of  the  hand, 
measures  about  the  same  way,  with  the  addition,  that 
the  length  of  the  thumb  from  point  to  where  it  joins 
the  wrist  is  about  the  same  as  the  other  measurements. 
The  depth  of  the  sleeve  will  not  be  much  or  any  out,  if 
made  the  same  as  these  other  measurements.   The  hand 


showing  the  inside  with  the  closed  fingers  we  do  not 
recommend,  as  it  has  too  much  detail  in  it,  which  uses 
too  much  time,  and  makes  it  more  difficult  to  do. 

Alphabets 

There  are  times  when  a  card  writer  wants  to  "slap 
up"  a  card  in  a  hurry.  He  does  not  want  it,  however, 
to  look  too  cheap  or  poorly  executed.  The  re'iuireraents 
for  such  work  are  letters  that  are  easily  made,  quickly 
made,  and  at  the  same  time  have  a  certain  amount  of 
finish.  The  sample  shown  this  month  is  designed  ex- 
pressly for  just  such  work.    It  is  executed  with  one 


A  seasonable  spring  card. 


stroke,  and  is  a  sort  of  Egyptian  style,  blocked.  It  has 
a  dash  to  it  that  makes  it  look  easy  and  free,  and  it  cer- 
tainly can  be  made  very  quickly.  The  figures  are  of 
the  same  style  and  can  be  made  just  as  quickly. 

Sample  Cards 

The  sample  cards  shown  this  month  are  Easter  de- 
signs that  can  be  utilized  in  almost  any  business.  More 
wording  may  be  put  on  each  card,  if  desired,  also  the 
price  of  any  desired  article.  They  are  all  cut  out  to 
shape,  and  are  22  in.  x  28  in.  at  the  extreme  points.  Un- 
fortunately, the  splendid  color  effects  do  not  reproduce 
in  the  photograph.  They  are  done  in  various  Easter 
colors,  purple,  lilac,  violet,  etc.,  and  the  chicks  are  in 
natural  colors.  The  shading  is  mostly  in  browns.  Xote 
the  splendid  rounded  effect  given  to  the  eggs  by  the 
shading.  The  lettering  may  be  in  any  of  the  Easter 
colors  mentioned  above,  or  dark  brown  may  be  used. 
If  desired,  these  designs  can  be  worked  on  a  card  with- 
out being  cut  out.  The  only  difference  will  be  that  the 
eggs  will  have  to  be  shaded  around  the  edges  to  give 
them  shape.  This  method  will  be  quicker  than  cutting 
them  out. 


HE  DID  NOT  ADVERTISE 

In  a  small  South  Carolina  town  two  men  were  play- 
ing checkers  in  the  back  of  a  store.  A  traveling  man, 
who  was  making  his  first  trip  to  the  town,  was  watch- 
ing the  game,  and.  not  being  acquainted  with  the  busi- 
ness methods  of  the  town,  he  called  the  attention  of 
the  owner  of  the  store  to  some  customers  who  had  just 
entered  the  front  door.  "Sh!  Sh!"  answered  the 
storekeeper,  making  another  move  on  the  checkerboard. 
"Keep  perfectly  (luiet  and  they'll  go  out." 
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Sheet  Metal  Building  Construction  for  Rural  Communities 

This  article,  dealing  particularly  with  the  use  of  sheet  metal  on  farms,  gives 
information  on  the  selection  and  construction  of  sheet  metal  materials  that 
should  be  helpful  to  hardwaremen  in  selling  sheet  metal  roofing  and  siding 

BY  EDWARD  DREIER 


SHEET  metal  roofing  and  siding  is  widely  used  in 
Canada,  the  farmers  being  the  heaviest  buyers. 
Going  through  the  country  one  cannot  help  but 
notice  the  large  number  of  buildings  covered  with  this 
material.  Insurance  against  fire  and  lightning,  and 
lack  of  fire  protection  have  made  farmers  turn  to  fire- 
proof materials  such  as  sheet  metal. 

Wide  Rang-e  of  Uses  of  Sheet  Metal  on  the  Farm. 

Sheet  metal  having  so  many  uses  readily  adapts  it- 
self to  general  farm  buildings  and  uses.  We  find  sheet 
metal  tanks,  culverts,  troughs,  silo  roofs,  drive  sheds, 
garages,  piggeries  and  the  more  common  roofing  and 


various  Canadian  companies,  will,  as  has  been  shown 
from  installations  made  years  ago,  have  a  very  long 
life. 

The  proper  method  of  covering  a  building  with  metal 
is  to  use  close  sheathing  and  metal  shingles  on  the  roof, 
and  nailing  strips  with  corrugated  iron  on  the  sides. 
Corrugated  iron,  being  very  stiff,  will  give  added 
strength  to  the  building,  as  well  as  being  an  excellent 
protection. 

What  a  Builder  Should  Consider  in  Selecting  Material. 

Nowadays  the  man  who  intends  erecting  a  building 
says.  "Which  brand  of  metal  roofing  will  I  buy?"  He 


X- 


L.iir>;e  steel  truss  barn  of  Doiiiiiiioii  Caimers  Co.,  Limited,  on  tlieir  Bow  P.irk  Farm,  designed  by  A.  A.  Gilmore.  Architect.  Tliis  building  which 
is  150  ft.  long  by  38  ft.  wide  is  covered  with  "Acorn"  corrufralcd  iron,  metal  cornices  and  starter.  The  roof  is  fitted  with  lift  roof  lights  and  ven- 
tilators of  same  make.    The  doors  are  hung  on  special  bird  proof  track  and  fitted  with  modern  hardware. 


siding  iiiatcriiils  jidveftiscd  oxf cnsivcly  in  tln'  fni'iii 
papers. 

Canadian  manntaetiirers  of  metal  jiroducts  recom- 
mend metal  shingles.  From  a  point  of  durability  they 
give  long  years  of  hard  wear.  The  metal  which  goes 
into  their  manufacture  is  subjected  to  severe  strains  in 
heavy  presses  which  form  the  shingles  into  shape.  Iron 
for  .shingles  must  be  of  a  special  fjuality  or  it  could  not 
stand  this  strain  and  would  break  or  be  weakened  so 
that  eventually  it  would  give  way.  So,  of  necessity,  the 
metal  must  be  more  pliable  and  of  the  highest 
«|uality. 

A  metal  shingle  roof  is  practically  one  great  sheet  of 
metal  which  acts  as  a  protection  against  weather  ele- 
ments, fire  and  lightning.  Suclt  a  roof,  using  any  of 
the  standard  grade  of  shingles  ninnufactiired  by  the 


sends  to  different  manufacturers  for  catalogues  and 
studies  the  merits  of  each  make  and  chooses  according 
to  his  likes  and  dislikes.  He  cannot  go  wrong  on  any 
of  the  standard  makes. 

Requires  Qualified  Builder  to  Put  on  Metal  Roof. 

While  most  of  the  companies  say  that  any  handy  man 
can  erect  metal  roofs,  I  do  not  think  it  advisable.  It 
can  be  done,  but  where  the  building  is  not  true  or 
straight,  or  where  there  is  cutting  to  be  done,  the  re- 
sults are  not  always  satisfactory. 

Putting  on  a  metal  roof  is  like  doctoring  a  sick  ani- 
mal. You  might  be  able  to  do  it  yourself,  but  the  skill- 
ed man  would  get  better  results.  If  I  were  buying  a 
metal  roof  T  would  go  to  the  local  agent  of  one  of  the 
wel]-l<iiowii  iiiiiiiufacturers  and  would  buy  the  roof  and 
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have  him  erect  it.  He  has  a  reputation  to  sustain  and 
will  do  a  good  job. 

Using  Corrugated  Iron  for  Roofing. 

For  many  of  the  cheaper  grades  of  buildings,  corru- 
gated iron  is  used  for  roofs  as  well  as  sides.  This  metal 
product  is  made  of  a  slightly  cheaper  grade  of  iron 
than  metal  shingles  but  it  gives  excellent  service  as  a 
siding.  There  are  many  buildings  on  the  farm  which 
might  need  a  shelter  roof  and  this  material  adapts  it- 
self readily. 

Protecting  Against  Prevailing  Winds. 

When  ready  to  begin  laying  corrugated  roofing  on  a 
building,  consider  first  from  which  direction  your 
heaviest  winds  and  rains  usually  come.  If  from  the 
right,  begin  laying  the  roofing  at  the  left-hand  side — 
if  from  the  left,  begin  at  the  right-hand  side.  It  is  al- 
ways wise  to  take  this  precaution  so  that  the  prevailing 
wind  does  not  blow  into  the  laps  of  the  sheets.  The 
sheets  that  are  nailed  down  perfectly  tight  will  always 
be  wind-tight,  but  sometimes  a  sheet  is  not  nailed  tight 
and  wind  gets  in  and  causes  the  sheet  to  rattle.  Lay  the 


Showing  how  to  nail  corrugated  sheets  when  used  for  roofing. 


first  sheet  at  the  lower  corner  of  your  roof — either 
right  or  left  side,  as  explained  above,  allowing  one  cor- 
rugation of  the  sheet  to  project  over  the  roof  boards  at 
side  gable,  and  also  from  two  to  three  inches  of  the 
end  of  the  sheet  to  project  at  the  eaves,  depending  on 
size  and  location  of  eavetrough,  if  used.  Keep  the 
corrugations  in  straight  lines  up  and  down  the  roof  to- 
make  a  neat  appearing  and  effective  job. 

Procedure  in  Laying  Corrugated  Roofing. 

First,  hammer  down  the  projecting  corrugation  at 
side  gable,  over  the  edge  of  the  roof  boards  and  nail  it 
there  securely  in  place.  Then  nail  across  the  sheet 
through  the  tops  of  alternate  corrugations  close 
to  the  eave.  Three  or  four  '  rows  of  nails  are 
used  to  each  sheet,  depending  on  the  length. 
Lay  the  second  sheet  side  by  side  with  the 
first,  lap  it  over  the  first  sheet  V/2  or  214  corruga- 
tions, and  then  nail  the  two  sheets  together  through 
this  lap,  the  nails  being  driven  straight  down  through 
the  tops  of  the  corrugations  at  every  bearing. 

Also,  nail  across  the  eave  as  on  the  first  sheet,  each 
alternate  corrugation.  The  third  sheet  is  laid  exact- 
ly the  same  as  the  second,  and  the  work  is  continued, 
sheet  by  sheet,  until  you  complete  the  first  row  across 
the  full  length  of  the  roof. 

Then  begin  on  the  second  row  of  sheets  and  apply 
them  as  in  the  first  row,  allowing  the  IV2  or  21/2  corru- 
gation side  lap  and  3  or  4  inches  lap  down  over  the 
first  row  of  sheets,  driving  the  nails  through  both 
sheets,  at  end  laps  as  well  as  side  laps.  Complete  this 
row  across  the  roof  before  beginning  with  the  third 
row,  and  continue  until  the  roof  is  completed. 

Always  drive  the  nails  vertically  and  through  the 
tops  of  corrugations  as  described  above. 

Lay  Roofing  Along  Straight  Lines. 
I  would  urge  particular  attention  to  keeping  straight 


lines  throughout.  It  would  be  a  good  plan  to  strike 
chalk  lines  across  the  roof  at  the  eave  as  well  as  up  and 
down,  so  that  you  will  be  sure  to  have  the  ccCnrugated 
sheets  straight. 

Gauge  of  Sheets  to  Use  in  Various  Situations. 

Corrugated  sheets  of  light  gauges  should  not  be  ap- 
plied to  wide  spaced  purlins.  It  will  be  equally  a» 
cheap,  and  much  more  effective,  to  place  purlins  of  1  x 
4-inch  stuff,  say  8  to  12  inches  apart.  In  this  case  the 
rafters  can  be  at  any  distance  your  best  judgment  dic- 
tates, and  need  not  be  placed  so  accurately  as  would 
otherwise  be  necessary.  Where  the  heavy  gauges  of 
sheets  are  used,  sheathing  boards  may  be  dispensed 
with,  so  far  as  providing  support  for  the  roofixig  is  con- 
cerned, and  purlins  substituted,  thus  economizing  in 
lumber. 

With  No.  26  and  No.  28  gauge,  I  consider  it  advisable 

to  use  sheathing  of  common  stock  boards,  about  2  ft. 
centres.  For  steep  roofs  a  lap  of  three  inches  at  the 
ends  of  sheets  is  ample. 

Where  sulphurous  fumes  will  come  in  contact  with 
the  under  side  of  a  roof,  use  a  felt  lining  between  the 


1 

Showing  how  to  nail  forrugated  sheets  when  used  for  siding. 

sheathing  and  the  roofing.  When  two  or  more  length 
sheets  are  used,  place  the  shortest  sheets  nearest  the 
ridge.  Be  careful  to  lay  sheets  so  that  the  corrugations 
of  each  will  be  in  line  accurately  from  ridge  to  eaves. 

Erecting  Corrugated  Iron  for  Siding. 

Put  the  studding  three  or  four  feet  apart  and  nail 
the  sheets  to  batten  strips,  placing  these  strips  say,  two 
feet  apart  and  across  the  studding  horizontally. 

Nail  siding  vertically  through  the  tops  of  corruga- 
tions and  horizontally  in  the  valleys  of  corrugations. 
When  studding  is  used.  2x4  inch  lumber  will  answer 
usually. 

Do  not  let  the  siding  have  contact  with  the  ground, 
but  always  use  a  base  board. 

For  siding,  lap  sheets  but  one  corrugation. 

If  siding  is  to  be  used  for  barns,  or  uses  where  there 
is  a  heavy  pressure  or  strain  against  the  sheets  from  the 
inside,  it  will  be  necessary  to  use  sufficient  sheathing  to 
hold  enough  pressure  away  from  the  sheets,  so  that 
they  will  not  be  torn  from  the  nails. 

Some  Good  Rules  to  Go  By. 

Buy  a  well-known  brand  from  a  firm  or  agent  who 
has  a  reputation  to  protect. 

Have  a  competent  man  put  your  roofing  on. 

See  that  you  have  a  full  3-inch  end  lap  and  a  corru- 
gation and  a  half  side  lap. 

Do  not  lay  metal  roofing  on  any  sheeting  but  the 
best  grade. 

Do  not  lay  metal  roofing  on  green  sheeting  boards. 

Be  sure  any  metal  roofing  is  well  and  firmly  nailed 
with  galvanized  nails,  capping  them  with  lead  washers, 
when  using  them  for  corrugated  iron. 


Plans  are  being  drawn  for  a  hardware  store  and  of- 
fices costing  $3,000,  for  A.  A.  Content,  at  McLennan, 
Alta. 
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Using  the 
^'Build  Now'' 
Slogan  to  Sell 
Builders' 
Hardware 


Bulldei-s'  hardware  sample  nxira  in 
Western  tstore. 


Putting  into  play  the  "Build  now"  slogan,  hardware 
dealers  have  an  opportunity  of  creating  business  this 
spring  and  summer  in  builders'  hardware  by  co-operat- 
ing with  architects  and  builders  in  the  building  activ- 
ity which  is  being  pushed  just  now. 

There  are  some  real  solid  reasons  why  buildings 
which  are  needed  should  be  built  now  rather  than  wait- 
ing until  the  war  is  over  or  until  business  conditions 
are  booming,  as  there  is  every  tendency  to  do.  Building 
materials  generally — bricks,  lumber,  cement,  etc. — are 
cheaper  than  a  year  ago,  although  hardware,  owing  to 
the  recent  imposition  of  the  war  tax,  is  higher  priced. 

However,  builders'  hardware  is  not  the  big  item  to  be 
considered  in  building,  but  it  is  the  important  item  to 
the  hardware  dealer,  and  he  should  do  his  part  in 
boosting  the  "build  now"  cry,  and  incidentally  should 
push  for  that  part  of  the  business  in  which  he  is  direct- 
ly interested. 

The  average  hardware  dealer  "stores"  his  builders' 
hardware.  That  is  to  say,  the  articles  coming  under 
this  head  are  stored  away  instead  of  being  displayed. 
Builders'  hardware  usually  goes  into  the  shelves  with 
other  materials  and  when  it  is  called  for  it  is  brought 
out  and  one  pattern  at  the  time  is  shown.  A  sale  is  oc- 
casionally made  through  this  method.  However,  as  the 
catalogue  house  always  offers  photographs  of  a  much 
larger  a.ssortment,  most  of  the  sales  go  there,  in  some 
communities,  at  least. 

The  builders'  hai'dware  department  is  an  innovation 
for  a  store  in  a  small  town,  but  it  is  a  good  idea  for  the 
dealer  in  the  smaller  centres  to  adopt.  Every  hardware 
dealer  in  a  community  where  there  is  any  building  in 
progress  will  see  the  practical  side  of  this  idea. 

The  illustration  depicts  the  builders'  hardware  de- 
partment in  a  small  Western  town.  It  has  increased 
the  sales  of  builders'  hardware  for  the  dealer  beyond 
anything  like  a  comparative  figure  with  what  would 
have  been  accomplished  without  it.  When  the  customer 
enters  this  department  he  is  immediately  impressed 
with  the  variety  of  patterns  for  he  is  shown  all  the  pat- 
terns he  had  in  mind  and  a  great  many  more.  An  im- 
pression is  made.  There  is  no  use  going  anywhere  else 
to  buy  bf»eausp  what  he  wants  is  right  there. 


Naturally,  this  department  would  be  talked  about 
among  builders  and  contractors  and  gain  valuable  ad- 
vertising. The  proprietor  in  conversation  about  this 
department  stated  several  interesting  facts  in  regard  to 
the  way  it  has  created  new  business.  It  is  just  a  simple 
idea  carried  out  in  a  splendid  way  and  indicates  or  re- 
fleets  the  personality  behind  it.  There  is  only  one  way 
through  which  an  individual  or  a  business  can  grow, 
through  activity.  Such  a  department  is  the  work  of  an 
active  man  who  is  never  satisfied  with  a  thing  if  there 
is  something  better.  It  beats  the  old  way  so  far  as  ser- 
vice is  concerned,  and  this  kind  of  service  creates  sales 
and  net  profit.  It  is,  too,  one  of  the  ways  by  which  the 
dealer  can  hitch  up  trade  to  the  "build  now"  campaign. 


DOLLAR  DAY  AT  SPRING  OPENING, 

Vancouver  retailers  covering  all  lines  of  business  are 
making  great  preparations  for  "Dollar  Day,"  which 
was  inaugurated  last  year  with  surprising  results  as  a 
trade  developer.  It  is  designed  as  a  general  spring 
opening  day  for  all  retail  stores  in  Vancouver,  when 
special  bargains  will  be  otfered  in  all  lines.  Transpor- 
tation companies  vdll  offer  greatly  reduced  fares  in 
order  that  people  from  a  distance  may  be  encouraged 
to  visit  the  city  and  participate  in  the  money-saving 
opportunities  awaiting  them. 


ALBERTA  BUSINESS  MEN  AND  SMALL  DEBTS 

A  province-wide  cani[)aign  on  the  part  of  the  Alberta 
bT-anch  of  the  Retail  Merchants '  Association  of  Canada 
had  its  culmination  when  a  strong  deputation  of  busi- 
nes-smen  went  to  Edmonton  to  lay  their  views  anent  the 
proposed  Small  Debts  Act  and  also  on  the  proposed 
amendment  to  the  Mechanics'  Lien  Act,  before  the  At- 
torney-General. In  addition,  every  one  of  the  130 
branches  of  the  association  in  the  province  are  sending 
circulars  to  the  memlbers  of  the  Legislature,  as  to  the 
business  men's  viewpoint  in  the  matter. 

J.  H.  Ashdown.  of  the  Aslidown  Hardware  Co..  Win- 
nipeg; was  elected  president  of  the  Canadian  Fire  In- 
surance Co..  recently. 
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Why  the  Furnace  Did  Not  Do  Its  Work 


AMANUP^ACTURER  received  a  letter  from  a  dealer 
a  short  time  ago  which  read:  "Kindly  send 
your  trouble  uian  to  help  me  out,  as  the  furnace 
which  T  installed  will  not  do  the  work  promised,  and 
my  customer  refuses  to  pay  the  bill." 

Of  course,  this  request  was  complied  with.  T  was  the 
trouble  man,  and  this  is  what  T  found:  The  work  was 
well  done.  The  furnace  was  carefully  put  together, 
the  galvanized  ii'on  casings  were  lined  with  asbestos 
mill  board  and  bright  tin.  The  hot-air  pipes  were  of 
proper  size,  and  all  covered  with  asbestos  paper.  The 
cold-air  supply  duct  was  made  air-tight,  of  galvanized 
iron,  and  came  direct  from  the  factory  to  the  furnace. 
In  short,  it. Avas  evident  that  the  mechanic  who  had  done 
Ihis  work  was  a  thoroughly  capable  tinsmith  and  knew 
how  to  handle  his  tools;  that  the  dealer  had  good  cause 
to  be  proud  of  his  workman. 

Here  was  a  good  furnace  of  ample  capacity,  s(>t  witli 
good  workmanship,  and  yet  the  results  were  not  such 
as  to  satisfy  the  customer.  The  dealer  was  at  the  limit 
of  his  resources  and  so  had  made  a  final  appeal  1o  tlu' 
jnanufacturer  for  lielp. 

The  Trouble  Located 

After  viewing  all  the  good  points  in  connection  witli 
the  job,  search  was  made  for  the  cause  of  the  trouble, 
and  it  unearthed  several  facts  which  this  good  mechanic 
had  overlooked.  First,  the  cold-air  supply  entered  the 
west  side  of  the  furnace  casing  and  supplied  only  the 
warm-air  pipes  loading  up  from  that  side,  as  the  air 
struck  the  ashpit,  rose,  and  none  went  to  other  side  to 
supply  the  pipes  there.  Had  it  entered  a  cold-air  pit, 
the  air  would  have  risen  on  all  sides  of  the  ashpit  instead 
of  hitting  one  side  of  the  ashpit  and  rising,  or,  had  the 
cold-air  collar  been  connected  at  the  back  of  the  fur- 
nace, it  might  have  been  more  evenly  distributed.  As  it 
was,  the  pipe  leading  from  the  opposite  side  of  the  fur- 
nace got  no  air  supply  to  amount  to  anything.  This  was 
easily  detected  by  placing  the  hand  on  the  lower  casing. 
The  side  where  the  cold-air  pipe  entered  was  cold,  while 
the  opposite  side  was  hot  enough  to  make  a  man  take  bis 
"hand  off  if  he  put  it  on  with  too  much  pressure. 

To  satisfy  the  dealer  and  his  man  of  the  correctness 
of  this  conclusion,  the  cold-air  pipe  was  entirely  discon- 
nected from  the  furnace,  allowing  the  air  supply  to  come 
in  from  the  cellar  near  the  floor.  In  addition  to  the 
opening  left  on  the  west  side  of  the  casing,  a  hole  was 
cut  in  the  rear  and  another  hole  on  the  opposite  side  of 
the  casing,  leaving  the  furnace  to  take  air  e<|ually  on 
all  sides  as  was  ref|uired.  The  result  was  niagieally 
mysterious. 

Results  from  Simple  Change 

There  was  a  large  sitting  room  on  the  second  floor 
back  with  a  bay  window  exposed  to  the  east  and  two 
windows  in  the  side  wall  exposed  to  the  north.  This 
was  soon  warmed,  although  it  was  supplied  only  by  a 
0-in.  pipe  connected  with  a  4xl2-in.  flue,  which  was 
placed  in  the  centre  of  the  northerly  exposed  13-in.  wall. 
The  wall  was  lined  with  a  thin  coating  of  mortar  in  place 
of  a  double  tin  riser,  as  it  should  have  been  in  this  case. 
This  unprotected  fl\ie  had  but  4  in.  of  brick  between  it 
and  the  outside  or  northern  exposure.  The  9-in.  warm- 
air  pipe,  20  ft.  long  from  the  furnace  to  the  flue,  gave 


surprisingly  good  results  after  the  change  had  been 
nuide.  so  that  there  was  an  ample  supply  of  fresh  air 
coming  into  the  furnace. 

All  of  the  eight  runs  of  9-in.  pipe  which  led  from  the 
furnace  were  amply  supplied,  and  a  good  volume  of 
warm  air  was  rushing  through  all  of  the  registers  except 
to  the  bathroom.  This,  though  a  small  room,  was  very 
important  from  the  heating  standpoint,  as  its  tempera- 
ture must  he  maintained  at  a  comfortable  level. 

As  it  was  a  comparatively  short  run  from  the  furnace 
the  dealer  could  not  understand  the  cause  of  the  failure, 
and  again  the  trouble  man  had  to  impress  the  dealer 
with  the  fact  that,  where  there  is  trouble,  there  is  al- 
ways a  cause  for  it.  We  disconnected  the  hot-air  pipe 
from  the  base  of  this 'flue.  Then  the  workman  removed 
the  register  in  the  bathroom  and  tied  his  shears  to  a 
piece  of  rope.  When  h'e  lowered  them  down  the  flue 
we  found  it  just  like  the  other  flue:  Nothing  but  an 
opening  made  in  the  wall  without  any  tin  lining.  It  was 
made  by  leaving  out  the  middle  course  of  brick  from  the 
13-inch  wall.    This  flue  also  was  exposed  to  the  north. 

Mortar  Clogs  Pipe 

In  this  instance,  the  flue  was  4x8  and  lightly  mortar- 
coated  on  the  inside.  It  was  found  that  this  flue  had 
a  side  offset  about  3  in.,  a  foot  above  the  base,  and  in 
building  this  flue  the  bricklayer,  with  his  usual  disre- 
gard of  ' what  comes  after,  had  allowed  the  mortar  to 
drop  down  as  he  built  up  the  brickwork  and  the  mortar 
had  lodged  in  the  oflPset,  so  as  to  almost  entirely  close 
the  flue. 

The  good  mechanic,  having  nothing  to  do  with  the 
bricklayer's  work,  doing  only  the  work  in  the  cellar 
and  making  the  connections  to  the  flues,  overlooked 
the  important  fact  that  it  was  necessary  to  have  the 
vertical  flues  free  and  clear  to  have  his  furnace  work 
proi)erly.  and  had  not  examined  the  flue  before  attach- 
ing his  warm-air  pipe  to  it  to  be  sure  that  pipe  and  the 
furnace  would  give  satisfaction.  When  the  lump  of 
mortar  was  removed,  it  is  needless  to  say  that  the  re- 
sult in  the  bathroom  was  also  marvelous. 

Now.  there  was  a  pleasant  surprise  for  the  trouble 
man.  The  dealer  frankly  admitted  the  fault  was  his. 
not  because  he  did  not  know  better,  but  becaiise  he  had 
trusted  entirely  too  much  to  his  good  mechanic.  He 
declared  in  future  he  would  take  time  or  spare  the  few 
minutes  at  least  required  to  examine  each  job  and  to 
look  into  the  small  details  himself  which  a  good 
mechanic  might  overlook  if  he  were  hurried.  Here  is 
a  suggestion  for  other  good  mechanics: 

No  matter  how  good  the  work  is.  if  it  does  not  ac- 
complish the  desired  result  because  of  the  mechanic 
doing  some  part  of  the  work  negligently,  the  furnace 
man  must  suffer.  Here  the  last  man  who  does  any 
work  must  bear  the  responsibility,  and  he  will  find 
it  well  to  investigate  and  see  if  what  he  is  doing  is 
going  to  accomplish  what  is  expected  of  it. 

If  he  finds  something  wrong  which  he  can  put  right 
he  should  do  it.  If  he  cannot  set  things  right  he  must 
report  what  he  finds  wrong.  A  man  who  can  discover 
the  cau.se  of  troubles  and  right  them  becomes  favorably 
known  in  any  community,  and  that  brings  profitable 
business.  Be  your  own  trouble  man  and  profit  by  it. — 
Metal  Worker. 
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KNOW  HOW  TO  ESTIMATE. 

The  views  and  opinions  of  both  manufacturers  and 
dralers  who  have  been  in  the  business  for  some  time  are 
to  the  effect  that  some  hardware  dealers  in  smaller 
centres  who  cater  for  furnace  installations  as  a  depart- 
ment of  their  trade  frequently  miss  sales  because  they 
do  not  know  enough  of  this  end  of  their  business,  or  do 
not  take  sufficient  interest  in  this  particular  depart- 
ment. 

It  happens  not  infrequently  that  when  a  furnace  is 
wanted  in  the  farm  home  or  country  school  or  church 
that  the  owner  or  ti'ustee  consults  the  nearest  hardware 
dealer  as  to  approximate  cost,  etc.  Very  often  the  deal- 
er drives  out  to  see  the  building,  and  without  asking  a 
ques'tion  writes  off  on  his  return  to  the  maker  of  the 
furnace  he  is  handling  asking  him  to  send  down  a  man 
to  take  measurements  and  give  an  estimate  as  to  cost. 

Much  time  is  lost  thereby.  The  expert  comes  down, 
drives  out  to  look  over  the  .job,  gives  his  estimate,  and 
returns  to  town.  In  the  meantime,  the  owner  or  trus- 
tee has  consulted  another  dealer,  or  perhaps  several 
other  dealers  in  the  nearby  towns — men  who  know 
their  business  and  so  are  able  to  figure  out  the  cost 
there  and  then,  so  that  by  the  time  the  first  hardware 
dealer  is  ready  to  give  his  estimate  the  other  dealers 
have  had  a  good  chance  to  talk  up  their  furnace  and 
perhaps  land  tlie  business,  as  has  happened  more  than 
once. 

Tn  the  preceding  article  an  instance  is  given  of  delay 
in  the  payment  of  a  furnace  account  because  of  lack  of 
inspection  by  the  dealer.  There  are  many  cases  of  loss 
of  business  through  lack  of  knowledge  on  the  part  of 
hardware  dealers  catering  for  furnace  installation. 

If  the  dealer  is  not  well  up  in  furnace  installation 
work  he  should  at  least  try  to  grasp  the  rudiments  of 
what  is  re(|uired.  If  the  dealer  instanced  who  sent  for 
the  manufacturer's  expert  had  himself  first  asked  some 
necessary  preliminary  f|uestions  as  to  number  of  rooms, 
size,  idea  of  layout,  ventilation,  etc.,  so  as  to  get  the 
amount  of  radiation  and  the  size  of  the  fiirnace  requir- 
ed, he  would  himself  have  been  able  to  give  an  approxi- 
mate estimate  and  put  himself  in  a  position  to  get  into 
touch  with  the  maker  by  mail  and  later  put  in  a  tender 
for  the  work. 

Another  point,  and  an  important  one  for  the  dealer 
to  consider,  the  dealer  might  get  a  better  price  for  his 
work,  as  sometimes  the  expert,  when  competition  is 
keen,  will  cut  the  price  to  get  his  furnace  into  the  job. 

The  dealer  should  hold  out  for  his  price.  The  writer 
has  in  mind  the  installing  of  a  new  hot-air  furnace  in  a 
country  church  to  replace  an  old  one  that  had  the  fire- 
box burned  out.  Two  dealers  in  separate  towns  ten- 
dered for  the  work.  The  one,  a  first-class  practical 
metal  man,  sized  up  the  .iob  and  saw  he  could  make  a 
good  profit  at  $165.  The  other  man,  a  hardware  dealer, 
agent  for  one  of  the  big  furnace  makers  of  the  country, 
tendered  at  $185.  and  got  the  work,  because  he  told  the 
tnistees  that  he  did  not  see  how  a  satisfactory  .iob  could 
be  done  for  $lfi5.  It  does  not  always  do  to  place  a  low 
estimate  on  one's  services. 


The  bulk  of  the  stock  in  the  new  company  is  held  by 
Ohio  and  Indiana  parties,  and  the  new  factory  will  be 
managed  by  A.  T.  Bnlow,  of  Oshawa,  Ont.,  who,  before 
going  to  Oshawa  two  years  ago,  was  connected  with  the 
Stark  Rolling  Mill  Company  and  the  Berger  Mfg.  Co., 
of  Canton,  Ohio. 

A  site  of  41/2  acres  has  been  purchased  in  the  east  end 
of  Hamilton,  and  work  will  be  started  at  once  on  the 
l)uildings.  Employment  will  be  given  about  100  people 
and  the  annual  output  at  the  start  will  be  15,000  tons. 


COMING  TO  CANADA. 

The  Franklin  Steel  Works,  Joliet,  111.,  who  also  oper- 
ate a  plant  in  Cambridge,  Mass.,  have  decided  to  open 
a  branch  factory  in  Hamilton,  Ont.,  for  the  manufac- 
ture of  toe  caulks  for  horseshoes.  Incorporation  has 
been  applied  for  with  a  capital  of  $40,000.  W.  F. 
Pitcher,  of  the  Franklin  Steel  Works.  Joliet,  111.,  will 
be  treasurer  and  manager. 


The  United  States  Horseshoe  Co.,  Erie,  Pa.,  will  erect 
a  Canadian  factory  at  Hamilton.  Incorporation  has 
been  applied  for,  the  capital  being  set  at  $^^00,000.  Em- 
ployment will  be  given  to  100  hands. 


A  SURE-ENOUGH  VETERAN. 

The  stove  shown  here  is  a  veteran — a  very  great 
grand-daddy  MeClary  stove.  It  is  owned  by  Mrs.  Far- 
rell,  living  at  Arva,  just  a  few  miles  out  of  London, 
Ont.,  who  states  that  for  over  fifty  years  past  she  has 


cooked  aiul  tjaked  with  it  to  her  entire  satisfaction,  the 
stove  requiring  in  all  that  time  only  one  repair,  a  front 
door.  While  this  odd-looking  old  stove  isn't  in  appear- 
ance the  sit.yle  of  one  that  would  be  picked  out  with 
which  to  do  oi;r  baking  to-day,  it  has  done  good  work. 
The  old  iron  tea  kettle  shown  was  purchased  at  the 
same  time  as  the  stove. 


DOMINION  SHEET  METAL  AT  HAMILTON 

.\  111  w  industry,  to  hr  known  as  tlic  Dominion  Sheet 
Metal  Co..  Ltd.,  'capitalized  at  $300,000.  will  locate  at 
Hamilton,  to  manufacture  galvanized  sheets,  of  which 
there  were  a])out  GS.OOO  tons  used  in  Canada  last  year, 
all  of^vhieh  was  imported. 


STOVE  STORAGE  SEASON. 

In  a  few  weeks  from  now  housekeepers  will  begin  to 
store  their  stoves  for  the  summer,  and  it  strikes  one 
that  it  would  be  a  good  idea  if  dealers  would  go  after 
the  business  of  storing  these,  together  with  cleaning  and 
rejiairing  flirm  during  the  hot  weather  months. 
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Who's  Who  in  Hardware  Trade 

Mr.  J.  Tayloi-  Webb,  who  recently  opened  a  manu- 
facturers' agency  in  Winnipeg,  entered  in  1889  the  ser- 
vice of  The  Tho.s.  Davidson  Mfg.  Co.,  Ltd.,  Montreal 
and  Winnipeg,  and  for  the  succeeding  twenty-five  years 
successfully  represented  them  in  various  parts  of  Can- 
ada. 

The  first  ten  years  were  spent  in  Western  Ontario, 
where,  notwithstanding  the  heavy  competition  of  the 
closer  markets  of  London  and  Toronto,  Mr.  Webb  so 
developed  business  that  he  occupied  the  position  of 
highest  salesman  on  the  staff. 

When  the  firm  decided  to  open  up  Western  Canada, 
Mr.  Webb  was  sent  to  Winnipeg,  and  at  the  expiration 
of  five  years  business  had  so  greatly  increased  that  a 
warehouse  at  Winnipeg  was  considered  necessary,  and 
on  its  completion,  in  1905,  Mr.  Webb  was  appointed 
manag<;r,  which  position  he  successfully  held  iintil  Jan- 
uary 1st,  1914. 

At  the  beginning'  of  1914,  owing  to  the  good  connec- 
tion he  had  established  with  the  jobbing  trade,  he  eon- 


.1.  'I'A'i  I.OH  WkBB  . 


eluded  it  would  be  more  to  his  advantage  to  get  into 
business  for  himself  as  manufacturer's  agent  and  com- 
mission brokei',  and  has  opened  offices  at  No.  8  Bank  of 
Hamilton  Chambers,  Winnipeg.  The  following  are 
some  of  the  firms  which  he  at  present  represents  for 
Western  Canada:  American  Smelting  &  Refining  Co., 
New  York;  Watrous-Acme  Company,  Chicago  and  Des 
Moines;  McGlashan  Clarke  Co.,  Niagara  Falls;  Bart- 
lett  Mfg.  Co.,  Detroit,  Mich. ;  London  Foundry  Co.,  Lon- 
don, Ont. ;  A.  ]\recky  Co.,  Philadelphia ;  Wilson  &  Ben- 
nett, Chicago. 

Owing  to  the  change  as  outlined  above,  Mr.  Webb  has 
been  gradually  unburdening  himself  of  outside  inter- 
ests in  order  to  more  fully  devote  himself  to  his  own 
affairs,  and  has  quite  recently  resigned  from  the  board 
of  dii'ectors  of  The  Canadian  Credit  Men's  Trust  Asso- 
ciation, Limited. 

Mr.  Webb  was  one  of  the  original  founders  of  this 


organization,  having  taken  a  keen  interest  in  its  work 
.since  inception,  in  fact,  has  helped  to  guide  the  destin- 
ies of  The  Canadian  Credit  Men's  Association  from  the 
time  that  it  was  started  in  Winnipeg,  with  a  member- 
ship of  thirty,  until  now  it  has  covered  the  whole  of  the 
Dominion. 

"It  was  greatly  regretted  that  his  bu^nness  affairs 
prevented  his  accepting  the  presidency  of  the  a-ssocia- 
tion  for  this  year,  for  which  he  was  in  line."  said  an  of- 
ficer of  the  association  to  the  Canadian  Hardware  Jour- 
nal. "In  addition  to  being  a  director  he  was  the  chair- 
man of  the  entertainment  committee  at  the  head  office. 
Winnipeg,  and  has  been  responsible  for  arrangement  of 
the  many  delightful  and  instructive  meetings  that  have 
been  held  in  that  city.  It  is  the  sincere  hope  of  the 
Winnipeg  members  that  so  soon  as  Mr.  Webb  has  or- 
ganized his  own  business  he  will  again  resume  his  ac- 
tive interest  in  The  Canadian  Credit  Men's  Associa- 
tion. Tt  is  unnecessary  to  say  that  the  good  wishes  of 
the  association,  as  well  as  the  good  wishes  of  his  many 
business  friends,  go  with  him  into  his  new  sphere  of 
work. ' ' 

Mr.  Taylor  Webb  spent  a  week  or  two  in  the  East 
early  in  the  new  year.  He  .was  quite  hopeful  of  the 
outcome  of  trade  conditions  in  the  West. 

"Except  in  the  southern  part  of  Saskatchewan  and 
.Mberta.  where  the  drought  did  a  great  deal  of  damage, 
in  many  of  the  agricultural  towns  in  the  West  buainpss 
is  fairly  good,"  he  said. 

"Winnipeg,"  he  continued,  "is  gradually  comine 
to  her  own  in  regard  to  business  matters,  and  will.  I 
think,  recover  more  quickly  than  any  other  commercial 
centre  in  Canada. " 

It  is  fifteen  years  since  Mr.  Webb  left  the  East  to 
take  up  his  permanent  residence  there,  but  Time  has 
dealt  most  kindly  with  him. 

Recently  he  took  over  E.  B.  Loucks'  interest  in  the 
wholesale  hardware  commission  firm  of  Bissett  & 
Ijoueks.  He  will  be  the  active  outside  man  of  the  bus- 
iness. Mr.  Bissett  has  largely  regained  his  health,  and 
will  take  the  active  part  in  office  management. 


A  COMEDY  OF  ERRORS 

The  following  is  a  copy  of  a  letter  received  by  the 
Lally  Wholesale  Company,  dealers  in  plumbing  sup- 
plies at  San  Francisco,  Cal.,  and  sent  to  one  of  the  New 
York  dailies  for  publication : 

Mister  Lali  house,  S.  F.  San  Leandre.  Cal. 

Dear  Fren 

I  gotte  valva  witch  i  by  from  you  alrite  but  why  for 
gods  sake  you  doan  sen  me  no  handol.  wats  the  use 
the  valva  when  she  doan  have  no  handel.  i  lose  to  me 
my  customer  sure  ting,  you  doan  treat  me  rite,  is  my 
money  not  so  good  to  you  as  the  other  fella.  I  wate 
10  days  and  my  customer  he  holler  for  water  like  hell 
for  the  valva.  you  doan  sen  me  the  handel  preety 
queek  i  sen  her  back  and  i  order  some  valva  from  kraine 
companee.  good  by 

your  fren 
Antonia  Scalminta  Dutra. 
P.S. — since  i  rite  theese  i  find  the  dam  handel  in 
the  box  excuse  me. 


HARPING  ON  HIS  GOODS. 

An  American  hardware  dealer  gave  a  seasonable 
touch  to  his  window  picture  during  the  week  of  March 
17  by  dressing  a  harp  frame  with  cordage  and  making 
it  the  centrepiece  of  his  display. 
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Automobiles  and  Accessories  for  the  Hardware  Trade 


The  following  article  appeared  in  a  recent  issue  of 
Motorcycle  Illustrated.  It  contains  a  number  of  hints 
valuable  to  the  hardware  dealer  in  farming  sections, 
and  to  those  who  arc  catering  or  thinking  of  catering 
to  the  automobile  supply  business. 

"Motorcycle  dealers,  in  seeking  sales  among  farmers, 
should  bear  in  mind  the  fact  that  the  average  farmer 
is  much  better  posted  on  gasoline  engines  than  his 
brother  in  the  city.  Ten  years  ago  it  was  not  an  un- 
usual thing  to  hear  someone  say,  'Oh,  he's  a  farmer,' 
in  a  tone  of  voice  indicating  that  the  speaker  regarded 
the  farmer  as  a  man  of  little  intelligence.  Now  it  is 
altogether  different.  Practically  all  of  the  wealth  of 
the  world  comes  from  the  farm.  The  modern  farmer 
must  be  not  only  an  agriculturist,  but  a  salesman  and 
a  good  mechanic.  In  other  words,  it  takes  brains  to 
make  a  successful  farmer. 

"The  dealer  who  is  successful  in  selling  motorcycles 
in  rural  communities  knows  this  obvious  fact.  And 
it  is  because  he  knows  it  that  he  is  successful.  There 
are  many  other  necessary  factors,  but  that  is  the  basic 
one. 

"Telephone  lines  and  the  iniral  free  delivery  system 
have  combined  to  make  the  farmer  as  well  posted  on 
current  events  as  the  city  resident.  The  modern  farmer 
studies  the  markets  of  the  world.  He  knows  where  the 
b€st  prices  prevail  for  his  farm  products  and  he  cul- 
tivates diversified  products  that  can  be  marketed  by 
him  to  the  best  advantage. 

The  Fanner  a  Consistent  Student  # 

"The  modern  farmer  is  a  student.  He  not  only  reads 
as  much  as  his  city  brother,  but  he  remembers  what  he 
reads,  ponders  over  the  facts  he  has  gathered  and  forms 
deductions  which  formerly  were  credited  to  good  guess- 
work, but  which  are  now  recognized  as  being  the  re- 
sults of  study  and  thought. 

"The  development  of  farm  machinery  has  been  won- 
derful within  the  past  decade.  Powerful  tractors  are 
used  for  plowing  and  all  other  heavy  work.  The  horse 
is  becoming  a  back  number  on  the  farm  for  all  heavy 
duty.  The  capacity  of  the  horse  for  sustained  effort 
is  very  small  and  yet  he  keeps  right  on  eating  when  he 
is  not  working. 

"At  the  Minnesota  and  Ohio  experimental  stations 
the  cost  of  feeding  and  maintaining  a  farm  work  horse 
for  one  year  is  estimated  to  be  from  $75  to  $90,  of 
which  about  $20  was  charged  for  interest  and  depre- 
ciation. The  cost  of  maintaining  work  horses  undoubt- 
edly constitutes  one  of  the  big  leaks  of  the  farm.  His 
idle  hours  mean  relatively  a  large  upkeep  for  a  given 
amount  of  labor.  When  the  tractor  stops  work  the 
expense  stops. 

Supplying  the  Farm  Power 

"  'There  are  about  24.000.000  horses  and  mules  .on 
the  farms  of  the  United  States.'  says  Gas  Review.  'The 
value  of  the  animals  and  e(|uipment  is  roughly  esti- 
mated at  $3,000,000,000;  it  may  be  a  little  more  or  little 
less,  but  that  is  a  fairly  close  estimate.  The  average 
value  of  a  horse  is  $110.77  and  of  a  mule  $124.31, 
though  if  you  start  out  to  buy  a  team  you  will  need 
twice  that  amount  and  then  you  will  not  get  anything 
very  fancy.  TTowevcr.  even  at  the  average  montinned. 
the  total  value  runs  into  figures  too  large  for  the  aver- 
aee  man  to  grasp.    Three  billion  dollars,  that  is  about 


what  the  farmers  have  invested  in  farm  power.  This 
does  not  take  into  account  a  few  thousand  tractors, 
several  hundred  thousand  gasoline  engines,  and  no 
one  knows  just  how  many  automobiles.  As  a  power 
user  the  farmer  has  all  other  business  men  backed  oft 
the  boards,  and  yet  he  hasn't  nearly  enough. 

"  'And  his  power  is  the  most  expensive  used  in  any 
industry.  It  costs  anywhere  from  $50  to  $200  to  keep 
a  horse  a  year  if  you  count  all  items  of  the  expense.  In 
other  words,  the  farmer  pays  out  nearly  a  quarter  of 
all  he  receives  from  his  land  to  keep  his  teams,  and  all 
they  return  for  this  tremendous  investment  is  work. 
They  are  not  food  or  clothing  animals.  As  prime  movers 
they  are  not  the  most  efficient  either,  looked  at  from  a 
strictly  engineering  point  of  view.  They  require  too 
much  care,  cannot  stand  a  heavy  overload  very  long, 
are  susceptible  to  changes  in  the  weather,  and  must 
rest  frequently  and  for  a  considerable  time.' 

"These  facts  are  known  to  the  farmer.  He  is  thor- 
oughly posted  upon  the  relative  value  of  horse  power 
versus  gasoline  power.  During  the  past  few  years  he 
has  been  adding  steadily  to  his  gasoline  machinery 
equipment.  The  gasoline  engine  now  does  all  of  the 
heavy  work  on  the  farm. 

"Are  motorcycle  dealers  doing  their  part  in  assisting 
the  farmer  to  take  the  next  step — utilize  the  gasoline 
'Migine  for  transportation  purposes? 

"Why  don't  you  get  after  this  business  systemati- 
cally, Mr.  Dealer? 

"With  the  farmer  knowing  fully  the  economic  ad- 
vantages of  the  gasoline  engine,  all  that  is  necessary 
for  you  to  do  is  to  show  him  its  superiority  over  the 
horse,  the  low  cost  of  upkeep  and  the  time  saved  be- 
tween the  farm  and  the  nearest  city  or  village.  Show 
him  how  its  power  can  be  utilized  to  good  effect  in  an 
emergency. 

"Use  your  sidecar  in  demonstrating  to  the  farmer. 
Bj  actual  demonstration  show  the  farmer,  his  wife  and 
The  other  members  of  his  family  how  quickly  and  com- 
fortably they  can  come  to  town  with  the  motorcycle 
and  sidecar,  and  bear  in  mind  all  the  time  that,  in  the 
farmer,  you  are  'meeting  up  with  the  man  who  knows' 
and  that  when  you  discuss  the  efficiency  of  the  gasoline 
engine  and  its  low  cost  of  upkeep  he  understands  you 
thoroughly." 

BULLETS  FROM  CANADIAN  LEAD 

The  silver  lead  industry  in  the  Kootenay,  B.C..  is 
likely  to  be  substantially  benefited  by  the  fact  that 
bullets  for  shrapnel  shell,  now  being  manufactured 
in  Canada,  vpill  be  made  from  Canadian  lead.  Hon. 
W.  T.  White,  finance  minister,  some  little  time  ago 
took  up  the  matter  with  the  committee  placing  orders 
tor  shells,  and  it  has  been  arranged  to  the  .satis- 
faction of  the  smelter  people  at  Trail,  B.C.,  according  to 
an  Ottawa  report. 

Some  time  ago  the  efforts  of  the  minister  were  suc- 
cessful, in  co-operation  with  Sir  Thomas  Shaughnessy, 
in  bringing  about  a  continuance  of  smelting  operations 
and  of  shipping  products  from  the  principal  mines  in 
Kootenay. 


A  business  without  advertising  is  like  a  body  without 
a  soul. 
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CREDIT  SYSTEM  IN  WEST  PETERING  OUT- 

The  subject  of  business  methods  in  the  hardware 
store,  says  Geo.  L.  Monson,  of  the  Monson  Hardware 
Co.,  Avonlea,  Sask.,  is  one  that  requires  more  or  less 
considerable  thought,  as  it  appeared  to  him  that  there 
arc  so  many  branches  under  this  heading  that  might  re- 
quire discussion.  "However,"  says  he,  "I  will  give 
a  general  summary  of  our  own  business  methods. 

"We  endeavor  as  far  as  possible  to  follow  up  the 
cash  system,  and  when  granting  credit  use  as  much 
care  as  is  possible  and  our  knowledge  of  our  customer 
will  permit.  In  a  territory  like  ours,  where  ninety 
per  cent,  of  the  business  we  enjoy  is  from  the  farmers, 
and  where  there  is  a  dependency  of  money  from  one 
crop  of  grain  each  year  (as  very  little  mixed  farming 
has  as  yet  been  taken  up  in  this  territory),  there  is  a 
strong  tendency  to  use  the  credit  system  to  the  ex- 
treme. This  abuse  of  their  credit  is  one  of  the  most 
difficult  obstacles  for  the  general  as  well  as  the  hard- 
ware merchants  to  overcome,  and  requires  most  serious 
thought. 

"The  iiierehants  of  the  present  day  are  reaping  the 
results  of  the  early-day  merchants,  who  granted  credit 


Interior  of  the  Monson  Hardware  Co.,  at  Avonlea,  Sask. 

indiscriminately  to  their  customers,  and  what  we  really 
have  to  do  is  to  break  a  time-honored  system  of  grant- 
ing credit  to  anyone  Mv'lao  may  have  asked  for  it.  This 
system  may  have  been  satisfactory  when  the  merchants 
were  able  to  get  extremely  long  profits  on  their  goods, 
but  at  the  present  time,  when  competition  is  a  great 
deal  keener,  and  a  much  more  complete  and  heavier 
stock  must  be  carried  on  the  shelves,  the  credit  sys- 
tem is  a  serious  detriment,  and  must  eventually  be 
abolished. 

"I  am  pleased  to  state  that  this  end  is  in  sight,  and 
I  firmly  believe  that  it  will  only  be  a  matter  of  a  few 
years  when  the  credit  system  in  the  Western  prairies 
will  be  ancient  history." 

Mr.  Monson  is  of  the  opinion  that  this  year  will  clean 
up  a  great  deal  of  the  overdue  accounts. 

The  Monson  Hardware  Co.  do  a  general  hardware 
business — heating,  plumbing,  tinsmithing.  stoves, 
paints,  oils,  and  glass,  and  have  a  store  that  is  a  credit 
to  themselves  and  their  town.  The  building  is  24  by 
60.  two  storeys  high,  the  upper  storey  being  used  for 
living  rooms.  The  store  proper  occupies  the  whole 
ground  floor,  with  an  11  ft-  6  in.  ceiling  from  floor. 
Twenty  feet  of  the  store  is  taken  oflP  for  a  tinshop.  The 
store  is  fully  equipped  with  modern  hardware  fixtures, 
and  the  tinshop  has  a  very  good  equipment  of  tools,  as 
well  as  a  full  equipment  of  plumbers'  and  stearafitters' 
tools.  The  building  is  iron-clad,  and  has  a  metal  ceiling 
and  metal  walls. 


WESTERN  FARMERS  HAD  MORE  PROFIT 

The  Canadian  West,  as  a  whole,  made  more  money 
out  of  the  produce  of  its  farms  last  year  than 
ever  before,  notwithstanding  the  reductions  which 
Avcre  recorded  in  the  yields  of  wheat,  oats,  barley  and 
flax.  With  cash  wheat  now  ranging  from  95  cents  to 
$1  per  bushel,  and  oats  from  38  to  43  cents  per  bu.shel, 
the  net  returns  to  the  Western  farmer  on  last  year's 
crop  exceeded  those  of  1913  considerably,  when 
wheat  brought  an  average  price  in  the  country  of  62  to 
65  cents  per  bushel,  and  oats  sold  at  23  cents.  Regarded 
purely  from  the  commercial  point  of  view,  the  Western 
country  had  more  to  show  for  its  grain  crop  of  1914 
than  for  that  of  the  previous  year. 

Then,  in  live  stock  production,  each  of  the  three 
Western  provinces  is  richer  than  it  was  at  this  time 
last  year,  and  the  prospect  is  bright  for  still  greater 
expansion  in  the  live  stock  industry  during  the  pre- 
sent year.  For  the  first  six  months  of  1914  five 
hundred  thousand  hogs  were  shipped  from  Western 
Canada,  or  only  forty-six  thousand  less  than  the 
total  shipments  for  the  twelve  months  of  1913 
Estimated  conservatively,  the  hog  business  of  the  first 
six  months  of  1914  was  easily  worth  a  million  dollars 
per  month  to  the  Western  farmer.  Very  many  thou- 
sands of  these  hogs  have  gone  to  the  United  States, 
particularly  those  from  Alberta,  which  found  a  market 
in  Seattle.  Manitoba  and  eastern  Saskatchewan  have 
been  shipping  to  south  St.  Paul,  and  a  trainload  a  week 
has  been  consigned  to  Eastern  Canada.  The  demand 
from  these  quarters  has  not  abated  in  the  least.  On  the 
contrary,  demands  from  the  United  States,  both  from 
St.  Paul  and  from  Seattle,  where  the  Canadian  pigs 
have  l^een  favored,  are  even  more  insistent  now  than 
the  year  previous. — Norman  Lambert,  in  the  Globe, 
Toronto. 


C.  P.  R.  TO  CONTINUE  CONSTRUCTION 

In  an  interview  Sir  Edmund  Osier  stated  that  the 
Canadian  Pacific  Railway  would  carry  out  its  program 
of  construction  mapped  out  for  this  year. 


G.  T.  P.  ESTABLISHES  TWENTY  NEW  TOWNS 

New  station  buildings  are  being  completed  on  the 
Grand  Trunk  Pacific  Railway  at  the  rate  of  one  each 
■week.  Twenty  stations  have  been  erected  recently  on 
the  main  line  of  the  Transcontinental  in  the  Province 
of  British  Columbia.  Development  has  been  very  rapid 
in  this  territory,  settlers  coming  in  as  soon  as  the  steel 
was  laid.  These  new  station  buildings,  which  are 
modern  in  every  respect,  include  Longworth,  Dewey, 
Lindup,  Aleza  Lake.  Hansard.  Urling,  Hutton.  New- 
lands,  Guildford,  Foreman.  Crescent  Island,  Legrand. 
Giseome,  Bond,  Rooney,  Rainbow,  Willow  River.  Knole 
and  Shelley. 

Hotel  accommodation  is  also  being  provided  by  pri- 
vate enterprise  at  the  more  important  points  along 
the  line.  There  has  just  been  opened  in  Prince  Rupert 
a  six-storey  hotel  with  eighty  bedrooms  and  good  cafe. 
At  Skeena  Crossing.  B.C.,  Mile  164.  on  the  Grand  Trunk 
Pacific,  the  "Copper  Tavern"  was  opened  recently, 
with  twenty-three  bedrooms.  These  are  indications  of 
the  increase  in  travel  in  the  newly  opened  up  territory. 


The  Martin-Senour  Co.,  Ltd.,  have  been  authorized 
to  increase  their  capital  from  $50,000  to  $400,000. 
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Trade  Newsl 


J.  li.  Hour,  dt-'aler  in  paints,  Ottawa,  is  dead. 

X.  Latreinouillo  is  discontinuing  his  hardware  busi- 
ness at  Ottawa. 

Thos.  Crooks.  -Ir.,  Toronto,  has  ottered  iiis  hardware 
business  for  sale. 

A  small  fii-e  loss  was  sustained  by  the  Dominion  Bolt 
Co.,  Toronto,  recently. 

Myers  Hardware  at  Stratford  has  received  a  charter 
of  incorporation  as  J.  R.  Myers  &  Sons,  Ltd.,  with  a 
capital  of  $50,000. 

The  Tnikanshur  Mfg.  Co.,  Ltd.,  Montreal,  with  a  capi- 
tal of  $250,000,  has  been  incorporated  to  make  and  deal 
in  machinery  and  hardware  specialties. 

C.  A.  Lumb,  manager  of  the  advertising  department 
of  the  MicClary  Mfg.  Co.,  London,  has  .joined  the  Army 
Service  Corps,  for  service  at  the  front. 

The  Montreal  Ammunition  Co.,  Ltd.,  Montreal,  has 
been  incorporated  with  a  capital  of  $300,000,  to  make, 
import  and  deal  in  shells,  bombs,  cartridges,  etc. 

The  wife  of  James  Boxall.  of  Boxall  &  Mathie,  hard- 
ware dealers,  Lindsay,  Ont.,  died  recently  while  visit- 
ing at  Batavia.   The  funeral  took  place  in  Toronto. 

The  glue-drying  frames  in  the  drying  room  of  the 
Canada  Glue  Works,  at  Brantford.  were  damaged  by 
fire  recently.  Tlie  ])uilding  being  fireproof,  the  blaze 
was  soon  subdued. 

E.  J.  (^reepei".  a  meml)cr  of  the  Ontario  Retail  Hard- 
ware Association,  and  a  prominent  hardware  dealer  of 
Owen  Sound,  was  elected  secretary  of  the  Parks  Board 
of  his  town  recently. 

According  to  a  statement  made  in  the  House  of  Com- 
mons, 450  bicycles  of  military  pattern  were  purchased 
from  the  Canada  Cycle  &  Motor  Company,  Toronto,  for 
the  first  overseas  contingent.   The  price  was  $62  each. 

The  Canada  Model  and  Machine  Co.,  Ltd.,  Windsor, 
Ont.,  with  a  capital  of  .$40,000.  has  been  incorporated  to 
make  and  deal  in  all  kinds  of  harchvare  specialties  and 
machinery.  W.  J.  Pulling.  A.  N.  McLean  and  J.  A. 
McLean  are  provisional  directors. 

Mrs.  McGregor,  wife  of  Jas.  McGregor.  Oakville, 
Ont.,  won  four  first  prizes  with  her  white  poodle  in  the 
four  classes  in  which  it  w\is  entered,  in  the  annual  dog 
show  in  that  town  recentl.v.  The  dog.  as  well,  won  the 
silver  cup  among  all  the  dogs  entered  in  the  show. 

J.  C.  Birmingham,  one  of  the  managers  of  the  Peter- 
borough Hardware  Company,  has  taken  an  important 
position  with  the  Dickson  Bridgi'  Company.  Campbell- 
ford.  Ont..  with  whom  he  was  connected  before  going 
to  Poterboro. 

W.  D.  Cargill.  of  South  Bruce,  Ont.,  has  an  amend- 
ment to  the  Municipal  Act  which  purposes  to  add  to  the 
list  of  those  articles  which  ma.v  not  be  peddled  upon 
the  streets  the  following:  Coal  oil.  tinware,  carpet 
sweepers,  and  electrical  aj)[)liances.  The  bill  has  been 
referred  to  the  Municipal  Committee  for  consideration. 

Captain  Diin'i  ii,  who  has  been  killed  in  action  m 
France,  was  tni-  many  .vears  one  of  the  best  known 
travelers  in  Canada.  Starting  with  the  McClary  firm, 
he  covered  Ontai-io.  latiT  ])eing  moved  to  Toronto,  and 
then  to  Winnipi'g.  Fivi'  years  ago  he  went  to  England 
to  take  a  commission  in  thr  Imperial  arm.v,  and  was  otic 
of  the  first  to  go  to  the  front  wln  n  war  started. 


BUSINESS  CHANGES 


Alberta 

Denzil^ — A.  F.  Tucker,  hardware,  commenced. 

Clive — P.  E.  Allison,  hardware,  commenced. 

Red  Deei' — H.  Bradfield  and  E.  W.  Magee,  hardware 
and  tinsmiths,  opening  store. 

Red  Deer — Smith  &  Gaetz,  hardware,  furnaces  and 
tinsmiths,  sold  to  Day  Hardware  Co. 

Saskatchewan 

Estevan — Estevan  Plumbing  &  Heating  Co.  com- 
menced. 

Vanguard — Henderson  Bros.,  hardware,  closed  their 
branch  at  Aneroid  and  opening  one  at  Webb. 

Blaine  Lake — J.  B.  Clearihue,  hardware,  sold  to  H. 
Harradence. 

Pense — Hugh  McGillivray,  hardware,  opened  branch 
at  Stony  Beac'h. 

Tribune — H.  R.  Hawbaker,  hardware,  succeeded  b.y 
Hawbaker  &  Brown. 

Elfros — F.  M.  Vincent,  hardware,  succeeded  by  H. 
G.  Sigurdson. 

Wilcox — P.  H.  Tanton,  hardware,  succeeded  by  Tan- 
ton  &  Widmore. 

Nokomis — Rollins  Bros.,  hardware,  sold  to  Mason  & 
Durgan. 

Sedley — ^Chisholm  &  Wheeler,  hardware,  dissolved 
and  closed  their  T.vvan  branch. 

Manitoba 

Souris — Curry  &  Mitchell,  hardware  and  tins,  sold 
business  to  Box  Bros.,  of  Belmont. 

Winnipeg — Est.  of  Linklater  Bros.,  hardware,  sold 
stock  and  fixtures  to  C.  Tadman. 

Ontario 

Lanark — Taylor  Bros.,  Ltd.,  of  Carleton  Place,  have 
closed  branch  hardvirare  store  at  Lanark. 

Quebec 

Montreal — L.  N.  &  J.  E.  Noiseux,  hardware,  suc- 
ceeded by  L.  N.  J.  E.  Noiseux.  Reg. 

New  Brunswick 

Fredericton — Lawlor  &  Cain,  hardware,  dissolved. 
Joseph  Cain  continuing. 

Nova  Scotia 

Liverpool — E.  J.  Wright,  hardware,  sold  to  McClcarn 
Hardware  Co.,  Ltd. 


I  'roiM  I  he  fur  nort  li. — loi- Hcnlh,  ol  1 1  o  (  uclji  iun  ii..nM.iin  mil 
Fi  jink  A.  (,"liild.  lianlwarcdp.ilcr  iit  ( 'ochraiie.Ont.,  oiU  uft<"r>lnisiiics~ 
(whidi  Ihey  Kot)  6<i  niiles  from  IIiidKon  Bay. 
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HELP  THE  RETAILER,  MR.  WHOLESALER. 

A  ooiiiTnunicfition  I'lDm  the  secretary  of  the  Retail 
IMorcluints'  Association  in  Saskatchewan  respecting  the 
wholesalers'  practice  of  omitting  weights  from  their 
bills  of  lading,  was  published  in  The  Credit  Men's  Jour- 
nal.  The  secretary  writes  as  follows: 

"We  have  received  a  nuTnber  of  complaints  from  re- 
tailers throughout  the  province  that  some  wholesale 
firms  do  not  show  the  weight  of  their  shipments  on  the 
bill  of  lading. 

"For  this  reason  it  is  necessary  for  the  railway  com- 
|)aiiy  to  cither  weigh  or  guess  at  the  weight  of  a  ship- 
ment and  bill  it  out  at  their  own  weight.  There  ap- 
pears to  be  considerable  doubt  as  to  whether  these 
weights  are  always  correct,  and  some  retailers  seem  to 
feel  that  they  oftentimes  pay  for  more  than  there  ac- 
tually was,  but  as  in  the  great  ma.jority  of  cases  they 
have  no  means  of  weighing  the  shipment  themselves, 
particularly  the  larger  pieces,  they  have  to  aecept  the 
weight  as  charged  for  by  the  railway  companies." 

Tliere  are  many  such  points  as  this  that  come  up  in 
the  process  of  |)rodncing  and  distT'ibnting  goods  in 
which  a  little  more  co-operation  between  the  various 
units  of  production  and  distribution  would  effect  big 
savings  for  someone  and  would  unf|nestioiiably  make 
the  course  of  business  smoother. 

The  retailer  is  often  faced  with  the  difficulty  of  hav- 
ing to  carry  on  his  business  inefficiently  because  of  the 
comi)arative  smallness  of  it.  Where  the  wholesaler  or 
manufacturer  can  and  must  afford  a  highly  developed 
clerical  system  for  the  checking  of  goods  and  of  ac- 
counts, the  retailer  very  often  cannot  affoi'd  even  the 
equipment  to  weigh  his  goods  as  he  receives  them. 

Where  the  wholesaler  can  help  out  the  retailer  in 
such  cases,  he  should  do  so,  for  by  so  doing  he  improves 
the  temper  of  his  customer  and  the  general  efficiency 
of  the  distributing  system. 


HINTS  TO  FENCE  BUYERS. 

At  this  season  of  the  year,  the  farnxers  of  Canada  and 
the  dealers  who  "sell"  them  are  being  handed  all  sorts 
of  advertising  "dope"  by  the  manufacturers  of  vari- 
ous brands  of  wire  fencing.  Some  statements  that  are 
made  are  based  upon  facts,  some  decidedly  otherwise. 
For  example,  one  maker  will  say  that  his  fence  will  last 
tAvice  as  long  as  that  of  his  competitor;  another  will 
tell  that  his  wire  will  stand  three  dips  in  acid  solutioji 
as  against  two  by  that  of  his  competitor;  and  still  an- 
othei-  asks  one  to  believe  that  his  fence,  made  in  part  of 
No.  12  wire,  will  outlast  thai  of  any  fence  made  of  No. 
0  wii'c.  Do  such  inconsistent  statements  ai)peal  to  prac- 
tical .judgment  or  common  sense? 

The  P.anwell-TToxie  Wire  ?^ence  Co..  Hamilton,  state 
that  all  good  fence  wire  should  staiul  from  three  to  four 
one-minute  immersions  in  the  standard  acid  solution. 
Light-weight  wire  does  not  take  as  good  a  coat  of  gal- 
vanizing as  does  thft  larger-gauged  wire.  Wire  made  by 
the  open-hearth  process  is  more  durable  and  will  last 
much  longer  than  that  made  by  the  Bessemer  process. 
The  larger  amount  of  impurities  contained  in  the  Besse- 
mer wire  make  it  very  susceptible  to  rust  and  conse- 
(juently  less  durable.  There  is  a  limit  to  the  amount  of 
galvanizing  that  can  be  successfully  applied  to  fence 
wir(\  Tf  too  heavily  coated,  the  wire  cannot  be  spliced 
oi-  woven  into  fencing  without  jieeliug  or  flaking  of  the 
galvanizing,  leaving  the  wir»>  bare,  or  exposed  to  rust. 
Good  fence  wire  mUvSt  also  be  uniform  in  temper,  hard, 
yet  tough  and  elastic.  • 


Ft  is  ini()ortant  that  orders  be  placed  with  a  reliable 
dealer  who  handles  a  reliable  brand  of  fencing,  made 
in  Canada,  by  a  manufacturer  of  unquestioned  reputa- 
tion, and  one  who  is  willing  to  stand  back  of  it  with  a 
full  guarantee. 


HARDWARE  SPRING  OPENING 

The  annual  spring  opening  and  demonstrations  at  the 
Ingram  &  Davey  hardware  store,  at  St.  Thomas.  Ont.. 
on  March  29,  attracted  large  crowds.  Nine  representa- 
tives of  manufacturers  demonstrated  the  merits  of  their 
particular  lines  of  goods.  The  Ladies'  Ouild  of  Trinity 
Church  served  tea  and  held  a  food  sale  for  the  benefit 
of  the  soldiers  at  the  front  and  were  well  patronized. 
En.ioyrneiit  was  added  to  tlie  day  by  the  music  rendered 
by  Taylor's  four-piece  orchestra. 


NEW  "GARLAND"  REPRESENTATIVE  IN  EAST 

Allan  Tilley  has  been  appointed  Ea.stern  representa- 
tive for  Bowes.  Jamieson,  Ltd..  Hamilton,  handling  the 
territory  from  Kingston  east  through  Quebec  and  the 
provinces.  Mr.  Tilley  was  formerly  with  Hanson  & 
Tilley,  of  Montreal,  and  owing  to  his  long  connection 
with  the  stove  trade  in  that  district,  over  twenty  years, 
his  friends  will,  no  doubt,  be  glad  to  renew  their  ae- 
quaintance  with  him.  The  line  which  ^fr.  Tilley  is 
selling  comprises  a  complete  range  of  coal.  wood,  gas 
and  oil  ranges  and  cook  stoves,  hot  plates,  ovens  and 
furnaces,  and  as  the  Garland  line  has  been  well  known 
throughout  Canada  for  the  past  third  of  a  century, 
this,  coupled  with  the  strong  connection  Mr.  Tilley 
had,  assures  his  immediate  success. 


A  CALL  TO  BUYERS  OF  SPRING  HARDWARE 

I'ndei'  the  title,  "A  Message  from  Weiehers."  M. 
Weichel  &  Son,  Elmira  and  Waterloo.  Ont..  have  got- 
ten out  a  40-page  catalogue,  giving  suggestions  and 
hints  to  bu.vers  of  spring  hardware.  As  the  firm  in 
their  introductory  note  say:  "Tn  submitting  this  little 
booklet  to  you,  we  are  confident  you  will  find  it  ^ 
handy  reference  guide  to  make  your  spring  purchases 
of  hardware.  Tf  you  intend  to  build  a  house  or  barn, 
renew  your  fences,  do  auy  painting,  or  if  you  are  in 
need  of  farm  or  garden  tools,  you  will  find  it  to  your 
advantage  to  study  the  goods  and  prices  contained 
herein.  Tf  you  buy  an  ai-ticle  here  and  find  it  in  any 
way  unsatisfactory  bring  it  back  and  get  your  money. 
We  don't  want  your  money  unless  you  are  satisfied 
and  you  have  your  money's  worth.  This  is  not  senti- 
ment, it's  business.    Tt  pays  us  to  treat  you  right." 

Between  the  covers  ar«'  a  great  variety  of  articles 
tliat  will  be  wanted  about  the  home  and  the  farm  in 
spring  time,  and  Weichel  &  Son  are  to  be  commended 
for  the  hel|)ful  suggestions  and  illustrations  of  sprin? 
I'.ardware  articles.    ^Tay  it  bi-ing  them  much  business. 


W.  A.  Temple^ton's  hardware  store  at  Winnipeg  was 
(!Mmag(>d  by  fire  recently. 

C.  A.  lladdrell's  hardware  store  at  Spy  Hill,  Sask. 
was  burned  recently. 

J.  J.  Corbett,  who  for  the  past  four  or  five  years  has 
handled  the  credit  end  of  the  business  of  the  Miller- 
IMorse  Hardware  Company.  Winnipeg,  has  accepted  a 
position  with  Foote,  Schultze  &  Company,  of  St.  Paul. 
J.  C.  Craig,  who  has  been  associated  with  ^fr.  Corbett, 
takes  charge  of  the  credit  end  of  the  Miller-Morse 
business. 


April,  1915 


CANADIAN  HARDWARE  JOURNAL 


77 


SALESPEOPLE 


Your  Work  is  A  Game 

How  to  play  to  succeed. 

YOU  wish  to  rise  in  your  business.    You   have  a 
great  advantage  if  you  have  made  an  early  start. 
The  race  is  to  the  swift  and  the  battle  to  the 
strong.    Most  of  the  men  who  have  been  great 
successes  have  gone  to  work  young  and  have  made 
their  early  years  tell. 

In  every  store  one  clerk  "knows."  Everyone  turns 
to  him  for  information.  The  clei-k  who  "knows"  is  in 
line  with  "Opportunity."  The  day  is  sure  to  come 
when  he  is  ealled  to  .take  a  higher  job.  Some  clerks 
know  a  lot.  but  they  know  the  wrong  things.  They 
know  things  that  don't  help  in  business,  or  they  know 
things  that  help,  only  they  don't  know  them  thor- 
oughly.   Study  things  that  matter  to  the  very  bottom. 

Be  Observant  and  Curious. 

Cultivate  the  habit  of  ob.servation.  Be  curious.  There 
is  a  lesson  in  everything.  Wisdom  crieth  in  the  streets. 
Listen  to  her.  Seek  the  reason  of  things — think  it  out. 
The  clerk  who  has  eyes  in  his  head  is  on  the  job.  His 
mind  is  Johnny-on-the-spot.  His  mind  is  not  some- 
where else,  wool-gathering. 

Learn  something  about  your  business  every  day. 
Don't  say  to  yourself:  "Oh,  I  will  learn — it  will  come 
to  me."  That's  drifting.  Say  to  yourself  every  morn- 
ing: "T  will  learn.  T  will  learn  every  day."  At  night 
ask  yourself:  "What  have  T  learned  to-day?  What  do 
T  know  T  did  not  know  yesterday  ?" 

Begin  the  Day  Well. 

Opportunity  usually  comes  to  a  young  clerk  through 
some  older  man.  Therefore  you  must  attract  atten- 
tion. You  must  gain  a  reputation  for  punctuality  by 
being  punctual — in  the  morning — at  the  lunch  hour. 
You  must  gain  a  reputation  for  industry  by  being  in- 
dustrious. A  good  day's  work  starts  the  night  before 
with  a  good  night's  sleep.  That's  what  tango  dancers 
don't  remember. 

Appearances  Count. 

Be  of  good  appearance.  We  take  people  at  their  face 
value.  Therefore  shave  every  day.  Shine  your  shoes 
every  day.  The  man  who  is  careless  in  his  dress  may 
be  a  careful  bookkeeper,  but  the  world  won't  believe  it. 
Only  millionaires  can  afford  to  go  shabby. 

('ultivate  a  pleasant  manner.  Everybody  likes  a  so- 
ciable person.  Man  is  a  gregarious  animal.  Don't  look 
glumly  at  the  boss  as  if  he  were  to  blame  for  the  small 
salary  you  are  earning.  A  man  who  is  rich  to-day  at- 
tracted his  (■Mi[)loyer 's  notice  by  a  witty  answer.  He 
was  lying  full  length  on  a  case  of  screws  waiting  for 
the  elevator  to  return  to  the  cellar.  Suddenly  the  boss 
stood  over  him  and  remarked:  "You  look  very  inde- 
pendent.'" The  clerk,  without  moving,  answered: 
"Any  man  can  be  independent  on  ten  dollars  a  week." 

Make  a  Game  of  Your  Work. 

Make  a  game  of  your  work  and  it  will  be  ea.sy.  Tf 
you  had  to  walk  five  miles  up  and  down  hill  you  might 
call  it  tiresome  work.  P.ut  if  you  |)lay  golf  you  forget 
all  about  the  walking;  you  are  interested  in  the  game. 
Yon  don't         tiri'd.    Ymi  ari'  sorry  whrn  ttie  game  is 


over.  Every  sale  made  or  lost  is  a  game.  Every  day 
in  business  is  a  game.  '  It  is  the  most  interesting  of 
all  games.  If  your  work  is  not  a  game  to  you,  you 
will  never  succeed. 

If  you  want  to  be  a  success  you  must  compete  with 
yourself.  You  must  lay  out  your  day's  work  and  see 
if  you  can  do  it.  You  must  measure  its  quality.  You 
must  be  your  own  taskmaster.  Lay  spurs  on  yourself. 
Plan  your  work — then  work  your  plan.  Cut  down 
time-eaters  and  interrupters.  We  all  catch  trains,  be- 
cause we  know  they  won't  wait.  No.  1  would  never 
reach  Vancouver  on  time  if  the  time-eaters  had  their 
way.  -They  would  "talk  things  over"  at  every  sta- 
tion. 

Don't  Be  Too  Big  for  Your  Job. 

In  a  certain  firm  the  partners  quarrelled  where 
their  desks  should  be.  One  partner  took  a  desk  near 
the  back  door.  The  world  will  make  a  path  to  the  desk 
of  the  strong  man,  even  if  it  be  in  a  back  lane.  A  cor- 
poration (luarrelled  about  the  rank  of  officers.  One 
man  took  no  title.  He  was  simply  a  "director."  When 
the  financial'  storm  came  this  simple  "director"  took 
the  helm.  All  this  means  not  to  ((nibble  and  squawk 
about  place  and  office,  but  make  it  your  ambition  to 
be  the  main  works  in  your  little  boiler  factory.  The 
man  should  give  dignity  to  the  position,  not  the  posi- 
tion to  the  man.  Last,  but  not  least,  devote  your 
thoughts  to  the  success  of  the  business. 


ARE  YOU  MAKING  A  GOOD  IMPRESSION? 

By  a  Traveller 

Clerks,  as  a  rule,  arc  not  aware  that  they  are  always 
advertising  themselves.  Not  only  their  customers,  but 
the  travellers  very  quickly  notice  anything  in  their 
manners  or  service  which  is  in  advance  of  the  ordinary 
man  behind  the  counter,  and  this  may  lead,  and  often 
does  lead,  to  very  good  positions.  Every  clerk  who 
wishes  to  rise  must  make  progress  every  day  in  his 
occupation.  A  good  many  clerks  look  sleepy  and  are 
longing  to  get  at  something  better,  but  no  traveller 
would  recommend  a  young  man  for  a  responsible  posi- 
tion unless  he  is  qualified  to  fill  it.  A  good  delivery 
boy  has  a  better  chance  to  secure  advancement  than 
a  poor  clerk.  Tf  you  are  working  in  a  store,  you  must 
measure  up  to  a  certain  standard  before  you  can  expect 
anything  better,  and  this  you  can  only  reach  by  taking 
means  to  acquire  the  knowledge  necessary  to  give  your 
employer  the  best  service.  Some  clerks  often  try  to 
look  smart  when  they  tell  you,  rather  boastfully,  that 
they  take  no  time  to  read  trade  papers,  but  these  are 
not  the  men  who  get  the  good  positions,  but  they  are 
advertising  themselves  all  the  same. 


LEARN  AND  EARN 

EDUC.XTIOX  cannot  give  you  a  iiiiud  any  more 
than  agriculture  makes  soil.  But  education  can 
make  that  mind  of  yours  yield  a  crop.  When 
considering  a  vocation,  a  man  should  say  to  himself, 
"What  can  I  earn?"  and  then  put  the  letter  "1"  be- 
fore earn  and  ask  "AVTiat  can  I  learn?" 

The  trouble  with  too  many  peojile  in  this  old  worlds 
of  ours  is  that  they  believe  they  have  gotten  beyond 
the  stage  where  they  can  loarn  anything.  The  aver- 
age man  of  to-day  is  more  interested  in  the  word  of  four 
letters  than  he  is  in  the  word  of  five  letters,  which  is 
the  reason  there  are  more  failures  than  successes. 

Failure  is  often  due  to  the  fact  that  we  do  not  have 
a  comprehensive  and  intelligent  understanding  of 
just  what  is  required  of  us  in  the  work  we  have  at 
hand.  — The  Business  Philosopher. 
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When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  Simonds  Canada  Saw  Co.,  Montreal,  have 
brought  out  a  lance  tooth,  sway  back  one-man  saw, 
such  as  shown  in  the  illustration.  This  Simonds  No. 
287  saw  should  be  an  especially  popular  seller  among 
hardware  dealers  located  in  all  sections  where  there 
is  light  timber  to  be  cut.  Timber  which  does  not  require 
more  than  one  man  cutting  can  be  handled  more 
<iuickly  and  with  less  effort  when  a  man  has  a  saw  of 
this  kind  in  his  hands,  than  with  practically  any  other 


holding  screw  with  grips  on  outside  to  hold  in  wood, 
cement,  stone  or  glass.  These  screw-holes  are  driven  in 
easily,  no  extra  tools  being  necf^ssary;  they  are  durable, 
and  make  a  neat  hole.  These  Hf;rew-holes  entirely  elim- 
inate the  plugging  with  wood  of  used  holes  by  the  in- 
sertion of  one  of  these  little  articles,  making  the  hole 
ready  for  use  again.  They  are  adaptable  to  a  great 
many  uses  and  make  a  neat  hole  or  plug  whether  used 
or  not. 

Peck,  Stow  &  Wilcox  Co.,  Southington,  Conn.,  and 
Cleveland,  Ohio,  recently  added  to  their  line  a  hand- 
some and  substantial  wrought  pull  for  screen  and  other 
light  doors,  sash  and  cabinets.  This  "Utility  Pull,"  aa 
it  is  called,  is  designed  to  help  out  the  dealer's  screen 
door  business  by  enabling  him  to  put  a  more  attractive- 
ly fitted  door  or.i  the  market  at  a  better  price.   The  pall 


kind  of  a  saw  operated  by  on(!  man  only.  These  saws 
are  w^arranted  by  the  makers,  and  owing  to  the  fact 
that  the  company  makes  its  own  steel  their  cross-cut 
saws  ;ii-c  unusually  successful. 

The  Thos.  Davidson  Mfg.  Co.,  Montreal,  are  bringing 
forward  tli.'ii-  line  of  Frost  River  ail  steel  refrigerators, 
which  are  said  to  have  double  the  life  and  double  the 
efficiency  of  other  refrigerators.  The  other  claims 
made  for  these  galvanized  sheet  steel  refrigerators  are 
their  convenience  and  sanitary  features;  they  will  not 
shrink  or  fall  ai)art;  they  are  odorless:  use  less  ice,  and 
are  exceptionally  cold.  These  refrigerators  are  made 
in  (Uuiada.  The  food  chamber  has  snowy  white  hard- 
baked  smooth  enamel  walls,  with  rustless  tinned  win- 
shelves.  The  drip  pipe  is  carried  outside  the  body  and 
not  through  the  food  chamber.  The  "Frost  River"  is 
made  in  three  sizes. 

The  Stine  Screw  Holes  Co.,  Decatur,  111.,  have  just 
brought  out  a  new  idea  in  the  nature  of  a  brass  screw- 
hole  for  holding  screws  firmly  in  places  where  they 
have  been  used  before  and  in  many  places  where  it 
has  b  ecu  impossible  heretofore  to  use  them  at  all.  The 
sercw-liole  is  a  small  brass  plug  threaded  inside  for 


is  siiiiplc.  hut  attractive  in  design,  full  sized  for  au  easy 
grasp,  and  is  unusually  well  made,  the  result  of  especi- 
ally good  die  work.  It  can  be  furnished  in  either 
wi'ought  steel,  wrought  bronze  or  wrought  brass,  with 
any  of  the  ten  finishes  most  popular  with  the  trade.  The 
company  announce  that  this  new  pull  has  already  prov- 
ed itself  a  seller  and  expects  to  have  a  big  production 
on  it. 

The  Schultz  Bros.  Co.,  Ltd.,  of  Brantford,  Ont.,  have 
brought  out  two  new  articles,  one  is  an  exceptionally 
sti-ong  wheelbarroAV,  especially  designed  for  con- 
traetois  and  heavy  hauling.  When  loaded  and  raised 
I'or  pushing,  the  load  is  well  over  the  wheel,  requiring 
little  effort  in  lifting,  so  that  almost  the  entire  exertion 
can  be  made  for  pushing.  The  legs  are  braced  and  sup- 
ported and  will  not  come  loose  from  usage.  The  box 
and  frame  is  all  liardwood.  while  the  wheels,  shoes  and 
braces  are  wrought  iron. 

The  other  article  is  a  washer  that  has  a  double  action, 
giving  the  clothes  a  pressure  and  suction  treatment,  but 
so  gentle  that  there  is  no  wear  and  tear  on  the  clothes. 
Tlie  machine  is  easy  to  operate  and  \y\\\  soon  dispose 
of  a  fair-sized  washing.   One  of  the  washboards  is  made 


I>ouble-ac(ioii  washer  and  heavy  hauling  wheelbarrow  .  made  Viy 
Schultz  Bros.  Co..  Ltd..  Brantford.  Onl. 
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adjustable  so  that  a  small  ((iiantity  can  be  washed  as 
perfectly  as  a  whole  batch. 

Tarbox  Bros.,  Toronto,  have  put  on 
tilt'  inai-ket  this  spring  a  new  inop  for 
large  users  who  want  a  mop  that  gives 
a  big  sweep.  This  is  named  the  ' '  Ohio ' ' 
mop.  and  is  made  of  Eureka  yarn,  a 
Canadian  product,  100,000  pounds  of 
which  has  been  purchased  to  make  up 
into  mops  this  year.  This  "Ohio"  style 
mop  is  so  constructed  that  marriiig  of 
the  base  of  walls,  desks,  or  other  furni- 
ture or  floor,  is  eliminated.  All  the 
metal  fixtiires  are  completely  covered 
by  fabric  far  back  of  the  working  faces, 
ll  is  especially  suitable  for  janitors. 
The  handles  are  liberal  in  size.  The 
heads  are  17  inches  long  and  weigh  16, 
20  and  24  ounces. 

Metal  Specialties  Mfg.  Co.,  Chicago, 
111.,  have  ill  their  "'Presto"  electric 
band  lamp,  with  reflector,  one  of  the 
hitest  electrical  devices.  The  reflector 
is  mounted  on  a  pivot,  so  that  the  light 
can  be  turned  in  any  direction.  This  is 
mountt'd  or  attached  to  the  top  of  any 
(irdinary  dry  cell  and  operates  on  the 
current  from  the  cell.  It  is  one  of  the 
most  simple  and  clever  devices  of  the 
sort  yet  produced,  and  .should  prove  a 
<rreat  convenience  to  the  autoist,  house- 
wife, physician,  farmer,  pluniber.  in- 
spector, in  store  or  factory,  barn  or  gar- 
age, cellar  or  attic. 

Tt  is  safe  to  use  around  gas,  gasoline, 
oil  or  hay,  for  it  cannot  ignite  anything 
inflammable.  Tt  is  clean,  has  no  smell, 
heat  or  smoke.  Tt  is  fitted  with  a  pow- 
erful bullseye  lens  and  tungsten  bulb, 
inoniited  on  a  bracket.  Tavo  holes  are 
pnivided  in  the  bracket  so  that  it  can 
br  attached  either  to  the  type  of  cell 
having  a  projecting  carbon  or  with  a 
fliisli  cap  over  the  carbon.  A  switch  is 
Idea  fed  at  the  point  where  the  connect- 
ing wires  attach  to  the  bullseye  re- 
flector. The  Canadian  distributors  are: 
AV.  T5.  ^^TorroAv.  Toi'OTito,  distributor  for 
nnlario:  11.  AVbeeler.  Montreal,  distri- 
butor foi-  Quebec;  Henderson  &  Richardson,  Montreal, 
distributors  for  ^Tai'itime  Provinces;  TT.  S.  ATusset, 
Winnipeg,  distributor  lor  .M;i  n  i  I  olia  :  Pirnest  &  Alartin 


P.ernet.  \'aneoiiver.  distributors  for  T-5ritisli  Columbia. 

The  .Mi  tiil  Spicialties  Mfg.  Co..  Chicago,  have  also 
added  to  their  line  a  "Presto"  electric  bicycle  lamp, 
operated  from  an  ordinary  No.  (i  dry  battery,  which 
can  be  attached  to  the  handlebar  of  any  machine.  Tt  is 
furnished  complete  with  siifTicii'iit  wire  to  i-ea(di  from 


the  bicycle  lamp  to  the  battery,  Avhich  is  placed  in  a 
metal  container  equipped  with  clamps  to  attach  to  the 
bicycle  frame.  The  reflector  on  the  same  is  adjustable, 
so  that  the  ray  of  light  can  be  thrown  on  the  ground 
directly  in  front  of  bicycle  at  any  desired  angle.  It  is 
always  ready  to  light  and  is  absolutely  safe.  It  elimin- 
ates danger  of  the  rider  being  burned  in  case  of  a  fall. 
Tt  is  clean,  and  has  no  smell,  heat  or  smoke. 

The  Hamilton 
Stove  &  Heater 
Co.,  Ltd.,  Hamil- 
ton, have  this  sea- 
son put  on  the 
market  a  "Sou- 
venir" garbage 
incinerator  for  use 
in  any  kitchen.  Tt 
is  an  advance  over 
the  garbage  pail. 
Gas  is  the  fuel 
used.  The  incin- 
erator is  an  odor- 
less garbage  re- 
ceptacle until 
there  is  .sufficient 
accumulation  to 
necessitate  start- 
ing the  burners. 
Wet  garbage  does 
not  injure  the 
Souvenir.  The  in- 
tense heat  gener- 
ated dries  and 
consumes  all  gar- 
bage, leaving  no- 
thing but  a  hand- 
ful of  sterilized 
ash.  It  is  econom- 
ical in  consump- 
tion of  gas,  and  ita 
cost  of  ui;-keep  is  negligible.  There  is  no  expensive 
plumbing  connected  with  the  installation  of  the  Sou- 
venir. Tt  is  simply  connected  with  the  chimney  flue 
and  gas  main  that  serve  the  gas  range.  It  is  sanitary, 
safe  and  etficient.  The  Souvenir  garbage  incinerator 
will  soon,  say  the  makers,  be  considered  as  necessary 
to  the  eipiipment  of  the  modern  home  as  the.  furnace  or 
tile  refrigerator. 

The  Billings  &  Spencer  Co.,  Hartford,  Conn.,  have  re- 
cently placed  ui)On  the  market  the  new  B.  &  S.  adjust- 
able angle  wrench, and  the  P>.  &  S.  adjustable  alligator 
wi-ench.  The  angle  Avrench  folloAvs  the  lines  of  the 
company's  regular  automobile  wrench.  The  ja^vs.  hoAv- 
ever,  are  placed  at  an  angle  of  about  25  degrees,  insur- 
ing convenience  to  the  user  in  reaching  nuts  located  in 
nan-OAV  spaces,  etc.  The  thin  jaAvs  and  knurl  are  of  am- 
ple size,  adding  to  tb..  utility  of  the  tool.  This  wrench 
is  drop-forged  thi-ougbout.  and  it  is  made  of  open 
hearth  steel.  Tt  is  manufactured  in  sizes  of  6.  8  and  10 
inches,  and  in  semi-finislu'd.  full  finished  and  nickel- 
plated  styles. 

The  P.  &  S.  adjustable  alligator  wrench  is  also  a 
modificatiiMi  of  the  com|>any's  automobile  Avreiich.  The 
bar.  with  the  serrated  jaw  placed  at  an  angle,  is  drop- 
forged  from  tool  steel,  insuring  gi'cat  dui'ability.  The 
sliding  jaw  is  also  a  droi)-forgiiig  and  it  carries  a  knurl 
of  ample  si/e.  This  wn  indi  is  stated  to  be  both  strong 
;ind  convenient.  It  is  made  in  the  same  sizes  and  fin- 
islies  as  the  company's  angle  wrench. 
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The  Fernald  Mfg.  Co.,  Inc.,  North  East,  Pa.,  hav^: 
.iust  put  on  tlif  market  a  uew  screen  door  spring  hinge, 
No.  90.  Whenever  a  screen  door  is  opened  this  liinge  is 
right  on  the  .job  to  close  it.  It's  another  one  of  the 
Fernald  family  of  summer  conveniences — with  their 
well-known  high  standard  in  ([uality  of  materials  and 


workmanship.  This  hinge  is  of  the  non-holdback  type, 
which  keeps  the  door  constantly  under  tension,  even 
when  it  is  opened  flat  again.st  the  wall.  Stamped  steel 
is  used  throughout  tliis  hinge.  The  coil. spring  is  en- 
closed in  a  steel  barrel.  The  finish  is  baked  Japan.  They 
are  packed  six  pairs  to  a  box. 

Another  new  ai'tielc  under  the  Fernald  diamond 
brand  is  a  wrought  metal  elbow  catch.  The  lever  of 
this  catch  is  operated  by  a  coil  spring  of  brass  wire. 
Only  one  screw  is  needed  to  strike  for  it  is  stayed  in 
place  by  a  stamped  prong.  They  ai'e  packed  three 
dozen  to  a  box  without  screws.  No.  7  elbow  catch  is 
of  wrought  steel  with  brass  finish;  No.  7B  elbow  catch 
is  solid  bra^s. 

The  Pike  Mfg.  Co.,  Pike,  N.H.,  have  jmt  out  this 
spring  an  assoi't  niciit  of  oilstones,  designed  especially 


for  the  small  trade.  This  assortment  is  known  as  the 
Pike  Ideal  Assortment,  and.  as  the  illustration  show.s, 
is  put  up  in  ail  atti-aetivc  form.    The  ease  makes  an 


ideal  counter  display,  showing,  as  it  does,  a  variety  of 
Pipe  oilsitones  for  various  purposes  in  compact  and 
neat  form.  The  stones  are  of  the  same  uniform  quality 
of  all  the  Pike  stones,  and  the  assortment  should  prove 
attractive  to  those  dealers  for  whom  if  is  speeially 
intended. 

Henderson  &  Richardson,  Montreal,  have  brought 
out  this  spring  a  new  special  model  "O"  of  their 
"Epoc-Vae"  (vacuum  cleaner).  It  is  a  beautifully 
iiiodelfd  machine,  finished  in  fine  mahogany,  with  heavy 
nickeled  parts  and  coated  with  three-ply  veneer.  It  has 
three  bellows,  two  pan  openers,  an  air-tight  nozzle 
front,  the  nozzle  being  12  inches  wide.  The  "Epoc- 
Vac"  also  has  a  large  removable  and  ad.iustable  brush 
of  the  best  quality.  The  machine  is  a  special  cleaner 
offered  at  a  special  priee.  the  workmanship  being  first 
class  in  every  (Iftail. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton,  Ont.,  are  this  sea- 
son inti"oducing  a  "Wrieo''  anti-rust  extension  brood 
coop,  which  is  well  ventilated,  warm  and  weather7)roof. 
The  number  of  chicks  .saved  from  a  single  brood  will 
soon  more  than  pay  the  initial  cost  of  the  coop.  In  bad 
weather  or  during  cold  nights  the  coop  can  be  close<l, 
thus  offering  a  snug,  warm  harbor  for  the  hen  and  her 
family.  The  eoop  is  made  of  heavy  galvanized  iron, 
has  a  removable  bottom,  and  is  so  constnicted  that  the 
chicks  are  niade  iinmune  against  the  ills  of  their  young 


lives,  and  also  keeps  them  safe  from  all  kinds  of 
rodents.  When  closed  the  coop  is  24  inches  long  by  20 
inches  wide,  and  extended  reaches  46  inches. 

■  The  Watrous-Acme  Mfg.  Company,  Des  Moines, 
Iowa,  have  added  to  their  large  line  of  screen  hardware 
two  new  hangers  for  screens.  No.  18  is  a  flat  hanger, 
intended  to  be  used  where  the  screen  and  rabbet  are  of 
the  same  thickness.  The  part  which  goes  on  the  rab- 
bet is  attached  with  nails.  Serews  are  pro\nded  for 
the  part  going  on  the  screen  fi*ame.  The  hanger  is  of 
great  simplicity  and  it  is  very  easily  set  in  place.  It  is 
also  strong  enough  for  bearing  five  or  six  times  the 
weight  which  is  put  upon  it. 

In  eases  where  the  screen  frame  is  lighter  than  the 
rabbet,  the  No.  119  hanger  is  used,  this  model  being  the 
same  as  the  No.  118,  except  that  the  part  for  attaching 
the  screen  frame  is  offset  ^4  inch.  Both  styles  of 
hangers  are  packed  one  dozen  sets  in  a  carton,  com- 
plete with  screws  and  nails,  and  they  are  furnished  iu 
I'ither  black  jajianned  or  hot  galvanized  finish 

The  Wm.  Cane  &  Sons  Co.,  Ltd.,  Newmarket,  Ont., 

are  pushing  through  the  hardware  trade  the  only 
"made-in-Canada "  ice  cream  freezer,  in  their  "Peer- 
less." It  is  a  first-clas«  freezer,  being  fast,  economical, 
simi)le.  and  easily  turned.  The  "Peerless"  is  sold  on 
a  full  guarantee  basis,  and  has  provtMl  satisfactory'  in 
performance  and  ipiality  of  material  and  labor  for  a 
year  without  a  complaint  from  any  source  or  any  cause. 
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The  Sherwin-Williams  Co.,  Montreal,  have  issued  a 
Drat  new  wall  calendar.  Starting  with  March  it  con- 
tiiiut's  round  to  Fobi-uary,  1916.  This  year's  calendai-  is 
used  to  advertise  the  S-W  Old  Dutch  process  white 
lead,  and  to  bring  prominently  forward  the  guarantee 
w  liieh  ai)i)ears  on  every  O.D.P.  white  lead  container — 
•  Tliis  package  warranted  to  contain  nothing  but  pure 
\\hitt>  lead  ground  in  strictly  pure  linseed  oil.  and  Wf 
|iay  one  ounce  of  gold  for  every  ounce  of  adul i  ci  a  I  ion 
ii  may  ln'  t'oiiiid  to  contain." 

The  One  Minute 
Mfg.  Co.,  Toronto, 

are     this  spring 
bringing  out  a  new 
ami  improved 
'•Maple  Leaf 
AVasher."  It  is  all 
that    can    be  de- 
sired in    a  hand- 
power  washing 
machine,  the  most 
modern  jnethod  in 
machine  construc- 
tion  having  been 
adopted  and  incor- 
porated.   The  tub 
is  made  of  selected 
liouisiana  cypress; 
the  dolly  or  agita- 
tor is  turned  from 
soft  elm,  and  ad- 
justs itself  up  or 
down  according  to 
the  amount  of  clothes  in  the  machine.    The  mechanism 
is  somewhat  similar  to  the  One  Minute  machine,  which 
is  known  fi-om  ocean  to  ocean,  with  this  important  dif- 
ference and  decided  improvement — the  gearing  is  en- 
closed in  ;i  gear  case  and  is  imbedded  in  hard  oil, 
iiKUinted  on  ball  bearings,  eliminating  all  noise.  The 
company  ai-e  giving  the    exclusive    agency    for  the 
■'Maple  Leaf  to  one  dealer  only  in  every  town,  the 
first  dealer  applying  being  given  the  preference.  The 
niacliine  is  guaranteed  to  give  satisfaction  or  money  is 
ri'fnnded.    This  speaks  well  for  the  washer. 


KILLED  IN  ACTION 

Privat(>  Joscj)h  Tln-ohald.  Toronto,  has  been  rcpoi'ted 
killed  in  action  in  France,  lie  had  been  employed  for 
the  last  four  years  at  the  Toronto  Hardware  L'o. 


MARITIME  HARDWAREMAN  HONORED 

F.  \V.  Surnnrr.  of  the  Sumner  Co..  hardware  dealers. 
Moiicton.  X.P>..  has  been  appointed  Agent  General  for 
Xcw  Rrunswick.  and  has  gone  to  London,  Eng..  to  fill 
that  post,  Tlr  has  accepted  the  office  and  offei-ed  his 
.Services  to  hi.s  province,  refusing  to  take  remuneration 
for  what  must  l)e  valuable  work.  The  I\Toncton  Board 
ot  Trade  tendered  n  I'omplinn'Utary  l)an(|uet  to  him  be- 
tor  leaving  for  FiUgland. 


Manufacturers*  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


A  window  stunt  put  on  by  an  American  hardAvare 
dealer,  recently,  consisted  of  a  display  of  Big  Ren  alarm 
clocks,  all  of  them  running  with  alarms  set.  At  inter- 
vals the  alarm  of  one  or  other  of  these  clocks  went  off, 
which  always  drew  a  crowd  to  see  the  display. 


The  Sarnia  Metal  Products  Co.,  Ltd.,  Samia^  Out., 

liave  I'ccently  i)ublished  two  new  booklets  devoted  to 
their  manufactured  lines.  One  of  th.ese  describes  and 
illustrates  their  high  grade  galvanized  sheet  metal 
building  material.  Sarnia  sheet  products  are  made 
from  "keystone"  copper  bearing  sheets,  which  engi- 
neers recognize  as  among  the  highest  grade  of  galvan- 
ized sheets  in  the  world.  These  sheets  are  used  for  roof- 
ing and  covering  purposes  generally,  and  the  plant  at 
Sarnia,  one  of  the  most  modern  in  the  country,  is  in  a 
po.sition  to  give  prompt  service.  Besides  metal  roofing 
material  this  company  make  eavestrough,  metal  cul- 
verts, and,  in  fact,  all  manufactured  sheet  metal  pro- 
ducts, and  have  .special  booklets  issued  on  every  one  of 
their  manufactured  lines. 

The  other  booklet  desci'ibes  the  Saniia  galvanized 
steel  tanks  for  the  farm.  Among  these  articles  are 
stock  watering  and  small  storage  tanks — wholly  round, 
round  end,  and  'S(|uare;  round  bottom  watering  and  hog 
troughs,  wagon  tanks,  sheep  dipping  tanks,  storage 
tanks,  and  covers  for  all  kinds  of  steel  tanks. 

C.  S.  Norcross  &  Sons,  Bushnell,  111.,  have  just  pub- 
lished their  1915  catalogue  descriptive  of  Norcross  gar- 
den cultivator  hoes  and  weeders.  The  5-prong  hoe  is 
the  product  of  years  of  experience  in  the  exclusive 
manufacture  of  this  special  type  of  garden  implement, 
and  is  a  recognized  standard  in  the  hardware  trade. 
The  fingers  work  around  the  delicate  plants  without  in- 
juring them,  stirring  the  soil  to  any  depth  and  leaving 
it  level  and  loose.  The  middle  prong  may  be  removed 
so  that  the  hoe  may  straddle  the  plants  when  working 
rows. 

The  -'^-prong  hoe  is  a  modification  of  the  larger  one, 
being  smaller  in  size.  Aveight  and  price.  The  prongs  are 
detachable,  and  the  quality  and  finish  are  the  same  as 
in  the  5-prong  tool.  It  is  the  thing  for  small  home  gar- 
dens and  for  women  who  delight  in  gardening  and  who 
prefer  a  light  tool.  The  Midget  "Weeder  is  constructed 
like  the  other  two  hoes,  but  is  much  smaller  in  weight 
and  size,  being  chiefly  designed  for  gardens. 

The  Norcross  tools  have  detachable  sockets,  by  means 
nected  with  a  wheel  plow. 

Wiley  &  Russell  Mfg,  Co.,  Greenfield,  Mass.,  have 
gotten  out  a  new  catalogue  descriptive  of  their  goods 
embraced  in  the  Oreenfield  Tap  &  Die  Corporation 
lines.  The  catalog  is  No.  36.  The  AViley  &  Russell  taps, 
dies  and  screw  plates  are  known  to  the  hard^vare  trade 
thi-ough  their  trade  marks — "Lightning"  and  "Green 
River,"  which  are  guarantees  of  their  worth.  These 
goods  are  much  used  by  automobile  garages  and  bicycle 
repairers,  machinists,  and  model  makers.  The  taps 
come  in  nearly  five  thousand  sizes  and  styles:  so  do  the 
dies;  and  there  are  Tiearly  eight  hundred  sizes  and 
styles  of  i-eamers  ijiadi'  liy  Wiley  &  Russell  described 
in  the  new  catalogiu'. 

TO  SHAVE  SOLDIERS  AND  SAILORS. 

According  to  a  statement  made  in  the  House  of  Com- 
mons at  Ottawa  the  other  day.  since  the  war  broke  out 
the  Canadian  Government  has  purchased  for  the  army 
C)'2.'-\(^'-\  razors,  at  a  co.st  of  -+4.85  to  $9  |ier  dozen,  and  for 
tile  luivy  "jO  razors  at  $5.84  per  dozen. 
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Market  Situation 


Hardware  Markets.  Since  the  beginning  of  March 
there  seems  to  be  a  revival  of 
trade,  so  far  as  the  hardware  field  is  concerned.  There 
is  no  big  resumption  of  buying,  but  the  feeling  is  decid- 
edly better  than  it  has  been  for  six  or  seven  months. 
As  the  mouth  developed  the  improvement  became  more 
marked  and  the  higher  tone  is  still  maintained  with  the 
outlook  very  bright. 

Collections  have  been  better  also,  and  as  stocks  are 
low,  if  confidence  coidd  ]>ut  Ix-  instilled,  the  'hardware 
trade  would  this  spring  see  a  larger  volume  of  business 
l)assing  than  was  the  case  a  year  ago.  The  "[)aint-up, 
clean-up"  cami)aigii  iii;iy  or  may  not  be  responsible 
for  the  large  movenieiit  in  paint  lines — it  certainly  is 
good,  if  manufacturers'  reports  are  to  be  relied  on, 
and  the  various  stunts  that  have  been  put  on  by  the 
larger  dealers  have  brought  to  thein  added  business. 

A  great  many  price  changes  have  come  into  force 
since  a  month  ago.  All  of  thciu  are  practically  ad- 
vances and  all  of  them.  too.  due  to  the  added  war  tax. 
«    *    *  * 

Metal  Markets.  The  st iffeiiinu;-  u|)  of  most  of  the 

metals  has  iiii|)i'oved  the  situa- 
tion, if  it  has  not  induced  extra  buying,  though  the  war 
has  brought  about  some  good  buying,  too.  The  orders 
that  came  to  a  Canadian  steel  plant  from  a  United 
States  railway,  involving  3.5,000  tons  of  90-pound  open- 
hearth  rails,  helped  the  better  trade  feeling  throughout 
the  Dominion.  The  tender  of  the  Canadian  mill  was 
$.5  per  ton  under  all  others,  and  this  will  save  the  rail- 
way company  -$175,000.  Better  news  is  coming  from 
other  Canadian  steel  manufacturing  coucems.  Not 
only  are  large  orders  for  shells  from  the  allied  nations 
occupying  the  attention  of  companies  all  over  the 
country,  but  the  finished  steel  is  in  demand.  Oue 
Eastern  firm  has  been  running  about  60  per  cent,  capa- 
city, and  indications  are  that  they  will  continue  to  do 
so  for  a  considerable  time  to  come. 

Another  big  Toronto  concern  just  received  the  largest 
single  order  that  has  yet  come  to  a  Canadian  plant. 
The  amount  of  the  order  is  practically  limited  only  to 
the  capacity  of  the  plant.  Tt  is  for  shrapnel  shells  of 
various  calibre.  Within  Canada  alone  there  are  already 
over  two  hundred  firms  at  work  now  on  the  manufac- 
ture of  .shells.  Some  of  the  large  Toronto  firms  will 
be  enabled  to  employ  more  than  their  usual  number 
of  men  from  now  forward. 

Another  favorable  feature  is  the  recent  advance  in 
the  price  of  steel  in  Britain.  This  wiU  help  consider- 
ably, because,  account  of  the  slackness  in  construc- 
tion in  Canada,  the  steel  ])lants  of  this  country  have 
been  shipi)ing  all  the  steel  over  and  above  actual  re- 
fjuirements  for  the  making  of  shells  to  Britain.  The 
one  difficulty  facing  the  industry  now  is  shortage  of 
ocean  room.  This  has  been  overcome  in  some  cases  by 
the  chartering  of  lake  vessels  as  ocean •  freighters. 

Canada's  !)ig-iron  output  in  1014  was  .30  per  cent, 
less  than  in  191.3,  according  to  official  figures,  the  total 
being  783.164  net  tons.  The  estimated  value  of  this 
was  over  $10,000,000. 

*    «    *  « 

Heating  Lines.  Tlio  changing  seasons  are  hiing- 

ing  about  incpiiry  as  to  summer 
heating  lines.    Several  iiew  gas  and  oil  stoves  are  com- 


ing out  this  year.  Nearly  ever>-  maker  ha.s  at  least 
some  one  new  stove  to  offer.  The  present  war  and  its 
consequent  patriotic  feeling  is  re.siponsible  for  many 
new  names  on  the  1915  stoves.  Trade  is  steady,  though 
not  very  active.    Prices  hold  unchanged. 

•    •    •  • 

Paints  and  Oils.  The  spring  is  usually  the  best 
part  of  the  year  for  paint  makers 
and  dealers,  and  the  present  year  is  keeping  up  to  the 
record.  One  manufacturer,  writing  to  the  editor,  says 
the  past  month  saw  "the  most  strenuous  rush  we  have 
ever  had  in  the  hist^iy  of  the  business,  which  has  occa- 
sioned our  working  almost  night  and  day." 

Prices  in  .some  paint  commodities  have  advanced 
within  the  past  fortnight,  and  the  various  plans  and 
schemes  to  work  up  trade,  particularly  the  clean-up 
and  paint-up  cam{)aign,  have  stirred  things  sufficiently 
to  make  it  worth  while  for  manufacturers  and  dealers 
to  co-operate  with  the  public  authorities  in  these  pub- 
lic undertakings. 

Shipments  of  paint  have  been  good  all  through  the 
month  and  so  far  in  .\pril  the  record  of  movements  is 
being  kept  up. 


PRICE  CHANGES  OF  MONTH 

In  metals,  aluminum  has  advanced  a  cent ;  antimony 
to  25c. ;  brass  rods  up  two  cents,  sheets  eight  cents,  tub- 
ing two  cents;  copper  a  cent;  black  sheets  15  cents; 
Canada  plates  ten  cents;  all  brights  25  cents;  galvan- 
ized plates  have  gone  up  to  25  cents  above  the  $5  mark, 
and  some  brands  of  galvanized  sheets  have  advanced 
from  ten  cents  up;  Canadian  lead  has  gone  to  .$5.60: 
.spelter  has  advanced  nearly  75  per  cent. ;  zinc,  too,  has 
gone  up  33  1-3  per  cent.,  and  tin  nearly  25  per  cent. 
Solder  has  advanced  eight  cents  a  pound,  and  nearly 
all  tinplates  have  gone  from  25  cents  to  a  dollar  high.-r. 
Even  old  materials  have  gone  higher,  in  sympathy  with 
the  newer  metals.  Iron  pipe  advanced  about  the  middle 
of  March,  galvanized  on  1-inch  base  34  cents. 

In  the  paint  field,  all  lead  products  are  up.  arsenate 
half  a  cent  a  pound,  and  white  lead  from  15  to  95  cents 
higlier  than  last  month.  Zinc,  too.  has  advanced  from 
25  to  50  per  cent,  on  various  grades. 

Ill  heavy  hardware,  chain,  horse  and  wire  nails,  some 
wii-c  lines,  |)oultry  netting,  fence  and  wrought  staples 
are  higher  than  a  month  ago;  and  in  general  hardware, 
bolts  and  nuts,  some  brands  of  building  paper,  rope 
and  twine,  rivets,  sad  irons,  screws,  wheelbarrows,  wire 
cloth,  churns,  and  galvanized  ware,  all  have  gon*'  to 
higlifi-  (|uotations. 


GENUINE  PARIS  GREEN  SOLD  IN  CANADA 

A.  McGill,  chief  analyst  for  the  Dept.  of  Inland  Rev- 
enue, has  submitted  a  report  to  his  department  showing 
a  ver.y  gratifying  residt,  in  that  adulterated  Paris 
gieen  is  practically  unknown  on  the  Canadian  market. 
Of  24  samples  gathered  from  dealers  all  over  Canada, 
conse(pient  upon  complaints  received  that  an  article 
of  an  unsatisfactory  character  was  being  offered,  every 
one  of  the  samples  tested  proved  to  be  genuine.  This  is 
the  best  record  shown  yet,  and  since  1895  the  percen- 
tage of  adulterated  Paris  green  sold  in  Canada  has 
been  on  a  declining  .scale. 

"Brown's  an  inipusitive  chap.  Coming  home  from 
the  club  last  night  he  climbed  up  a  high  gate  post  to 
see  what  the  sign  was  at  the  top." 

"What  was  it?" 

■  Wet  paint !"  — Judge. 
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Your  trade  will  gladly  pay  more  tor  screen  doors  fitted  with  good-looking, 
substantial  wrought  pulls  in  place  of  the  flimsy  kind.  And  you  will  boost  your  spring 
and  summer  screen  door  business  and  your  sales  of  this  kind  of  hardware  if  you  have 
in  stock  and  are  displaying  the 

PEXTO  Utility  Pull 

For  Doors,  Sash,  and  Cabinets 


Handsome  in  desig-n,  full-sized  for  a  comfortable  grasp,  strong-  and  well-made,  this  new  Pexto  Pull 
has  been  a  big  seller  from  the  start.  Can  be  furnished  in  wrought  steel,  .bronze  or  brass,  in  any  of  the 
ten  finishes  most  popular  with  the  trade.  Packed  one  dozen  in  a  box  with  screws.  Two  gross  boxes 
in  a  case,  weight  55  lbs. 

Get  your  order  in  quick  for  immediate  business 

The  Peck,  Stow  &  Wilcox  Company 

MFRS.  Mechanics'  Hand  Tools,  Tinsmiths'  and  Sheet  Metal 
Workers'  Tools  and  Machines,  Builders'and  General  Hardware 


^^Alabastine  Week^^  is  on  again 

This  Year— April  1st  to  17th 

Here  are  1  4  days  of  selling  for  Alabastine — the  Made  in  Canada 
Wall  Coating,  in  better  demand  than  ever. 

Hold  this  "Week"  in  your  Store. 
Send  for  our  Window  Trims  if  you  haven't  them. 
These  trims  are  big — in  Alabastine  Colors — 
They  will  tie  up  to  our  National  Advertising. 
This  Window  gets  folks  into  your  Store. 
Show  them  how  easy  to  apply — how  Sanitary. 
How  flat  it  may  be  laid  on  by  unskilled  hands. 
How  Coldwater  Alabastine  is  better. 
Make  this  week  a  big  one  for  Alabastine. 


a- 


The  Alabastine  Co.  Paris,  Ltd. 
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DISSTON  SAWS  AND  TOOLS  AT  FRISCO 

Henry  Disstoii  &  Sons,  Inc.,  of  Philadelphia  and 
Toronto,  early  recognizing  the  importance  and  value 
of  tlie  Panama-Pacific  International  Exposition  to  the 
business  world,  were  among  the  first  to  apply  for  space 
in  the  Palace  of  Manufactures,  with  the  purpose  of 
making  an  exhibit  that  should  be  in  harmony  with  the 
exposition,  and  also  with  their  own  standing  as  among 
the  oldest  and  largest  manufacturers  in  the  world  of  a 
full  line  of  saws  and  saw  tools  from  raw  material  to 
finished  product.  Their  display,  now  installed  in  a 
fine  corner  location,  indicates  that  they  have  success- 
fully carried  out  tbeir  intention  with  great  credit  to 
themselves.  The  exhibit  as  a  whole  adds  materially 
to  the  special  features  of  the  Jewel  City,  and  also  very 
appropriately  commemorates  the  seventy-fifth  year  of 


of  the  keystones,  and  in  a  pyramid  in  the  centre  of 
turret  between  the  inner  edges  of  the  keystones  are 
shown  saws  of  every  description,  from  the  smallest  to 
the  largest  in  commercial  use.  In  addition  to  the  saws 
and  saw  tools  and  files,  an  extensive  line  of  kindred 
tools,  .such  as  plumbs  and  levels,  bricklayers'  and 
[)lasterers'  trowels,  squares,  bevels,  mortise  gauges, 
screwdrivers,  machine  knives,  barker,  chipper,  mold- 
ing, leather  splitting,  paper  trimming,  cane  and  cloth 
knives  and  machetes  are  also  displayed.  In  the  centre 
of  three  of  the  keystones  there  is  a  revolving  disc,  on 
which  various  saws  and  tools  are  symmetrically  ar- 
ranged. 

On  the  faces  of  the  other  five  keystones  are  all  kind.s 
of  hand  and  {)Ower-driven  saws  for  cutting  wood, 
metal,  ivory,  bone,  fibre,  and  other  compositions.  Thes^i 


the  house  of  Disston  in  the  business  of  manufactui'ing 
good  saws — 1915  being  Disston  diamond  jubilee. 

There  are  few  industries  that  do  not  use  the  Disston 
products  in  some  form.  Most  people  will  be  keenly 
interested  in  the  tool  and  saw  display,  and  ^vill  be 
amply  repaid  in  visiting  the  Disston  booth  several 
times.  A  set  of  balanced  scales  on  a  keystone,  signify- 
ing justice  to  purchasers  of  Disston  products,  the  trade 
mark  of  this  firm,  is  made  the  motif  of  the  exhibit 
schemes.  Four  immense  keystones,  12  feet  high  by  10 
feet  wide  and  2  feet  thick,  are  mounted  on  a  revolving 
turret.  The  turret  and  four  keystones  on  which  the 
saws  and  tools  are  mounted  constitute  the  exhibit 
proper.  This  is  encircled  by  a  handsome  nickelplated 
met^l  railing.  The  four  keystones  and  turret  are  made 
of  iron  and  wooden  frame,  and  on  the  faces  and  edges 


syws  range  in  size  as  well  as  in  pattern  and  use.  era- 
bracing  hack  and  narrow  metal  cutting  band  saws, 
Premier  armor  plate  cutting  saws,  various  pattern 
metal-ciittiug  saws,  all  kinds  of  wood-cutting  saws, 
from  the  long  crosscut  saws  that  are  used  in  felling 
the  monarchs  of  the  forests  to  the  largest  band  and 
circular  saws  that  are  used  for  reducing  logs  to  lumber 
and  shingles.  Above  the  four  keystones,  in  the  form 
of  a  canopy,  is  a  revolving,  illuminated,  leaded  glass 
globe  of  the  world,  seven  feet  in  diameter,  on  which  the 
different  countries  and  hemispheres  are  distinguished 
by  different  colors  and  sunnounted  by  a  large  golden 
American  eagle  bearing  a  scroll.  "Quality  Tells."  A 
cordial  invitation  is  extended  to  visit  this  exhibit  in 
the  Palace  of  Manufactures,  at  the  Panama-Pacific 
Exposition  at  San  Francisco. 
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PREVAILING  MARKET  PRICES 

Toronto. 

'I'lif  ligures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is  re- 
quested in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS 

Aluminum,   ingots    0  28 

Antimony,   per  lb  0  25 

Brass  rods,  %  to  1  inch..  0  24 
Sheets,  up  to  20  gauge.  0  83 
Tubing,   1  inch  base...  0  26 

Copper,   ingots,   casting.  .  .   0  18% 
Sheets,  plain,  14  oz. 

base   0  29% 

Sheets,    tinned,    14  oz. 

base   0  30% 

Sheets,  planished,  14  oz. 

base   0  37% 

Sheets,  braziers    0  29% 

Bars,  round  %  to  2  in.  0  27% 

Black  Sheets,  28  gauge  base, 

Toronto   2  90 

Montreal   2  90 

Canada  Plates — 

Ordinary,  52  sheets,  To- 
ronto   3  10 

All  bright.  .52  sheets..  4  25 
Galvanized  Apollo  Ordinary 
18x24x52  ....  5  25  5  25 
60  ....  5  50  5  50 
20x28x80  ....  9  70  9  70 
20x28x80    ....  10  20       10  20 

Galvanized  Sheets  (Corrugated) 
10  p.c.  off. 

22  gauge,  per  square..  6  75 
24  gauge,  per  square..  5  50 
26  gauge,  per  square.  .  4  25 
28  gauge,  per  square..  4  00 
Galvanized  Sheets.  Fleur  Queen's 
de  Lis  Head 
16-20  gauge  .  .   3  65         3  90 
22-24  gauge  .  .   3  75        4  10 
26  gauge   ....  4  10        4  85 
28  gauge    ....  4  30        4  60 
Apollo  brand  Toronto 
24  gauge,  American  ...  3  70 
26  gauge,  .■Vmerican   ...   3  80 
28   gauge    (26   English)  4  30 
10%    oz.,    equal    to  28 

Eng  4  50 

Toronto 

Bar  Iron,  per  100  lb.   ...  2  00 

Forged   iron    2  85 

Refined  horseshoe  iron..  2  40 
Sleigh  shoe  and  mild 

steel   2  25 

Iron  finished  steel   ....  2  50 

Tire  steel    2  20 

High  speed  steel    0  65 

Lead,  Canadian  pig    5  60 

Bar  pig    6  00 

Sheets,  base.  2%  lbs.  sq. 

ft  7  50 

Pipe  and  waste    9  00 

(Less  5  p.c.) 

Traps  and  bends    40  p.c. 

Solder,  half  and  half,  lb.  0  33 
Spelter,    foreign,    per  100 

lb  16  00 

Sheet  zinc   15  00 

Tin,  ingots,   100  lbs.   ...   58  00 

Tin  Plates,  charcoal — 

MLS.  Famous  (equal  Bradleyl 

Per  box 
I  0,   14x20  base    .....   7  00 

I  X,  14x20  base    8  00 

I  X  X.  14x20  base  ...  9  25 

"Dominion  Crown  Best" — Re- 
tinned. 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X.  14x20  base  ....   9  50 
"Allaway's  Best"  —  Standard 
Qoality. 

I  C.  14x20  base    5  00 

I  X.  14x20  base    6  00 

I  X  X.  14x20  base  ....   7  00 

BriKht  Cokes,  Bessemer  Steel. 
I  C.  11x20  base    4  75 

Ternr  Plates. 

1  C.  20x2S.  112  sheets  9  00 
I  X.  Teme  Tin    9  40 

Tinned  Iron. 

72x80  up  to  24  gauge, 

case   lots    9  25 

72x80  np  to  26  Kanfte. 

rasp  lots   9  75 


Scrap  Metal. 
Prices — 


Dealers'  Buying 


Heavy  Copper  and  Wire, 

lb   0  11% 

Light   copper  bottoms.  .  0  09 

Heavy  red  brass    0  07  % 

Heavy  yellow  brass  ...  0  08  % 

Heavy  lead    0  03% 

Light  brass    0  06% 

Tea  lead   0  03 

Scrap  zinc    0  03% 

No.  1  wrought  iron.  ...  6  00 
Machinery  oast  scrap 

No.  1   .,  10  00 

Stove  plate    9  00 

Malleable   9  00 

Miscellaneous  steel  ....  6  00 

Iron  Pipe,  per  100  feet — 

Black  base,  1  inch  ....  4  42 
Galvanized  base.   1  inch  6  63 

Iron  Pipe  Fittings — 

Canadian  malleable,  40;  cast 
iron,  65:  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65;  nipples, 
77%;  malleable  lipped  unions, 
65;  plugs,  60  and  10. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  65  and  10;  7  and 
8  in.  pipe.  45. 

PAINTS  AND  GLASS 


Barn  Paint,  barrel  lots — - 

90 

Chemicals,  in  casks,  per  lb 

.\rsenate  of  lead   

0 

19% 

Sulphate  of  copper  (blue 

0 

07 

0 

07 

Litharge,  flaked   

0 

07% 

Green    copperas  (green 

vitriol)   

0 

01 

0 

09 

Colors  in  Oil — 

Venetian  red,  1  lb.  tins, 

0 

12 

Chrome,  yellow,  pure  .  . 

0 

28 

Golden  ochre,  pure   .  .  . 

0 

14 

French  ochre,  pure  .... 

0 

12 

Chrome  green,  pure   .  .  . 

0 

11 

French  permanent  green, 

0 

15 

Marine    black,     25  lb. 

0 

06 

Signwriters'  black,  ptire 

0 

20 

Glue,  in  sheets  ...  0  10 

0 

15 

1  lb.  pkgs  (Brantford)  . 

0 

25 

Petroleum — 

Can.  prime  white,  gal.  . 

0 

13% 

TT..S.    water   white  .... 

0 

17 

TT.R.  Pratt's  astral    .  .  . 

0 

17% 

Pastor    oil,    per    lb.,  in 

bbis  0  08 

0 

08% 

Motor    Gasoline,  single 

bbls  

0 

18% 

Benzine,  per  gal.,  single 

bbls  

0 

17 

Putty — 

Bulk.    100   lb.   drums.  . 

2 

60 

Bladders  in  barrels   .  .  . 

2 

90 

Rrady  Mixed  Paints — 

Per  gnl..  qt.  tins  1  65 

2 

00 

Roil    Lead    (Dry)  — 

Genuine,   560  lb.  casks. 

6 

88 

Genuine,    100  lb.  kegs, 

6 

75 

Shingle  Stains — 

Tn  5  gallon  buckets   .  .  . 

1 

15 

Turpentine  and  Linseed  Oi 

— 

Pure  Turpentine,  single 

0 

69 

Linseed  Oil.   single  bar- 

0 

84 

Linseed  Oil,  single  bar- 

rel, boiled   

0 

87 

Rosin.    "G"    grade,  bbl. 

7 

00 

Varnishes,  per  gal.  cans — 

Carriage,  No.  1    1  50 

Pale  durable  body   ....  8  50 

finest  elastic  gearing.  .  .  3  00 

Elastic  oak    1  50 

Furniture,    polishing    .  .  2  00 

Furniture,  extra    1  20 

Furniture,  No.  1    1  15 

Light  oil  finish    1  35 

Gold  size  japan    2  00 

Turps  brown  japan   ...  1  35 

Baking  black  japan   ...  1  35 

Crystal  Damar    2  50 

Pure   asphaltum    1  40 

Oilcloth   1  50 

Lightning  dryer    1  05 

Pure  white  shellac  var- 
nish,  in  barrels    ....  2  00 
Pure  orange  shellac  var- 
nish,  in  barrels    ....  1  90 

White    Lead — 
Canadian  pure, 

ton  lots    ....   8  45     10  50 
Canadian  pure, 

less  than  tons.  8  75     10  80 
Zinc — 

Extra    Red    Seal,  V.M. 

(dry)   100  lb.  kegs.  .  0  14 
Pure,  in  25-lb.  irons  (in 

oil)   0  13% 

Window  Glass — 
United  Inches         Star  D.D. 

Under  26    6  50      8  60 

26  to  40    7  00     10  00 

41  to  50    7  40     11  70 

51  to  60    8  00     12  00 

61  to  70    8  75     12  75 

71  to  80    9  50     13  85 

81  to  85   10  50     17  50 

86  to  90    18  85 

91  to  95    19  20 

95  to  100    22  75 

Toronto,  20  p.c. 

Miscellaneous — 

Beeswax,  per  lb   0  40 

Orange  mineral,  100  lb. 

kegs   0  08% 

Pine  tar,  %  lb.  tins,  doz.  0  60 

Plaster  of  Paris,  bbl. .  .  2  25 

Paris  white,  bbls   0  90 

Whiting,   gilders,   bolted  1  00 

Whiting,   plain    0  90 

HEAVY  HARDWARE 

Anvils,  Taylor-Forbes  ...  0  05% 
Chain — Proof  coil,  per  100  lb.:  V4 
in.,  $8.00;  5-16  in.,  $5.35;  % 
in.,  $4.60;  7-16  in.,  $4.30;  % 
in..  $4.05;  9-16  in.  $4.05;  % 
in.,  $3.90;  %  in.,  $3.85;  %  in., 
$3.65;  1  in.,  $3.45. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 
Forge.s — 

Blacksmith's  portable, 

135  lbs   9  85 

Horse   Nails — 

$3.00  per  box  base  No.  9  and 
larger;  Sampson  No.  10  base, 
$2.25. 

Horseshoes  —  Iron,  light  and 
medium  No.  1  and  smaller, 
$4.15;  No.  2  and  larger,  $3.90; 
snow  pattern,  No.  1  and  smaller, 
$4.40;  No.  2  and  larger,  $4.15; 
"X.L."  new  light  steel.  No.  1 
and  smaller,  $4.10;  No.  2  and 
larger,  $3.85;  "X.L."  feather- 
weight steel.  No.  0  to  4,  $5.75; 
special  countersunk  steel,  No.  0 
to  4,  $6.25  pkg. ;  toe-weight,  all 
sizes,  $6.75. 

Toecalks  Standard,  J.P.  &  Co., 

"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per  box.     25-lb.  boxes. 

Wire  Nails,   base    2  35 

Cut  nails — Montreal,  $2.50;  To- 
ronto. $2.70. 

Miscellaneous  wire  nails.  75  p.c. 
Coopers'  nails,  33  1-3  p.c. 
Pressed  sjjikes.  %  diameter,  per 
ino  lbs..  $8.00. 

Hav  Baling  Wire — No.  12  and  13, 
$4;  No.  13%,  $4.10;  No.  14. 
$4.25:  No.  15.  $4.50.  in  lengths 
6  ft.  to  11  ft..  30  per  cent., 
other  lengths  20c.  per  100  lbs. 
extra. 

Clothes  Line  Wire — No.  19,  $2.95 
per  100  ft. 


Coiled  Spring  Wire — 

High  Carbon,  No.  9.  $2.40;  No. 

12,  $2.55,  Montreal. 
Fine  Steel  Wire — 25  per  cent. 
Galvanized      Wire — From  stock, 

f.o.b.    Montreal — 100    lbs..  No. 

9,    $2.25,    base.      In    car  lots 

straight  or  mixed. 
Poultry  Netting — 45  p.c.  off. 
Smooth    Steel  Wire — Base,  $2.30 
Wire    Fencing,    car   lots — Toronto 

Galvanized,   barb    2  75 

Galvanized,    plain    twist  2  70 
Fence  Staples — Bright,  $2.65;  gal- 
vanized, $3.00. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,  24  wires,   %    $5;  1 

inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires.  %,  $5;  inch,  $15.10.  Per 
100  feet  f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    3  00 

Plain    2  65 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50    5  00 

Blacksmiths',    60;    parallel,  45 
per  cent. 

GENERAL  HARDWARE 

Adzes — Carpenters' 

per  doz   12  50     14  00 

Axes — Single  bit, 

per  doz.  ...     6  75      9  50 

Samson   9  00 

Double  bit.  per 

doz   10  50    12  50 

Bench  axes  . .  9  00  12  OO 
Broad  axes  .  .  22  75  25  00 
Hunters'  axes.  5  00  6  00 
Boys'  axes  .  .  5  75  6  50 
Lathing 

hatchets  ...  4  70  10  00 
Shingle  hatchets  1  45  6  75 
Claw  hatchets.  1  70  6  00 
Barrel  hatchets     5  50      6  85 

Ajnmunition  —  "Dominion"  Rim 
Fire  Cartridges  and  O.B.  caps, 
50,  10  &  2%  per  cent.;  B.B. 
caps,  50,  10  and  2%  per  cent. 
Centre  Fire  Pistol  Cartridges.  20 
and  2%  per  cent.;  Centre  Fire 
Sporting  and  Military  Cart- 
ridges, 10  per  cent. ;  Primers, 
10  and  2%  per  cent.;  Brass 
Shot  Shells,  45  and  12%  per 
cent.;  Shot  Cartridges,  discount 
same  as  ball  cartridges. 

Crown  Black  Powder,  "Sov- 
ereign" Bulk  Smokeless  Pow- 
der, "Regal"  Dense,  Smoke- 
less Powder,  "Imperial"  Shells, 
both  Bulk, and  Dense  Smokeless 
Powder.  Empty  Shells  all  30 
and  10  per  cent. 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.:  net 
extras  as  follows;  chilled  40c.; 
buck  and  seal  80c.;  No.  28  ball 
$1.20  per  100  lbs.;  bags  less 
than  25  lbs.  %c.  per  lb.  f.o.b. 
Montreal,  Halifax  and  St.  .John, 
f.o.b.  Toronto,  Hamilton  and 
London,   add  25c.  per  100  lbs. 

Augers — Ford's  auger  bits.  30  and 
10;  Irwin's  auger,  45:  Gil- 
mour's  auger,  70:  Rockford's 
auger,  50  and  10:  Gilmour's 
car.  47%;  Clark's  expansive, 
40.  Jennings'  Gen.  auger,  net 
list.  Tobin  High  Speed,  50  and 
5;  Tobin  Never-Choke,  50  and  5. 

Barn  Door  Hangers — 

Double  straphangers,  doz. 

sets   6  50 

Standard   jointed  hangers, 

doz.   sets    6  45 

Steel,  track,  1  x  3-16  in. 

(100    ft.)    3  25 

Bolts  and  Nuts — 

Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts,    %   and  smaller, 
65  and  10  per  cent. 
Carri.ice    Bolts,    7-16    and  up. 
52%    per  cent. 

Carriage  Bolts.  Norway  Iron  ($3 
listl.   60  per  cent. 
Mnrhine  bolts.    %   and  less,  70 
per  cent. 

Machine  bolts.  7-16  and  np, 
60   per  cent. 

Plough  Bolts.  55  and  10  per 
cent. 

Bolt  Ends,  fin  iier  cent. 
Blank  Bolts.  57%   per  cent. 
Sleigh  i^hoe  Bolts,   ^'n   and  less, 
62%  per  cent. 

Sleigh    Shoe    Bolts,    7-16  and 
larger.  50  and  12%  per  cent. 
Coach  Screws,  new  list,  75  and 
per  cent. 

Nuts,  square,  nil  sizes.  4^4  c.  per 
Ih.  otr. 
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Nuts.    Iicxagon,    all    Biles,  4% 
per   lb.  off. 

Stove  rods,  per  lb.,  5V4c.  to  Be. 
Stove  bolts,   82%   per  cent. 

Bells — Door  bells,  push  and  turn, 
4.')  and  10  per  cent. 
Cow  bella,  65  per  cent. 
Sleigh   bells,    shaft   and  hames, 
pair,  22c.  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  np. 

Farm  bells.     No.  1,  $1.65. 

Building  Paper,  Etc. — 

Tarred  slater's  paper,  per 

roll  0  95 

O.K.  paper.  No.  1,  per  roll  0  95 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  50 

Tarred   Fibre,   No.   1  per 

400  ft.  roll    0  62 

Tarred  Fibre,  Cyclone,  25 

lb.,   per  roll    0  62 

Dry  Cyclone,  15  lbs  0  50 

Plain  Surprise,  per  roll..  0  42 
Resin  sized  Fibre,  per  roll  0  43 
Asbestos    building  paper, 

per  100  lbs   3  .">o 

Heavy    straw,    plain  and 

tarred,  per  ton   36  00 

Carpet  Felt,  per  100  lbs..  2  60 
Tarred    wool    roofing  felt, 

per  100  lb   2  00 

Pitch,   Boston   or  Sydney, 

per  100  lbs  0  85 

Pitch,  Scotch,  per  100  lbs.  0  85 
Heavy  Fibre,   32  and  60, 

100    lbs  2  00 

2  ply  Ready  Roofing,  per 
square   0 

3  ply  Ready  Roofing,  per 
square   •  ■  0  95 

2  ply  complete,   per  roll.  1  15 

8  ply  complete,  per  roll .  1  35 
Liquid    Roofing  Cement, 

bbls.,   per   gal  0  17 

Liquid   Roofing  Cement, 

tins  ■  0  19 

Crude  Coal  Tar,  per  barrel  4  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   5  00 

Shingle  Varnish,  per  bbl..   5  00 

Caps,   per  lb  0  Of 

Nails,    per   lb  0  05 

Mop,  cotton,  per  lb  0  17 

Butts— Plated,    bower     barff  and 
nickel,  45  per  cent. 
Wrought  brass.  45  per  cent,  off 
revised  list. 

Cast  iron  loose  pin,  60  per  cent^. 
Wrought  steel,  fast  joint  and 
loose  pin.  70  and  5  per  cent. 

Cement — Portland,  bags 

per    bbl  1  55     1  63 

Cold  Chisels,  5x6  in.,  doz.   2  20 
Bevel  edge,  1  inch,  dcz..  ,  .   2  50 

Conductor  Pipe — 

2  inch,  in  10  ft.  lengths.  .   3  45 

3  >■  ••  .  .   4  20 

4  ■     "  ••  .  .   5  53 

5  ••  ••  .  .   7  60 

6  ••  .  .  9  25 

Door  Knobs — Canadian,     45  per 
cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list,  plus  5c. 

Door  Sets — Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers  (Parlor)  — 

Single    sets,    each    1  80 

Double  sets,   each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw   Knives — 

Carpenters'  6  inch.  doz...   5  25 

Holding  handles,  8  in.,  doz.  1  80 

Folding  handles.  8  in.,  doz.  1  80 

Escutcheon    Pins — Steel,  discount 
50  per  cent.    Brass,  50  per  cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths.  .  3  02 

10           "  "            .  .  3  30 

12           "  "            .  .  3  88 

15           "  "            .  .  5  53 

Factory  Milk  Cans — 

Milk  cans  and  pails,  35  p.c. 
Hand     delivery     and  creamery 
cans,  35  p.c. 

Railroad    and    cream    cans  and 
taps,    40   and    12%  p.c. 
Creamery  trimmings.  20. 

Files  and  Rasns— 

Disston's,  Great  Western,  .\raer- 
ican,  Kearney  &  Frost,  Globe,  all 
75:  Black  Diamond  66  2-3,  and 
Nicholson  66%;  Jowett's  (F,ng- 
lish  list)  27%.  Delta  65. 


Hammers — Tack,  iron,  doz..  0  35 
Ladies'  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

Adze  eye.   hickory  handle 

1  lb.,  doz   6  25 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers'  hammers,  10  oz., 

doz  5  50 

Tinners'    setting,    %  lb., 

doz  4  50 

Machinists',  %  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over   0  06 

Sledge,   Napping,   up  to  2 

lbs  0  09 

Harvest  Tools,  50  p.c. — 

Samson,  best  quality,  40,  12% 
I)cr  cent. 

Sidewalk  and  stable  scrapers, 
net,  $2.25. 

Wood  hay  rakes.  40  and  10  per 
cent. 

Lawn  rakes,  net. 
Hinges — Blind,  50  per  cent. 

Heavy  T  and  strap  discount,  40 
and  10  per  cent. 
Light  T  and  strap,  70  p.c. 
Screw    hook    and    hinge.  $4.25, 

$.">.no. 

Crate  hinges  and  back  flaps,  65 
and   5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring) — Per  gross — No. 
5,  $18.00;  No.  10,  $19.50;  No. 
20,  $8.50;  No,  50,  $24;  No.  51, 
$9.60;   No,    120,  $17.40. 

Hooks — Bright  wire  screw  eyes.  60 
p.c. 

Bright  steel  gate  hooks  and 
staples.  40  p.c. 

Iron  screw  hooks.  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove  pipe  eyes,  kitchen  and 
square  hooks,  60  p.c. 

Ladders — 3    to    6    feet.  ,12c.  per 
foot;  7  to  11  ft.,  13c. 
Kxfpiision  ladders.  15c.  per  foot 
up. 

T/anlprns — No.   2  or  4  Plain  Cold 
lilast,   per  doz.,  $7,00. 
Tjift  Tubular  and  Single  Plain, 
per  doz.,  $5.25. 

.Japanning,  50c.  per  dozen  extra. 
Prism  Globes,  per  dozen.  $1,20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade, 
70  and  10. 

Locks  and  Keys — Canadian  50  and 

10  per  cent. 
.Mallets — Tinsmiths',    2%  x 

5%  in.,  per  doz  1  65 

Carpenters',     round  hick- 
ory,  6  in   1  95 

Lignum    Vitae.    round.  5 

inch   2  40 

Caulking,  No.  8,   oak    ...15  00 
Mattocks — 6  lb.,  18  inch.  $6  doi. 
Picks,  6  to  7  lb.,  $4.65  doz. 
Pick    handles,    $1.85  dozen. 
Prospectors'     hammers,     16  %c. 
per  11). 

Drilling  hammers,  6  cents  per  lb. 
Crowbars,  3%  cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,  5  gallon,  per  doz., 
$10.00. 

Davidson  oilers,  45  p.c. 
Zinc  and   tin,   45  p.c. 
Coi)pcred  oilers,   45  p.c. 
Brass  oilers,  45  p.c'. 
Malleable,  25  p.c. 
Planes — Wood     bench,  Canadian, 
15,  American,  25  p.c. 
Wood,  fancy,  30  to  35  per  cent. 
Rope  and  Twine — 

Sisal   rope    0  10% 

Pure  Manilla  rope   ....  0  14% 
"British"  Manilla   ....   0  12% 
Cotton,  3-16  inch  and 

larger   0  21 

Russia  Deep  Sea    0  23 

.Tute   0  12% 

Lath  Yarn,  single    0  08% 

Lath  Yarn,  double  ...  0  09  % 
Sisal  bed  cord,  48  feet, 

per  dez   0  72 

Sisal  bed  cord,  60  feet, 

per  doz   0  90 

Sisal  bed  cord,  72  feet, 

per  doz   1  08 

Cotton   clothes  line,   18  off. 


ISag,  Russian  twine,  per 

lb  0  27 

Wrapping,   cotton,  8-ply 

twine   0  19 

Wrapping,   cotton,  4-ply 

twine   0  21% 

Mattress  twine,  per  lb..  0  45 
Staging  twine,  per  lb..  .   0  35 
Rivets    and  Burrs — Iron  Rivets, 
black   and   tinned,  72%. 
Iron  Burrs.  72%  per  cent. 
Copper  Rivets,  usual  proportion 
burrs.  35  and  5  per  cent. 
Copper  burrs  only,  15  per  cent. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.  Potts,  No. 

55,  polished,  per  set  ...  0  85 
Mrs.     Potts,     No.  SO, 

plated,   per   set    0  90 

Mrs.    Potts,  handles, 

japanned,  per  gross..  9  00 

Common,  plain   5  00 

Common,  plated    5  50 

Asbestos,  per  set    1  50 

Sand  and  Emery  Paper,  40  p.c. 
.Sash  Weights — 

Sectional,     %    lb.  each, 

per  100  lbs   2  25 

Solid,  3  to  30  lbs  1  60 

Sash  Cord — No.  3,  per  lb.  0  30 
Screws — Wood,  F.  H.,  bright 

and  steel    ....   85  10  7  %  10 
Wood.     R.  H., 

bright    80  10  7%  10 

Wood,     F.  H., 

brass    75  10  10 

Wood,     R.  H., 

brass    70  10  10 

Wood,     P.  H., 

bronze    70  10  10 

Wood,     R.  H., 

bronze    65  10  10 

Drive  screws    65  10  10 

Set,  case  hardened ...  60  and  10 

Square  cap   50  and  05 

Hexagon    cap  45 

Bench,   wood,   per  doz,,  $5.00 
Bench,    iron,    per   doz,,  $4.25 
Screws  (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister  head,  iron,   30  ;  brass, 
25  per  cent. 
Shovels  and   Spades — 

Canadian    No.     1,    60  ;     No.  2 

grade,  55  and  2%  p.c. 
No.  3  and  4  grade,  45  per  cent. 
Soldering  Irons — 

Base,  per  lb.,  28  cents. 
Sap  Spouts — 

Bronzed   Iron  with  hooks, 

per    1,000    6  00 

Eureka  tinned  steel  hooks, 

per  1,000    8  00 

Staples — 

Poultry  netting,  100  lbs..  6  70 
Bed,  100  lbs..  No.  14.  ...   6  75 

Blind,    per   lb   0  12 

Coopers'    staples,    45   per  cent. 
Bright  spear  point,  75  per  cent. 
Stovepipes — 

5  &  6  in.,  per  100  lengths  8  50 
7  inch,  per  100  lengths..   9  00 
Nestable,  40  per  cent. 
5  and  6  inch  elbows,  per 

doz   1  46 

7  inch  elbows,  per  doz..  .  .  1  64 
Thimbles,  70  p.c. 
Carpet  Tacks — Blued,  80  and  10; 
tinned,  80  and  15;  (in  kegs), 
40;  cut  tacks,  blued,  in  dozens 
only,  80  and  10;  V4  weights.  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, balk,  85  and  5,  in  dozens, 
75  and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tin- 
ned, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japan- 
ned, 82%;  zinc  tacks,  35; 
leather  carpet  tacks,  35 ;  copper 
tacks,  45;  copper  nails,  50; 
trunk  nails,  black,  65  and  10; 
trunk  nails,  tinned  and  blued, 
65  and  10;  clout  nails,  blued 
and  tinned,  65  and  10;  chair 
nails,  35  and  10;  patent  brads, 
40  and  10;  fine  finishing.  40  and 
10:  lining  tacks,  in  papers,  net; 
lining  tacks,  in  bulk.  16;  lining 
tacks,  solid  heads,  in  bulk.  75; 
saddle  nails,  in  papers,  10; 
saddle  nails  in  bulk,  15;  tufting 
buttons,  22  line  in  dozens  only, 
60:  zinc  glaziers'  points,  5; 
double  pointed  tacks,  papers,  90 
and  10;  double  pointed  tacks, 
bulk,  55;  clinch  point  shoe 
rivets,  45  and  10:  cheese  box 
tacks,  87.%;  trunk  tacks.  80 
and  20;  strawberry  box  tacks, 
80  and  10. 


Thermometers — Tin  ra«»  and  dairy, 

7.3  to  75  and  10  p,c. 
Tinners'  8nip» — S.'i  per  cent. 
Tinners'  Trimming* — 45  p«T  e«nt. 

Plain  and  retinned,  72  and  5. 
Traps  (steel  game* — Newhonse,  U) 

per  cent. 

Hawley  *  Norton,  57  %  per  cent. 

Victor,  70  per  cent. 

Oneida  ,Tump    (Star),   65  p.«. 
Wheelbarrows — ■ 

Navvy,  steel  wheel,  dozen  23  50 

Garden,  steel  wheel,  doz,  36  00 
Wrought  Iron  Washers — Canadian, 

45  per  cent. 

Wire   Cloth — Painted    Screen,  In 

100-ft.  rolls.   $1.50  per  100  sq. 

ft.;    in    50-ft.    rolls,    $1.55  per 

100    sq.  ft. 
Wire   Door  Mats — 16   t   24  doz 

$9.00. 

HOUSEFDBinSHINOS 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves   and    rangea,    50    and  5 
per  cent. 

Furnaces.  45  per  cent. 
Registers,   70  and  10  per  cent. 

Range  Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy,  $7.00, 

Kitchen  Sinks — Cast  iron,  16  x  24, 
$1;  18x30,  $1,15;  18x36.  $1.95. 
Flat  rim  enameled  sinks  16x24, 
.$2.65;  18x30.  $3.10;  18x36 
$4.15. 

Enameled   Ware— White  ware,  75 

per  cent. 

London    and    Princess,    50  per 

cent. 

Canada.    Diamond.    Premier,  50 

and  10  p.c. 

Pearl,  Imperial,  Crescent  and 
granite  steel,  60  and  10  per  cent. 
Premier  .steel  ware,  60  and  10 
per  cent. 

Star  decorated  steel  and  white. 
33%    per  cent. 

Hollow  ware,  tinned  cast,  40 
per  cent.  off. 

Enameled  street  signs,  50  per 
cent. 

Copper  Ware — Copper  boilers, 
kettles.   50  p.c. 

Copper  tea  and  coffee  pots,  50 
per  cent. 

Copper  pitts,  30  and  5  per  cent. 

Galvanized  Ware — DuflFerin  pattern 
pails   42%    per  cent. 
Flaring  pattern,   42%   per  cent. 
Galvanized  washtabs.   42%  p.c. 

Pieced  Ware.  35  per  cent. — 

Copper  bottom  tea   kettles  and 

boilers,  35  per  cent. 

Coal  hods.  40  per  cent. 

Boiler  and  tea  kettle  pitts,  40 

per  cent. 
Stamped  Ware — Plain,  72%  and  5 

per  cent. 

Retinned,  72%  and  5  per  cent. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10:  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto,  Ham- 
ilton, London,  and  St.  Harya, 
40  per  cent.;  f.o.b,  Ottawa, 
ston  and  Montreal,  37  per  cent. 

Washing  Machines —  Each 

Dowswell   5  00 

New  Century,  Style  A     .  9  00 

Ideal  Power    IS  00 

Stephenson                  (net)  8  00 

Puritan    Motor   18  00 

Low  Presure  Water 

Motor  Washer    16  00 

Connor  Ball  Bearing. 

with  rack    10  25 

I  X  L    10  00 

Gem   8  75 

Winner   8  00 

Connor  Improved    5  00 

Discount,  25  p.c. 

Wringers — 

Roval   Canadian,   11  in., 

doz   45  25 

Eze,  10  in   51  75 

Bicycle,  11  inch    56  25 

Trojan,  12  inch   100  00 

Unexcelled,   104-E    72  00 

Favorite  511E  and  521E  57  75 
Domestic  531E  and  541E  63  00 
Challenge  311E  and  321E  51  00 
Ottawa  331E  and  341E..  56  25 
Sunlight  lllE  and  121E  44  25 

Sunlight    111    42  00 

Royal  Canadian  151  ....  45  35 
Discount,  20  p.c. 
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It  has  been  Demonstrated 

beyond  any  doubt  that  the  merchant 
who  buys  often,  and  turns  his 
stock  over  four  times  m  twelve 
months,  and  takes  advantage  of  his 
cash  discounts,  makes  the  most 
money. 

To  do  this,  to  secure  the  greatest 
annual  turnover  on  the  capital  in- 
vested in  stock,  it  IS  essential  that  first 
class  service  be  received  from  his 
jobber. 


We  have  the  goods  and  give  the  service. 
We  use  modern  methods  m  handling 
our  Mail  Order  business. 

Kennedy  Hardware  Co. 

LIMITED 

51-53-55  Colborne  St.,  Toronto 


Wbeo  wrltlug  to  advertiseis  kindly  mention  Oanadlan  Hardware  Journal 
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The  Best  at 
Any  Price 

•J  Made  in  Canada  in  one  of  the  finest 
equipped  plants  possible.  Made  from 
the  best  possible  materials.  Made  by 
expert  paint  men,  men  who  know  the  business. 
Sold  to  you  at  a  price  which  allows  you  an  ex- 
ceptional profit,  our  paints  are  a  proposition  you 
should  investigate.  No  imported  lines  are  better 
in  any  way.    Here  are  some  of  our  specialties: 

Muresco: 

The  nationally  popular  wall  finish.  Su- 
perior covering  capacity.  Sanitary  and 
hygienic.  Does  not  rub  off,  crack,  peel  or 
r.iister. 

Moore's  House  Colors: 

Pure  linseed  oil  paints  -^hich  have 
achieved  a  reputation  for  covering  capa- 
city and  permanent  color,  wherever  they 
have  been  used. 

Moore's  Floor  Paint: 

A  paint  really  made  and  adapted  for 
painting  floors.  Dries  hard  over  night — 
floor  can  be  used  the  next  day. 

Mooramel: 

.•\  piire  white,  porcelain-like  enamel  that 
remains  white  and  does  not  chip.  Easy 
working,  perfect  flowing,  great  density 
.111(1  elasticity, 

Sani-Flat: 

Absolutely  non-poisoimus  fiat  oil  paint 
(contains  no  lead).  .Soft,  velvet  finish. 
Great  body  and  covering  capacity.  Shows 
no  laps  or  brush  marks.  Washable  with 
water  without  injury. 

Tile-Like: 

A  combined  varnish  and  stain,  requiring 
no  stirring.  Particularly  suitable  where 
there  is  wear  and  tear.  Uniform  in 
color  from  start  to  finish,  yet  does  not 
hide  grain  of  wood. 

Complete  Lines: 

Our  catalogue  contains  complete  list  of 
our  lines,  of  which  the  above  are  but  ft 
few.  Tt'?  '.vnrth  your  while  to  send 
for  it. 


Benjamin  Moore  &  Co. 

Limited 

West  Toronto 

Made  In  Canada 


St 


ore 


Management 
Complete 

ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  Book,  to 

Retail  Advertising  Complete 

$1.00  POSTPAID 

'  .Store  .Management — Complete  " 
tell.s  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 

272  Pages  Here  is  a  sample  : 

Bound  in  Cloth        CHAPTER  V.-THE  STORE  POUCY- 

What  it  should  be  to  hold  trade.  The 
money-backj)lan.  Takinfr back  goods.  Meetingcut  rates.  Selling 
remnants.  Delivering  goods.  Substitution.  Handling  telephone 
calls.  Courtesy.  Rebating  railroad  fare.  Courtesy  to  customers. 


16  Full-PaKe 
Illustrations 


Store 


Absolutely  New 


Just  Published 


Commercial  Press,  Limited 

32  Colborne  Street 
Toronto,  Ontario 


'Twill  Do  Your  Advertising 

This  new  book  on  advertising  will  tell  you  all 
you  want  to  Iccow  about  advertising  in  the  store. 


Here's  the  Book  that 
will  be  Your  Ad.  Man 


Retail  Advertising 
Complete 

By  FRANK  FARRINGTON 

$1.00  Postpaid 

With  this  book  on  your  desk  you  aie 
never  at  a  loss  what  kind  of  advertising 
to  do,  or  how  to  do  it.  Every  kind  of 
advertising  is  treated  fully: 

Chapters  on  Newspaper  Advertising 
Making  an  Advertisement 
Good  Specimen  Ready-made  Ads. 
Mail  Advertising 
Window  Trimming 
Advertising  Novelties 
Outdoor  Advertising 
Inside  the  Store  Advertising 
Advertising  Schemes 
Special  Sales 
Mail  Orders,  etc.,  etc. 

There  is  no  better  book  of  the  kind  at  any  price.  You  can't  afford 
to  get  along  without  it. 


272  pages 
Bound  in  Cloth 


Absolutely  New 


Just  Published 


Commercial  Press,  Limited 


32  Colborne  Street 

Toronto,  Ontario 
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Made  In  Canada 

BELLS 


For  Church,  School,  Fire 
Alarm  and  Farm  Use 

//  you  buy  "  Made  In  Canada  "  Bells 
they  are  made  in  Exeter,  Ont.,  the  home 
of  Canada's   Only  Steel  Bell  Factory. 

The  (uperior  quality  of  bell  metal  used  in  the  Exeter 
bell  gives  them  the  volume  and  rich  tone  for  vkrhich 
they  are  famous. 


Mad 


e  in 


sizes  from  15"  to  48"  diameter 


CHURCH  BELL  WITH  TOLLING  HAMMER 
OUR  COMPLETE  LINE 

Hardware  Specialties 


Floor  Scraper* 
Wheelbarrows 
Bag  Trucks 
Sugar  Kettles 
Soot  Doors 
Ventilator  Grates 
Sash  Weights 


Floor  Washing  Brushes 
Cast  Iron  Stone  Boat  Head 
Cast  Water  Trough  for  Stock 

Stables 
Ornamental  Cresting 
Pump  Spouts  and  Fittings 


Concrete  Machinery 


Cement  Block  Machines 
Cement  Brick  Machiaes 
Cement  Tile  Machines 


Molds  for  all  classes 

of  Ornamental  Work 
Concrete  Mixer 

hand  or  gas  power 


Road  Machinery 

The  most  complete  line  made  in  Canada 

Road  Graders  Wheeled  and  Drag  Scrapers 

Road  Drags 

Get  in  touch  with  ut 

The  Exeter  Mfg.  Co.  Limited 

Exeter,  Ontario 


A  LEADER 


THA  T  LEADS 


JAS  -  PER  -  ITE 


"  REGISTERED  ' 


The 


Present-Future 
Varnishes 


Sold  only  in  sealed  lithographed  cans. 
Quality  and  durability  guaranteed. 


A  CABINET  ASSORTMENT 


contains  the  following  : 


Exterior 
Finishing 

2-1  Gals. 

4-  H  " 
8-Pints 

5-  yi  Pints 

5^  Gals. 


Floor 
Finish 

2-1  Gals. 
8-Pints 

(No  -4 -Pints) 
5  Gais. 


Pale  Hard 
Oil  Finish 

2-1  Gals. 

2-^o  " 

4-  ^  " 

5-  Pints 
8-%  Pints 


Gals. 


TOTAL— 16  GALLONS 


A  LARGE,  HANDSOME 
DISPLAY  CABINET  FREE 

WITH  FIRST  ORDER 


Manufactured  and  guaranteed 
only  by 

The  Ottawa  Paint  Works 

and 

Ottawa  Varnish  C  O.y  Limited 

OTTAWA 
TORONTO  VANCOUVER 

CANADA 

Toronto  Branch  :  153  Duchess  St. 


Wben  writing  to  sdvertisers  kindly  mention  Canadian  Hardwara  Joarnai 
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ABBASIVE  WHEELS 
Taylor  KorbpB  Co.,  Guelph. 

ACCOUNT  BEQISTEBS 
B»rr   Reeister   Co.,  Trenton. 
Dominion    Register    Co..  Toronto. 

ADVEETISINO  SIGNS — Metal 
licClary  Mfg.  Co.,  London. 
ThoL  Devidion  Mfg.  Co.,  Montreal. 
Sheet  Metal  Prodacts  Co.,  Toronto. 
ADZES 

Allan  Hilli  Edge  Tool  Co.,  Oalt. 

ALABASTINE 
The  Alabastine  Oo.,  Parii,  Ont. 

ALUMINUM 
Northern  Alnminum   Co.,  Toronto. 

ALUMINUM  WABB 
McClary  Mfg.  Co.,  London. 
Northern  Aluminum  Co.,  Toronto. 
Sheet  Metal  Products  Co..  Toronto. 
Ware  Mfg.  Co.,  Oakville,  Ont. 

AMMUNITION 
Dominion  Cartridge  Co.,  Montreal- 
Bemington    U.M.C.    Co.,  Windior. 
KTDOch,   Ltd.,  Birmingham,  Eng. 

ANVILS 
Taylor-Forbes  Co..  Guelph. 

ASH  CANS 
McFarlane-Douglas  Co.,  Ottawa. 
Thoi.  Davidson  Mfg.  Co.,  Montreal. 
Fairgrieve  Metal  &  Stamping  Oo., 

Toronto. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Oo.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
J.  Samuels,  Toronto. 

ASH  SIFTEBS 
Burrowes  Mfg.  Co.,  Toronto. 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
J.  Samuels,  Toronto,  Ont. 
Soren  Bros.,  Toronto,  Ont. 
Fairgreive    Mfg.    &    Stamping  Co.. 
Toronto. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co..  Toronto. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

AUOEBS — Post  Hole 
Taylor-Forbes  Co.,  Guelph. 
Oflerville  Mfg.  Co.,  Otterville.  Ont. 

AUOEB  BITS 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington,  Conn. 
Smith  A  Hemenway,  New  York. 

AUTO  SHEET  METAL  PABTS 
Burrowes  Mfg.  Co.,  Toronto. 

AUTOMOBILE  AOCESSOBIES 
Canadian      Fairbanks-Morse  Co-, 

Montreal. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

Kinzinger   &   Bruce    Co.,  Niagara 
Falls. 

McKinnon  Dash  Co.,  St.  Oatharines. 

AWLS — Sawing 
C.  A.  Myer  Co.,  Ohicago,  III. 
AWLS 

Stanley    Rule   &    Level    Co.,  New 
Britain.  Conn. 
AXES — Safety  Pocket  ard  Belt 
Marble   Arms   &    Mfg.   Co.,  Glad- 
stone, Mich. 

AXES 

James  Smart  Mfg.  Co.,  Brockville. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Allan  Hills  Edge  Tool   Co.,  Oalt. 

AXE  WEDGES 
Taylor-Forbes  Co..  Gueljih. 

AXLE  PULLETS 
Taylor-Forbes  Co.,  G<ielph. 
Springer  Lock  Mfg.  Co.,  Belleville. 

BABBITT  METAL 
Canada  Metal  Co.,  Toronto. 

BAGS  AND  SACKS 
Scythes  &   Co.,  Toronto. 

BAKE  AND  PASTEY  BOABDS 
Wm.  Cane  &  Son,  Newmarket. 
Stratford    Mfg.   Co.,  Stratford. 
Meakins  k  Sons,  Ltd.,  Hamilton. 
Taylor-Forbes  Co.  Guelph. 

BALE  TIES 
Laidlaw  Bale-Tie   Co.,  Hamilton. 
Stanley  Works,  New  Britain,  Conn. 

BABRELS — Gasolene  Storage 
Winnipeg   Ceiling   &    Roofing  Co., 
Winnipeg. 
BARN    DO  OB  HANGEBS 
Canada    Steel    Goods   Co.,  Hamil- 
ton- 
Taylor-Forbes  Co..  Guelph. 


Richards-Wilcox      Canadian  Co., 
London. 

Chicago  Spring  Butt  Co.,  Chicago. 
Metal  Shingle  k  Siding  Co.,  Pres- 

"babs  and  shuttees 

Canadian  Tale  b  Towne,  Ltd.,  St. 

Catharines. 

BABN  EQUIPMENT 
Beattie  Bros.,  Fergus,  Ont. 
Steel   Trough     &     Machine  Co., 

Tweed. 

BASKETS — Clothes 
Meakins  &  Sons,  Hamilton. 

BATHEOOM  FITTINGS 
Qendron  Mfg.  Co.,  Toronto. 
Kinzinger  &  Bruce,  Niagara  Fall*. 
Canada  Metal   Co.,  Toronto. 
Landers,  Frary  &  Clark,  New  Brit- 

tain,  Conn. 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

BELLS — Ship-gong  Bells  and  Pnlli 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Door 
Springer  Lock  Mfg.  Co.,  Belleville. 

BELLS — Farm 
Taylor-Forbes  Co.,  Guelph. 
Exeter    Mfg.    Co.,  E.xeter. 

BELTING — Cotton  Duck 
Dominion  Belting  Co.,  Hamilton. 

BELTING — Bubber 
Gutta  Percha  &  Rubber  Ltd.,  To- 
ronto. 

BELTING — Leather 
Sadler  &  Haworth.  Montreal. 

BIRD  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal, 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
BITS 

McKinnon  Dash  Co.,  St.  Catharines. 
BLOCKS — Chain  Hoisting 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BOAT  TRIMMINGS 

McKinnon  Dash  Co.,  St.  Catharines. 
BOILERS — Kitchen  Bange 

Canada  Metal  Co.,  Toronto. 

James   Morrison   Brass   Mfg.  Oo., 
Toronto. 

McCIary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILEES  AND  EADIATOBS 

Bowes,   Jamieson,   Ltd.,  Hamilton. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. 

Pease    Foundry   Co.,  Toronto. 

Taylor-Forbes  Co..  Guelph. 

BOLTS — Door  and  Window 

Bommer  Brothers,  New  York. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Stanley  Works.  New  Britain,  Conn. 
BOLTS  AND  NUTS 

Stanley  Works.  New  Britain.  Conn. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

BOX  HINGES  AND  STRAPPING 
Stanley      Works,      New  Britain, 

Conn. 

BOX  OPENERS 

Charles  Morrill,  New  York.  N.Y. 

BRACES   AND  BITS 
E.  C.  Atkins  &  Co.,  Indianapolis. 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington,  Conn. 
Stanley   Rule   &    Level    Co.,  New 

Britain,  Conn. 
North  Bros.  Mfg.  Co.,  Philadelphia. 

BEACKETS— Shelf 
Stanley  Works,  New  Britain,  Oonn. 
Taylor-Forbes  Co.,  Guplnh. 

BEASS  GOODS 
Canada    Metal    Co.,  Toronto. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- 

ronto- 

Kinsinger,   Bruce   &   Co.,  Niagara 
Falls. 

BREAST  DBILLS 

North  Bros..  Pliiladelphia. 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

BRICK    AND    TILE  BLOCK 
MACHINES 
E-xeter  Mfg.  Co..  Exeter. 

BRUSHES 
Boeckh  Bros.   Co.,  Toronto. 
Meakins  k  Sons,  Hamilton. 


Canada  Brush  Co.,  St.  John.  N.B. 

Sanderson  Pearcy  &  Co.,  Toronto. 
BUCKLES 

McKinnon  Dash  Co.,  St.  Catharines 

.Stanley  Works.  N'ew  Britain.  Conn- 
BUELAPS 

Scythes  &  Co.,  Toronto. 

Dominion  Oil  Cloth  Co.,  Montreal. 
BUILDEBS'  HAEDWAEE 

Stanley  Works,  New  Britaih,  Conn. 

-Tames  Smart  Mfg.  Co.,  Brockville. 

Cowan  &  Britton,  Ltd.,  Gananjoque. 

Hamilton  Stove  t  Heater  Oo., 
Hamilton. 

National  Hardware  Co.,  Orillia. 

Peck,  Stow  b  Wilcox  Co.,  Cleve- 
land, Ohio. 

Bommer  Brothers,  New  York- 
Taylor  Forbes  Co..  Guelph. 

Canadian  Yale  k  Towne.  Ltd  ,  St. 
Catharines. 

Chicago  Spring  Butt  Co..  Chicago. 

Springer  Lock  Mfg.  Oo..  Belleville. 
BUENEES 

Ontario  Lantern  k  Lamp  Co.,  Ham- 
ilton. 

-Tames  Morrison  Brass  Mfg-  Co., 
Toronto. 

BUTCHEB  KNIVES 
Arch.  McFarlane,  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

BUTTS — Spring 
Bommer  Bros.,  Brooklyn,  N.Y. 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chicago. 
Taylor  Forbes  Co..  Guelph. 

BUTTS    AND  HINGES 
Stanley  Works,  New  Britain,  Conn. 
Ohicago  Spring  Butt  Co..  Chicago. 
Cowan  k  Britton,  Ltd.,  Oananoqne. 
Taylor-Forbes  Co.,  Guelph. 

CAMP  STOOLS  AND  CHAIBS 
Stratford  Mfg.  Co.,  Stratford. 
McKinnon  Dash  Co..  St.  Catharines. 
Otterville  Mfg.  Co..  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary   Mfg.   Co.,  London. 
■Tames    Stewart    Mfg.    Co..  Wood- 
stock. 

CANS— MUk 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co..  Montreal. 

CANT  HOOKS 
Lachute  Shuttle  Co.,  Lachute  Mills. 
Que. 

Allan  Hills  Edge  Tool   Co.,  Gait. 
CAEBON  LAMPS 

Canadian  SunTjeam  Electric  Co., 
Toronto. 

Canadian     Tungsten      Lamp  Co.. 
Hamilton . 
OAEPENTEES'  CLAMPS 
Taylor-Forbes  Co.  Guelph 

OAEEIAGE  HEATERS 
Ohicago   Flexible   Shaft    Co.,  Ohi- 

*^*^CAETEIDGES— MetaUlc 
Bemington    Arms — Union  Metallic 

Cartridge  Co.,  Windsor- 
Dominion  Cartridge  Co.,  Montreal- 

CASEMENT  ADJUSTEES 
Canadian     Yale    k    Towne,  Ltd., 

St.  Catharines. 
Springer  Lock  Mfg.  Co.,  Belleville- 

CASTEBS — Stove  and  Range 
Chicago    Hardware    Foundry  Oo-, 

Chicago.  III- 
Moffat  Stove  Co..  Weston. 

CATTLE  LEADERS 
Taylor-Forbes  Co..  Guelph 
CHAIN  BOLTS 
Taylor-Forbes  Co.,  Guelph 
Stanley  Works.  New  Britain,  Conn. 

CHAIE  LADDERS 
Tavlor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 
CHAIN 

Anti-skid.    Coil.    Cow-tie.  Halter. 

Trace.  Hammock.  Logging. 
McKinnon  Chain  Co..  BufTalo.  N.Y. 

CHAIN — Brass  &  Copper 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

CHAINS — Steel 
Steel  Co.  of  Canada.  Hamilton. 
B.   Greening  Wire   Co.,  Hamilton. 
CHALK 

A.  Ramsay  *  Son  Co.,  Montreal. 
Sanderson  Pearcy  *  Co.,  Toronto. 


CHIMNEY  TOPS 

Gurney   Foundry  Co..  Toronto. 

CHISELS— Wood 
Allan   Hills   Edge  Tool   Co..  Oalt. 

CHUBNS — Barrel  or  BerolTlnf 
Beattie    Bros.,    Kergus.  Ont. 
J.  H.  Connor  &  Sons,  Ottawa. 
Oucimer-Dowswell    Co.,  Hamilton. 
Maxwells,  Ltd..  St.  Mary's. 

CLAMPS 
Taylor-Forbes  Co..  Guelph. 
National  Machinery  k  Supply  Oo-, 

Hamilton- 
Henrv  Disston  &  -Sons.  Toronto 
CLOCKS 

Western  Oock  Mfg.  Co.,  La  Salle, 
111. 

CLOTHES  DBIEBS 
James  Smart  Mfg.  Co.,  Brockville. 
Stratford   Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co..  Guelrh 

CLOTHES  LINE  PULLETS 
Taylor  I'orho'  Gueh.h 

CLOTHES  MANGLES 
Oiunmer  Dowswell.  Ltd..  Uamiltoa 
Maxwell's,   Ltd.,   St.  Mary's- 
Taylor-Forbes  Co..  Guelph. 

CLOTHES    BABS   AND  BACK 
Wm.  Cane  k  Son,  Newmarket. 
McFarlane  Ladder  Works,  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford   Mfg.   Co..  Stratford. 

CLOTHES  LINE  PROPS 
McFarlane  Ladder  Works.  Toronte. 
Otterville  Mfg.  Co..  Otterville. 

CLOTHES  LINE  WIEE 
Steel   Oo.  of  Canada,   Ltd.,  Haa 
ilton. 

CLOTHES  BEEL3 
Taylor  Forbes  Co.  Guelph 
CLOTHES  PINS 
Wm.  Cane  k  Sons  Co..  Newmarket. 

COAL  CHUTES 
Olare  Bros..  Preston. 
Gait   Stove  k   Furnace   Co..  Oalt. 
Steel    Trough    k      Machine  Co., 
Tweed. 

Winnipeg  Ceiling  k  Booflng  Co., 
Winnipeg. 

Metal  Shingle  k  Siding  Co..  Pres- 
ton. 

COAL  SCBEENS 
Canada   Wire  k   Iron   Goods  Co.. 
Hamilton. 

COBBLEE  SETS 

Taylor-Forbes  Co.,  Guelph- 

COMPASSES 
Marble   Arms   &    Mfg.   Co..  Glad- 
stone. Mich. 
OONCEETE    BLOCK  MACHINES 
James    Stewart    Mfg.    Co..  Woo4- 
stoek. 

CONDUCTOR  PIPE 
See  Eavetrongh. 

COPPEE  WARE 
Thos-  Davidson  Mfg-  Co-.  Montreal. 
E.  T.  Wright  Co..  Ltd-.  Hamilton. 
McClary   Mfg.   Co.,  London. 
Sheet  Metal  Products  Co..  Toronto. 

CORDAGE  AND  TWINE 
Scythes  &  Co.,  Toronto. 
Consumers  Cordage  Co.,  Montreal- 

COENICE  BEAKES 
Steel      Bending      Brake  Worka, 

Chatham. 
Brown   Boggs   Co.,  Hamilton. 

COTTEE  PINS 
Steel  Co.  of  Canada.  Ltd..  Hamll 
ton. 

COTTON  DUCK   AND  WASTB 

Scythes  k  Co..  Toronto. 

COUNTEBS 
Walker  Bin  k  Store  Fixture  Co, 
Berlin. 

COUNTEE  CHECK  BOOKS 

Dominion  Register  Co..  Toronto. 

COUNTEE  YAED  MEASUEE8 
Lufkin  Rule  Co  .  Windsor. 
Tavlor-Forbes  Co.  Guelph. 

COW  EASE 
Carpenter.     Morton     Co..  Boston. 
Mass- 

COW  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co..  Haa- 
ilton. 

McKinnon  Chain  Co.  St.  Cathar- 
ines. 

CBANES 
Canadian  Yale  A  Towne.  Ltd.,  St. 
Catharines. 

CEOWBAES 
Welland  Vale  Mfg.  Co..  St.  Cath 
arines. 


We  Manufacture  in  Canada 


Babbitt  Metals,  Lead  Pipe,  Sheet  Lead,  Solder  and 

have  everything  in  Enamel  Ware  for  the  Plumber. 

Write  far  Catalogut  "A"-'Mailed  FREE 

WE  RECOMMEND 

HARRIS  HEAVY  PRESSURE 

THE  BABBITT  METAL  WITHOUT  A  FAULT 
It  Will  Give  Excellent  Service 


Strict  attention  is  paid  to  details  in  tlie  manu- 
facture of  our  goods,  to  ensure  a  uniform  high 
cjuality.  Nolliing- is  left  to  guesswork.  Mixtures 
and  physical  tests  are  controlled  through  our 
chemical  laboratories,  and  manufactured  under 
the  supervision  of  a  skilled  metallurgist  with 
the  result  : 

WHAT  WE  MAKE 
WE  GUARANTEE 
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OniiVEBTS — Oorrngttad  Matai 
Winnipeg   Ceiling   A   Rooflnc  Oe., 

Winnipeg. 
The  Pedlar  People,  Oihswa. 

OUBBT  OOMBS 
Steel    Kqaipment    Co.,  Pembroke. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Borrow.  Stewart  It  Milne,  Hamil 

ton. 

OUBTAIK  STBETCHEBS 
Otterville   Mfg.  Co.,  OtterTilU. 
Lander.s.  Frary  &  Clark,  New  Bri- 
tain. Conn. 

CUTLEET 
Arch.  McFarlane.  Montreal. 
Canadian  Rogers  Co..  Toronto. 
Dorken  Bros.,  Montreal. 
Oneida  Community,    Ltd.,  Niagara 

Falls,  Ont. 
Landers,  Frary  &  Clark,  New  Brit- 
ain. Conn. 
Sanderson  Pearcy  &  Co.,  Toronto. 

OUT  SOLES 
Beardmore  A  Co..  Toronto. 

DAMPERS 
Eureka  Damper  Co.,  Montreal. 
Gnrney  Foundry  Co.,  Toronto. 
MeClary  Mfg.  Co.,  Ijondon. 
James  Smart  Mfg.  Co.,  BroekTllU. 
Taylor-Forbes  Co..  Guelph. 
Ohannell  Chemical  Co.,  Toronto. 
Ronnk,  Ltd.,  Toronto. 

DEEP  WELL  POWER  HEADS 
Dayton   Pump   &   Mfg.   Co.,  Day- 
ton, Ohio. 

DISINFECTANTS 
Williams    Chemical    Co.,  Russell, 

DISPLAY  AND  WALL  OASES 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

Cameron  &  Campbell,  Toronto. 

DISPLAY  RACKS 
Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

DIES 

Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

DOOR  CHECKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co..  Chicago. 
Keating  Brass  Works,  Toronto. 
Taylor-Forbes  Co..  Guelph. 

DOOR  HANGERS— Parlor 
Canada    Steel    Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Guelph. 
Richards- Wilcox      Canadian  Co., 
London. 
DOOR  MATS — Cocoa  Fibre 
Meakins  &  Sons,  Hamilton. 

DOOR  MATS— Rubber 
6utta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

DOOR  MATS— Wire 
Enhne  &  Anderton,  Port  Hope. 
Canada   Wire   &   Iron   Goods  Co., 

Hamilton. 
Barton  Netting  Co..  Windsor. 

DOORS  AND  WINDOWS 
McFarlane  Douglas  Co.,  Ottawa. 
A.  B.  Ormsby  Co..  Toronto. 
Metal  Shingle  k  Siding  Co.,  Pres- 
ton. 

Winnipeg  Ceiling  ft  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 
Allan  Hills  Edge  Tool  Co.,  Gait. 

DRILLS — Breast  and  Bench 
North    Bros.    Mfg.    Co.,  Philadel 
phia. 

DRY  COLORS 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Q.  F.  Stephens  &  Co.,  Winnipeg. 
Brandram-HenderBon,    Ltd.,  Mont- 
real. 

A.  Ramsay  ft  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

DRIVE,  WELL  POINTS 
Otterville   Mfg.   Co.,  Otterville. 

DUSTLESS  DUSTERS 
Tarbox    Bros..  Toronto. 
BAVETROUOH    AND  CONDUCT- 
OR PIPE 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McFarlane-Douglas  Co.,  Ltd.,  Ot- 
tawa. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal   Products  Co.,  Toron- 
to. 

A.  Welch  ft  Son,  Toronto. 

Winnipeg  Ceiling  ft  Roofing  Co., 
Winnipeg. 

E.  T.  Wright  Co.,  Ltd.,  Hamil- 
ton. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

EDGE  TOOLS 
Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  Broekvill*. 

Vock.  Slow  Wilcox  Co.,  South- 
iiictnn.  Conn. 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 


EOO  ORATES 
Wm.  Cane  ft  Son,  Newmarket. 
ELECTRIC  FLASHLIGHTS 

'  aiiadian   Kvpr  Ready  Works,  To- 
ronto. 

Interstate    Electric    Novelty  Co., 
Toronto. 

Motal  Sficrialties  Co.,  Chicago,  111. 
ELECTRIC  LIGHT  FIXTURES 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

ELEOTRIO  IRONS,  ETC. 
Ideal   Electric  Mfg.   Co.,  Wallaee- 
bnrg. 

Renfrew   Electric   Mfg.   Co.,  Ren- 
frew. 

Chicago   Flexible   Shaft   Co.,  Chi- 
cago. 

Landers,     Frary     ft     Clark,  New 
Britain,  Conn. 

Duncan  Electric  Co.,  Montreal. 

Radiant    Electric   Co..  Grimsby. 
ELECTRIC  LAMPS 

Northern  Electric  Co.,  Montreal. 

Canadian   Sunbeam  Lamp  Co.,  To- 
ronto, Ont. 

Ontario     Lantern     ft     Lamp  Co., 
Hamilton. 
ELECTRIC   MANTEL  GRATES 

Radiant  Electric  Co.,  Grimsby. 

Barton  Netting  Co.,  Windaor. 
ELEOTRIO  RADIATORS 

Radiant  Electric  Co.,  Grimsby. 

Ideal  Electric  Mfg.  Co.,  Wallace 
burg. 

Renfrew   Electric    Mfg.   Co.,  Ren- 
frew. 

ELEOTRIO  RANGES 
Radiant  Electric  Co.,  Grimsby. 
Ideal   Electric   Mfg.   Co.,  Wallace- 
burg. 

Renfrew   Electric   Mfg.   Co.,  Ren- 
frew. 

ELECTRIC  BATTERIES 
Canadian      Fairbanka- Morse  Co., 

Montreal. 
Radiant  Electric  Co..  Grimsby. 

EMERY  GRINDERS 
James    Morrison   Brass   Mfg.  Co.. 
Toronto. 

EMERY  POWDER 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams    Co.,  Montreal. 
G.  F.  Stephens  ft  Co.,  Winnipeg, 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronto. 

ENAMEL  SIGNS 
McCIary  Mfg.  Co.,  London. 

ENAMELED  WARE 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet  Metal   Products  Co..  Toron 
to. 

Stamped  &  Enameled   Ware.  Hes- 
peler. 

ESCUTCHEON  PINS 

Steel  Co.  of  Canada,  Ltd.,  Hamil 
ton. 

EXPANSION  BOLTS 
Richards  Wilcox      Canadian  Co., 

London. 

EXPRESS   WAGONS— Boys' 
Canadian   Buffalo   Sled   Co..  Pres- 
ton. 

Gendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co..  Stratford. 
McFarlane   Ladder  Works.  Toron- 
to. 

FARM  TANKS 

Wa.vne    Oil    Tnnk    &    Pump  Co., 
Woodstock,  Ont. 

FARM  TROUGHS 
Wa.vne    Oil    T.ink    &    Pump  Co., 
Woodstock.  Out. 
FASTENERS — Door,  Sash 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor  Forbes  Co..  Guelph. 

FENCING — Woven  Wire 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Steel  Company  of  Canada.  Hamil- 
ton. 

Banwell    Hoxie    Wire    Fence  Co., 

Hamilton. 
Canadian  Steel  ft  Wire  Co.,  Ham- 

"fencing — Picket  Wire 
McFarlane   Ladder  Works,  Toron- 
to. 

FILES  AND  RASPS 

Henry  Disston  ft  Sons,  Toronto. 
Nicholson  File  Co..  Port  Hope. 
G.  ft  H.  Barnett  Co..  Philadelphia. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

FILTERS — Water  and  OU 

James   Morrison    Brass    Mfg.  Co., 
Toronto. 

FIREPROOF   DOORS   AND  WIN- 
DOWS 

McFarlane-Douglas  Co..  Ottawa. 
Winnipeg   Ceiling   ft    Roofing  Co., 
Winnipeg. 


FIREPLACE  QBATES 
Ohadwiek  Brait  Co.,  Hamiltoa. 
Enterprise  Foundry  Co.,  SaekvllU, 
N.B. 

Barton  Netting  Co.,  Windsor. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Taylor- Forbes  Co.  Guelph. 
Canada   Wire   ft    Iron   Goods  Co.. 

Hamilton. 

FIRE  BUCKET  TANKS 
Metal  Shingle  ft  Siding  Co..  Pr«a- 

ton. 

A.  B.  Ormsby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

FIRE  DOOR  HARDWARE 
Winnipeg    Ceiling    ft    Roofing  Co.. 

Winnipeg. 
Richards-Wilcox      Canadian  Co., 

London. 

Stanley  Works,  New  Britain,  Conn. 
Taylor-Forbes  Co..  Guelph. 
Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

FIRE  EXTINGUISHERS 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

FLAGS 
Scythes  ft  Co.,  Toronto. 
J.  J.  Turner  ft  Son,  Peterboro. 
FLOOR  AND  WALL  THIMBLES 
Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

FORCE   0UP3— Rubber 
Gntta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

FOUNDRY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada  Wire   ft  Iron   Goods  Co., 

Hamilton. 

FORKS — Hay 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

FOOD  CHOPPERS 
Maxwells,  Ltd.,  St.  Mary'i. 
Pfok.   Stow  &   Wilcox  Co..  South- 

intiton,  Conn. 
McClary  Mfg.  Co.,  London. 

FOOT  WARMERS 
Chicago   Flexible   Shaft   Co.,  Chi- 
cago. 

FURNACES— Plumber!' 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

FURNACES— Hot  Air 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow.  Stewart  ft  Milne,  Hamil- 
ton. 

Can.   Heat   ft   Vent.     Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Specialty  Mfg.  Co..  Grimsby. 
Gait  Stove  ft  Furnace  Co..  Gait. 
Enterprise  Foundry  Co.,  Sackville. 

N.B. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co., 
Hamilton 

Hall  Zryd  Foundry  Co..  Hespeler. 

Kir-Ben,  Ltd..  Almonte. 

McClary  Mfg.  Co.,  London. 

Pease  Foundry  Co.,  Toronto. 

Jas.  Smart  Mfg.  Co.,  Brockvllle. 

Jas.  Stewart  Mfg.  Co.,  Wood- 
stock. 

FURNITURE  SLIDES 
Onward  Mfg.  Co..  Berlin. 

GALVANIZED  IRON 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

B.  ft  S.  H.  Thompson.  Montreal. 
M.  ft  L.  Samuel,  Benjamin  ft  Co.. 
Toronto. 

Winnipeg  Ceiling  ft  Roofing  Co., 
Winnipeg. 

Metal  Shingle  .&  Siding  Co.,  Pres- 
ton. 

Sarii.i  Metal  T'roduots  Co..  To- 
l-nnti  . 

McFarlane-Dcuglas  Co.,  Ottawa. 

A.  Welch  ft  Son,  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co..  Hamilton. 

GARAGES— Metal 
The  Pedlar  People.  Oshawa. 
Metal  Shingle  ft  Siding  Co..  Pres- 
ton. 

GARBAGE  CANS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClarv  Mfg.  Co..  London. 
Sheet  iletal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 
Steel     Trough     ft     Machine  Co., 
Tweed 

GARDEN  AND  PARK  SEATS 
Stratford  Mfg.  Co..  Stratford. 

GARDEN  HOSE 
Gutta  Percha  &  Rubber.  Ltd..  To- 
ronto. 

GAS  IRONS 

McClary  Mfg.  Co..  London. 


OAS  OVENS 
Fairgrieve  Metal  ft  Stamping  0«.. 

Toronto. 

OAS  RANGES 
Burrow.   Stewart  ft  Milne.  Hamil 
ton. 

Bowes.  Jamieson,  Ltd  .  Hamilton. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 
Gurney  Fotindry  Co.,  Toronto. 
Hamilton    Stove    ft    Heater  O*.. 

Hamilton. 
McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co..  Weston. 

James   Stewart    Mfg.    Co..  Wood- 
stock. 

Supreme  Heating  Co  .  Welland. 

GAS  FIXTURES 
James   Morrison   Brass   Mfg.  €«., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

OAS  WATER  HEATERS 
Moffat  Stove  Co.,  Weston. 
McClary  Mfg.  Co.,  London. 
Gurney  Foundry  Co.,  Toronto. 
Burrow,  Stewart  ft  Milne.  Haali- 

ton. 

Bowes.  Jamieson,  Ltd..  Hamiltoa. 
James    Morrison   Brass    Mfg.  C«.. 
Toronto. 

GASOLINE  LIOHTINO 
H.  W.  Knight  ft  Bros.,  Toronto. 

GASOLINE  &  OIL  PUMPS 
Wayne    Oil    Tank    i-    Pump  Co., 
Woodstock.  Or.t. 

GASOLINE  STOVES 
James    Stewart    Mfg.    Co  .  Wood 
stock. 

GATES — Farm 
Steel  Co.  of  Canada.  Montreal. 

McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Banwell    Hoxie    Wire    Fence  Co., 

Hamilton. 
James   Morrison    Brass   Hfg.  0*. 

Toronto 

GAUGES 
Stanley    Rule   ft    Level    Co.,  New 
Britain.  Conn. 

OAUOE  COOKS 

Penberthy  Injector  C.i..  Windsor. 
James   Morrison    Brass   Mfg.  Co.. 
Toronto. 

GLASS 

Consolidated  Plate  Glass  Co..  To 
ronto. 

Hobbs  Mfg.  Co.,  London. 
Toronto  Plate  Glass  Imp.  Co..  To- 
ronto. 

A.  Ramsay  &  Son  Co.,  Montreal. 

GLASS — Bent 
The  Toronto  Plate   Glass  Import- 
ing Co..  Toronto. 
GLASS  CUTTING  BOARDS 
Lufkin  Rule  Co.  of  Canada.  Wind 
sor. 

A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronto. 
GLAZIERS'  TOOLS 

Smith  &  Hemenway.  New  York. 

GRASS  CATCHERS 
Taylor-Forbes  Co..  Guelnh. 

GRINDSTONES 
Taylor  Forbes  Co..  Guelph. 
Richards-Wilcox      Canadian  Co, 
London. 
GRINDSTONE  FIXTURES 
T.iylor  l'orbes  Co..  Guelph. 

GUNS   AND  RIFLES 
Remington   CM  C.  Co  .  Windsor. 
Ross  Rifle  Co..  Quebec 

HACK  SAW  BLADES 

E.  C.  .Atkins  A  Co..  Hamilton. 
Simonds   Canada   Saw   Co..  Mont- 

real- 

HALTERS — Leather 
G.  L.  Griffith  ft  Son.  Stratford. 

HAMMERS 
James  Smart  Mfg.  Co..  Brockville. 
Stanley   Rule   ft    Level    Co..  New 

Britain,  Conn. 
Allan  Hills  Edge  Tool  Co..  Gait. 

HAMMOCKS 
Dominion    Hammock    Co..  Dunn- 
ville. 

Gait  Robe  ft  Hammock  Co..  Gait. 
HANDLES — Door,     Drawer  and 
Stora 

Taylor- Forbes  Co..  Guelph. 
Stanley     Works,       New  Britain. 
Conn. 

Canadian  Yale  ft  Towne.  Ltd..  St. 

Catharines. 
HANDLES — Axe.  Pick,  etc 
Lachute  Shuttle  Mfg.  Co..  Lachate 

Mills.  Que. 
Dr.iyton  Mills.  Ltd..  Drayton,  Ont. 
Turner.      Day,    Woolworth  Co.. 

Louisville.  Ky. 

HARNESS  AND  BLANKETS 

6.  L.  Griffith  ft  Son.  Stratford. 
Burlington    Windsor    Blanket  Co, 
"Toronto. 
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In  Your 
Corner 

of 

Canada 


Things  are  happening 
in  the  Paint  Trade 


B-H  "English"  Paint  advertising  is  reach- 
ing every  nook  and  corner  of  Canada. 

Everywhere  there  is  a  strong  interest  in  and 
growling  demand  for  the  only  paint  in  Canada 
made  from  Brandram's  B.B.  Genuine  White 
Lead — B-H  "English"  Paint. 

In  every  corner  of  Canada  people  are  con- 
sidering Spring  painting. 

More  people  than  ever  vv^ill  be  painting  with 
B-H  "English"  Paint. 

Hitch  Up  Demand 
With  Supply 

and  make  your  store  a  channel  for  new 
Dusmess  in  B-H  "English"  Paint. 


B-H 

English 
Paint 


RRANDRAM  -  HENDERSON 

MJamii^m^^mmi^^^^^^mm  M  Km^^^mmtm^m  limited 

Montreal      Halifax      St.  John     Toronto  Winnipeg 


B-H 

English 
Paint 
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HASPS  AMD  LATCBB8 
Taylor- Korbai  Co..  Ouelph. 
Stsnley      Works,      N«w  Britain. 

Conn. 

Cowan  t  Britton,  Ltd.,  Oananoqn*. 
Jamea  Smart  Mfg.  Co.,  BroekTUl*. 

HATOHETS 
J»mea  Smart  Mfg.  Co.,  BroekvllU. 

HAY  KNIVES 
Welland  Vale  Mfg.  Co..  St.  C»th- 
•rinea. 

BIKOES 

Stanley      Worka,      New  BrltsU, 

Conn. 

Springer  Lock  Mfg.  Co.,  BalU- 
ville. 

Canada  Steel  Ooodi  Co..  Hsmiltoa. 
Cowan  tc  Britton.  Ltd..  Qananoqu*. 
Taylor  Forbes  Co..  Guelph. 

HINGES — Spring    and  Floor 
Tiiylor-B'orbes  Co.,  Guelph. 
Uummer  Brothers,  Brooklyn,  N.T. 
CBDBdian  Yale  &  Towns,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 

HOCKEY  STICKS 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

HOISTS 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

HORSE    CLIPPING  MACHINES 

B.  &  S.  H.  Thompson,  Montreal. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

HORSE  SHOES  AND  NAILS 
Steel  Co.  of  Canada,  Hamilton. 

HORSESHOE  OALKS 
Steel  Co.  of  Canada,  Hamilton. 

HOUSE  CLEANING  UTENSILS 
Invincible  Renovator  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

HOSE  REELS 
Gutta  Percha  &  Rubber.  Ltd..  To- 
ronto. 

HOOKS — Coat  and  Hat,  Kitchen 
Steel  Co.  of  Canada,  Hamilton. 
Cnnadinn  Yale  &  Towne,  Ltd.,  St. 

Catliarin#R 
Taylor-Forbes  Co..  Guelph. 

HOOKS  AND  EYES 
Steel  Co.  of  Canada.  Ilamilton. 
Stanley     Works,      New  Britain, 

Conn. 

ICE  SHAVES 
McClary  Mfg.  Co.,  London. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 

Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 
ICE   CREAM  FREEZERS 

McClary  Mfg.  Co.,  London. 
North  Bros.,  Philadelphia.  Pa. 
Sheet  Metal  Products  Co..  Toron- 

'iCE  BOXES  AND  CHESTS 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

McClary  Mfg.  Co.,  London. 
INJECTORS — Automatic 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

INGOT  METALS 

M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

Canada  Metal  Co..  Toronto. 

IRONING   AND    BAKE  BOARDS 

Stratford  Mfg.  Co..  Stratford. 

Taylor-Forbes  Co.,  Guelph. 

Otterville  Mfg.  Co..  Otterville. 
JACK  CHAIN 

Steel  Co.  of  Canada.  Ltd..  Hamil- 
ton. 

Oiitnri<i  Lantern  &  Lamp  Co., 
Hniiiilton. 

JOIST  HANGERS 
Taylor-Forbes  Co..  Guelph. 

KEY  BLANKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
CathnrinpR. 

KITCHEN  CABINETS 
E.  T.  Wright  Co.,  Ltd..  Hamilton. 

KITCHEN  W00D3NWARE 
Stratford  Mfg.  Co.,  Stratford. 
MrFarlane  Ladder  Co..  Toronto. 

KNIVfIS  — Draw 
Allan  Hills  E.l^-e  Tool  Works.  Gait. 
Peck.   Stow        Wilcox   Co.,  Sonth- 

ingtoii,  Ciinn. 
KNIVES — Planer,  Paper-cutting 
Simonds   Canada   Saw   Co..  Mont- 
real. 

Henry  Disston   &   Sonf.  Toronto. 

LADDERS 
Stratford  Mfg.  Co.,  Strafford. 
McFarlane  Ladder  Co  .  Toronto. 

LADDERS — Store 
James    Morrison    Brass   Mfg.  Co., 
Toronto. 

Milbradt  Mfg.  Co..  St.  Louis,  Mo. 
LAMPS 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto, Ont. 

L.\MPS — Incandescent 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto Ont. 


LAMPS — Tungsten 
Canadiaa  Sunbeam  Lamp  Co.,  To- 
ronto. Ont. 

LAMPS  AND  BURNERS 
Ontario     Lantern     He     Lamp  Co., 

Uamiltoii. 
TboB.    Davidson    Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LAMPBLACK 
L.  Martin  Co.,  New  York. 

LANTERMU 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Ontario  Lantern  ft  Lamp  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LATCHES 
Canadian  Vale  &  Towne,  Ltd.,  St. 

Catharines. 
Richards- Wilcox      Canadian  Co., 

Loudon. 
Taylor-Forbes  Co.,  Guelph. 
bommer  Brothers.  Brooklyn. 

LAUNDRY  TUBS 
James   Morrison    Brass   Mfg.  Co., 

Toronto. 

LAVATORIES 
James   Morrison    Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel     Trough     St     Machine  Co., 
Tweed. 

LAWN  FENCING 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

B.  Greeiiihg  Wire  Co.  Hamilton. 
LAWN  HOSE 

Gutta  Percha  &  Rubber,  Ltd.,  To- 

LAWN    SEATS   AND  SWINGS 
Stratford  Mfg.  Co.,  Stratford. 
Canadian  BuSfalo  Steel  Co.,  Pres- 
ton. 

LAWN  MOWERS 

Maxviells,    Ltd.,   St.  Mary's. 

Taylor-Forbes  Co.,  Guelph. 

James  Smart  Mfg.  Co..  Brockville. 
LAWN  SPRINKLERS 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

Taylor-Forbes  Co..  Guelph. 

Gutta  Percha  &  Rubber.  Ltd.,  To- 
ronto. 

LEAD  PIPE 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 

LETTER  BOXES 
Taylor-Forbes  Co..  Guelph. 

LEVELS 
Frank  Sand  Mfg.  Co.,  Windsor. 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

LEATHER — Soles,  Etc. 
Beardmore  &  Co.,  Toronto. 

LINOLEUMS 
Dominion  Oil  Cloth  Co..  Montreal. 

LINSEED  OIL 
Sherwin-Williams  Co..  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint   Co..  Montreal. 

LITHOGRAPHED  TIN  BOXES 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

K.  T.  Wright  Co..  Ltd.,  Hamilton. 
LOCKS.  KNOBS,  ETC. 

.S'ational  Hardware  Co.,  Orillia. 

Peck,  Stow  &  Wiloot  Co.,  Cleve- 
land. Ohio. 

Taylor-Forbes  Co..  Gui?lph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Springer  Lock  Mfg.  Co..  Belle- 
ville. 

LUMBERING  TOOLS 

.^llan  Hills  Edge  Tool  Co..  Gait. 

MACHINE  KNIVES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons.  Toronto. 

MALLETS 
Stanley    Rule    &    Level    Co.,  New 

Britain.  Conn. 
MANUAL    TRAINING  BENCHES 
Richards  Wilcox      Canadian  Co., 
Ltd.,  London. 

MANGLES 
Cummer-Dowswell,   Ltd..  Hamilton. 
Maxwells.   Ltd.,  .St.  Mary's. 
Taylor-Forbes  Co..  Guelph. 
James  Smart  Mfir    Co  Brockville. 

MANTELS — Wood 
Barton  Neltinc  Co..  Wind<ior. 

MAPLE  EVAPORATORS 
Steel      Trough  Machine  Co.. 

Tweed. 

MARINE  SUPPLIES 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

Consumers'  Cordage  Co..  Toronto. 

MATCH  STANDS  (Safety) 
Chicago    Hardware    Foundry  Co., 
Chicago.  111. 


MATTOCKS 
Welland   Vale  Mfg    Co.,   St.  Cath 
arines. 

MEASURING  PUITPS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock,  Ont. 

METALS 
Canada  Metal  Co.,  Toronto. 
McClary  Mfg.  Co.,  Loudon. 
Sheet  Metal  Products  Co.,  Toron 
to. 

M.  &  L.  Samuel.  Benjamin  t  Co., 
Toronto. 

B.  &  S.  H.  Thompson,  Montreal. 
E.  T.   Wright  Co.,   I-td.,  Hamilton 
METAL  CEILINGS  AND  WALLS 
McFarlane-Douglas  Co.,  Ottawa. 
Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 
Sarnia    Metal    Products    Co.,  To- 
ronto. 

Metal  Shingle  &  Sidirg  Co.,  Prea- 

METAL  POLISHES 
Canada  Paint  Co.,  Montreal,  Que. 
Nickel    Plate     Stove    Polish  Co., 

Windsor,  Ont. 
Sherwin-W'illiams  Co.,  Montreal. 

METAL  WASHBOARDS 
Meeklns  &  Sons,  Hamilton. 
METAL    GARAGES    AND  SILO 
ROOFS 

Metal  Shingle  &  Siding  Co..  Pres 
ton. 

METAL  LATHS 
Pedlar  People,  Oshawa. 
Metal  Shingle  &  Siding  Co.,  Pres 
ton. 

Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 

MILL  SUPPLIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 

MIRRORS 

Toronto  Plate  Glass  Imp.  Co.,  To 
ronto. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinzinger  &  Bruce  Co.,  Niagara 
Falls. 

Hobbs  Mfg.  Co..  Ltd..  London. 

MITRE  BOXES 
Stanley   Rule    &    Level    Co.,  New 

Britain,  Conn. 
E.  C.  Atkins  &  Co.,  Hamilton. 

MOPS,  MOP-CLOTHS 
Channell  Chemical  Co.,  Toronto. 

MOP  WRINGERS 
Wm.  Cane  &  Sons  Co..  Newmarket. 

MORTAR  COLORS 
Manton  Bros.,  Toronto. 
Sanderson  Pearcy  ft  Cn  Tfrnnto. 

MOTOR  BOAT  SUPPLIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

MOTOR  ACCESSORIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

NAILS  (Cut) 
Cowan  &  Britton,  Ltd..  Gananoqne. 
Steel  Co.  of  Canada.  Ltd.,  Hamil- 
ton. 

NAILS  (Wire) 

H.  S.  Howland,  Sons  *  Co.,  To- 
ronto. 

Imperial  Steel  &  Wire  Co.,  Colllng- 
wood,  Ont. 

P.  L.  Robertson  Mfg.  Co..  Milton. 

Laidlaw  Bale-Tie  Co.,  Hamilton. 

Parmenter  Bulloch  Co.,  Gananoque. 

Steel  Co.  of  Canada.  Ltd.,  Hamil- 
ton. 

Canadian  Yale  &  Towne,  Ltd..  St. 
Catharines. 

NAIL  PULLERS 
Smith  &  Hemenwav,  New  York. 
Chas.  Morrill.  New  York,  N.Y. 

NECKYOKES 
Dravton  Mills    I.t.l,.  Dravton.  Ont. 

NICKEL-PLATED  WARE 
Landers.    Frary     &    Clark.  New 
Britain.  Conn. 

NUT  CRACKERS 
Chicago    Hardware    Foundry  Co., 
Chicago,  111 

OAKUM 

A.  Ramsay  &  Son  Co.,  Montreal. 
Scy'hes  &  Co.,  Toronto. 
James    Morrison    Brass    Mfg.  Co.. 
Toronto. 

OILS — Linseed 
Canada   Linseed   Oil    Mills,  Mont- 
real and  Toronto. 

OILS— Boiled 
Canada   Linseed   Oil   Mills.  Mont- 
real and  Toronto. 

OILS — Varnish 
Canada   Linseed   Oil   Mill*,  Mont- 
real and  Toronto. 
OIL   AND   GASOLINE  TANKS 
Steel     Trough     &     Machine  Co.. 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Mont 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Metal  Shingle  &  Siding  Co..  Pres- 
ton. 


OIL   STOVES   AND  HEATERS 
Bowes,    Jamiesoo,    Ltd.,  Hamilton. 
Imperial  Oil  Co.,  Toronto. 
Thus.    Davidson    Mfg.    Co..  Moot- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co..  Toron- 
to. 

James    Stewart    Mfg.    Co.,  Wood 
stock. 

OIL   STORAGE  SYSTEMS 
8.  P.  Bowser  Jc  Co.,  Toronto. 
Heller-Aller  Co.,  Windsor. 
Steel     Trough     ie     Machine  Co.. 
Tweed. 

Wayne  Oil     Tank  k   Pump  Co., 
Woodstock. 
OILERS — Engine    and  Machine 

Thos.    Davidson    Mfg.    Co.,  Moat- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal   Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 

OILED  CLOTHING 
Scythes  &  Co.,  Toronto. 

OIL  CLOTHS 
Dominion  Oil  Cloth  Co.,  Montreal. 

OIL  CANS 
Fairgrieve  Metal  &  Stamping  Co.. 
Toronto. 

OILY  WASTE  CANS 
James    Morriaon    Brass    Mfg.  Co.. 
Toronto. 

Metal  Shingle  k  Siding  Co.,  Prea- 

ton. 

E.  T.  Wright  Co..  Ltd..  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

McFarlane-Douglas  Co..  Ottawa. 

ORNAMENTAL  IRON 
Canada  Wire   Is   Iron   Goods  Co.. 
Hamilton. 

PAILS— Wood 
Wm.  Cane  It  Sons  Co.,  Newmarket. 

PAINTS  AND  OILS 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  4  Color  Co.,  To- 
ronto. 

Ottawa  Paint  Co.,  Ottawa. 
R.  C.  Jamieson  &  Co.,  Montreal. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin  Senour  Co.,  Montreal. 
Benj.  Moore  &  Co..  West  Toronto. 
Pratt  &  Lambert,  BuCFalo. 
Pinchin-Johnson  Co.,  Toronto. 
A.  Ramsay  &  Son  Co..  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co..  Montreal. 

PAINT  SPRAYING  MACHINES 
A.  Ramsay  &  Son  Co..  Montreal. 

PAINTERS'  TRESTLES 
Stratford  Mfg.  Co.,  Stratford. 
A.  Ramsay  &  Son  Co..  Montreal. 
McFarlane  Ladder  Works,  Toron- 
to. 

Walker  Bin  &  Store  Fixture  Co.. 

Berlin. 

PAPERHANGERS'  TOOLS 

Sanderson  Pearey  &  Co..  Toronto. 
A.  Ramsay  &  Son  Co..  Montreal. 

PARIS  GREEN 
Sherwin-Williams   Co.,  Montreal. 

A.  Ramsay  Sc  Son  Co.,  Montreal. 
Sanderson  Pearcy  k  Co..  Toronto. 
Canada  Paint  Co..  Montreal. 

PARLOR  DOOR  HANGERS 
Richards-Wilcox      Canadian  Co., 

Ltd..  London. 
Canada  Steel  Goods  Co..  Hamilton. 
Taylor-Forbes  Co..  Guelph. 

PERFORATED  METALS 

B.  Greening  Wire  Co..  Hamilton. 
Canada   Wire   &   Iron   Goods  Co., 

Hamilton. 

PICKS 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

PIG  IRON 

Steel  Co.  of  Can.ida.  Hamilton. 
Samuel.  Benjamin  &  Co..  Toronto. 
PIPE    CUTTERS    AND  VISES 

Armstrong    Mfg.    Co..  Bridgeport, 

Conn. 

James   Morrison   Brass    Mfg.  Co., 
Toronto. 

PIPE     AND     FITTINGS— Black 
and  GalTanlzed 

James   Morrison    Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co..  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 
PLANES 

Stanley    Rule   &    Level    Co..  New 

Bri'-sin.  Conu. 
National    Mach.     &    Supply  Co, 

Hamilton. 

PLASTER 
.\iabastine  Co..   Ltd..  Paris. 

PLASTER  OF  PARIS 
A.  Ramsay  &  Son  Co..  Montreal. 
Sanderson  Pearcy  k  Co..  Toronto 
C»nada  Paint  Co..  Montreal. 
Alabastine  Co..  Ltd.,  Perls. 
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"Phenomenal  Sales  Increase" 

Says  Long  Established  Booth  &  Law  Co. 

WHEN  a  man  who  has  been  at 
the  hehn  of  a  hundred  year 
old  business  for  nearly  half  a 
century  says  that  the  sales  increase  of 
his  company  on  Pratt  &  Lambert 
Varnishes  has  been  phenomenal,  it 
pays  to  listen.  Such  long  experience 
in  selling  various  lines  of  varnishes  and 
in  judging  of  varnish  quality  make 
this  statement  of  unusual  significance. 
Read  Mr.  Law's  letter  which  points 
out  some  of  the  reasons  why  such 
gratify  ing  sales  results  have  been  pos- 
sible for  them  and  are  possible  for 
yon.  If  you  will  read  this  letter  and 
act  on  it,  you  will  be  taking  a  straight 
and  direct  course  to  successful  varnish 
sales. 

Write  For  Complete 
Pratt  &  Lambert  Dealers'  Proposition 

Pratt  &  Lambert-Inc. 

30  Courtwright  St.,  Bridgeburg,  Ontario 


EW  HAVEN,  CONN.    Jan.    J,  191?. 


Fratt  &  Lambert, 

165  tadieon  Ave , , 

IJew  York.  W.  Y. 

Gentlemen: 

Although  v*e  have  been  in-  bueineee  &8  you  know  elmcst  a 
hnndrpd  yearn.   It  is  only  receiitly  that  the  modern  force  of  adver- 
tiBing  }.se  become  a  big  fnctcr  in  businCBB,     Thus  in  recent  yeare 
we  heve  been  able  to  greatly  increase  our  buslr.ecc  throueh  the 
handling  of  advertieed  linee.    It  was  our  study  of  what  constituted 
food  advertising  backing  of  h  line  of  goods  that  led  us  to  adopt 
Pratt  if  Lambert  VarniEhes  a  f**w  years  ago.    We  have  not  been  dis- 
appointed with  the  results.    Cur  first  order  while  email  has  grown 
until  now  T^e  order  in  carload  quantities  and  our  saleE  increase  in 
this  tlnie  has  teen  phenomenal. 

Your  iiAga^ine  adverti sirig ,  dealer  helps  of  all  kinds, 
painters'  mata^ir.e,   "Varnitil.  Talks",  letter  promotion  campaign  to 
home  builders,  Architectural  Department  which  is  getting  the  good 
will  find  co-operation  of  architects  and  eecuring  their  specif icatione 
for  f'ratt  &  Lambert  Varniehes,  your  Adviwory  Department,  method  of 
referring  inquiries,   id  fact  every  other  detail  of  your  advertising 
plan  is  in  our  opinion  100  per  cent  efficient  and  is  pulling  the 
resultp  for  us.    This  can  oe  easily  seen  from  the  f«ct  that  despite 
all  the  "calaniity  howlers"  of  the  past  year,  our  buBiness  has  shown 
n  decided  Increote  and  du?  to  the  fact  that  you  have  ailvertlBcd 
harder  than  ever  durint;  the  past  year  while  come  of  the  other  fellows 
seeni  to  have  let  down.    With  the  indications  of  returning  prosperity 
this  Sprlrfc,  we  look  forward  to  the  greateLt  year  on  Pratt  L  Lanbert 
Varnishes  m  the  history  of  this  company. 


Yours  for  Success.  ^ 
Pres  . 

THE  BOOTH  *  LAV/  COUPAUY 


Prdtt&lambertWarnishpiioposition 

iQualityL  Sales  i Profits  1  Repeats^* 

Factories :       Bridgeburg,  Ontario      New  York      Buffalo      Chicago      London      Paris  Hamburg 


irlvorti'-ers  tilndly  mention  Canadian  H.irdwar*  Joiircil 
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'Consolidated 
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Stands  for  the  Best  in  the  Glass  Trade 

Plate 
Window 

Figured 

Wired 
Bent 

Ornamental  and  Mirror 


Glass 


The  Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 

TORONTO       MONTREAL  WINNIPEG 
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Tell  Your  Customers 

to  beautify  their  homes  by  fencing  the  lawn 
and  garden  with  Peerless  Ornamental  Fence. 

\()UR  success  in  the  sale  of  fencingcioes  not 
depend  so  much  on  your  sales  ability  as  on 
the  fencing  you  sell.     It's  fence  service — 
not  price — that  brings  you  customers.  Ours  is  a  fence  of  ser  • 
vice — a  fence  of  repeat  orders.  We  have  letters  from  dealers 
all  over  the  Dominion  substantiatinj;  these  statements. 

PEERLESS 

Ornamental  Fencing 

is  made  of  strong,  stiff,  jjaKani/ed  wire  that  will  not  sag. 
In  addition  to  galvaiii/iiii;,  t-\  cry  strand  is  given  a  coating 
of  zinc  enamel  i)aint,  thus  forming  the  best  possible  insurance 
[against  rust.  Peerless  Ornamental  Fence  is  made  in  several 
styles.    It's  easy  to  erect,  and  holds  its  shape  for  years. 

Send  for  free  caialon.  If  interested,  ask  al)out  tnir  farm  and  poultry  fencing. 
Agents  nearly  everywhere.    Agents  wanted  in  open  territory. 

The  Banwell-Hoxie  Wire  Fence  Co.,  Ltd. 

Winnipeg,  Man.  —  Hamilton,  Ont. 


PLATES     AKD  HOOKS 
Canadian  7al«  *  Towne.  Ltd..  St. 
Catharin«i. 

Bommer  Brothers.  Brooklyn. 

PLOWS — Oradlng 
Meaford    Wheelbarrow    Co.,  Mea- 
ford. 

PLIEBS 

Orescent  Tool  Co.,  Jamestown,  N. 

Y. 

James   Morrison    Brass    Mfg.  Go., 
Toronto. 

Smith  &  Heraenway.  New  York. 

PLUMBS  AND  LEVELS 
Stanley   Rnle    &    Level    Co.,  New 

Britain,  Conn. 

PLUMB  BOBS 
Taylor-Forbes  Co.,  Gnelph. 
Stanley    Rule    &    Level    Co.,  New 

Britain,  Conn. 
POLISHES — Furniture   and  Wood 
Q.  F.  Stephens  &  Co.,  Winnipeg. 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Martin-Senour  Co.,  Montreal. 

A.  Ramsay  &  Son  Oo.,  Montreal. 
Stuart  &  Foster,  Toronto. 
POLISHES — Metal      and  8toT« 
Sberwin-Williamg  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
Nickel  Plate  Polish  Co.,  Windsor. 
Ronuk,  Ltd.,  Toronto. 

POLISHING  BRUSHES 
Boeckh  Bros.,  Ltd..  Toronto. 
Meakins  &  Sons,  Hamilton. 

POST  HOLE  DIOQEB8 
Otterville  Mfg.  Co.,  Otterville. 
POULTRY  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 
Imperial  Steel  &  Wire  Co.,  OoIUng- 

wood. 

McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

PULLETS 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Taylor-Forbes  Co.,  Suelph. 

PUMPS 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Seattle  Bros.,  Fergus,  Ont. 
Heller-Aller  Co.,  Windsor. 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Dayton  Pump  &  Mfg.  Co.,  Dayton, 

Ohio. 

BAKES  ^ 
Welland  Vale  Mfg.  Co..  St.  ^th- 
arines. 

RASPS 

Nicholson  File  Co.,  Port  Hope. 

RAZORS 
Arch.  McFarlane,  Montreal. 
Dorken  Bros.,  Montreal. 
Geneva  Cutlery  Co.,  Geneva,  N.T. 
REFRIGERATORS       AND  ICE 

CHESTS 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  ProtJucts  Co.,  Toron- 
to. 

Sanderson-Harold  Co.,  Paris. 
REGISTERS — Hot  Air  Furnace 

Canadian   Heating     &  Ventilating 
Co,.  Owen  Sound. 

Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Clare  Bros.,  Preston. 
Gnrney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Gait  Stove  &  Furnace  Co.,  Gait. 
Kir-Ben,  Ltd.,  Almonte. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 

Hamilton   Stove     &   Heater  Co., 
Hamilton. 

RIVETS 

Parnnenter  Bulloch  Co..  Gananoque. 
Steel  Co.  cf  Canada,  Hamilton. 

RIFLES — Sporting  and  Military 
Ross  Rifle  Co.,  Quebec. 
See  also  Guns  and  Rifles. 

ROD  COUPLINGS 
Otterville  Mfg.  Co..  Otterville. 
ROPE 

Scythes  *  Co.,  Toronto. 

Consumers'   Cordage  Co.,  Toronto. 
ROOFING  BRACKETS 

Stanley   Rule    &    Level    Co.,  New 
Britain,  Conn. 

ROOFING  (Prepared) 

Prantford  Roofing  Co.,  Brantford. 

Patterson  Mfg.  Co.,  Toronto. 

H.   S.   Howland  Sons  &   Co.  To- 
ronto. 

Canadian    Supply    &  Contracting 
Co.,  Toronto. 


ROOFING  SXTPPLIES 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

BOOFEBS'  FELT 
Winnipeg    Ceilinj    fc    Rooflog  (Jo., 

Winnipeg. 
McFarlan'!  Douglas   Co.,  Ottawa. 

BUBBEB  GASKETS 
Gntta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

RULES  AND  TAPES 
Lufkin     Rule     Co.     of  Csaa4a, 
Windsor. 

Stanley    Rule   ft    Level    C«.,  New 
Britain,  Conn. 
RUBBER  BOOT  BEPAIB3 
Marble    Arms    is    Mfg.    Co.,  Glad- 
stone, Mich. 

BULES — Boxwood 
Lufkin     Rule     Co.     of  Canada. 
Windsor. 

Stanley   Rale    k    Level    Co.,  New 

Britain,  Conn. 
SAD  IRONS — Mrs.  Potta' 
Taylor-Forbes  Co..  Gnelph. 

SAD  IRONS — Gas  and  Oaaollse 
McClary  Mfg.  Co.,  London. 
H.  W.  Knight  k  Bros.,  Toronto. 
Taylor-Forbes  Co..  Gnelph. 

SAD  IBONS — Asbestos  Lined 
Dover    Mfg.     Co.,    Canal  Dover, 

Ohio. 

Chicago  Hardware  Foundry  Co.. 
Chicago,  111. 

SATES  AND  VAULTS 

Oaoadian  Fairbanki-Morae  Co., 
Montreal. 

SAFETY  RAZORS  AND  BLADES 

Gillette  Safety  Razor  Co.,  Mont- 
real. 

Auto-Strop  Safety  Raior  Co.,  To- 
ronto. 

SALAMANDERS 

Qurney  Foundry  Co.,  Toronto. 
SANDPAPER 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire   &   Iron   Goods  Co., 
Hamilton. 

SANITARY  CLOSETS 
Superior  Mfg.  Co.,  Hagersville. 
Steel     Trough     k     Machine  Co., 
Tweed. 

SAP  SPOUTS  AND  BUCKETS 
Thos.    Davidson    Mfg.    Co..  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Taylor-Forbes  Co.,  Guelph. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co..  Ltd..  Hamilton. 

SASH  CENTRES 
Taylor-Forbes  Co.  Guelnh. 

SASH  LIFTS 
Stanley     Works.      New  Britain. 
Conn. 

SASH  PINS 
Steel  Co.  uf  Canada,  Ltd.,  Hamil- 
ton. 

SASH  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 

SAWS 

E.  C.  Atkins  k  Co.,  Hamilton. 
Simonds   Canada   Saw   Co..  Mont- 
real. 

Sl'urly-Dietrich  &  Co..  Gait. 
Henry  Disston  &  Sons.  Toronto. 

SAW  HORSES — Folding 
McFarlane  Ladder  Works,  Toron- 
to. 

SAW  SETS 

Taylor-Forbes  Co..  Guelph. 
Simonds  Canada   Saw   Co..  Mont- 
real. 

Henry  Dission  k  Sons,  Toronto. 

Chas.  Mor'ill.  New  York. 

E.  C.  Atkins  *  Co..  Hamilton. 
SCALES — Weighing 

Canadian  Fairbanks-Morse  Co., 
Montreal. 

Burrow,  Stewart  k  Milne.  Hamil- 
ton. 

SCRAPERS 

Stanley  Rule  &  Level  Co..  New 
Britain,  Conn. 

Meaford  \^heelbarrow  Co..  Mea- 
ford. 

Tovlor.   Forbes   Co.,  Guelph. 
SCREEN     AND     STORM  DOOR 
LATCH 

Tavlor-Forties  Co..  GupIt^Ti. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg.  Co..  Hanli!- 
ton. 

SCREEN  DOORS  AND  WINDOWS 
Sanderson  Harold  Co.,  Paris. 

SCREEN  DOOR  SETS 
Stanley      Worka,      New  Britain. 

Conn. 

Taylor-Forbes  Co..  Guelph. 
Bcmmer  Brothers.  Brooklyn. 

SCREWS 
P.  L.  Robertson  Mf?.  Co..  Milton. 
Steel  Co.  of  Canada.  Hamilton. 

SCREWS — Bench  and  JMk 
Tavlor-Forbes  Co..  Guelph. 

SCREW  CLAMPS— AdJnsUble 
Taylor  Forbes  Co..  Guelph. 
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Merits 
the 

Recognition 
of  the 
British 
Navy 


Wm.  Harland 
and  Son 


Established 
in  1791 


H.M.S.  "RENOWN" 

painted  from  stem  to  stern,  inside 
and  outside,  all  over,  with 

Harland's  Snow- White 
Enamel  (Glossy) 

Factories  :  MERTON.  SURREY,  ENGLAND 
TORONTO,  ONT.  BUFFALO,  N.Y. 


Worthy 
of  a 

Prominent 
Place  on 
Your 
Shelves 
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WANTED  and  FOR  SALE 

Ads  under  this  head  25  centi  per  line.  Four  line* 
once  for  $1.00,  three  times  (or  $2.00.  Caah  must 
accompany  order.    No  accounts  booked. 


Tra\eler  with  automobile  has  first  class  connection  with  best 
hardware  trade  in  Toronto  is  iii  position  to  represent  goo  ! 
house  on  commission  basis  or  e&lury  and  commission.    Box  301. 

3|2|15 


WANTED — High  class  stove  and  furnace  traveler  for  Quehei- 
t<  rritory.  Knowledge  of  both  languages  necessary.  Api>ly, 
stating  i)revioiis  experience,  to  The  Gurney-Massey  Co.,  ■'iS.') 
West  St.  Paul  St.,  Montrcial,  Queibee. 


BUSINESS  FOR  SALE.— PlouLbing,  Heating  and  Galvanized 
Iron  Works,  six  males  from  Toronto;  waterworks  now  going  in. 
Full  information,  Box  303,  Camadian  Hardware  Journal. 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  HARD- 
WARE, STOVE  AND  PAINT  JOURNAL 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines  and  only  ONE  line 
will  be  represented  in  his  advertisement  — but  if  you  will  refer  to  the 
Directory  hi  most  cases  you  will  find  Just  what  you  are  looking  for. 


ARMSTRONG'S 

Hinged  Vises 

They  are  of  the  best  Malleable  Iron,  with  steel 
Jaws,  and  are  made  on  the  interchangeable  system, 
so  that  any  of  the  parts  can  be  replaced  if  ii  should 
become  necessary.  They  are  so  simple  m  con- 
struction that  any  further  explanation  is  unnece  sary. 

Write  for  Catalogue  TO-  DA  Y 

The  Armstrong  Mfg.  Co. 

333  Knowlton  St.       Bridgeport,  Conn. 

Manufacturers  of 

Water,  Gas  and  Steamfitter's  Tools 


SOEEW  DBIVESS 
Cowan  *  B-itton,  Ltd..  Oan»noquc. 
Henry  Disiton  ft  Song,  Toronto. 
North    BroH.    Mfg.    Co.,  Phll»del 
phis. 

Stanley    Rule    &    Level    Co.,  New 
Britain,  Conn. 

SOBEW  PLATES 

Welld  Broi.  A  Co..  Ltd..  Qalt. 

Butterfield  Co.,  Rock  iBland.  Qne. 
SCYTHES  AND  HAY  KNIVES 

Welland  Vale  Mfg.  Co.,  3t.  Cath- 
arines. 

SHEA.BS — Sheet  Metal 

leck,   Stow  &  Wilcox  Co.,  Cleve 
land.  Ohio. 
SHEET  METAL  SPECIALTIES 

Burrowes  Mfg.  Co.,  Toronto. 

Fairgrieve  Melal   &   Rtampirg  Co.. 
Toronto. 

Soren  Bro'^.,  Toronto. 

P.    T.  Wright  Co..  Ltd.,  Hamilton. 

SHELF  BOXES  AND  CABINETS 

Cameron  *  Campbell.  Toronto. 

Walker  Bin  Se  Store  Fixture  Co., 
Berlin. 

SHELF  SUPPORTS 

Chicago     Hardware    Foundry  Co.. 
Chicago,  111. 

SHEEP    SHEAEING  MACHINES 

Chicago    Fle.xible    Shaft    Co,  Chi- 
cago. 

SHEEP    MARKING  LIQITID 

Sherwin-Williams  Co..  Montreal. 
SHOT 

Steel  Co.  of  Canada.  Hamilton. 

SHOTGUNS — Repeating 
Remington     Arms       U.M.C.  Co., 
Windsor. 

SHOT  SHELLS 
Remington      Arms      U.M.C.  Co., 
Windsor. 

Dominion     Cartridge   Co.,  Mont- 
real. 

SHOVELS  AND  SPADES 
Lundy  Shovel  &  Tool  Co.,  Peter- 
boro. 

Csnadian  Shovel  &  Tool  Co.,  Ham- 
ilton. 

SIHTERWAEE 
Canadian   Rogeis  Co.,  Toronto. 
Pceida   Community,    Ltd.,  Niagara 
Kalis,  Ont. 

SKATE  STRAPS 
G.  L.  Griffith  &  Son,  Stratford. 
Owen     Sound     Steel     Press  Co., 
Owen  Sound. 

SKYLIGHTS 
Metal  Shingle  &  Siding  Co.,  Pres 
ton. 

Wheeler  &  Bain,  Toronto. 
McFarlane-Douglas  Co..  Ottawa. 
Winnipeg   Ceiling  &   Roofing  Co., 
Winnipeg,  Man. 

SLEDGES 
Tavlor-Forbes  Co.  Guelph. 

SLEDS 

Canadian   Buffalo   Sled  Co.,  Prea- 
ton. 

Richards- Wilcox      Canadian  Co., 

Ltd.,  London. 
Oendron   ^itg.  Co.,  Toronto. 

SNOW  SHOVELS 
Canadian   Buffalo   Sled   Co.,  Prea- 

ton. 

Sheet  Met^l  Products  Co.,  Toron- 
to. 

Canada    Steel    Goods    Co.,  Hamil 
ton. 

SOAP  URNS 

Chas.  Morrill.  New  York,  N.Y. 

SOLDER 
Canada  Metal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg  Ceiling   &   Roofing  Co., 

Winnipeg. 
McClary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Bogijs   Co..  Hamilton. 

SPIKES 
Steel  Co.  of  Canada,  Hamilton. 

SPOKESHAVES 
Stanley    Rule   *    Level    Co..  New 
Rritain.  Conn. 

SPONGES 
A.  Ramsay  &  Son  Co..  Montreal. 
Sanderson  Penrcv  ,t  To.  Toronto. 

SPURTING  GOODS 
Dominion      Cartridge    Co.,  Mont 
real. 

Marble  Arms  Mfg.  Co.,  Gladstone. 
Mich. 

SPOONS    AND    FORKS — Tin 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

SPRAYERS 

Sherwin-Williams  Co.,  Montreal. 
Sheet  Metal  Products  Co,.  Toron- 
to. 

F.  T.  Wri;,'ht  Co.,  Ltd..  Hamilton. 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Speoialtv  Mfe    Co..  Qrimsbv. 

SPRI.^GS  AND  AXLES 
Oiielph  Spring  &  .\xle  Co.,  Onelpli. 
T.iylor-Forbes  Co..  Guelph. 


SPRING  HINGES 
I'ommer  Brothers.  Brooklyn. 
Chicago  Soring  Butt  Co.  C'hieafo. 

RPBINKLERS — AatomaUc,  Fix* 
.James    Morrison    Brass    Mfg  Co, 
Toronto. 

SPBINKLEB8 — Lavn 
Taylor- Korbes  Co  .  Guelph. 
James    Morrison   Dross  Htg.  Co, 
Toronto. 

SQUARES — Tr7    and  Mitra 

Stanley   Rale   Jb    Level    Co.,  New 

Britain,  Conn. 
STALLS.      STANCHIONS.  AND 

COW-BOWLS— Metal 
Metal  Shin<le  t  Siding  Co..  Pras- 

ton. 

Steel  Trough  A  Mfg.  Co.,  Twe«4. 
Bcatty   Bros..  Fergus. 

STAIB  PLATES 
Steel     Equipment     Co.,  Ottawa. 

STAPLES 
Steel  Co.  of  Canada.  Hamilton. 
Canada  Steel  Goods  Co..  damiltoa. 
Cowan  &  Britton.  Gananoque. 
Laidlaw  Bale-Tie  Co  ,  Hamilton. 

STORAGE  BATTEEIES 
Canadian     Fairbanks-Morse  Co.. 
Montreal. 
STOEM  WINDOW  HINGES 
WatrouB     Acme     Mfg.     Co.  Dei 
Moines,  Iowa. 

STEEL  RULES— Machinists' 

Lufkin  Rule  Co    of  Car  ada.  Wind 
sor. 

STEP  LADDERS 
McFarlane  l>adder  Works.  Toronto. 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfe.  Co..  Otterville. 

STOVE  TEIMMING3 
Radiant  El-^ctric  Co..  Grimsby. 

STOVES  AND  RANGES 
Bowes,  .larnieson.  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow.   Stewart  &  Milne,  Hamll 
ton. 

Canadian    Heating    &  Ventilating 

Co..  Owen  Sound. 

C.  pp  Stove  Co..  Fort  William. 
Clare  Bros.  &  Co.,  Preston. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
Gait  Stove  ft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackvilla. 
N.B. 

Specialty  Mfg.  Co..  Grimsby. 
Findlay  Bros..  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall  Zryd  Foundry  Co..  Hespeler. 
Hamilton     Store   &   Heater  Co, 

Hamilton. 
Kir-Ben,  Ltd.,  Almonte. 
McCIary  Mfg.  Co.,  London. 

D.  Moore  Co..  Hamilton. 

Jas.  Smart  Mfg.  Co.,  Brockvilla. 
Jas.  Stewart  Mfg.  Co..  Woodsto«k. 
ifarriston  Stove  Co.,  Harriston. 
Supreme  Heating  Co..  Welland. 

STOVE  BOARDS 
McClary  Mfg.  Co.,  London. 
Sheet   Metnl     Products     Co,  To- 
r'lnto. 

E.  T.  Wright  &  Co.,  Hamilton. 
Gcrney  Foundry  Co..  Toronto. 
Thos.    Davidson    Mfg.    Co..  Mont- 
real. 

STOVE  PIPE  DAMPERS 

Eureka  Damper  Co..  Montreal. 
Taylor  Forbes  Co..  Guelph. 

STOVE    PIPE  SUNDRIES 
McClary  Mfg.  Co.,  London 
E.  T,  Wright  Co..  Ltd..  Hamilton. 
Sheet  Metal  Products  Co..  Toron- 
to. 

Thos.    Davidson    Mfg.    Co..  Mont- 
real. 

STOVE  AND  RANGE  CA&TEBl 
Chicago   Hardware   Foundry  C, 

Chiraeo.  Ill 
Moffat  Stove  Co.,  Weston. 

STOVE  POLISH 
Duncan  Electric  Co.,  Montreal. 
Nickel-Plato   &    Stove   Polish  Co, 
Windsor.  Ont. 

STOCKS  AND  DIES 
Armstrong    Mfg.    Co.,  Bridgeport, 
Conn. 

STORE  LADDERS 
Richards-Wilcox     C.anadian  Co, 

London. 

Milbradt   .\Us.  Co..  St.  Lo-iia,  M». 

STORE  FEONTS — Metal 
Consolidated  Plate  Glass  Co.,  To- 
ronto. 

SWINGS — Lawn 
Stratford  Mfe.  Co..  Stratford. 

TABLE  CUTLERY 
Arch.  McFarlane.  Montreal. 
Oneida    Community.    Oneida.  N.T. 
Canadian  Rogers  Co.,  Toronto. 
TACES 

Steel  Co.  of  Canada.  Hamilton. 
Parmenter       Bulloch       Co..  Oan- 
anoigue. 

TANKS 

Metal  Shingle  &  Siding  Co..  Pres- 
ton. 
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One  Live 
Dealer 


in  every  town  can  connect 
with  a  good  paying  proposi- 
tion in  selling  the  extensively 
advertised  and  well  known 


"1900"  Gravity  Washer 


The  profits  are  handsome 
and  every  sale  means  a 
satisfied  customer. 


Wrife  to-day  for  particulars  of  our 
full  line  of  Washera  and  Wringers 


The 

Nineteen  Hundred 

Washer  Company 

357  Yonge  Street  Toronto 


HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  give  aatisfaction. 
WARRANTED  as  to  price. 

Plain  Bearings  and  Steel  Ball  Bearings. 
Enclosed  Cog  Wheels. 

•3    36  OE 


Plain  Bearings        Steel  Ball  Bearings        Size  of  Rolls 
No.  340  E  No.  360  E  10  x  1^  inches 

No.  341  E  No.  361  E  11  x  l^^  inches 

We  make  the  largest  variety  of  Wringers  in  the  world. 

Send  for  our  latest  Catalog  and  Price  List 

The  American  Wringer  Co. 

New  York,  U.  S.  A. 


THE  GENUINE 

MYERS 

DOLLAR 
SEWING  AWL 

Convenient  counter  display   box,  and  show  undeV't'heffnger tip'*' 

card  in  three   colors,    JUST   OUT   NEW.  (this  principle  is 

Actual  size  of  box    10^  x  43^  x  1           One  RIGHT) 

box  with  every  }4  doz.  awls,  shippin<^  weight  Ask  for  1914  catalogueand 

-.  , ,  and  wholesale  prices. 

2  lbs. 


Needles 
in  the  hollow 
handle 
screw 
top 

Canadian  Distributors  : 
A.  PRUD'HOMME  &  FILS,  UMITED, 

10  Rue  de  Bresoles,  Montreal 
THE  HOBBS  HARDWARE  CO.,  LTD.. 
London,  Ont.,  Canada 
MERRICK  ANDERSON  COMPANY. 
Winnipeg,  Manitoba 
MARSHALL-WELLS  CO.,  LIMITED,  Winnipec.  Man. 


C.  A.  MYERS  COMPANY,  Inc.,      Sole  Manufacturers,     6319  University  Ave.,  Chicago,  III.,  U.S.A. 


Step  Ladders,  Ladder 
Chairs,  Lace  Curtain 
Stretchers,  Ironing 
Boards,  Tub  Stands, 
Quilting  Frames  and 
Hand  Corn  Planters 

You  will  save  money  by 
learning  our  prices  before 
placing  your  Spring  Order. 

Otterville  Mfg.  Co.,  Limited 
Otterville,  Ont. 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs.  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 


JENKINS  &  HARDY 

Assignees,  Chartered  Accouiilaiits,  Estate  and  Fire 

Insuraiu-e  A.^'enls 
15^2  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 


When  writing  to  advortiscrB  kindly    mention  Canadian  Hardware  Journal 
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Cuts  Half 
the  Labor 
Cuts  All 
the  Leaks 

The  way  to  cut  out 
your  accounting  wor- 
ries is  to  use  the 

Remington 

Adding  and  Subtracting  Typewriter 

(Wshl  AddinK  Mechanism) 

This  machine  cuts  half  the  labor  hy  combining  Iwo  operations 
writing  and  adding    in  one.    //  cuts  all  the  leaks  by  cutting  all  the 
errors.  The  machine  itself  is  error  proof,  and  it  spots  any  errori  made 
by  otherj.    At  a  mechanical  check  it  is  perfect. 

Either  one  of  these  things  makes  the  Remington  Addmg  and  Sub- 
tracting Typewriter  worth  many  times  its  cost  to  you.  And  remember 
that  the  range  of  this  machine  covers  billing  work,  statement  work  — 
any  kind  of  work  where  writing  and  adding  are  done  on  the  same 
page.  A  demonstration,  on  your  worl(,  will  be  given  on  your  re- 
quest— no  obligation  involved. 

Send  for  our  SHustratcd  Booklet 

Remington  Typewriter  Company,  L  imited 

144  Bay  Street,  Toronto,  Ontario 
7  Notre  Dame  St.  West,  Montreal,  Que. 


Make  Your  Windows  Attractive 

by  writing 

Good  Show  Cards 

There  is  nothing  that  will  attract  new  customers 
to  your  store  more  than  an  attractive  window 
display.  And  a  window  display  does  not  carry 
the  influence  it  should  unless  it  contains  effective 
show  cards. 

If  you  do  not  know  how  to  write  Show  Cards  it 
is  time  you  did.  We  can  teach  you  how  in  short 
order  and  at  a  little  expense  by  our  new  revised 

Edwards  Short-Cut  System 

It  is  the  most  complete  ever  produced,  it  brings 
results  which  mean  money  to  V'OU  if  you  will 
use  our  system. 

Our  descriptive  catalogue  is  ready  for  you.  Write 
us  to-day  and  mention  this  journal. 
If  you  can  make  any  sort  of  letters  for  card  work 
send  us  a  sample,  address 

Show  Card  Writing  Department 

SHAW  CORRESPONDENCE  SCHOOL 

395-7  YONGE  STREET,  TORONTO 


Wsyne   Oil    Tank    A    Pump  Co.. 

Woodstock. 
Ste«l     Trough     &     Machine  Co., 

Tweed 

TANK  AND  8IL0  TUOB 
Otterville  Mfg.  Co.,  OttervilU.  . 

TAPES — Measuring 
Lafkin     Rale     Co.     of  Csnads, 
Windsor. 

TUB  STANDS 
Otterville  Mfg.  Co.,  OtterTill*. 
J   H.  Connor  Is  Son,  Ottawa. 

TENTS  AND  AWNINGS 
Smart- Wood «  Co.,  Ottawa 

THEBMOMETEBS 
James  Morrison    Brass    Mfg.  Oo. 
Toronto. 
TINSMITHS'  MAOHINBBT 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
Steel     Bending  gc  Brake  Works, 
Chatham,  Ont. 

TINSMITHS'  SHEABS 
Peck,  Stow  &  Wilcox  Co.,  Sonth- 
ington.  C"nn. 

TINWABE 
Tairgrieve  Metal  Sc  Stamping  Co., 

Toronto. 
See  also  iC'ismelware. 

TOOLS — Mechanics' 
North  Bros.,   Philadelphia,  Pa. 
Peek,  Stow  &  Wilcox  Co.,  Sonth- 

ington,  C'jn:i. 
Stanley   Rule    &    Level    Co.,  New 
Britain,  Conn. 

TOOL  GEINDEBS 
Taylor  Fnrlpes  Co..  Guelph. 

TRAPS — Lavatory 
James    Morrison    Brass    Mf^.  Oo., 

Toronto. 
Canada  Metal  Co.,  Toronto. 

TBAPS— Animal 
Oneida  Commanity,   Ltd.,  Niagara 

Falls,  Ont. 
Peck,   Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

TBAPS— Eat 
Canada   Wire   &   Iron   Ooods  Co., 
Hamilton. 

TRAPS — Steam 
James    Morrison    Brass  Mfg.  Oo., 
Toronto. 

TREE  TBIMMEBS 
Taylor-Forbes  Co.,  Guelph. 

TBOWELS 
E.  0.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

TBTTCKS — Warehonse 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Barrow,  Stewart  &  Milne,  Hamil- 
ton. 

UMBBELLA  HOLDERS 
Springer  Lock  Mfg.  Co.,  BaileTille. 

VACUUM  OLEANEBS 
Onward  M'g.  Co.,  Berlin. 

Invincible  Renovator  Co.,  Toronto. 
Clements   Mfg.   Co.,  Toronto. 

VARNISHES 
Benj.  Moore  &  Co.,  Toronto. 
I.owe  Bros  ,  Ltd.,  Toronto. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sanderson  Pearey  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
Martin-Senoar  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Ottawa  Varnish  Co.,  Ottawa. 
R.  C.  .I.imieson  &  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Wm.  Ilnrlaiul  &  .=!nn.  Toronto. 

VE  tTTILATOBS— Metal 
Metal  Roofing  &  Siding  Co.,  Pres- 
ton. 

Winnipeg   Ceiling   ts   Rooflng  Co., 
Winnipeg. 

Sarnia    Metal    Products    Co.,  To- 
ronto. 

McOlary  Mfg.  Co.,  London. 

VATS — Steel  Cheese 
Steel    Trough    tt    Machine  Co., 
Tweed. 

VISES 

Stanley   Rule   &    Level    Co.,  Mew 

Britain,  Conn. 
National   Machine  ii   Supply  Oo., 

Hamilton. 
Taylor-Forbes  Co.,  Ouelph. 
James    Morrison    Brass    Mff.  Oo., 

Toronto. 

Armstrong    Mfg.    Co.,  Bridgsport, 

WAGON  JACKS 
Biehards-Wilcox      Oansdian  Oo., 
New  York. 

WAQON  WATEB  TAN^ 
Steel  Trough     &     Machine  Oo., 
Tweed. 

WAFTLB  IKONS 
Taylor-Forbes  Co.,  Gnslpli. 

WASH  BOABDS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

Conn. 

Cnmmer-Downrell,     Ltd.,  Haall- 
ten. 


WASH  TUBS 
Wm    Can*  A  .Sous  Co..  Newmarket. 

WASTE — Cotton  and  Wool 
Scythes  k  Co.  Toronto. 

WASHEB8 
Steel  Oo.  -it  Canada.  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 
Canada  Metal  Co.,  Toronto. 
Outta  Percha  k  Rubber,  Ltd.,  To- 
ronto. 

WASHING  MACHINES 

Beattie  Bros..  Fergus.  Ont, 
J  H.  Connor  k  Son.  Ottawa. 
C^mmer-Dowsweli   Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Geo.  0.  Kaitting  *  Sona,  Gait. 
.Nineteen     Hundred     W'aaher  Co.. 

Toronto. 
Taylor-Forbes  Co.,  Guelph. 
One  Minute  Mfg.  Co..  'Toronto. 

WATER  SEEVICE  STST2J18 
Dayton     Pump    k    Machine  Co, 

Dayton,  Ohio. 
WATEB  AND  HOG  TBOUGHS 
Steel     Trough     k     Machine  Oo., 

Tweed. 

Metal  Shingle  k  Siding  Co ,  Pres- 
ton. 

WEDGES 

Taylor-ForboB  Co..  Guelph. 
WELL  CUBB — Corrugated  Metal 
Winnipeg   Ceiling   k   Roofing  Co., 

Winnipeg. 

WHEELS ARBO  W  S 
Maxwells,  Ltd.,  St.  Mary's. 
Meaford  Wheelbarrow     Co  ,  Mea- 

ford. 

WHIFFLETEEES 
Drayton  Mill-S.   Ltd..  Drayton,  Ont. 

WHIP  BACKS 
Barrow,  Stewart  k  Milne,  Hamil- 
ton. 

WI1.L0W  BASKETS 
Meakins  &  Sons,  Ltd.,  Hamilton. 

WINDOW  SETS — Basement 
Taylor-Forbes  Co..  Guelph. 
Stanley  Works.  New  Britain,  Conn. 

WIEE  CLOTHES  LOCKEBS 
Canada  Wire   k   Iron   Goods  Oo., 
Hamilton. 

WIEE  DOOE  MATS 
Canada   Wire   k   Iron   Goods  Co., 

Hamilton. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

WIEE 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Steel  Co.  of  Canada,  Hamilton. 

WIEE  DOOR  PULLS 
Steel  Co.  of  Canada.  Ltd.,  Hamil- 
ton. 

WIRE  CLOTH 
B.  Greening  Wire  Co.,  Ltd..  Hamil- 
ton. 

Canada   Wire   k   Iron   Goods  Oo., 

Hamilton. 

WT3E  FENCING 
Banwell-Hoxie  Wire     Fence  Oo, 

Hamilton. 
McGregor,     Banwell     Fenco  Co, 

Walkerville. 

WIRE  FENCE  STBETCHEB8 
Ricbards-Wileox      Canadian  Oo, 

London. 

McGregor      Banwell     Fence  Oo, 

Walkerville. 

Otterville  Mfg.  Co.,  Otterville. 
WIEE  GOODS 

W   Greening  Wire  Co.,  Hamilton. 

McClary  Mfg.  Co.,  London. 

Canada  Wire   k   Iron   Goods  Oo, 
Hamilton. 

E    T.  Wright  Co..  Ltd.,  Hamilton. 

Thos.    Davidson    Mfg.    Co..  Mont- 
real. 

WHITE  LEAD 
Benjamin  Moore  k  Co..  Toronto. 
Brandram  Henderson,    Ltd.,  Mont- 
real. 

Canada  Psint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Steel  Co.  of  Canada,  Hamilton. 
Lowe  Broi.,  Ltd.,  "Toronto. 
Martin-Senour  Co.,  Montreal. 
A.  Rsmsar  k  Son  Co.,  Montreal 
Sanderson  Pearey  Ss  Co..  Toronto. 

WOODENWAEE 
Wm.  Cane  &  Son.  Newmarket. 
Thos.   Davidson    Mfg.    Co..  Mont- 
real. 

Meakins  k  Sons.  Hamilton. 

WRENCHES 
Crescent     Tool     Co.,  Jamestowa, 
N.T. 

WBINGEBS — Clothtc 
American  Wringer  Co.,  New  York. 
Cummer-Do ws« ell.  Ltd.,  Hamilton. 
Maxwells.  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Guelph. 

WBINGEB  BOLLS 
Ontta  PercSa  it  Rubber.  Ltd.,  To- 
ronto. 

ZINO  OBNAMENTS 
Winnipeg   Ceiling   k   Rooflng  Oa, 
Winnipeg. 
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Announcement 


To 


Hardware  and  Cutlery 
Buyers 

We  h  ave  just  been  appointed 
the  sole  Canadian  agents  for  the 
following  well-known  manu- 
facturers : 


J.  R.  Torrey  Razor  Company 

WORCESTER,  MASS. 
High-Grade  Razors 

J.  R.  Torrey  &  Company 

WORCESTER,  MASS. 
The  Celebrated  "Torrey"  Razor  Straps 

American  Tap  &  Die  Company 

GREENFIELD,  MASS. 
Taps,  Dies  and  Screw  Plates 

Nichols  Brothers 

GREENFIELD,  MASS. 
Knives,  Cleavers  and  Steels 

Liveright  Brothers 

PHILADELPHIA 

Manufacturers  of  "Gold  Medal" 
Files  and  Rasps 

We  are  in  a  position  to  quote  you  lowest 
prices,  and  to  guarantee  prompt  delivery 
of  goods  made  by  these  high-class  firms. 
Do  not  order  elsewhere,  without  giving 
us  a  chance  to  show  you  our  samples 
and  quote  prices. 

Drop  us  a  line  whenever  ^ou  are  in 
the  market  for  any  of  (he  above  lines 

Taylor  &  Leith 


9  McNab  St.  N. 


Hamilton,  Ont. 


You  can  make  more  money 
out  of  the  Motorists 


by  Installing  the 


Street  Pump 


There  will  be  a  great  number  of  Auto- 
mobile Tourists  from  United  States  in 
Canada  this  year  who  will  leave  lots  of 
money  behind  them. 

One  thing  they  will  spend  their  money 
for  is  Gasoline  and  you  can  best  secure 
your  share  of  this  by  selling  your  gaso- 
line from  a  Wayne  Street  Pump. 

This  Wayne  Street  Pump  is  built  of  the 
best  grade  of  material  throughout.  The 
working  parts  of  the  pump  are  completely 
housed  by  heave  cast  doors,  securely 
locked,  to  withstand  outdoor  wear  and 
tear.  An  extra  swing  nozzle  is  supplied 
for  filling  small  cans. 

Wayne  Storage  Tanks  are  guaranteed 
to  be  leak  and  evaporation  proof. 
Write  for  particulars. 


Literature  and  Prices  will  be  sant 
if  requested 


Wayne  Oil  Tank  &  Pump  Co. 


Woodstock 


Ontario 


Wlisn  writing  to  adveitliers  kindly  menUon  Oanadlan  Hwdwar*  Jonnal 
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INDEX  TO  ADVERTISEMENTS 


A 

Alabastine   Co   H3 

American  Wringer  Co   99 

Armstrong   Mf(t.   Co   99 

B 

Banwell-Hoxic      Wire  Feiioe 

Company   ?)fi 

Barnett  Co.  G.  &  H   42 

Bommer   Bros   42 

Howes.  Jiiiniepoii  l>  mi  oil  ....  2ii 

Brandrnm  Hendcrsdii.    Ltd.    .  .  93 

0 

Canadian  Consolidated  Rubber 

Company  43-44  45-46 

Canadian  Sunbeam  Lamp  Co..  9 

Canada  Metal  Co   91 

Can.  Wm.  A.  Rogers,  Ltd.  ...  15 

Cane  &  Sons  Co.,  W  iii   20 

Oapewell  Horse  Nail  Co   33 

Chicago  Flexible  Shaft  Co.   .  .  17 

Chicago  Spring  Butt  Co   42 

Clare  Bros.  &  Co   27 

Columbia  Handle  Co   28 

Connor,  J.  H   32 

Consolidated  Plate  Glass  Co..  96 

Cummer-Dowswell.  Ltd   19 

D 

Disston,  Henry,  &  Sons   ....  28 

Davidson  Mfg.  Co.,  Thos.  ...  8 

Dominion  Cartridge  Co   32 


E 

Kxcler    Mfg.    Co   8:) 

F 

Feriialfi    Mfa.  Co   14 

G 

(Jreeiiing  Wire  Co.,   Ltd..  B.  o.b.c. 

Ourney  Foundry  Co   2.5 

Gutta  Percha  &  Rubber,  Ltd.  21 

H 

Hiirland  &  Son.  Wm   97 

Hendersoii-Rirhardson    Co.    .  .  24 

Ilowland.  .Sons  &  Co.,  H.  S. .  .  5 

I 

Imperial  Oil  Co   2  I 

J 

.leiikins  &  Haidy   99 

K 

Kennedy  Hardware  Co   'M  *<" 

Kinzinger,  Bruce  &  Co   -fi 

Kir-Ben.   Limited    12 

L 

I.aidlaw  Bale-Tie  Co   26 

I.nfkiii  Rule  Co   102 


M 


Manton   Bros   42 

Martin-.Senour  Co  o.f.c. 

Maxwell's,    Ltd   6 

Meakins  &  Sons    ■38 

Metal  Specialties  Mfg.  Co.   .  .  ^ 

Milhradt  Manufacturing  Co...  26 

.VIoore  &  Co.,  Benjamin    88 

Morris  >n  Hnis-<  Mf(..  <  .  ..  .In.-,    .'{ft  31 

Myers  Co..  C.  A   99 

McClary  Mfg.  Co   II 

N 

National    .Machinery   Co   22 

Nicholson  File  Co   4 

Nineteen  Hundred  Washer  Co.  99 

North  Bros,  Mfg.  Co   18 

0 

One  Miiuitp  Mfg.  Co   26 

Otterville  Mfg.  Co   9  » 

Ottawa  Paint  Co   89 

Ontario  Lantern  &  Lamp  Co..  .  16 

Onward  Mfg.  Co   10 

P 

Pannenter  Bulloch  Co.,  The.  .  98 

Peck,  Stow  &  Wilcox  Co.  ...  83 

Pratt  &   Ijambert    95 


K 

Remington  Typewriter  Co.   .  .  100 

Ramsay  &  .Son  Co  .  A   41 

Renfrew  F.Iectric  Mfg.  Co.  ...  35 

Rice  Lewis  *  .Son    3 

Remington  .\rms  Co   13 

S 

Samuel.  Benjamin   &  Co..  M. 

&  L   16 

Sanderson  Pearcy  &  Co.,  Ltd.  i.b.c. 

Scythes  &  Co   40 

Sheet  Metal  Products  Co  i.f.e. 

Stanley  Rule  &  Level  Co.  ...  14 
Steel  Company  of  Canada  ...  13 
Steel  Bending  Brake  Works.  .  18 

Stratford   Mfg.   (n   34 

Sarnia  Metal  Products   36-37 

Shaw  Correspondence  School.  100 

T 

Taylor-Forbes   Co   7 

Taylor  &  Leith   101 

Toronto  Plate  01»s  Impt.  Co.  102 

W 

Walker   Bin   Store   A  Fixture 

Company    10 

Wayne  Oil.  Tank  &  Pump  Co.  101 
Wright  Co..  E.  T   24 


/UFK/N 


MEASURING  TAPES 
and  RULES 

WILL  SELL  WELL 


Back  of  that  are  these  cause*     7Ae  quality  put  into  the  goods — The  reputation  they  bear 
among  users.    But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact 
THEY  WILL  MOVE.     Not  only  are  they  the  best,  but  they  are  recognized  at  such  by  users 
of  Measuring  Tapes  and  Rules.     More  <  f  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 


THE /uFKiAf Rule  ^o,  ofQanada^Ltd. 


GLASS 


THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
DON  ROADWAY  and  Ornamental  Glass  TORONTO 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journtl 


Published  by  The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

Who  also  Publish  :  The  Retail  Grocer  and  Provisioner,  The  Retail  Druggist,  Canadian  Furniture  World  and  The  Undertal^er,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worker,  Motoring,  Electrical  Dealer  and  Contractor, 
Good  Roads  of  Canada,  The  Machine  Shop,  The  Canadian  Nurse 
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You 
Buy  A 


SIMONDS 


(Pronounced  SI  MONDS) 


HAND  SAW 

the  next  time  you 
want  a  good  saw  " 


^TT  The  above  is  our  advice  to  the  Carpenters  or  Canada.  It  was  plainly  printed  right  on 
\1\  the  front  cover  of  the  last  issue  of  The  Canadian  Builder  and  Carpenter.  These  men 
are  your  customers.  They  will  read  this  announcement  and  will  come  to  you  to  hear 
more  of  the  good  qualities  of  Simonds  Hand  Saws.  We  want  you  to  remember  this  one 
essential  fact  when  selling  Simonds  Hand  Saws — that  is,  that  we  do  not  want  a  purchaser 
of  this  saw  ever  to  be  dissatisfied.  Our  guarantee  is  broad  and  liberal  because  we  have 
absolute  confidence  in  the  high  quality  of  our  saws,  and  want  you  to  pass  that  confidence 
along  to  your  customers.      Write  for  a  copy  of  our  catalog  if  you   do  not   have  one. 

SIMONDS  CANADA  SAW  COMPANY,  LlillliE 

St.  Remi  St.  «Sl  acorn  Ave. 
VANCOUVER,  B.C.  MONTREAL  ST.  JOHN,  N.B. 


CANADIAN  IIARDW.M.'K  JOr'FfXAr. 


Miiy,  If) I 


GARBAGE 


CANS 


Every  genuine  Clean-Up  Campaign  should  include  a  proper  gar- 
bage can,  and  you  should  handle  the  best.  SMP  offer  three 
sizes :  small  (No.  1 ),  medium  (No.  2)  and  large  (No.  3)- 
HOT  GALVANIZED — nestable  deep-rimmed  seamless  covers, 
fitted  with  dog-proof  cover  fasteners — attractively  labeled. 


Shipments  Made  Promptly 
THE  SHEET  METAL  PRODUCTS  CO.  "u'^m^I^eT 
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TORONTO 
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Dunham  Water-weight  Rollers 

There  should  be  no  hesitation  about  carrying  a  line  oi  these  famous 
Lawn  Rollers.  They  are  splendid  trade  getters  and  guaranteed  to  give 
complete  satisfaction  to  your  customers. 

The  Dunham  Water- Weight  Roller  can  be  made  heavy  enough  for  firm 
turf  or  tennis  court,  and  light  enough  for  the  softest  lav^n.  You  simply 
fill  it  with  water  to  any  weight  desired.  The  axle  revolves  in  hardened 
steel  roller  bearings,  and  turns  so  smoothly  that  a  boy  can  handle  the 
heaviest  roller.    Can  be  had  either  with  or  without  balance  handles. 

Don't  delay  in  sending  for  literature  and  fuller  particulars. 

"Pennsylvania"  Lawn  Mowers 

Every  progressive  dealer  should  handle  this  high-grade  Lawn  Mower.  We  name  a  few  of  the 
special  features  embodied  in  the  "  Pennsylvania " :  All  the  blades  are  crucible  tool  steel,  oil- 
hardened  and  water-tempered ;  are  self-sharpening  and  stay  sharp,  and  will  do  good  clean 
work  without  re-grinding  even  after  a  dozen  years'  use ;  the  three  gears  give  a  longer  wheel 
base,  enabling  smooth  cutting  over  uneven  lawns.  The  easiest  running,  most  durable,  most 
satisfactory  mower  made. 

Other  Lines  of  Lawn  Mowers 

"  Keystone,"  roller-bearing  ;  "  Empress,"  ball-bearing  ;  "  Woodyatt,"  "  Star,"  "  Daisy,"  "Perfection," 
"  Peerless,"  "Aero,  *  "High-Speed,"  "Glide  3B."    Write  for  circulars  and  full  particulars. 

Garden  and  Lawn  Accessories 

Including  steel  hose  reels,  plain  and  corrugated  non-kinkable 
muiti-ped  hose,  sprinklers,  grass  shears,  grass  catchers,  border 
shears,  J.  D.  aluminum  lawn  rakes,  specially  adapted  for 
stripping  dandelion  buds,  etc.,  etc. 

Don't  hesitate  about  writing  us.  We  gladly  furnish  full  particulars  and 
prices  of  our  varied  stocks,  and  promise  immediate  despatch  of  your  orders 

Rice  Lewis  &  Son 

Limited 

Toronto  Ontario 
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Are  YOU  Making  Money  On 
Our  60,000,000  Trade  ? 


We  supply  90%  of  Canada's  tile  re- 
quirements. Are  YOU  getting  your 
share  of  this  trade?  It  would  pay 
YOU  to  handle  the  "Famous  Five"  : 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

{MADE  IN  CANADA) 


Tyiey're  files  that  dealers  are  proud  to  sell. 
Because  they're  as  uniformly  perfect  as  50 
years'  experience — 5  great  plants — and  the 
finest  machinery  can  make  them. 

And  they're  profitable  files  to  sell.  They're 
advertised  consistently  in  every  field.  Recog- 
nized in  every  industry  as  World-Standard 
Piles.  Stocked  in  large  quantities  at  the 
factory — 'SO  that  you  need  only  a  small  stock 
on  your  shelves.  That  means  many  quick 
turn-overs — and  the  best  net  profit  on  your 
investment. 

From  every  angle,  the  "Famous  Five" 
are  the  RIGHT  Files  to  handle.  Why 
not  write  to-day  for  "File  Filosophy" 
and  our  complete  catalog? 


NICHOLSON  FILE  COMPANY 


PORT  HOPE 


Jobbers 
Everywhere 


ONTARIO 


Dealers,  Attention 


SARNIA  CORRUGATED  SHEETS 

Large  Stocks,  Quick  Shipment  and  Prices  Right.    Write  at  once 

Our  factory,  the  newest  and  most  modern  of  its  kind  in  the  Dominion  of  Canada,  can 
make  more  Galvanized  Corrugated  Iron  than  all  other  factories  in  Canada  combined. 
In  making  prices  to  our  customers  we  take  this  fact  into  consideration  and  we  wish  an 
opportunity  to  quote  you  on  a  trial  order.      Our  line  also  includes  the  following  : 

METAL  SIDINGS,  METAL  SHINGLES,  EAVESTROUGH,  CONDUCTOR 
PIPE,  CULVERTS,  VENTILATORS,  VALLEYS,  SKYLIGHTS,  PLAIN 
GALVANIZED  SHEETS,  ETC. 

The  word  Sarnia  on  sheet  metal  products  is  a  guarantee  of  Quality,  Service  and  Satis- 
faction. We  have  a  proposition  to  make  you  money  and  a  bigger  business.  Write  to-day. 

THE  SARNIA  METAL  PRODUCTS  CO.,  LIMITED 

SARNIA  CANADA 
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SAMSON  HAMMOCKS 


YOU  WILL  BE  DELIGHTED 

with  our  line  of  Samson 
Hammocks  this  year. 

THE  ATTRACTIVE  AND  ARTISTIC 

PATTERNS  are  in  variety  to  suit  all  tastes 
and  purses. 

THEY  WILL  READILY  SELL  because  of 
their  generous  size  and  superior  weave. 

OUR  ASSORTMENT  THIS  YEAR  IS 
THE  BEST  WE  HAVE  HAD,  and  the 

hammocks  are  of  the  high  quality  consistent  with 
the  Samson  brand. 

A  word  from  you  will  bring  prices  and  illustrations 


QUICK  SELLERS 


GOOD  PROFIT 


H.  S.  HOWLAND,  SONS  &  CO, 

WHOLESALE  HARDWARE 

TORONTO 

GRAHAM    NAILS   ARE   THE  BEST 


OUR   PRICES  ARE  RIGHT 


LIMITKD 


WE  SHIP  PROMPTLY 
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Full" Well  Balanced  Loads  are  Loads 
That  Make  Certain  a  Full  Game  Bag 

Dominion  Loaded  Shot  Shells 

Dense  or  Bulk  Smokeless  powder  and 
Crown  Black  powder  contain  the  proper 
combinations  of  powder  and  shot. 

To  satisfy  your  customers  sell  them  the  practical 
loads — 26  grains  or      drams  and 


Dominion 
Cartridge 
Company 

Limited 

Montreal 


ounce 


of 


Cut  illustrates  No.  26 


Davidson's  "Frost 
River"  Refrigerators 

Made  entirely  of  Sheet  Steel — Galvanized 

THE  exterior  is  finished  in  a  beautiful 
French  grey,  with  decorated  panels 
and  corner  scrolls.  The  food  chamber 
is  coated  with  white  enamel  and  is  de- 
lightfully dainty  and  clean  in  appearance. 
Locks,  hinges  and  handles  are  solid  brass 
polished — they  are  also  fitted  with  roller- 
bearing  castors  which  make  them  very 
easy  to  move. 

All  inside  parts  are  removable  for  clean- 
ing purposes.  The  all-steel  body  can- 
not warp,  shrink  or  fall  apart,  and  with 
care  should  last  a  lifetime. 

Made  in  three  sizes— No».  22,  24  and  26 

Booklet  with  all  particulars  sent  on  application 

The  Thos.  Davidson  Mfg.  Co. 

Limited 

MONTREAL 


TORONTO 


WINNIPEG 
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NOW  IS  THE  TIME  TO  PUSH 

Oil  Stoves  and  Ovens 


The  Garland  "  Line  will  give  you  better  profits,  more  satisfied  cus- 
tomers if  you  place  a  few  samples  in  your  window  or  on  your  floor. 
Our  prices  enable  you  to  meet  any  competition,  and  the  exclusive  agency 
eliminates  any  possibility  of  your  opposition  selling  your  prospects  by  cutting  prices. 


This  line 
of  stoves 
has  ex- 
clusive 
features 
which 
defy  the 
ruinous 
competition 


Wick  BlueTlame 
Oil  Stove 

Made  with  2,  3  or  4  burners. 
Can  be  supplied  with  glass  or 
metal  tank,  or  with  high  shelf 


Wickless  Blue  Flame  Oil  Stove 

Made  with  2  or  3  burners 


TWO  POPULAR  MODELS 


Seven  styles 
and  sizes  will 
enable  you 
to  meet  any 
competition 


ALL  MA  Y  SHIPMENTS  DATE  FROM  JUNE  1st 

Drop  us  a  line  for  Prices  and  Descriptive  Literature 

BOWES,  JAMIESON  LIMITED 

Hamilton,  Ontario 

"Garland"  Stoves,  Ranges  and  Furnaces    Coal,  Wood,  Gas,  Oil 
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Buy  "MEAKINS"  when 


You  Buy 


Paint  and  Varnish  Brushes 


They  are  always  reliable,  and  they  are  always  the  same.  They  are  made  by 
the  best  male  workmen,  using  the  latest  and  most  perfect  machinery,  in  an 
up-to-date  factory,  built  for  the  purpose.  It  pays  to  supply  your  customers 
with  the  best  tools — "Meakins"  Brushes  are  the  best. 


Write  for  our  191S  Catalog 


MEAKINS  &  SONS,  LIMITED     HAMILTON,  ONT. 


Warehouses:  Toronto,  London,  Winnipeg 


Meakins  Brush  Co.,  Limited,  Montreal 


No.  lUUl) 
Price  §1.2o. 
(Without  battery) 


No.  1020. 
Frice  81. .50. 
(Without  hiutoryl 
Pat.  applied  for. 


"PRESTO"  Specialties 

Electric  Hand  Lamps 

An  attachment  for  any  Dry  Cell  Battery.  Reflector  pivoted  so  light 
can  be  thrown  at  any  angle. 

Equipped  with  Tungsten  bulb  and  bull's  eye  lens.   Gives  a  powerful  light. 

A  LIVE  LINE  FOR  THE  LIVE  DEALER 

These  "Presto"  Electric  Hand  Lamps  are  the  handiest  arid 
most  serviceable  illuminating  device  ever  conceived. 

Can  be  used  anywhere  on  any  occasion — by  the  farmer,  plumber, 
autoist,  inspector,  housewife,  physician,  in  store  or  factory,  barn  or 
garage,  cellar  or  attic. 

Absolutely  Safe  around  gas,  gasoline,  oil  or  hay,  for  it 
cannot  ignite  anything  inflammable.  It  is  clean  anil  has 
no  smell,  heat  or  smoke.  A  Good  Lot  of  Light  for  a 
Little  Money. 

Manufactured  by 

Metal  Specialties  Mfg.  Co. 

736-738  West  Monroe  St.,  Chicago,  111. 

W.  R.  Morrow,  of  Toronto,  ilistriliutor  for  Ontario, 
n.  Wheeler,  of  Montreal,  distrilmtoi  for  Quebec. 
Henderson  &  Kiohardson  of  Montreal,  distributors  for  Maritime 
Provinces. 

The  H.  S.  Mussett  Company. Winnipeg,  distrilnitors  for  Manitoba. 
Ernest  &   Martin  Bernet,  Vancouver.  B.  C,  distributors  for 

British  Columbia. 
Rogitia  IIcatinR  &  Sheet  Metal  Co..  Regina.  Sask..  distributors 

for  Saskal i-lii  \van  .\lbcrta. 


No.  imo. 

Price  SI. 40. 
(Without  batteryt 


No.  1050. 

•  Presto  Hicycle  Lamp.  A  most  appropriate 
and  useful  lamp  for  the  cyclist. 

Price  $-2.0*\ 
iWith.iut  hattoryi 


When  writing  to  advertisets  kindly  mention  Canadian  Haidwaie  Journal 


THOUSANDS  OF  DOLLARS 


are  being  spent  this  Spring  by 
The  Imperial  Oil  Company, 
Limited,  m  advertising  New  Per- 
fection Oil  Stoves  to  the  people 
of  Canada  in  magazines,  farm 
papers  and  newspapers. 

New  Perfection  Oil  Cook  Stoves,  for 
years  known  as  the  best  that  can  be  pro- 
duced, are  now  MADE  IN  CANADA  by 
The  Perfection  Stove  Company,  Limited, 
Sarnia,  Ontario. 

When  you  push  New  Perfections,  you 
are  pushing  Canadian  goods  and  the 
best  known  oil  cook  stove  on  the  market. 

New  Perfection  Oil  Cook  Stoves  are 
durable,  simple  in  operation,  and  suitable 
for  all  kinds  of  cooking  the  year  round. 
Especially  popular  in  summer  because 
they  keep  the  kitchen  cool  and  clean. 

Made  with  1 ,  2,  3  and  4  burners,  cabi- 
net tops,  drop  shelves,  towel  racks,  etc. 

For  Catalogue  and  Price  List 
address  the  nearest  office  of 


THE  IMPERIAL  OIL  COMPANY 

LIMITED 

TORONTO  MONTREAL  ST.  JOHN  HALIFAX  WINNIPEG 

REGINA  SASKATOON         CALGARY         EDMONTON  VANCOUVER 
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Vacuum  Cleaners 


for  House  Cleaning 

Now  is  the  best  time  for  you  to  feature 
these  vacuum  cleaners.  Your  customers 
will  want  them  for  their  Spring  house- 
cleaning. 


Electric 


The  "Eureka"  is  a 
powerful  and  most 
reliable  machine 
and  is  exceedingly 
easy  to  operate. 
It  appeals  to  the 
housewife  on  eco- 
nomic, sanitary, 
time  and  labor 
saving  principles. 


Onward 

Combination 

The  "Onward"  is  a  Ball  Bearing  machine 
and  works  exactly  like  a  carpet  sweeper,  quite 
as  easy  to  operate  and  vastly  more  efficient. 


There  is  a  good  profit  for  the  Dealer 
on  these  machinas.    Write  ua  to-day. 


Onward  Manufacturing  Company 


Berli: 


Ontario 


TIGER 
WHITE 
LEAD 


The  Lead  With  the  Spread 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  \2'/2.  25,  50,  100  LB. 
IRONS  AND  500  LB.  KEGS. 


The  Steel  Company  of  Canada,  Ltd. 

HAMILTON  MONTREAL         TORONTO  WINNIPEG 

VANCOUVER       VICTORIA  HALIFAX  ST.  JOHN 


Laidlaw  Wire  Nails,  Bale 
Ties  and  Baling  Wire 

Our  products  are  thoroughly  tried  and  tested  before 
leaving-  the  factory,  and  you  can  safely  g-uarantee 
them  to  the  limit. 

Made  in  all  serviceable  gauges  of  the 
best  known  quality. 

With  the  Laidlaw  Line  you  will  realize  quick  sales 
and  Actual  Profit. 

//  you  have  not  already  stocl{ed  our  line. 
Write  for  further  information. 


The  Laidlaw  Bale-Tie  Co. 


HAMILTON,  ONT. 


Limited 


Geo.  W.  Laidlaw 

Vancouver.  B.C. 


Harry  F.  Moulden 

Winnipeg,  Man. 
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MORRISON'S 

Stack  Gas  Water  Heater 

Will  Prove  a  Profitable  Proposition 
for  Summer  Trade 

A  tank  heater  that  gives  hot  water  at  the  taps  con- 
tinuously, one  minute  after  the  gas  is  lit. 

The  Stack  Heater  will  produce  more  hot  water 
for  a  given  amount  of  gas  than  any  other  heater 
of  similar  capacity. 

Many  of  your  customers  will  need  one  of  these 
heaters  this  summer. 

We  guarantee  this  Stack  Heater  to  give  absolute 
satisfaction  to  every  purchaser. 

Write  aa  to-day  for  Booklet  and  farther  Irtformation 

The  James  Morrison  Brass  Mfg.  Co.,  Ltd. 


89-97  West  Adelaide  Street 


Toronto,  Ontario 


It's  an  ill  wind  that  blows  no  good" 

Aluminum 
or  Zinc 


The  War 


has  raised  the  price  of  zinc 
and  consequently  the  price  of 
washboards— BUT  the  BIG 
CANE  VALUE  IN  WASH- 
BOARDS IS  BIGGER 
THAN  EV^ER  because  it  has 
come  to  a  point  where  we 
can  use  aluminum  in  place 
_|  lil        of  zinc. 

Aluminum  is  less  liable  to  crack,  split  or  carry 
defects  that  will  tear  the  clothing  being  wash- 
ed on  it,  and  it  presents  a  much  brighter 
appearance  than  zinc,  and  is  more  attractive 
on  that  account. 

We  are  prepared  to  deliver  our  standard  brands  of 
washboards  with  alurrtinum  washing  plate  at  the  same 
PRICE  AS  THAT  OF  ZINC  Ones  On  receipt  of  instructions  from 
our  customers,  through  the  jobbing  trade.    Order  Now. 


The  Wm.  Cane  &  Sons  Co. 

Limited 

Newmarket  -  Ontario 


Made  in  Canada 


FABRIC  PAT 


Sweat  Padsy  Housings  and 
Collar  Pads 

Cure  Gall  Sores  by  Removing  their  Cause 

They  are  easily  sold  and  handled. 
Satisfaction  is  our  guarantee.  Once 
used — always  used. 

Boof^lets  and  Window  Signs  on  rtquest 
from  Dealers 

Burlington  Windsor  Blanket  Co. 

Limited 

793  King  St.  West,  Toronto,  Ontario 
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British  Hero  Spoons 


w 


E  are  glad  to  announce  to  the  Hardware  Trade  that  we  now  have 
ready  for  immediate  distribution 


COMPLETE  SETS  OF  BRITISH  HERO  SPOONS 
in  Satin-lined  Boxes  to  retail  at  $3.00  a  Set. 

The  new  sales  plan  under  which  we  are  distributing  these  complete  sets  of  spoons  gives  the  dealer 
a  handsome  margin  of  profit  and  makes  it  well  worth  while  to  place  an  immediate  order. 
To  place  this  new  proposition  in  the  hands  of  every  hardware  dealer  in  the  shortest  time,  we  have 
prepared  an  attractive  folder  which  outlines  the  entire  sales  plan,  a  copy  of  which  we  will  be  glad  to 
send  upon  request.    A  postcard  will  do. 

Note  the  illustration  of  the  complete  sets  of  spoons  in  the  satin-lined  case  below. 

CANADIAN  WM.  A.  ROGERS,  LIMITED 


570  King  St.  West,  Toronto 


Western  Salesroom — Winnipeg 
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"Hurwood"  Ice  Picks 

Strongest,  Sharpest  and 
Handiest  ever  Manujactured 

SIMILAR  IN  CONSTRUCTION  To 
THE  CELEBRATED 

Hurwood  Screw  Drivers 


They  have  a  number  of 
distinctive  features  that 
cannot  help  but  attract 
attention. 

Two  Assortments  are  offered  : 
STYLE  "E  " 

List  Price  Per  Dozen,  $6.00 

STYLE  "F" 
List  Price  Per  Dozen,  $4.60 

Full  Particulars  upon  Request 

Stan  LEY  Rule  &  Level  Co. 

New  Britain,  Conn.  U.S.A. 


Genuine  Armstrong 

Stocks  and  Dies 

arc  so  well  known  to  the  steam  and  gas  fitting 
trade  that  it  is  to  every  hardware  dealer's 
advantage  to  stock  this  line. 

The  Genuine  Armstrong  Stocks  and  Dies  of 
which  we  are  sole  manufacturers  are  built 
with  great  care  and  mechanical  supervision 
and  guarantee  the  user  complete  satisfaction. 

Write  for  Catalogue  TO-DAY 

The  Armstrong  Mfg.  Co. 

333  KnowltoD  St.       Bridgeport,  Conn. 

Manafacturert  of 

Water,  Gas  and  Steamfitter's  Tools 


THE 

(Chicago  Steel  Rending  Rrake 

In  One  of  the  200  Sizes 
will  Save  Money  for  You 

Your  sheet  metal  department  will  turn 
over  more  profit  by  the  use  of  the 

Chicago  Steel  Bending  Brake 

One  man  can  operate  with  ease,  and  it  pro- 
duces a  great  amount  of  work  with  uniform 
accuracy  in  wonderfully  fast  time. 
You  needn't  rely  upon  our  judgment  or  yours. 
The  judgment  behind  the  employment  of  over 
ten  thousand  in  the  U.  S.  is  our  reference. 

Literatar*  upon  reqaett. 

The  Steel  Bending  Brake  Works 

Chatham,  Ontario 
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Kir-Ben  Registers 


KIR-BEN  TWO  PIECE  REGISTER 
(Also  made  with  luga) 


KIR-BEN  ONE  PIECE  REGISTER 
(Also  made  without  lugs.) 


OUR  LINE  INCLUDES: 

Baseboard  Registers 

Floor  Registers  and  Borders 

Face  Plates  and  Ventilating 
Plates 

Base  Plates 

Round  Faceplates,  etc. 

In  short,  a  full  line,  in  a  full 
line  of-  sizes. 

Kir-Ben  Baseboard  Registers. 

One  and  two  piece  types,  each  with  and 
without  lugs. 

Handsome  in  appearance  and  designed  to 
harmonize  with  any  style  of  architecture 
or  furnishing. 

Perfectly  smooth  in  all  parts  to  prevent 
lodging  of  dust. 

Kir-Ben  Valve  Mechanism  (simple  and 
durable)  permits  adjustment  of  valve  at  any  ■ 
desired  opening.    Very  easy  to  install. 

Standard  finishes  are  Black  and  White 
Japan,  Copper,  Oxidized  and  Nickel 
Plated.    Other  finishes  if  ordered. 


Keep  in  mind  Kir-Ben  Furnaces,  Kir-Ben  Ranges, 
Kir-Ben  Registers.     Gel  our  Catalogues. 


Kir-Ben  Agency  is  the  Best 


Kir-Ben,  Limited 

Almonte  -  Ontario 


Wetttrn  Furnace  Customers  Addrmtt: 
The  D.  Moore  Co.,  Ltd.  D.  Maa,achlan, 

J.  A.  Evans,  Agent,  Winnipeg.  546  Howe  St.,  Vancouver 
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Time  to  Order 


Whether  you  stock  the  LIGHTNING,  GEM 
or  BLIZZABD,  you  get  a  Freezer  that  has  made 
good  for  more  than  a  quarter  of  a  century — one 
that  has  won  its  way  into  the  hearts  of  the 
housekeepers  by  service  that  satisfies — hacked 
by  quality  that  creates  confidence  in  both  mer- 
chant and  manufacturer— one  that's  well  adver- 
tised and  in  demand — one  that  brings  trade  and 
helps  you  keep  it. 

The  BLIZZARD,  being  a  low-priced  Freezer, 
makes  a  good  running  mate  with  either  the  GEM 
or  LIGHTNING.  Now  is  the  time  to  place  your 
order.  Shipment  can  be  made  any  time  you 
specify. 


BE  SURE  to  IN- 
CLUDE the  LIGHT- 
NING ICE  CHIP- 
PER No.  1.  You  can 
sell  one  with  every 
Freezer.  It  chips  a 
block  of  ice  into 
small  uniform  pieces 
in  a  jilfy,  Just  right 
bo  pack  closely  around 
the  can  and  shorten 
the  time  of  freezing. 
So  much  easier  to 
make  Ice  Cream.  They 
help  the  sale  of 
Freezers. 


Your  Jobber  will 
Supply  You. 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


Stratford 
Ladders 

Meet  Every  Requirement 


The  Stratford  line  of  Ladders  is 
the  most  complete  and  satisfactory 
line  the  hardware  dealer  can  handle. 

The  ladder  illustrated  is  the  best 
Roped  Extension  Ladder  offered  to 
the  trade. 

Made  of  the  lightest  stock,  re- 
inforced by  hardened  and  galvan- 
ized steel  wire,  running  the  full 
length  of  each  riser',  properly  em- 
bedded in  the  material  and  securely 
fastened,  this  ladder  is  stronger 
than  one  twice  the  weight  stock, 
without  the  wire  truss. 


Write  for  oar  rt»u>  Calaloga* 
To'day,    It  will  interest  yoa 


I^L  1   Stratford  Mfg.  Co. 

LIMITED 

Makers  of  Ladders,  Lawn  Swings,  Boyet's  GlidiDg 
Settees,  Folding  Chairs  and  Table*.  Chairs  for 
Assembly  Seating,  Lawn  Camp  and  Verandah 
Furniture,  Kitchen  Cabinets,  Woodenwarc,  Park 
Seats,  etc. 


Stratford 


Ontario 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  your  custom- 
ers by  bringing  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for  our  complete 
ROLLING  LADDER 
CATALOGUE,  ihowiai 
many  style*  suitable  for 
all  kinds  ofshelring. 

MILBRADT  MANUFACTURING  CO. 


2400  N.  10th  Street 


St.  Louie,  Mo. 
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The  Original  Compact  Hand-Saw 

Originated  and  Produced  by 

HENRY  DISSTON  &  SONS 
in  1874 


The 
DISSTON 

"Compact-1874" 
Hand-Saw 


HENRY  DISSTON  &  SONS,  LIMITED 


2-20  Fra»er  Avenue 


Toronto,  Ontario 


MADE  IN  CANADA 


It  is  easy  enough  to  specify  for  Lanterns 

But,  to  get  the  best,  specify 

THE  LANTERN  OF  EXCELLENCE 

Ontario  Lantern  &  Lamp  Co. 

Limited 

Hamilton  Ontario 


iiiiiiiiiiiMiiiiiiii 


WbOD  writing  to  advertisers  kludly  luoiition  C:ui.iili:ni  Hardwaro  Journal 


18 


CANADIAN  HARDWARE  JOURNAL. 


May,  1915 


SPORTING  POWDERS 

Are  Dollar  Makers 

FOR  DEALERS 

WHY? 

DU  PONT  "Bulk"  or  "Den*e"  in  Smekeleas 
•ad  DU  PONT  in  Black 

Spell  economy  in  your  ammunition  stock 
because   these   guaranteed,  world  -  known 

POWDERS  SATISFY 
ALL  SHOOTERS 

Tie  your  store  to  our  national  advertising 
campaign  by  stocking  DU  PONT  POW- 
DERS— the  choice  of  field  and  trapshooters 

For  Powder  Booklets  and  Trapabooting: 
Club  OrKanization  Helps  write  to  Dept.  499 

DU  PONT  POWDER  CO. 

EaUblifhed  1802 

WILMINGTON,  DEL.,  U.S.A. 


One  Live 
Dealer 


in  every  town — can  connect 
with  a  good  paying  proposi- 
tion in  selling  the  extensively 
advertised  and  well  known 


"1900"  Gravity  Washer 


The  profits  are  handsome 
and  every  sale  means  a 
satisfied  customer. 


Writm  to-day  for  particulara  of  oar 
full  line  of  WaaherM  and  Wringmrt 


The 

Nineteen  Hundred 

Washer  Company 

357  Yonge  Str«ct  Toronto 


Builders'  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 


anc 


Black  Liquid  Mortar 
Color 


from 


MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  largest  manufacturers  of  this  line  in  the 
Dominion,    To  dealers  only. 


The  "Handy  Andy" 
Improved  Force  Cup 


For  household  use, 
enables  anyone  to 
keep  the  drain  pipes 
of  sinks,  baths,  basins, 
tubs,  etc.,  free  and 
clear,  and  in  a  safe 
and  sanitary  cor>dition. 

There's  a  Good 
Sale  lor  Them 


Manufactured  solely  by 

Gutta  Percha  &  Rubber,  Limited 

Succcs»on  to 

The  Gutta  Percha  &  Rubber  Mfg.  Co.  of  Toronto 

Limited 

TORONTO  MONTREAL  WINNIPEG 

CALGARY  VANCOUVER 


May,  1915 


CANADIAN  HARDWARE  JOURNAL. 


19 


New  Machines    Old  Trade  Mark 


Both  are 

Cummer-Dowsweirs 

The  "  MAGNET  "  is  one  of  the  easiest 
running  and  most  convenient  to  operate  hand 
vvajhers  of  the  many  we  have  produced.  It 
can  be  operated  sitting  or  standing.  The 
mechanism  is  attached  to  side  of  tub  (instead 
of  cover)  and  can  be  belted  to  either  gas, 
gasoline,  steam  engine,  windmill  or  electric 
motor  power,  without  any  change  to  gearing. 
Cover  c  n  be  lifted  without  removing  belt  or 
stopping  power. 

The  "NEW  CENTURY  JUNIOR" 

is  a  swinging  tub  hand  washer  built  on  the 
well  known  and  time  tested  New  Century 
principle,  but,  without  a  rod  up  through  cen- 
tre, leaving  nothing  inside  the  tub  but  two  tubbing  boards. 

Both  have  the  same  perfection  in  construction,  materials,  easy  runn  ng  ai'd  lasting 
qualities  that  have  made  our  products  known  and  used  from  Halifax  to  Vancouver. 

Cummer-Dowswell,  Limited  "tJ"" 


Always  use  C-D  Wringers  with 
C-D  Washers 

The  Combination  gives  unequalled  results. 


Garage  Gasoline  Outfit 


Right  in  your  own  town  you  will  find  a 
big  demand  for  our  j^arage  gasoline  out- 
fit consisting  of  pump  and  100  gallon 
tank;  pump,  barrel,  valves  and  fittings 
are  of  brass,  and  tank  of  heavy  galvan- 
ized iron  fullv  tested  and  guaranteed. 


RETAILS 
AT 


$20 


.00 


with  j^enerous  profit  to  tlie  dealer.    Ask  us  to 
forward  pamphlet  on  garajie  oulfit.s. 

WRITE  US  TO-DA^ 

The  Steel  Trough  &  Machine  Co. 

Tweed  L'"^'"^'^  Ontario 


The  New 


Maple  Leaf  Washer 

Absolutely  Noiseless 
All  Gears  Enclosed 

Every  sale  you  make  is  backed  up 
with  our  GUARANTEE. 

We    absolutely    guarantee    the  "Maple 
Leaf"  to  give  complete  satisfaction. 


It  is  safe,  durable  and  mechanically  right. 


Write  to-day 
for 

Exclusive  Agency 


One 
Minute 
Mfg.  Co. 

70  Logan  Ave. 
Toronto 

Can. 
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HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  sive  tatisUction. 
WARRANTED  as  to  price. 

Plain  Bearings  and  Steel  Ball  Bearing*. 
Enclosed  Cog  Wheels. 


Plain  Bearings        Steel  Ball  Bearings        Size  of  Rolls 
No.  340  E  No.  360  E  10  x  1)4  inches 

No.  341  E  '    No.  361  E  11  x  lU  inches 

We  make  the  largest  variety  of  Wringers  in  the  world. 

Send  for  our  latest  Catalog  and  Price  List 

The  American  Wringer  Co. 

New  York,  U.  S.  A. 


Malleable  Lugs  or  Shoes 


For  All  Purposes 

requiring  round  or  flat  bands  for 
Silos,  Tanks,  Pipe  Lines,  Sewer 
Pipes,  Penstocks  etc. 

Post  Hole  Diggers  and  Wue 
Stretchers,  Step  Ladders,  Tub 
Stands,  Ironing  Boards. 

Write  for  Literature  and  Pricea 

Otterville  Mfg.  Co. 

Ottervilie  Ont. 


THE  "  EASY  "  WASHER 


Has  Exclusive  Talking  Points 
that  Assure  Extraordinary  Sale* 
Works   by  Suction     Not  Friction. 

Removes  all  the  dirt  without  in- 
.iuring  the  finest  of  fabrics.  All 
metal.  Will  not  rust.  Sanitar? — 
(will  not  absorb  moisture  or  im- 
purities ) . 

Very  easily  operated.  Strong,  dur- 
able and  noiseless. 
.TOT  DOWN  A  LINE  FOR  FULL 
PARTICULARS  ON  OUR  HAND 
AND  ELECTRIC  POWER  WASH- 
ERS   AND    OUR  PROPOSITION. 

EASY  WASHER  COMPANY 

6  Clinton  Place,  Toronto,  Ont. 

Baildtrs   of    Hand  Pou:<r    and  Electric 
{V Qshers,  for  Canadians  in  Canada 


E.  T.  WRIGHT  CO.,  LIMITED,  HAMILTON,  CANADA 


MILK  CANS 
Railroad,  Cream, 
Factory. 

DAIRY  PAILS 

STRAINER  PAILS 
"Wrico"  and 
cheaper  grades. 

SAP  PAILS 

SAP  BUCKETS 

SAP  SPOUTS 


Send  in  for  our  Illus- 
trated Catalog  and 
Discount  Sheet. 


CREAMERS 
Lock  or  Slip 
Covers. 

MILK  PANS 

MILK  STRAINERS 
Retinned  or 
Pieced. 

SPRINKLERS 

SPRAYERS 

AUTO  FUNNELS 


Everything  in  Spring 
and  Summer  lines  of 
Tinware. 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Coppar  Rivals,  Iron  and  Coppar  Burrs,  Bifurcatad  and 
Tubular  Rivats,  Wira  Nails,  Coppar  and  Steal  Boat  and  Canoa  NaiU, 
Eaculchaon  Pin*,  Laathar  Shoe  and  OTanhoa  Bucklai,  Felloe  Plates. 


JENKINS  &  HARDY 

Assig^nees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
\S}4  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 
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Tell  Your  Customers 


to  beautify  their  homes  by  fencing  the  lawn 
and  garden  with  Peerless  Ornamental  Fence. 

'OUR  success  in  the  sale  of  fencing  does  not 
depend  so  much  on  your  sales  ability  as  on 
the  fencing  you  sell.  It's  fence  service — 
not  price— that  brings  you  customers.  Ours  is  a  fence  of  ser- 
vice— a  fence  of  repeat  orders.  We  have  letters  from  dealers 
all  over  the  Dominion  substantiating  these  statements. 

PEERLESS 

Ornamental  Fencing 

is  made  of  strong,  stiff,  galvanized  wire  that  will  not  sag. 
In  addition  to  galvanizing,  every  strand  is  given  a  coating 
of  zinc  enamel  jiaint,  thus  forming  the  best  possible  insurance 
[against  rust.    Peerless  Ornamental  Fence  is  made  in  several 
[styles.    It's  easy  to  erect,  and  holds  its  shape  for  years. 

Send  for  free  catalog.  If  interested,  ask  about  our  farm  and  poultry  fencing. 
Affenta  nearly  everywhere.    Agents  wanted  in  open  territory. 

The  Banwell-Hoxie  Wire  Fence  Co.,  Ltd. 

Winnipeg,  Man. '—  Hamilton,  Ont. 


HIGAC 

mm  mm 


REPUTATION 

The  Chicago  "Triplex"  Spring  Butt 

has  characteristic 
features  of  recog- 
nized  merit, 
handsome  in  ap- 
pearance and  de- 
pendable for  the 
most  severe  re- 
quirements. 

article  has  a  reputation  and  selling 
which  commands  the  trade,  and 


This 
force 

your  stock  should  be  complete 


Cljtcago  Spring ^uii  Comp^i^B' 

CHICAGO  NEW  YORK 

/  '   Send  for  Catalogu*  S29 


BOMMER  SCREEN  DOOR  HINGES  ARE  THE  BEST 


Style  900 


WROUGHT  METAL 

Don't  wait  until  the  flies  are  here — ppt  in  your  stock  of  screen 
door  hinges  now  —  handle  the  right  sort — Bommer's  are  the 
best  quality  and  finish,  and  sell  on  sight. 


Style  900. — Has  two  bearing  jointt, 
no  matter  which  end  of  hinge  is  upper- 
most, doubling  the  strength  and  dur- 
ability. The  best  and  handsomest 
screen  door  hinge  ever  produced. 


Style  960. — The  door  can  be  de- 
tached from  the  casing  without  un- 
screwing. Hat  enclosed  oil-tempered 
steel  coil-spring,  is  well  made  and  will 
give  good  service. 


Both  sl\)les  also  packed  in  sets  with  hook  '""^  e\)e  and  pull. 

Bommer  Brothers,  Mfrs.,  Brooklyn,  N.Y. 

Canadian  Representalitie,  Alex.  Thurber,  446  St.  Paul  Street,  Montreal 


Style  960 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  of  CataloR^iie  will  be  seni  free  to  anv  interested  File  L'ser  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  RLE  CO. 
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Fill  Your  Shelves  With 

FRESCO-TONE 

They  will  soon  be  emptied. 

The  Flat  Finish  vogue  finds  its  fulfilment  in 

"FRESCO -TONE  " 

The  soft  velvety  finish,  thoroughly  sanitary  and  easily  washed. 
We  predict  for  you  a  large  sale  of 

"  FRESCO -TONE  " 

this  season.  We  have  added  five  new  colors  to  keep  up  with  the  in- 
creasing demand. 

Fashion  has  set  her  seal  of  approval  on  Flat  Finishes,  and  many  of 
the  old-fashioned  color  washes  on  walls,  etc.,  have  been  replaced  by 
the  new  washable  Flat  Oil  Wall  Finish. 

"  FRESCO  -TONE  " 

Try  an  assortment,  including  our  five  new  colors,  to  start  the  season 
with. 

Our  advertising  display  matter,  show  cards,  window  cards,  etc.,  are 
very  original  and  trade  compelling — send  to-day  for  particulars. 


BRAN  DRAM-  HENDERSON 
^^mm^^i^^mmmm^a^mimmm^mmmm  JL  JL  ■MHHMHHaaMMHMHH  Ll  mit  e  D 

Montreal  Halifax  St.  John  Toronto  Winnipeg 
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Increased  Tariff  and  Every  retailer  will  fully  realize 
the  Dealer 's  Profits,  that  his  profits  are  affected  to  a 
very  considerable  extent  by  the 
general  increase  in  tariff  of  5  per  cent,  on  British 
Preferential  and  IV2  per  cent,  on  General,  if  he  does 
not  take  the  necessary  precautions  to  guard  against  a 
cut  in  them. 

As  he  buys  in  larger  quantities,  the  retailer  will  find 
that  the  increased  duty  will,  in  the  majority  of  cases, 
be  passed  on  to  him,  but  as  he  sells  in  small  quantities, 
he  will  find  it  difficult  to  pass  the  increase  on  to  the 
consumer  with  each  individual  sale.  For  instance,  if 
he  has  been  selling  an  article  at  25  cents  and  the  in- 
crea-sed  duty  causes  a  one-cent  advance  in  the  cost  to 
him,  he  will  find  it  a  difficult  matter  to  get  an  extra 
cent  on  the  article  from  his  customer.  The  same  thing 
is  true  in  practically  all  lines  retailing  at  prices  which 
are  miiltiples  of  five  cents.  It  is  easier  to  pass  the  in- 
creased cost  on  to  the  public  where  the  regular  selling 
prices  are  odd  figures. 

It  was  not  intended  and  it  is  not  fair  that  the  dealer 
should  be  called  on  to  pay  the  war  taxes  of  the  general 
public,  and  he  should  see  that  it  is  passed  on  to  eus- 
tomei"s  in  some  manner.  Profits  in  the  hardware  bus- 
iness are  aiivady  small  eiiougli  without  having  them 
furthei-  cliijix'd  at  this  time. 

Money  may  be  tiglil,  but  there  is  aluniys  a 
little  loose  business  to  be  picked  up  by  those 
li'hii  put  forth  effort  to  ^et  it. 

Neatness  in  Base-  The  merchant  should  have 
ment  and  Storeroom,  enough  pride  in  his  business  to 
see  that  everything  is  neatly  ar- 
ranged in  the  storerooms  and  basement,  as  well  as  in 
the  main  part  of  the  store.  Having  a  place  for  every- 
thing and  everything  in  its  place  materially  facilitates 
the  work  of  bringing  forward  new  stock.  When  a 
clerk  goes  to  the  basement  for  an  article,  he  should 
know  exactly  where  to  look  for  it,  and  be  able  to  get 
it  with  the  least  delay. 

It  is  not  to  be  wondered  at  that  some  dealers  order 
goods  when  they  already  have  a  stock  on  hand,  as 
their  storeroom  or  basement  is  in  a  jumble  with  boxes 
opened  and  a  few  articles  taken  out,  and  the  rest  left 
just  where  the  drayman  put  them. 


It  is  a  good  policy  to  make  it  the  duty  of  one  of 
the  clerks  to  check  incoming  freight  and  see  that  it  is 
put  away  in  its  proper  place.  He  should  also  be  in- 
structed to  spend  some  of  his  time  re-arranging  goods 
that  are  bound  to  get  out  of  place  in  the  general  work 
of  the  store.  He  should  be  made  responsible  for  the 
appearance  of  the  storeroom. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

How  is  trade  with  you? 

*  *  * 

Keep  pushing  strong  for  business. 

•  *  • 

Give  the  profit  payers  prominence  in  display. 


Advertising  is  good  spring  medicine  for  a  sluggish 
business. 

*    *  « 

The  temperature  is  moving  upward.  See  that  your 
ambition  goes  up  with  the  thermometer. 


The  hotel  clerk's  greatest  asset  is  his  a'bility  to  call 
his  patrons  by  name.  Not  the  least  of  the  desirable 
qualities  of  a  store  clerk  is  that  same  ability.  . 


Now,  while  the  housewives  of  the  land  are  conduct- 
ing a  combined  attack  on  "Old  Man  Dirt,"  it  is  well 
that  the  dealer  give  some  thought  to  store  cleaning. 
There  are  few  stores  that  cannot  stand  a  little  cleaning 
up  at  this  time. 

•    *  * 

It  is  a  poor  salesman  who  stands  behind  his  counter, 
makes  a  sale  and  allows  the  customer  to  pass  out  with- 
out suggesting  another  sale.  Hardly  anything  is 
bought  in  a  store  that  does  not  suggest  something  to 
go  with  it.  The  person  behind  the  counter  who  does 
not  take  advantage  of  this  fact  is  not  a  salesman — he 
is  merely  an  order  taker. 
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Make  ''Made  in  Canada"  Appeal  Permanent 

By  W.  A.  Lydialt 


First  of  all,  let  me  say  that  I  am  in  favor  of  a  persis- 
tent intelligently-directed  "Trade-at-Home"  propa- 
ganda. We  are  all  agreed  that  if  everybody  vpould  stop 
buying  imported  goods  and  buy  "Made-in-Canada" 
goods  instead,  a  great  deal  of  annoying  competition 
would  be  removed.  Nearly  every  retailer  1  have  met 
out.side  the  big  cities  is  very  warm  on  this  "buy-at- 
home"  policy — as  a  policy  for  others.  As  for  himself, 
he  prefers  to  buy  where  he  can  get  the  best  value. 

The  "Made-in-Canada"  movement  is  simply  a  broad 
expression  of  the  "Trade-in-Toronto,"  "Get-it-in- 
Ouelph,"  "Ruy-in-Brantford"  idea,  and  is  beset  with 
the  same  difficulties.  People  favor  it,  passively,  but 
unless  the  local  merchant  or  manufacturer  hustles  for 
business  and  gives  people  what  they  want,  as  good 
goods  or  better,  at  the  same  price  as  the  outsider,  the 
man  who  shows  the  most  interest  in  getting  the  order 
and  offers  the  "best  buy"  usually  gets  the  business. 

So.  in  most  cases,  this  "Trade-at-Home"  sentiment, 
no  matter  how  eagerly  encouraged,  does  not  "cut  much 
ice."  This  was  illustrated  in  an  Ontario  town  where 
the  retailers  and  Board  of  Trade  made  considerable  ado 
over  the  "buy-at-home"  advantages.  Much  warm  dis- 
cussion was  caused  by  a  big  out-of-town  purchase  by 
the  president  of  the  Board  of  Trade.  A  retailer  was 
criticizing  this  lack  of  loyalty  in  conversation  with  a 
local  printer,  when  the  printer  noticed  some  billheads 
on  the  retailer's  desk,  printed  out  of  town.  "You  can't 
kick  when  you  do  the  same  thing,"  remarked  the 
printer.  "Yoia  know  that  we  can  do  this  printing  for 
you — as  good  work  at  as  low  a  price  as  you  get  it  done 
outside."  "Well,  did  you  ever  solicit  my  order  for 
this  printing?"  replied  the  retailer.  "No,  but  you  know 
we  do  the  work."  said  the  printer.  "Yes.  but  this  out- 
of-town  firm  sent  a  salesman  up  here.  He  showed  rae 
exactly  what  T  wanted  and  quoted  a  fair  price — and 
naturally  he  got  the  order." 

"Naturally,  he  got  the  order."  Isn't  this  the  crux 
of  the  whole  proposition  of  business-getting?  Isn't 
this  the  real  explanation  of  why  so  many  foreign  firms 
"beat  out"  Canadian  manufacturers  in  the  battle  for 
business?  Do  we  buy  imported  goods  because  they  are 
"made  in  U.S.A."  or  "made  in  Germany" — or  because 
someone  comes  to  us.  shows  us  what  we  want,  ((uotes  an 
attractive  price,  and  "naturally  gets  the  order?" 

Danger  of  "Trade-at-Home"  Movement 

The  danger  of  any  "  trade-at-home  "  movement  is  that 
the  more  it  seems  to  influence  people's  buying,  the 
more  do  business  men  "rest  on  their  oars."  so  to  speak, 
and  depend  on  this  sentiment  to  get  business  for  them. 
Does  this  movement  appeal  to  business  men  because  it 
promises  to  make  it  less  necessary  for  them  to  hustle 
for  business  and  meet  the  foreign  competitor's  methods 
and  goods  and  prices?  Evidence  is  not  lacking  to  sup- 
port such  a  conclusion. 

It  has  been  remarked  that  a  large  percentage  of  the 
advertising  appearing  in  Canadian  publications  comes 
from  English  and  United  States  firms.  It  has  also  been 
noted  that  immediately  the  "Made-in-Canada"  cam- 
paign started  a  great  many  Canadian  manufacturers 
discontinued  or  curtailed  their  advertising.  If  this  was 
because  "the  business  was  not  to  be  had" — then  why 


the  "Made-in-Canada"  advertising?  And  why  do  our 
imports  from  the  United  States  continue  to  increase, 
even  since  the  war  commenced? 

Too  many  Canadian  manufacturers  seem  concerned 
with  efforts  to  fix  things  so  that  business  must  come 
to  them — while  the  foreigner's  method  is  to  go  after 
the  business  in  such  a  way  as  to  get  it.  More  Canadian 
manufacturers  might  well  consider  methods  of  getting 
business  instead  of  merely  trying  to  keep  the  other  fel- 
low from  getting  it. 

Every  day  we  are  buying  goods  that  are  imported, 
because  we  know  they  are  what  we  want.  There  may 
be  just  as  good  goods  made  in  Canada- — but  we  don't 
know  it,  or  we  have  not  been  convinced  of  their  desir- 
ability. We  could  go  right  through  the  list  of  imported 
articles  and  find  one  thing  after  another  which  has 
gained  a  strong  foothold  in  Canada,  not  because  they 
are  foreign-made,  but  because  we  were  madf»  to  want 
them. 

Quality  Must  be  Combined  with  "Made-in-Canada" 

"Made  in  Canada"  cannot  be  successfully  advertised, 
or  have  any  lasting  influence  with  the  purchasing  pub- 
lic, until  it  is  known  to  signify  a  certain  desirable  stan- 
dard of  quality  or  value.  As  long  as  the  good,  bad, 
and  indifferent  can  all  be  marketed  under  a  "Made-in- 
Canada"  banner,  just  so  long  will  the  mark  carry  the 
odium  of  the  least  desirable  goods  so  marked. 

The  value  of  any  trade  mark  is  entirely  determined 
by  the  quality  or  degree  of  satisfaction  which  that 
trade  mark  is  known  to  represent.  If  the  Canadian 
Manufacturers'  Association  could  control  the  use  of  the 
"Made  in  Canada"  mark,  and  license  its  use  only  to 
manufacturers  whose  products  were  up  to  a  certain 
standard,  then  "Made  in  Canada"  might  eventually 
have  some  significance,  both  to  the  Canadian  public  and 
to  the  foreign  buyer.  As  long  as  this  is  not  done,  every 
unsatisfactory  article  so  marked  detracts  from  the 
value  of  the  mark  as  a  selUng  argument,  until  it  soon 
bi'comes  a  hindrance,  rather  than  a  help,  to  the  sale  of 
goods.  This  is  the  corner  stone  of  success  in  all  adver- 
tising. No  advertising  campaign  can  be  a  permanent 
success  unless  all  goods  bearing  the  advertised  mark 
give  satisfaction  to  the  purchaser. 

Who  makes  the  goods,  and  how  they  are  made,  or 
what  they  are  worth  to  me,  is  more  important  to  the 
consumer  than  where  they  are  made.  If  you  deserve 
our  patronage,  tell  us  why,  and  you'll  probably  get  it. 
The  appeal  must  be  to  the  pocketbook.  not  to  senti- 
ment. Quality  is  the  only  thing  that  can  win  out — 
known  quality  and  known  value.  Prove  that  your  out- 
put is  better  than  the  foreigner's.  Make  your  name 
spell  something  desirable  to  every  Canadian — then  you 
will  benefit,  and  cannot  suffer  for  the  shortcomings  of 
those  who.  for  their  own  reasons,  prefer  to  keep  the 
soft  pedal  on  the  value-appeal,  and  appeal  to  sentiment 
rather  than  sense. 

' '  Made  in  Canada  " '  will  not  offset  the  appeal  of  better 
goods,  if  they  are  made  somewhere  else.  Temporarily, 
it  will  doubtless  appeal  to  our  patriotism  and  make  us 
willing,  for  a  time,  to  accept  something  less  desirable, 
for  the  economic  reasons  stated.   But  such  a  temporary 
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Catching  the  Business  of  the  June  Bride  and  Her  Friends 


A  valuable  trade  and  some  suggestions  as  to  ways  and 
means  of  securing  it.  The  place  of  advertising  and  win- 
dow displays.     Newly-weds  as  permanent  customers. 


By  W.  L.  EDMONDS 


JUNE,  the  great  marriage  month  of  the  year,  will 
soon  be  here.    The  number  of  young  couples  who 
will,  during  that  month,  take  upon  themselves  the 
vows  of  matrimony,  it  is  not  easy  to  compute. 

Within  the  period  of  a  full  year  there  are  at  least 
seventy  thousand  marriages  in  Canada.  The  amount 
of  money  spent  in  setting  these 
seventy  thousand  couples  up 
in  housekeeping  cannot  be 
even  approximately  figured. 
Taking  what  the  young  couple 
buy  and  their  friends  contri- 
bute in  the  shape  of  presents 
the  average  would  possibly  be 
five  hundred  to  a  thousand 
dollars  per  marriage.  The 
minimum  figure  would  certain- 
ly be  well  within  the  mark.  If 

we  take  that  as  our  basis  the   

estimated  expenditure  for  the 

seventy  thousand  marriages  would  be  $35,000,000,  and 
if  we  take  the  maximum  it  would  be  $70,000,000.  On 
account  of  the  larger  number  of  marriages  taking 
place  during  that  month,  the  expenditure  on  house- 
furnishings  of  various  kinds  during  June  would  be 
much  more  than  one-twelfth  of  the  whole.  A  twelfth, 
however,  would  be  nearly  three  million  dollars. 

Rut  whatever  the  total  amount  may  be,  it  is  certainly 
of  important  proportion,  and  to  get  a  share  of  it  is 
well  worth  every  dealer's  effort. 

Receptive  Brides  and  Grooms 

Prospective  brides  and  grooms  and  their  friends  are 
in  a  receptive  frame  of  mind  when  the  marriage  period 
approaches.  The  former  are  considering  what  articles 
they  should  purchase  and  the  latter  what  presents  they 
should  buy.  The  dealer,  therefore,  has  a  sympathetic 
and  listening  ear  to  which  he  can  make  his  appeal  for 
business. 

He  has  not  to  convince  either  the  contracting  parties 
or  their  friends  that  they  should  buy.  They  are  al- 
ready fully  persuaded  of  that  fact.  About  which  they 
are  not  fully  persuaded  is  what  they  shall  buy  and  how 
they  shall  buy.  The  office  of  the  dealer  is  to  assist 
them  in  coming  to  a  conclusion  on  these  points  and  to 
persuade  them  that  he  is  able  to  supply  their  needs  in 
many  lines  necessary  to  the  etjuipment  of  a  comfort- 
able home. 

Effectiveness  of  Advertising 

The  most  effective  and  far-reaching  nicthod  by  which 
the  dealer  can  do  tliis  is  through  tiie  columns  of  his 
local  newspapei's.  Xearly  everybody  reads  a  news- 
paper: and  a  good  advertisement  receives  more  or  less 
attention  from  nearly  everybody.  Those  who  are  inter- 
ested in  a  prosj)ecfivi'  rnan-iatri-  intnitively  watch  for 
advertisements  cotitainiiiLr  ;iMiiiiiiMii  iiiriits  suggesting 
articles  to  buy  for  Junr  weddings. 

.\  good  advertisciiH'nl  is  not  ncccssji ril y  :>  clcvei'  oni'. 
But  it  must  he  infoi-inative  ;\ui\  attractive.  An  adver- 
tisement may  l)e  attractive  and  yet  convey  little  infor- 
mation as  to  goods  or  prices.    It  may.  on  the  other 


IV/r  ANY  millions  of  dollars  will  be 
spent  by  the  Newly- Weds  of 
Canada  during  the  marriage  month 
of  June  in  buying  furnishings  for  their 
home.  The  dealer  who  makes  the 
best  preparations  for  catching  this 
trade  will  get  most  of  the  dollars. 


hand,  convey  information  and  yet  bi:  a  jumble  of  words 
and  figures  w'hich  are  almost  as  difficult  to  decipher  as 
a  picture  puzzle.  Give  the  news  in  as  few  words  as 
possible,  occupy  plenty  of  space  in  the  newspaper,  and 
insist  on  the  printer  doing  his  work  well. 

Oive  thing  which  a  retailer  will  find  useful  in  con- 
nection with  his  business  is  a 
list  of  i)rospeetive  brides  and 
bridegrooms.  While  a  special 
eft'ort  should  be  made  to  com- 
pile such  a  list  preceding  the 
June  wedding  season,  it  would 
be  well  to  make  it  an  all- 
the-year-round  practice.  In- 
formation can  be  obtained 
from  many  sources.  Announce- 
ments in  the  newspapers  may 
be  the  chief  source,  but  it  is 
  not  t!he  only  one.  In  the  com- 
pilation of  the  list  the  co-oper- 
ation of  clerks  should  be  sought,  and  possibly  one  of 
the  clerks  might  be  placed  in  charge  of  the  work. 

Such  a  list  is,  of  course,  of  no  value  unless  it  is  used ; 
and  the  best  way  to  use  it  is  to  send  to  the  persons 
named  thereon  a  nicely-worded  letter  or  an  attractively- 
printed  folder,  drawing  attention  to  the  articles  carrif^d 
in  stock  and  setting  forth  the  reasons  why  they  are 
suitable  for  newly-married  couples. 

Letters  and  circulars  might  also  be  sent  to  relatives 
and  friends  of  the  prospective  new  housekeepers.  To 
them  it  will  probably  suggest  suitable  presents. 

Looking  After  the  Newly- Weds 

The  list  should  be  compiled  on  the  card  index  system. 
It  will  not  only  be  found  more  convenient,  but.  after 
the  marriage,  the  card  can  be  transferred  to  what 
might  be  termed  the  newly-weds'  department,  to  be 
used  for  writing  to  or  circularizing  the  new  house- 
keeper after  she  has  settled  in  her  new  home,  by  which 
time  she  will  have  discovered  that  many  new  articles 
are  required  in  order  to  complete  her  stock  of  house- 
hold necessities.  It  is  quite  obvious  that  the  poten- 
tialities of  a  list  such  as  that  suggested  does  not  end 
with  the  performance  of  the  marriage  ceremony. 

Window  Displays 

No  progressive  dealer  will  overlook  the  value  of 
window  displays  in  connection  with  the  June  wed- 
ding campaign.  In  the  window  is  to  be  seen  an  ocular 
demonstration  of  the  articles  Avhieh  the  dealer  has  in 
stock.  That  a  display  well  made  will  sell  goods  there 
can  be  no  doubt.  The  window  should  be  changed  at 
least  once  a  week,  in  order  that  every  department  in 
the  home  might  in  turn  be  displayed.  At  least  one  or 
two  disi)lays  should  be  given  \o  novelties  and  single 
pieces  of  goods  suitable  for  wedding  presents. 

Resides  the  staple  lines  which  are  so  necessary  to 
flic  furnishing  of  a  new  home  there  is  a  multitude  of 
articles  manufactured  in  Canada  which  may  be  des- 
cribed as  novelties.  A  study  of  catalogues  ami  the  ad- 
vertising columns  of  tht>  trade  papers  will  convin'^e 
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one  of  this.  These  should  be  consulted.  And  while  it 
is  DOW  possible  to  get  prompt  delivery  on  short  notice, 
it  is  .iust  as  well  that  catalogiies  and  advertisements 
should  be  consulted  at  once  and  necessary  orders 
placed,  so  that  the  goods  may  be  on  hand  early,  ready 
for  the  June  wedding  campaign. 


POPULAR  SALES  MANAGER  ILL 

J.  A.  Hossack,  sales  rnanagf-r  tor  the  Lufkin  Rule  Co., 
of  Canada,  while  on  a  trip  through  to  the  coast,  was 
taken  down  with  pneumonia  at  Winnipeg.  His  many 
friends  will  be  glad  to  know  that  he  was  placed  under 
treatment  in  good  time,  and  the  doctors  believe  his 
recovery  is  a.ssured. 


ELECTRICAL  DEMONSTRATION  AT  BROCKVILLE 

The  electrical  dealers  of  Brockville,  co-operating 
with  various  societies  in  that  city,  recently  held  a 
demonstration  of  all  electrical  cookng  and  heating  ap- 
paratus.  The  demonstrations  were  held  both  afternoon 


PRESIDENT  WARREN  KILLED  IN  ACTION 

Lieut.  Trumbull  Warrt-n,  of  the  4^)t}i  Highlanders,  one 
of  the  most  poi)uIar  of  the  younger  ofificers  of  the  city, 
has  been  killed  in  action  in  France.   Lieut.  Warren  was 
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Gifts  for  June  Brides 

A  Matchless  Display  of  Silverware  and  Cut 
Glass^  High-grade  Dinnerware  and  Fancy 
China,  In  the  Stanley  Mills  Basement— 
The  Wedding  Gift  Store  of  Hamilton 


OOOD  G(X»I)S  I 
urntl'  iIk-u.  whm  thr 
[.roS|.c 


srndl'  ra-ih  sclliiic  ^i'^  ih'  ri.-»ff.ns)  »m\  knn«  mo,  ihat  hf-re  iIk'v  u,1)  h<-  .,1,1, 
to  rhoose  from  whni  «rc  l.j'  far  thp  '■ity  s  larnpsl  str,rk«  nl  tli.-  ur.rlfl  »  Ktand.ir.J 
prodiicls  in  CLiua.  Cm  Olaw"  find  Kilvcnvarf  Wf  npi-naUze  on  many  lines  suit 
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$5.00  Wedding  Gifts  in  Cut  Glass 


MLl-.b!!-  foi  pift  puri.o5.ps  J.  ■  ■  ■  -.«.u 
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$5.00  Wedding  GiHs  in  Siiverware 


STANLEY  MILLS  &  CO., 


-r^^^pKS)  WEDDIHG  PRESENT 
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China  Dinner  and   1I=TF'4:-  J     Sj'   HandiomesI  Dtsigns 
TeaS^U  f :   ^f*,  jSt'.         «o<ifrolr  PrTc« 

TheMartin  Electric  Co. 


Graoite  Enamel 
Dish  Pans 
39c 


Some  Snaps 
June  Bargain  Sale 

DbSERI  KNiVtS 


BELLS 


j^o^icim^ Electric  Irons 


5  lbs  - 
6 /6s  • 

Ttfi  Yion  Cuarwtra 


$450 
$4.50 


■Xnimiiwi  coat  toofni 


Oir  JfontAi  fra  Trvt 


Jonh  Starr.  Son  &  Co.  Ltd. 

1  .S8  Granvillt  Street 
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A  Bride  Apprecialcs  a 

Casserole  or  Serving  Dish 


StRrnrc  DISHES 

Jusr  the  Very  Article  (or  ^  Wedding  Cid 


R.G.  Buchanan  &  Co. 


VuiceUTer'i 
8t«re 


How  some  retail  hardware  dealers  advertise  for  the  June  bride  present  business. 


and  evening,  and  in  connection,  tea  was  served  under 
the  auspices  of  the  Daughters  of  the  Empire.  There 
was  a  musical  programme  every  evening  and  the  pro- 
ceeds were  used  for  patriotic  purposes. 

This  idea  is  a  good  one  and  one  that  could  be  worked 
out  in  any  fair-sized  community.  At  the  present  time 
it  is  particularly  good,  for  it  works  two  ways — it  demon- 
strates the  value  of  electricity  and  with  the  money  pro- 
cured through  the  social  end  of  the  scheme,  comforts 
are  secured  for  our  boys  at  the  front. 


NEARLY  HALF  CENTURY  OF  SERVICE 

After  46  years  as  president,  Henrv  R.  Towne,  of  the 
Yale  &  Towne  Mfg.  Co.,  New  York,  and  Stamford, 
Conn.,  declined  that  post  at  tlie  recent  annual  meeting 
and  accepted  the  position  of  chairman  of  the  board 
instead.  Walter  C.  Allen,  vice-president  and  general 
manager,  was  promoted  to  the  presidency. 


president  of  the  Gutta  Percha  &  Rubber  Company,, 
which  was  organized  and  conducted  for  many  years 
by  his  late  father. 


MAKE  MADE  IN  CANADA  APPEAL  PERMANENT 

(Continued  from  p'ige 

popularity  does  not  obviate  the  necessity  for  aggressive 
selling  methods  on  the  part  of  individual  manufac- 
turers. Instead,  it  creates  a  remarkable  opportunity 
which  every  enterprising  Canadian  manufacturer  of  a 
worthy  product  should  be  quick  to  take  advantage  of. 
Canadians  are  at  present  predisposed  toward  Canadian- 
made  goods — but  no  less  concerned  than  ever  to  know 
whose  and  why.  Perhaps  never  again  will  we  be  so 
favorably  disposed  to  respond  to  businesslike  argu- 
ments in  favor  of  the  desirable  products  of  specific 
manufacturers,  who  value  our  patronage  sufficiently  to 
seek  it  on  the  solid  basis  of  merit  made  known. 
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Silverware  in  the  Hardware  Store 
for  June  Weddings 

By  A.  B.  LEVER 


THAT  hai-(.l\vaiTiiu-n  who  do  not  handle  sil- 
verware are  neglecting  a  line  of  mer- 
chandise that  returns  good  profits  there 
can  be  no  doubt.  Hardwaremen  are  gradually 
discovering  this.  Hence  the  increase  in  the 
number  of  dealers  in  whose  stores  this  line  is 
to  be  found  in  stock. 

To  such  an  extent  have  some  dealers  recog- 
nized the  importance  and  place 
of  silverware  that  they  have  set 
aside  a  section  of  their  store 
for  its  display. 

June,  with  its  graduations 
and  weddings;  and  Christmas, 
with  its  holiday  spirit,  are  the 
best  times  for  the  sale  of  this 
class  of  goods.  The  former  sea- 
son is  now  approaching,  and 
considerable  business  could  be 
obtained  by  tastily  arranging  a 
display  of  silverware  in  the 
Aviudow.  creating  an  air  appro- 
priate for  the  time  of  year  and 
doing  a  little  newspaper  adver- 
tising. shoA\nng  cuts  of  some  of 
the  lines  which  are  in  stock. 

]\Ianufacturers    are  always 
ready  to   assist  in  furnishing 
window  displays  and  in  supply- 
ing cuts  for  newspaper  and  circular  adver- 
tising. 

In  handling  silverware  merchants  in  the 
smaller  towns  are  probably,  on  the  whole,  in  a 
better  po.sition  to  liandle  it  than  those  in  the 
larger  towns,  simply  because  they  are  ac- 
(piainted  to  some  extent  with  nearly  all  the 
people  residing  there.  Conse(|uently.  they  or 
their  clerks  are  apt  to  know  of  approaching 
weddings.  It  is.  therefore,  a  comparatively 
easy  matter  to  scud  a  letter  containing  leaflets 
.showing  patterns  and  prices  to  prospective 
brides  and  gi-ooni.s  and  to  their  pai-ents  and 
friends.  As  a  matter  of  fact,  a  geiiei-al  cii-culai- 
lettei-  nught  be  sent  to  every  available  naiiic  in 
town,  for  good  returns  are  often  obtained  from 
unexpected  (piarters. 

Naturally,  that  make  of  silverware  will  prove 
the  most  salejihl.-  wliicli  has  been  lu  st  adver- 
tised by  the  manufact ui-ers  thereof,  because 
that  which  is  best  known  is  the  most  easily 
sold.    It  I'liii  ;ilso  be  sold  at  a  l)etter  |ii'ii'e. 


The  fact  that  certain  manufacturers  have 
been  liberal  advertisers  also  implies  that  no 
small  portion  of  the  pu'blic  have  more  or  less 
acquaintance  with  predominating  styles.  This 
in  turn  implies  that  the  dealer  who  desires  to 
make  a  success  of  his  silverware  department 
should  see  to  it  that  the  lines  he  has  in  stock 
are  modern  and  not  antiquated  in  style. 

More  harm  than  good  will 
result  from  showing  articles 
which  are  not  modern. 

Dealers  in  the  meantime 
should  make  a  close  study  of 
the  advertisements  in  the  trade 
papers  and  the  catalogues  of 
the  manufacturers. 

Ai'ticles  in  silverware  which 
will  prove  saleable  during  the 
June  wedding  season  are  coffee 
sets ;  baking  dishes,  made  in 
silverplate  with  enameled  in- 
sert; 26-piece  sets  of  tlatware 
in  all  grades ;  knife  and  fork 
sets;  shaving  stands;  casseroles, 
and  pie  plates.  This,  of  course, 
by  no  means  completes  the  list. 
As  a  matter  of  fact,  the  list  of 
possible  lines  is  too  numerous 
to  mention.  And  that  which 
may  prove  saleable  in  one  locality  might  not 
be  appropriate  for  another.  But  the  dealer  who 
will  carefully  study  his  field  will  not  find  it 
difficult  to  get  a  grasp  of  its  possible  require- 
ments. 

While  plans  are  being  made  for  catering  to 
the  June  wedding  trade  in  silverware,  the  clerks 
should  be  called  in  for  consultation.  By  this 
means  not  only  will  the  plans  be  more  complete, 
but  an  enthusiasm  will  be  developed  in  the 
clerks,  a  most  important  factor  in  campaigns 
of  this  kind. 

The  final  decision  as  to  what  shall  oi-  shall 
nut  be  done  naturally  lies  Avith  the  merchant 
himself.  But  no  one  man  possesses  a  monopoly 
of  the  good  ideas  which'  may  be  developed  in 
carrying  on  a  campaign  for  securing  a  share 
of  the  June  wedding  business.  Clerks  have 
ideas  as  W(dl  as  merchants.  They  wouldn't  be 
wortli  anything  if  they  hadn't.  And  such  as 
they  have  sliould  be  made  use  of  as  far  as 
possible. 


GET  your  stock 
of  silverware  in 
shape  for  the  June 
wedding  season  and 
arrange  your  plans  for 
advertising  and  dis- 
playing the  same.  The 
better  your  stock  and 
the  more  systematic 
and  intelligent  your 
selling  methods  the 
more  profitable  will  be 
results. 
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To  Double  the  Association  Membership  in  1915 

Plam  to  increase  enrollment — What  O.R.H.  &  S.D.A.  has  done 
— Benefits  of  association — Business  aids — Membership  competition 


RETAIL  hardware  merchants  of  Ontario,  are  you 
awake  to  the  o[)portunity  within  your  grasp? 
Nine  years  ago  a  few  progressive  hardware 
dealers  came  together  and  formed  the  Ontario  Retail 
Hardware  and  Stove  Dealers'  Association,  and  while  it 
may  be  difficult  to  drive  a  nail  into  any  great  changes 
which  have  been  brought  about  by  the  association,  even 
the  most  severe  critic  would  not  hesitate  to  say  that  the 
influence  of  the  Retail  Hardware  Association  has  been 
felt  in  numerous  directions,  and  the  results  have  been 
for  the  good  of  the  trade. 

Is  it  not  true  that  the  absence  of  any  great  evils  in 
the  hardware  ti'ade  is  particularly  due  to  the  fact  that 
there  is  in  existence  an  association  to  put  up  a  fight  if 
occasion  arises  for  sue'h  a  struggle? 

In  numerous  towns  throughout  Ontario,  where  hard- 
ware dealers  were  formerly  suspicious  of  one  another, 
the  association  spirit  has  brought  the  merchants  to- 
gether, and  the  result  i.s  showing  every  day  in  the 
amount  of  money  nuig  up  on  the  cash  register.  Where 
price-cutting  formerly  was  the  rule,  scores  of  hardware 
dealers  are  now  getting  honest  prices  for  the  goods 
they  sell,  and  know  that  if  a  t)argain-hunter  comes  into 
a  store  and  says  he  was  (|Uoted  a  lower  price  by  the 
hardware  dealer  in  the  next  block  that  it  will  be  quite 
safe  for  him  to  call  the  bargain-hunter's  bluff  by  'phon- 
ing to  his  fellow  hardwareman  and  asking  if  a  cut  price 
was  quoted. 

Benefits  of  Association 

The  benefits  of  tlie  Association  only  Ix'giii  at  the 
convention,  and  association  membership  pays  dividends 
every  business  day  in  the  year  if  hai'dwaremen  go  into 
the  association  in  the  proper  spirit  of  live  and  let  live 
with  their  competitors. 

Never  before  wei-e  association  pi-ospccts  brigiitcr.  Tn 
the  new  secretai'v.  W.  F.  Mac[)herson,  of  Prescott.  On- 
tario, hardwaremen  have  an  otificial  who  is  anxious  to 
inake  the  association  of  greater  value  than  ever  before, 
and  if  each  live  meinher  does  his  part  the  association 
membership  .should  be  doubled  before  the  end  of  this 
year. 

Secretary  Macpherson  is  working  on  a  set  of  price 
lists  Avhich  will  be  worth  from  $10  to  if;  100  to  every 
hardwareman  who  makes  use  of  them.  The  price  lists 
are  to  be  given  free  to  paid-up  members,  and  their 
value  will  be  recognized  as  snon  ;is  tliey  ai-e  distributed 
to  the  trade. 

Oet  busy,  hardwai-emeii  and  travelers;  back  up 
President  Gonn  and  Seeretaiy  Macpherson.  and  give 
your  assistance  to  the  iiaptains  of  the  various  member- 
ship teams. 

The  association  can  be  made  of  far  greater  value  than 
it  ever  has  been  before.  Do  your  part  hv  enrolling,  or 
if  you  are  already  a  member,  get  at  least  one  new 
member  to  enroll  duriiig  May. 

Series  of  Business  Aids 

Besides  these  price  lists  which  Mr.  Macpherson  is 
working  on  at  present,  the  secretary  will  al.so  from 
time  to  time  introduce  other  features  calculated  to  be 
beneficial  to  the  hardwareman  in  his  busine.ss.  Some 
of  these  are  described  below  in  the  official  communica- 
tion from  the  executive  of  the  a.ssociation. 


The  executive  have  decided  to  inaugurate  through 
the  secretary's  office  a  system  of  "Business  Aid.s, "  for 
the  use  of  the  memhers  of  the  association.  This  ser- 
vice will  be  extended  to  members  without  charge,  as 
per  the  following  outline: 

1st.  A  Series  of  Retail  Price  Lists 

These  lists  will  be  printed  on  heavy  ledger  paper, 
of  uniform  size,  and  will  have  standard  list  prices  of 
the  article  printed,  with  blank  columns  for  use  of  dealer 
in  filling  in  his  costs,  and  retail  prices  both  in  full  and 
broken  packages.  Standard  discounts  and  net  costs 
figured  will  also  he  furnished.  A  binder  will  be  fur- 
nished each  memher  to  insert  lists  as  received.  The 
early  issue  will  include  carriage,  machine,  .stove,  tire 
and  sleigh  .shoe  bolts;  lag  screws;  malleable  fittings; 
bar  iron;  screws;  poultry  netting  and  screen  wire.  Two 
copies  to  be  furni.shed  free  and  additional  copies  at 
10c.  each,  only  available  for  members. 

2nd.  Classification  for  Checking  Railway  Freight  Rates 

A  freight  classification  list  will  be  prepared,  showing 
class  in  which  the  various  lines  of  goods  usually  sold 
by  our  members  should  be  included,  also  special  com- 
modity rates.  A  page  will  be  provided  for  entering  the 
several  rates  of  freight  in  each  class  from  principal 
shipping  points  to  dealer's  town,  which  rates  the  dealer 
will  j)rocure  from  local  freight  agent.  It  is  felt  by  the 
executive  that  every  member  can  save  dollars  by  a 
proper  checking  of  his  freight  bills.  The  secretary  will 
also  procure  expert  advice  for  any  member  on  .special 
cases,  and  will  furni.sih  classification  of  any  lines  not 
included  in  the  partial  list  issued. 

3rd.  Collection  Letters  and  Stove  Lien  Notes 

Each  member  will  be  furnished  with  2o  collection 
letters  and  envelopes,  and.  on  request,  with  12  duplicate 
.stove  lien  notes  and  25  plumbing  estimate  forms,  with- 
out charge.    Further  supplies  at  $1  per  100. 

The  foregoing  is  just  a  partial  statement  of  what 
will  be  done  for  the  aid  and  information  of  our  mem- 
bers. This  service  will  involve  the  expenditure  of  hun- 
dreds of  dollars,  and  we  fully  expect  the  endorsation 
of  every  hardware  and  .stove  dealer  in  Ontario,  inas- 
much as  the  individual  service  rendered  will  be  worth 
many,  many  times  the  cost  of  joining  the  as-sociation. 
To  enable  yo>i  to  participate,  your  application  for 
membership  is  now  solicited,  and  by  consent  of  the 
executive  will  extend  to  Dec.  31st.  1916.  thus  giving 
you  21  months'  full  service,  including  the  1916  conven- 
tion— all  for  a  membership  fee  of  $3.00. 

Any  suggestions  or  requests  for  further  service  will 
be  gladly  welcomed  by  the  executive.  The  more  mem- 
bers we  have,  the  more  we  can  do  for  them,  and  the 
more  weight  will  our  association  have  in  dealing  with 
other  organizations  for  a  recognition  of  our  rights  as 
retailers.     You  see  the  point,  don't  you? 

Send  in  your  application- now. 

For  the  executive. 
C.  W.  CONN.  W.  F.  :MArPIIERSON. 

TilLsonburg.  Prescott. 

President.  Secretary. 
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Membership  Competition  Rules 


TIIK  c-ompi'titioii  for  nu-iiibership  is  on.  It  opened 
on  Api-il  15  and  will  extend  until  January  15. 
While  captains  have  been  selected  to  solicit  for 
nt'w  members  in  the  various  districts  of  the  province, 
it  is  and  should  be  the  duty  of  all  members  to  help 
l)i-iiio-  ill  new  members  and  assist  and  encourage  the 
captain  of  the  district  in  which  they  reside.  The  rules 
of  the  com])etition,  which  were  published  a  month  ago, 
ai-e  repi'inted  here  as  follows: 

Aj)])lications  for  membership  may  be  received  from 
any  eligible  firm  or  person,  by  members  of  any  team,  re- 
gardless of  territory  in  which  the  applicant  resides. 

The  secretary  shall  furnish  diflPerent  colored  applica- 
tion forms  to  captain  of  each  team,  and  shall  credit 
application  to  the  proper  team,  whether  sent  in  direct 
or  thi-ough  a  member  of  the  team. 

The  secirtary  shall  not  be  a  member  of  any  team, 
and  applications  received  by  him,  through  the  service 
to  members  plan,  shall  not  be  counted  by  any  team, 
unless  made  on  the  colored  forms  furnished  to  each 
team. 

Scores  to  ht>  cnnnted  by  points,  as  follows:  Mem- 


K.  A.  VVhitten 
Bracebridge,  captain 
of  District  No.  4, 
Northern  Ontario. 


ber.  fee.  ;{()  points:  clerk.  $1  fee.  10  points;  traveler, 
$1  fee,  10  points. 

No  score  to  be  counted  until  fee  is  in  the  hands  of 
secretary. 

The  secretary  shall  furnish  to  all  teams  full  details 
of  service  plan  to  members  and  all  other  assistance  in 
his  power. 

Captains  hhall  fui-nish  secretaiy  with  names  of  mem- 
bers of  their  teams,  and  may  add  to  same  from  time 
to  time,  eithei-  from  new  or  old  members.  The  numbei- 
of  men  to  each  team  is  not  limited. 

The  secretary  shall,  at  stated  periods,  advise  the 
members  of  the  teams  with  the  respective  standing  of 
the  teams  as  an  incentive  to  renewed  vigor. 

The  itrocuriiig  of  a  snital)le  banner  or  trophy  for  the 
winning  team  shall  be  left  to  the  advisory  committee. 

.All  disputes  or  complaints  shall  be  referred  to  thf 
iiiivisorv  committee,  and  their  decision  or  action  will 
bi-  final. 

.\ri  appropriation  of  $125,  being  $25  to  each  team, 
will  be  allowed  tor  expen.ses,  and  accounts  for  expenses 
shall  be  rendered  to  the  secretary  by  the  captain  of 
each  team,  when  voucher  will  be  issued  by  the  secre- 
tary up  to  the  n?nnunt  of  the  appropriation. 


The  executive  or  advisory  committee  may,  in  addi- 
tion to  this  competition,  arrange  for  a  travelers'  com- 
petition should  they  deem  it  advisable. 

Captains  and  Their  Districts 

The  captains  are  to  select  teams  from  the  following 
districts: 

District  No.  1. — Reg.  F.  Scott,  Gruelph,  captain  Ooun- 
ties  of  Wellington,  Waterloo,  Perth,  Huron,  Middlesex, 
Lambton,  Kent,  Essex. 

District  No.  2. — A.  J.  Wright,  Hamilton,  captain 


WHAT  ONE  MEMBER  THINKS  OF  COLLECTION 
LETTERS 

It  is  one  of  th©  greatest  collecting  schemes  wiliich  I 
have  ever  experienced.  I  have  sent  out  several  of  the 
old  Wells  &  Wells  accounts,  transacted  when  my 
brother  was  with  me,  and  T  am  getting  immedLate  re- 
plies to  them  all. 

It  is  really  working  minacies  wibh  me. 

E.  A.  WELLS, 

Dresden,  Ont. 


Counties  of  Halton,  Wentworth,  Lincoln,  Welland,  Hal- 
dimand,  Brant,  Norfolk,  Peel,  Oxford,  Elgin. 

District  No.  3.— Fred  Ellis,  A.  Welch  &  Son,  Toronto, 
captain  Counties  of  York,  Ontario,  Durham,  Victoria, 
City  of  Toronto. 

District  No.  4. — E.  A.  Whitten,  Bracebridge,  captain 
Counties  of  Bruce,  Grey,  Dufferin,  Simeoe,  Muskoka, 
Algoma,  Parry  Sound,  Nipissing. 

District  No.  5. — R.  Hawkins.  Smiths  Falls,  captain 
Counties  of  Northumberland,  Petei'borough,  Halibur- 
ton,  Renfrew,  Hastings,  Prince  Edward  County,  Len- 
nox and  Addington,  Frontenac,  Leeds,  Grenville,  Dun- 
das,  Russell,  Glengarry.  Lanark.  Prescott,  Carleton, 
Citv  of  Ottawa. 


WHAT  OTHER  ASSOCIATIONS  ARE  DOING 

At  the  recent  Minnesota  Retail  Hardware  Association 
convention,  held  at  St.  Paul,  it  is  estimated  1,000  re- 
tailers were  in  attendance.  A  committee  w'as  appointed 
to  work  in  conjunction  with  the  state  university  in  its 
formation  of  farm  clubs,  it  being  the  purpose  of  the 
association  to  bring  about  a  more  harmonious  relation 
between  these  clubs  and  the  retailers. 

Co-operation  between  the  dealer,  the  jobber  and  the 
manufacturer  was  the  keynote  of  practically  all  discus- 
sions at  the  annual  convention  of  the  Kentucky  Retail 
Hardware  and  Stove  Dealers'  A.ssociation,  held  at  Lex- 
ington. It  was  also  brought  out  that  the  membership 
of  the  association  had  been  increased  67  per  cent,  over 
last  year's  record. 

The  president  of  the  Ohio  Hardware  Association 
recommended  to  his  organization  the  adoption  of  the 
count}'  or  district  association  idea  similar  to  what  ob- 
tains in  Pennsylvania. 


THE  WORTH  OF  THE  ASSOCIATION 

Someone  has  asked  the  que-stiou:  Wihat  good  has  the 
ass'ociation  ever  done  directly  or  indire^^'tly  for  its 
mcnil)crs?  I  claim  and  without  any  fear  of  contradic- 
tion, tliat  in  all  the  instamces  ....  the  improved 
conditions  are  the  direct  result  of  the  inlluence  of  the 
Ohio  Hardware  Association  and  would  not  have  been 
in  existence  to-ilay  if  they  had  not  had  the  help  and 
siijiport  of  our  organizjition. — Otto  Buriror.  Pres.  0.n..\. 
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Business  at  the  Gateway  to  the  Peace  River  District  and 
the  Far  North         :         :         :         :         Byw.  j  BRVANs 

Some  inlereiling  phases  of  business  at  Athabasca,  Alia., 
the  gateway  to  the  big  Mackenzie  district  and  the  Piace 
River  country,  gathered  from  first-hand  observations 


A PHASE  of  business  life  experienced  in  probiibly 
no  other  section  of  Canada  is  encountered  at 
Athabasca,  Alberta,  the  farthest  point  north  in 
Canada  that  any  of  the  big  railroads  run,  and  the  gate- 
way to  the  great  Mackenzie  district  of  the  North  as 
well  as  to  the  Peace  River  country,  the  agricultural 
possibilities  of  which  we  have  heard  a  good  deal  in 
recent  years.  An  editorial  representative  of  this  jour- 
nal, anticipating  business  features  not  common  to  other 
sections,  visited  this  district,  and  had  his  expectations 
fully  realized. 

Reached  by  C.N.R.  from  Edmonton 

Athabasca  or  Athabasca  Landing,  as  it  was  formerly 
known,  is  almost  directly  north  of  P]dmonton,  being 
reached  by  the  Canadian  Northern  Railway,  thus  giv- 
ing this  railroad  the  uni(|ue  honor  of  not  only  operat- 
ing the  farthest  point  north  of  any  of  the  big  Canadian 
lines,  but  at  the  same  time  rendering  a  valuable  ser- 
vice in  giving  railway  facilities  to  a  hitherto  unserved 
district.  There  is  no  doubt,  however,  but  that  the 
C.N.R.  had  an  eye  to  business  in  pushing  on  into  this 
district  in  advance  of  competitors,  for  the  writer  be- 
lieves that  the  Peace  River  District  to  the  north  and 
west  of  Athabasca  has  a  great  future  ahead  of  it.  not 


A  view  of  ihe  Atllllba^ca  River  sliowing  a  section  of  the  town  of 
Atliabasca  on  the  opposite  side.  Illustration  courtesy  of  C.  N.  R. 


to  mention  the  trade  of  the  ^fackenzie  basin,  to  which 
Athabasca  is  the  leadway. 

A  Promising  Farming  District 

A  good  (leal  has  been  heard  already  of  the  agricul- 
tural i)Ossibilities  of  the  Peace  River  District,  the  trade 
of  wliicli  passes  to  a  large  extent  through  Athabasca. 


.1 


A  steamer  on  the  Athabasca  River  between  Athabasca  and  Mirror 
Landing.  It  is  towing  four  barges.  Illustration  courtesy  of  C.  X.  R. 

The  agricultural  section  of  this  country  is  approxi- 
mately 275  miles  by  -'500  miles,  located  in  the  northwest 
of  the  Province  of  Alberta,  and  flowing  over  into  British 
Columbia.  The  centre  of  .  this  district  is  Peace  River 
Landing,  about  150  miles  trom  Athabasca,  as  the  crow 
flies.  Grouard,  the  head  of  navigation,  is  reached  by 
iiteainer  from  Athabasca.  From  Grouard  it  is  70  miles 
to  the  Peace  River  itself.  Trails  lead  to  all  districts  of 
the  Peace  River  Country  from  Grouard. 

Settlers  Are  Pouring  in 

Tliei-e  has  already  been  a  considerable  flow  of  settlers 
into  this  district,  which  is  fre(|uently  described  as  the 
"last  great  west."  You  encoimter  them  in  large  num- 
bers on  the  trip  from  Edmonton  north,  and  you  find 
them,  on  the  whole,  a  fine  lot  of  people,  coming  from 
many  sections.  The  United  States  is  contributing  no 
small  sliare,  the  writer  finding  a  large  number  from 
the  republic  to  the  south  going  up  into  the  northern 
district  to  take  up  homesteads,  and  many  of  these  are 
people  of  considerable  means,  well  eipiipped  financially 
as  Avell  as  pliysieally  to  take  up  the  work  of  clearing  the 
land  and  ])re[)aring  it  for  the  big  yields  that  it  produces. 

Unusual  Features  to  Trade  at  Athabasca 

The  fact  tliat  Atliabasea  is  the  gateway  to  this  new 
and  extensive  district,  as  well  as  the  distributing  point 
for  all  the  IVIackenzie  basin,  causes  business  at  that 
point  to  assume  a  character  all  its  own,  and  brings 
before  the  merchants  vastly  different  problems  in  mer- 
chandizing to  those  generally  confronting  the  retail 
dealer.  Sales  to  individual  customers  are  much  larger 
in  amount  than  in  other  districts,  and  business  comes 
with  a  rush  at  certain  seasons,  when  trappers  and  pros- 
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pectors  from  the  iiort  licni  disti'iet  ami  fanners  from 
the  agricultural  sections  come  in  to  make  their  pur- 
chases. Tlieir  purchasing  trips  are  necessarily  made 
only  at  long  intervals,  when  they  buy  in  quantities 
large  enough  to  last  for  an  extended  period. 

Rushes  of  Trade  Have  to  be  Anticipated 

These  rushes  of  trade  luivc  to  hr  anticipated 
a  considerable  time  in  advance  by  Ihe  merchants, 
although  the  difficulty  in  this  regard  is  much 
less  than  before  the  C.N.R.  extended  its  line  to 
Athabasca.  Previous  to  that  time  goods  had  to  be 
brought  ill  l)y  trail  from  Edmonton,  so  that  the  secur- 
ing of  goods  was  featured  with  great  ditlficulties  and 
delay.  An  idea  of  the  amount  of  goods  that  is  already 
pouring  through  Athabasca  is  indicated  by  the  fact 
that  one  shipment  leaving  Athabasca  previous  to  the 
visit  of  the  writer,  and  consigned  to  tlie  IMackenzie  dis- 


Irict,  exceeded  2r)0  tons.  This  particular  shipment  was 
carried' by  32  scows,  with  130  men  in  charge.  Thus  is 
given  an  idea  of  the  bu'siness  passing  through  this 
j)oint. 

Some  Well  Arranged  Stores 

The  opinion  is  sometimes  held  that  people  in  newly- 
settled  districts  are  indifferent  to',  the  appearance  of 
the  stores  at  which  they  deal.  This  is  not  the  case. 
While  they  do  not  expect  to  find  the  costly  fittings  or 
beautiful  sui-roundings  of  city  stores,  nevertheless  they 
do  appreciate  orderly  and  attractive  stores.  For  this 
reason  dealers  in  places  like  Athabasca  find  it  of  ad- 
vantage to  give  attention  to  the  appearance  of  their 
stores,  and,  in  addition,  good  display  is  at  all  times 
foiTud  valuable  in  selling  goods.  Athabasca,  consider- 
ing its  size  and  location,  has  some  attractive  and  well 
arranged  ])usiness  establishments.  , 


Hard  ware  Dealer  Goes  After  Trade  in  Aggressive  Manner 


Duecf^'s  Hardware  Company  go  strongly  after  big  orders — 
Advertise  in  moving-picture  show — Features  of  their  business 


A BIG  pai't  of  the  trade  of  the  hardware  dealer  in 
Athabasca  is  the  supplying  of  people  who  are 
going  out  into  the  distant  districts  or  who  come 
in  on  their  long-interval  purchasing  trips  from  distant 
points  to  secure  supplies  for  a  considerable  period 
ahead.  Their  purcliases  ai'e,  accordingly,  large,  and 
it  is  certainly  worth-while  l)usiness  to  cater  to.  Dueck's 
Hardware  Co.  is  one  of  the  local  firms  that  makes  it  a 
point  to  go  aggressively  after  this  business,  and  are 
amply  repaid  by  the  resulting  trade.  Instances,  were 
cited  to  the  writer  of  individual  orders  running  iip  to 
the  $300  mark  that  had  come  from  people  in  these 
far-distant  districts.  This  great  North  country  may 
not  be  thickly  populated,  but  each  commercial  centre 
certainly  has  a  big  district  to  draw  from. 

Value  of  Window  Recognized 

The  photograph  of  the  building  which  houses  the 
Dueck's  Hardware  Co.,  which  is  reproduced  here,  will 
show  that  even  at  this  northerly  point,  where  oppor- 
tunities for  sales  from  the  window  are  much  less  than 


in  older  and  more  settled  districts,  the  value  of  the 
window  as  a  salesman  is  nevertheless  recognized,  and 
it  is  accordingly  given  a  considerable  amount  of  atten- 
tion. Special  window  fixtures  have  been  secured  that 
goods  may  be  better  displayed,  aiid  they  are  made  good 
use  of.  The  one  big  displaj^  window  of  the  store  has 
a  closed-in  back. 

Advertises  in  Picture  Shovf 

Other  forms  of  advertising  are  also  believed  in  and 
made  use  of.  In  fact,  in  the  early  days  of  his  establish- 
ment in  Athabasca,  Mr.  Dueck  spent  from  $300  to 
$500  a  year  in  advertising,  in  order  to  get  his  store  im- 
pressed on  the  people  of  the  district  as  a  prominent 
hardware  centre.  Considerable  use  is  made  of  the 
local  paper,  while  the  screen  in  the  local  picture  shov/ 
is  also  made  use  of  for  publicity  purposes.  This  brings 
the  store  constantly  before  a  large  percentage  of  the 
local  people,  while  those  from  distant  districts  gener- 
ally make  it  a  point  to  visit  the  picture  show 
Avhen  in  town.   To  them,  after  a  long  period  away  from 


IJHOTOGHAPH  L 
Dueck's  hardwa 
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store,  .\tliabasca,  .Alta. 
-N'ote  that  even  in  this 
far  north  town  the 
value  of  good  window 
trims  is  realized.  The 
bu.siness  methods  of  the 
store  are  set  forth  in 
accompanying  article. 
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IN  THE  EARLY  DAYS. 

ITF'FtK  is  n  view  of  the  biisinens  lection 
*•  of  AthnbaHca,  Alta.,  in  the  early  days, 
before  the  railroafl  hart  been  built  that  far 
north.  The  bringinK  in  of  stw  lc  wag  then  a 
matter  of  much  difllciilty  and  delay  an  well 
as  considerable  expense,  driving  home  in  a_ 
'onvincing  manner  the  fact  that  (;o«t  of' 
(foods  does  not  mean  merely  the  invoice 
price.  In  those  early  days  there  »a«  fre- 
'inenlly  a  wide  difference  between  thp  in- 
voice price  and  the  cost  of , the  (foods  laid 
'lown  in  the  store— and  the  latter  is  what 
the  dealer  muat  fi^ire  his  percentage  of 
profit  on. 


public  amusement,  it  is  a  much  appreciated  fonu  of 
entertainment.  Two  different  films  are  used  by  Mr. 
Dueck,  the  service  costing  him  $10  per  month  with 
films  supplied.  ' 

Some  Essentials  for  Trade  Getting 

"It  is  just  as  necessary  to  go  after  business  in  a  thor- 
oughly aggressive  manner  here  as  elsewhere,"  was 
the  statement  of  Mr.  Dueck  to  the  Canadian  Hardware 
representative.  "Although  at  the  end  of  the  line  of 
steel  and  with  a  big  district  t0  draw  from,  competition 
is  keen  and  good  merchandising  is  just  as  essential  to 
success  as  in  older  settled  pfiivts  of  the  country." 

"Personality  plays  a  big  part  in  getting  trade  here, 
however.  In  a  place  like  this  it  is  necessary  to  get  in 
close  touch  with  customers,  so  as  to  know  and  under- 
stand them,  and  thus  be  able  to  look  after  their  wants. 
By  building  up  a  friendship  with  customers  you  also 
bind  them  closer  to  your  store  and  make  more  sure  of 
their  trade." 

The  ecjuipment  in  the  Dueck  store  includes  two  silent 
salesmen.  The  office  equipment  includes  a  typewriter, 
showing  that  the  value  of  businesslike  methods  is 
recognized. 

When  the  writer  vifeited  his  store,  a  bargain  counter 
was  being  contemplated  to  clear  out  odd  lines  of 
goods  and  attract  customers  to  the  store. 

Mr.  Dueck.  who\has  been  in  business  in  Athabasca 


for  about  three  years,  has  his  two  sons  associated  with 
him  in  his  business. 


FUTURE  OPENINGS  FOR  HARDWAREMEN 

That  big  commercial  opportunities  will  follow  in 
the  wake  of  agricultural  activities  in  the  Peace  River 
District  is  a  certainty.  Settlers  are  already  pouring 
into  the  district,  and  with  the  influx  of  settlers  comes  a 
corresponding  increase  in  the  demand  for  hardware. 
This  will  continue  to  grow  as  time  goes  on.  for  one 
cannot  visit  the  district  without  being  impressed  with 
its  possibilities  for  the  future. 

Agricultural  prosi)erity  is  admitted  as  the  backbone 
of  development,  and  this  is  assured  in  the  Peace  River 
country.  Even  as  far  back  as  1893.  the  prize  wheat  at 
the  World's  Fair,  Chicago,  was  raised  at  Peace  River 
Crossing.  The  yields  of  wheat,  oats  and  barley  all  run 
high,  and  a  feature  is  that  grain  matures  early  in  this 
district.  It  is  destined  not  to  be  merely  a  grain-grow- 
ing country,  like  many  other  portions  of  the  West,  but 
one  where  mixed  farming  is  taken  to.  The  very  uatiire 
of  the  country  assures  this.  While  progress  in  mixed 
farming  may  not  be  quite  so  rapid  on  the  start,  never- 
theless it  assures  steady  growth,  with  the  chances  of 
setback  reduced  to  a  minimum.  This  is  something  that 
the  merchant  seeking  an  opening  in  a  new  district 
places  much  value  on.  The  Peace  River  District  holds 
big  future  opportunities  for  enterprising  dealers. 


A  PHOTOGRAPH  of  one  of  the  recently 
erected  retail  establishments  in  Atha- 
basca—that of  the  Hudson  Bay  Co.  Note  the 
contrast  between  it  and  those  shown  in  the 
top  photograph.  The  display  windows  arc 
tine  larg-e  ones,  with  a  wide  entrance  giving 
an  excellent  view  of  the  windows  to  tho.sc 
entering  the  store. 

Hardware  is  arranged  at  the  rear  of  the 
main  floor.  A  big  business  is  done  in  fitting 
out  trappers,  prospectors  and  construction 
camps.  Business  fre(|ucntly  comes  with  a 
rush,  put  ting  the  stall' on  their  toes  for  a  while 
before  the  decks  are  cleared. 
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rioneer  Athab  asca  Hard  ware  Shows  Steady  Growth 

The  business  of  F.  R.  Falconer,  pioneer  hardware  dealer  of 
A  ihabasca,  has  shown  steady  progress  since  established  in  1910 


THE  pioneer  hardware  store  of  Athabasca,  owned 
by  F.  R.  Falconer,  has  shown  steady  growth  since 
its  establishment  in  1910.  Commencing  in  a  small 
way  in  that  year,  there  has  been  a  gradual  expansion  in 
the  size  of  both  business  and  store  in  keeping  with  the 
rapid  development  of  the  Athabasca  district.  The  fact 
that  he  was  the  first  hardwareman  to  open  up  at  this 
point  has  been  a  valuable  asset  in  the  building  up  of  a 
business.  In  his  advertising,  of  which  a  considerable 
amount  is  done,  good  use  is  made  of  the  phrase,  "The 
Pioneer  Hardware  of  the  Gateway  City." 

Arrangement  of  Store 

The  photograph  of  the  interior  of  the  store,  repro- 
duced here,  gives  an  idea  of  the  general  arrangement 
of  one  side.  Stoves  are  very  prominent  in  the  centre. 
The  office  is  located  to  the  rear.  In  addition  to  a  general 
line  of  hardware  for  homesteaders,  prospectors  and 
trappers,  quite  a  complete  line  of  stock  for  contractors 
and  builders  is  also  kept.   A  tin  shop  and  heating  and 


attention  that  is  given  to  window  display,  even  at  this 
northerly  point. 

Window  and  Ad.  Worked  Together 

Advertising  space  is  used  regularly  in  the  local  paper 
and  a  policy  of  co-operation  between  the  window  and 
advertising  is  carried  on,  the  same  goods  being  featured 
in  both  at  the  same  time.  For  instance,  in  the  enamel- 
ware  ad.,  which  follows,  it  is  pointed  out  that  the  goods 
can  be  seen  on  display  in  their  window.  This  ad  was 
headed,  "Special  for  the  Ladies,"  and  read: 

The  ladies  contribute  largely  to  the  success  of 
our  business,  and  because  of  this  we  endeavor  to 
keep  up  our  stock  of  household  requirements  to  a 
point  where  we  merit  your  patronage. 

The  latest  addition  to  our  stock  is  a  very  com- 
plete assortment  of  the  famous  Jubilee  Enamel- 
ware.  You  must  see  this  to  fully  appreciate  it. 
Each  piece  has  a  beautiful  Triple  Enamelled  Blue 


plumbing  dcpiirl  iiieiit  is  ulso  coiiducti'd  and  ure  I'ea- 
turos  that  rittrju-t  trjulc  th;it  might  not  otlierwise  be 
secured. 

Realize  Value  of  Window 

The  value  of  window  display  in  attracting  attention 
and  soiling  goods  is  also  recognized  by  this  stor(>.  When 
visited  by  the  writer,  a  catchy  sporting  goods  window 
was  being  shown.  It  included  a  display  of  fishing 
tackle,  and  hooks  and  lines  were  used  to  spell  out  sell- 
ing messages  on  the  background.  The  floor  was  cov- 
ered with  earth  and  bushes,  with  a  miniature  lake 
shown  in  the  centre.  The  water  of  the  lake  was  con- 
tained in  a  receptacle  built  of  galvanized  tin.  A  small 
boat  was  shown  on  the  lake,  and  guns  and  ammunition 
were  inueh  in  evidence  in  the  display.   This  shows  the 


exterior  and  a  Triple  linainclled  White  exterior. 

The  price  is  low,  consistent  witli  c|uality. 

Drop  in  on  shopping  day  aiul  it  will  give  us 
genuine  pleasure'  to  show  yon  the  line,  whether 
you  buy  or  not. 

Now  on  display  in  nni'  windows. 

This  policy  of  co-operation'  between  window  and  ad. 
is  one  that  might  be  followed  to  advantage  by  many 
other  dealers  who  up  to  the  present  have  neglected 
this  method  of  making  a  .strong  feature  of  one  article 
at  a  time.  An  ad.  often  interests  a  person,  and  seeing 
the  same  line  in  the  window  or  store  frequently  clinches 
the  sale. 
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How  Dealers  Headed  off  a 
Hydro- Electric  Store 


By  W.  L.  EDMONDS 


sinec  tliu  inauguration  oF  tluv  IIydro-Elcetric  System  in  Ontario,  hardware  merchants 


liMudling  electrical  goods  have  been  handicapped  to  a  more  or  less  extent  in  getting 


business  on  account  of  the  com[)etition  they  encountered  from  the  goods  sold  under  the 
authority  of  the  commission  managing  said  system. 

On  account  of  this  competition  many  dcab'rs  have  refused  to  put  electrical  goods  into 
stock. 

At  the  annual  convention  of  the  Retail  Hardware  &  Stove  Dealers'  Association,  in  Ham- 
ilton, in  IfJl.S,  the  subject  was  discussed  at  some  length  at  one  of  the  sessions,  and  the  con- 
census of  opinion  appeared  to  be  that  when  the  Hydro-Electric  Systejn  was  introduced  into  a 
small  town  local  hardwaremen  handling  electrical    goods   might   juiit    as   well  discontinue 


Tn  view  of  this  the  action  recently  taken  by  the  hardware  merchants  and  dealers  in  elec- 
trical goods  in  St.  Marys,  Out.,  to  head  off  th"  i)ioposal  of  the  local  water  and  light  com- 
mittee to  establish  a  store  for  the  sale  of  electrical  goods  in  connection  with  the  Hydro-Elec- 
tric System  is  of  particular  interest  to  the  trade. 

There  are  in  St.  Marys  two  hardware  merchants  and  three  other  dealers  handling  elec- 
trical appliances  of  various  kinds.  When  the  board  announced  its  intention  of  starting  a 
hydr'o-electric  store  these  five  dealers  got  their  heads  together. 

The  result  of  this  getting  together  was  a  decision  to  wait  upon  the  local  ^oard  and  lay 
before  it  a  proposition  to  the  eflFect  that  if  the  latter  would  not  open  the  proposed  store  they 
would  agree  to  handle  hydro-electric  goods  on  a  20  per  cent,  commission  basis. 

After  giving  the  retailers'  proposition  due  consideration,  and  doing  some  close  figuring 
on  their  own  account,  the  members  of  the  water  and  light  board  concluded  that  to  handle 
electrical  goods  on  a  commission  of  20  per  cent,  was  at  a  lower  basis  of  cost  than  they  could 
do  so.  according  to  their  own  original  proposition. 

As  the  idea  of  the  board,  in  proposing  to  start  a  store,  was  to  get  electrical  appliances 
into. the  hands  of  consumers  at  as  low  a  pi'iee  as  possible  in  order  to  encourage  the  use  of 
electricity  in  the  town,  it  accepted  the  retailers'  of¥er  and  signed  an  agreement  to  that 


The  retailers  also  further  covenanted  to  carry  an  ample  supply  of  electrical  goods  in  stock 
and  to  devote  window  and  interior  space  to  their  display. 

The  agreement,  however,  is  not  a  permanent  one,  being  only  for  a  period  of  three  months, 
after  which  it  can  be  cancelled  by  either  party.  Neither  does  it  cover  lines  of  hydro  goods 
which  are  handled  by  the  local  'board. 

Hut  the  interesting  point  is  that  the  two  parties  have  been  able  to  reach  an  agreement 
which  ])roniises  to  be  satisfactory  to  both.  And  as  long  as  it  is  satisfactory  we  may  expect  it 
to  be  maintained. 

Possibly  dealers  in  other  towns  may  be  able  to  pave  the  way  for  similar  agreements  with 
their  local  hydro  board. 

it  is  better  for  the  dealer  that  he  should  sell  on  a  commission  basis,  provided  such  com- 
mission is  not  in  excess  of  his  cost  of  doing  business,  than  that  he  should  have  either  to  meet 
the  competition  of  a  local  hydro  store  or  sell  little  or  no  electrical  goods,  for  those  who 
come  to  the  store  of  the  dealer  for  supplies  of  this  kind  will  often  make  purchases  of  other 
lines. 

At  any  rate,  it  is  a  well  known  fact  that  miiuufaeturers  of  electrical  goods  have  learned 
from  experience  that  better  results  are  obtained  through  the  retail  hardware  trade  than  any 
oth(M'  ini'dium  of  distribution. 


doing  so. 


etfect. 
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Methods  that  Make  for  a  Successful  Clean-up  Campaign 


THE  good  that  ha.s  been  accomplished  by  the 
■'Clean-Up  and  Paint-Up"  campaigns  wherever 
they  have  been  pushed  in  the  past  is  acknowl- 
edged on  all  sides.  The  arousing  of  citizens  to  the  need 
of  cleaner  yards  and  better  painted  homes,  in  hundreds 
of  cities  and  towns  has  decreased  the  amount  of  sick- 
ness and  staved  off  many  an  epidemic.  The  results 
have  been  so  beneficial  that  these  campaigns  are  be- 
coming annual  events  in  many  places,  and  each  year 
other  towns  and  cities  which  heretofoi-e  have  exhibited 
only  a  passing  interest  in  the  plan,  are  being  awakened 
to  activity. 

In  many  eases  some  hardware  merchant  leads  the 
way.  His  is  more  than  a  philanthropic  or  patriotic  in- 
terest, for  "Clean-Up  and  Paint-Up"  means  increased 
sales  for  him.  But  the  hardware  man  should  do  more 
than  lead  the  way — he  should  set  the  example.  We 
rightly  (|uestion  the  motives  of  the  man  who  is  willing 
to  preach  but  not  willing  to  practise,  and  if  the  dealer 
is  to  preach  the  gospel  of  "Spread  paint  in  the  spring- 
time." he  should  be  the  first  to  begin  spreading  it.  The 
store  front,  the  home,  even  the  delivery  wagon  may  be 
made  an  example  of  the  fact  that  the  dealer  believes  in 
the  thing  he  is  advocating.  On  the  other  hand,  if  the 
merchant  does  not  set  the  example  some  possible  cus- 
tomers will  read  his  advertisements  and  wonder  why 
the  doctor  is  so  averse  to  taking  his  own  medicine. 

Backyard  Garden  Contest. 

A  real  estate  concern  in  Toronto — The  Dovercourt 
Land  Co. — a  year  ago  inaugurated  a  backyard  garden 
contest  with  such  success  that  this  spring  they  have 
enlarged  the  idea  in  a  second  contest  by  offering  $1,000 
in  cash  prizes.  There  is  in  this  an  idea  for  the  hard- 
ware dealer  to  adopt  or  get  his  town  authorities  to 
adopt.  It  should  mean,  if  the  suggestion  is  favorably 
met,  an  increased  sale  of  garden  tools  and  seeds  in  his 
coraniunitj'. 

"Clean-Up  and  Paint-Up"  campaign  buttons  might 
be  given  to  children  either  as  a  direct  advertising  stmit 
or  in  return  for  some  sei*vice  the  children  might  do. 
These  buttons  can  be  had  quite  cheaply,  less  than  a  cent 
raeh.  The  "movies"  can  help  advertise  the  campaign. 
The  bureau  which  inaugurated  the  spring  campaign  in 
the  L'nited  States  has  arranged  with  a  manufacturer 
to  supply  slides  to  dealers  at  a  cost  of  about  25  cents 
each.  Jig-saw  puzzles  in  bright  colors  is  another  plan 
by  which  boys  and  girls  might  be  made  to  help  adver- 
tise a  "clean-up"  campaign.  Then  there  are  little  cam- 
paign stickers  for  the  back  of  envelopes  and  for  parcels 
going  out  from  the  store.  Posters  and  cards  for  bill- 
boards, windows  or  inside  store  walls  are  more  ideas 
tliat  could  be  worked  np. 

Giving  Work  to  Unemployed. 

During  this  year  of  industrial  inactivity,  the  jmshing 
or  inaiignrating  of  a  clean-up  campaign  should  prove 
a  popular  and  profitable  one.  Chicago  municipal  au- 
thorities have  adopted  the  suggestion  of  the  paint  men 
of  that  city  and  are  planning  a  big  campaign  for  this 
spring,  principally  to  give  the  unemployed  work.  New 
York,  too.  is  adopting  a  similar  scheme. 

From  a  purely  f'nmmercial  viewpoint,  the  "Clean-Up 


and  Paint-Up"  campaign  is  one  of  the  few  civic  ideals 
which  pays  for  itself,  not  only  in  better  living,  but  in 
more  and  better  business,  a  fact  that  can  be  demonstrat- 
ed to  the  satisfaction  of  all  classes.  Clean  yards  sug- 
gest rakes,  shovels ;  new  flower  beds  need  bulbs,  small 
garden  tools ;  vegetable  gardens  require  seeds,  agricul- 
tural implements,  etc.,  repaired  fences;  porches  need 
pickets  and  lumber;  interior  renovation  demands  new 
linoleum,  carpets,  rugs,  wall  paper,  curtains,  draperies, 
etc.  But  this  is  not  a  one-man  proposition ;  city-wide 
co-operation  must  be  the  keynote  and  the  real  benefit 
comes  in  permanency — we  must  "get  the  habit."  Pro- 
perly pushed,  it  will  help  every  seller  of  merchandise 
in  your  city.  It  will  clean  the  yards,  streets,  homes  and 
public  buildings  and  prevent  the  spreading  of  fix'e  and 
disease. 

Help  on  the  Sanitary  Movement.  . 

It  is  a  growing  condition  that  the  people  are  becom- 
ing more  and  more  sanitarians.  Health  is  being  found 
with  more  pure  air,  pure  water,  properly  protected 
surfaces,  germ-proof  Avails,  hygienic  surroundings  and 
pure  thought.  Men  cannot  succeed  without  healthy, 
open  minds,  and  every  aid  to  this  condition  actually  en- 
hances our  material  prosperity.  Any  movement  which: 
has  for  its  object  the  boosting  or  the  affecting  of  a  sin- 
gle field  would  not  be  successful.  A  campaign  to  suc- 
ceed must  be  universal  in  its  scope.' 

There  must  always  be  preliminary  effort,  we  might 
say  apprenticeship,  to  real  success.  So  much  nowadays 
depends  upon  enthusiasm.  It  is  the  punch  we  give  to- 
day that  brings  success  to-morrow.  The  neighborhood 
get-together  spirit  should  be  cultivated — one  bad  egg 
spoils  the  omelet — one  shabby  house  and  yard  queers 
the  block.  Every  town  and  city  in  the  country  can 
look  better  and  feel  happier  if  it  listens  to  and  profits 
by  the  gospel  of  cleaning  and  painting  up.  There  should 
be  an  air  of  freshness  to  communities  just  as  to  vege- 
tables. Other  cities  have  Avrought  a  Avonderful  trans- 
formation in  public  health  and  beauty,  all  of  Avhich 
makes  for  better  citizenship  and  a  happier  community. 
Over  3.000  toAvns  and  cities  in  Canada  and  the  United 
States  Avill  conduct  campaigns  during  April.  May  and 
June. 

Contrary  to  old  times,  painting  is  no  longer  consid- 
ered an  extravagance  or  a  luxury;  it  is  an  ecouomical 
necessity.  Paint  destroys  countless  millions  of  .  germs 
that  infest  Avoods.  A  rotten  timber  can  furnish  enough 
germs  to  keep  a  doctor  busy  for  a  month.  EA^en*  city 
needs  housecleaning  and  plenty  of  it  to  freshen  its  ex- 
terior and  brighten  the  inside.  Its  entire  complexion 
and  mental  outlook  can  thus  be  bettered.  A  city  should 
wash  its  face  and  brush  its  teeth  ju.st  as  people  do. 

The  women,  too,  can  help.  Across  the  border,  esj^e- 
cially,  Avomen  have  been  strong  advocates  of  toAvn 
spring  cleaning,  and  if  the  hardAvare  dealers  of  the  Do- 
minion but  seek  and  ask  the  co-operation  of  the  prom- 
inent women  social  Avorkers.  much  good  will  result — to 
the  town  by  making  it  cleaner,  and  to  the  dealer  in 
making  for  more  and  better  bu.siness.  Boy  scouts  also 
can  be  of  assistance  in  this  regard.  In  fact,  the  dealer 
should  adopt  any  scheme  or  plan  that  Avill  help  on  the 
"Clean-Up  and  Paint-Up"  campaign.  It  Avill  help  in 
increased  profits. 
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DEALERS  AFTER  VACUUM  CLEANER  TRADE 

Several  Canadian  dealers  carrying  on  schemes  lo  increase  sales  of 
vacuum  cleaners.     As  the  house- cleaning  season  is  at 
hand  announcements  of  these  campaigns  should 
he  of  interest  to  readers  of  Canadian 
Hardware  Journal 

B.  H.  Buxton,  Toronto,  rents  vacuum  cleaners  and 
does  a  good  business  in  this  line.  He  acquaints  the  peo- 
ple with  the  fact  by  an  electric  sign,  which  he  has  placed 
in  the  window  bearing  the  words:  "Vacuum  Cleaners 
to  Rent." 

With  the  housecleianing  season  drawing  near,  dealers 
will  probably  find  renting  vacuum  cleaners  a  profitable 
business. 

Welland  Dealers  Have  Vacuum  Cleaner  Sale 

McMurray  Bros.,  Welland,  recognizing  that  the 
housecleaning  season  is  at  hand,  is  carrying  on  a  selling 
campaign  of  vacuum  cleanei;s.    Tn  connection  vrith  it 


they  carried  on  some  special  advertising,  a  typical  ad- 
vertisement being  reproduced  herewith. 

Much  stress  is  laid  on  the  fact  that  vacuum  cleaners 
will  save  much  energy,  and  the  result  will  be  a  cleaner 
house. 

One  of  the  schemes  adopted  by  McMurray  Bros,  is  to 
give  free  demonstrations  in  the  home  of  the  probable 
customer.  Not  only  are  they  getting  in  close  personal 
touch  with  the  people,  but  they  have  arranged  an  easy 
payment  plan  which  has  had  a  beneficial  resrult  as  far 
as  sales  are  concerned. 

Vacuum  Cleaners  Should  be  Pushed  Now 

In  this  country  the  months  of  the  Spring  season  have 
come  to  be  known  as  "clean  up"  months,  and  even  now 
the  housewife  is  patiently  waiting  and  planning  for 
the  day  when  she  will  be  able  to  throw  open  the  win- 
dows and,  armed  with  vacuum  cleaner  (no  good  house- 
wife uses  a  broom  in  these  modern  times)  and  scrub 
brush,  start  in  on  the  annual  campaign  against  those 
dread  enemies — dust  and  dirt. 


There  are  still  a  large  number  of  men  and  women 
who  are  still  so  far  behind  the  times  that  they  still 
cling  to  the  old  com  broom.  Tf  they  only  had  demon- 
strated to  them  the  labor-saving  and  sanitary  qualities 
of  a  vacuum  cleaner,  they  would  give  the  purchasf  of 
one  of  these  machines  very  serious  consideration.  There 
is  going  to  be  considerable  business  in  vacuum  cleanfrs 
for  someone,  and  it  stands  to  reason  that  the  dealer 
who  makes  the  strongest  bid  for  this  trade  is  going  to 
be  blessed  with  the  larger  share  of  the  profits. 

Renting  of  Vacuum  Cleaners. 

In  eases  where  an  out-and-out  sale  cannot  be  made, 
it  is  often  possible  to  rent  a  machine  by  the  day,  or 
half  day.  The  rates  usually  charged  are  $1.00  for  half 
a  da.y  and  $1.50  for  a  full  day.  The  wear  and  tear  on 
the  cleaner  is  not  great  and.  at  these  rates,  the  machine 
will  soon  pay  for  itself. 

This  renting,  too,  often  results  in  future  business, 
for  a  woman  who  could  not  at  the  time,  through  lack 
of  funds,  Tbuy  a  machine  outright,  will  .see  the  value  of 
one  and  probably  purchase  a  cleaner  at  a  later  date. 


THE  TIME  TO  SELL  SEEDS 

One  of  the  lines  which  can  be  made  to  yield  good 
profits  vpith  a  little  effort  is  that  of  seeds.  But  unless 
some  effort  is  put  forth,  and  unless  the  effort  is  pro- 
perly directed,  the  investment  is  most  likely  to  turn 
out  a  bad  one. 

It  is  too  late,  of  course,  to  select  your  stock  for  this 
season,  but  if  you  have  a  good,  reliable  line,  you  can 
still  improve  your  business  by  doing  some  judicious 
advertising  and  by  fixing  up  some  attractive  displays 
in  your  windows.  And  .iust  remember  this:  the  man 
or  woman  who  comes  in  to  buy  seeds  for  the  garden  is 
a  very  good  prospect  for  garden  tools. 

Take  a  lesson  from  the  large  city  department  stores. 
The.v  do  not  act  as  if  their  seed  department  is  unim- 
portant. On  the  contrary,  when  the  time  comes,  right 
now,  they  use  expensive  window  space  and  newspaper 
space  to  boost  the  sales,  and  do  not  imagine  that  they 
are  afraid  of  asking  good  prices  on  their  goods, 

•  You  can  sell  seeds  and  lots  of  them,  at  a  good  profit, 
if  you  only  decide  to  go  after  the  business.  It  may  be 
necessarj'  to  do  a  little  missionary  work,  such  as  edu- 
cating your  prospective  customers  to  buy  a  better 
grade,  or  a  better  variety,  but  the  retail  hardware 
dealer  who  shows  a  practical  interest  in  the  success  or 
failure  of  the  gardens  among  his  customers  is  bound 
to  reap  his  reward  in  shape  of  increased  sales  and 
profits — and  that  is  what  we  all  want,  do  we  not? 


BULLETIN  BOARDS  FOR  CUSTOMERS 

A  bulletin  board  through  which  you  can  talk  to  the 
public  who  daily  walk  by  your  store  is  a  mighty  good 
thing.  For  if  this  bulletin  board  has  interesting  mes- 
sages it  will  not  only  be  read  by  the  passing  public  but 
also  by  your  own  customers.  And  one  of  the  best  ad- 
vertising men  who  ever  lived  gained  much  of  his  fame 
by  pointing  out  to  the  manufacturers  of  this  country 
the  important  fact  that  it  is  just  as  vital  to  keep  your 
present,  customers  "sold"  as  it  is  to  get  new  ones. 
What  is  a  truth  for  the  manufacturers  is  a  truth  for  the 
dealers. 


The  Winnipeg  Oil  Co..  Ltd..  with  a  capital  of  $1,000.- 
000,  has  been  incorporated  under  Dominion  legislation. 


You'll  do  Less  Work  and  Have  a 
Cleaner  House  if  You  Use 
Electric  Vacuum  Cleaners 


Electric  Cleaner  gets 
all  the  Dirt,  Dust 
and  Lint 


9 


A.M. 

and  the  work  is  done 


'Phone  lor  free  demonstration 
in  your  own  home.  See  for 
yourself  this  9  lb.  dirt  de- 
vourer — with  its  troubleproof 
motor  and  new  thrust  bearing. 
Ask  about  our  easy  payment 
plan. 


Electric  Vacuum  Cleaners 
make  housecleaning  simple  and 
easy,  because  the  current  not 
only  removes  dirt  but  does  the 
hard  work  that  was  formerly 
done  by  your  arms  as  they 
swung  the  broom  back  and 
forth.  You  not  only  save 
energy  and  get  a  cleaner  house 
by  using  an  Electric  Vacuum 
Cleaner,  but  you're  also  sure 
that  germs  and  dust  are  not 
scattered  all  over  the  room 
when  you  sweep  the  carpet,  but 
are  sucked  into  the  bag  made 
for  that  purpose. 

Everybody  is  interested  in 
a  cleaner  house,  and  in  the 
saving  of  energy,  and  every- 
body ought  to  have  a  Vacuum 
Cleaner.  We  have  them  in 
various  sizes  and  at  econom- 
ical prices. 

We  do  all  kinds  of  Elec- 
trical jobs,  new  or  old  wired, 
especially  careful  about  repair 
jobs,  and  we  are  at  your  ser- 
vice the  second  you  notify  us. 

We  have  cleaners  to  rent  by 
the  day  or  week. 
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Kitchen  needs  in  The  J.  H.  Ashdown  Hardware  Company's  Winnipeg  store  window.  The  display  was  trimmed 
by  C.  H.  Smith.  This  display  had  for  background  u  dark  red  burlap  five  feet  wide  used  at  bottom 
with  wallpaper  above  to  the  top.  To  cover  the  seam  a  strip  of  wood  stained  dark  oak  was  used.  Several 
lines,  such  as  baskets,  towel  rollers,  toasters,  gas  toasters,  pots  and  pans,  were  fastened  to  the  back.  The  bottom  was 
covered  with  dark  red  felt.  A  kitchen  range  was  shown  in  one  end  with  kitchen  ware  placed  on  it  in  a  natural  way. 
A  show  card  with  some  short  talk  end  a  price  card  were  set  on  the  range.  An  electric  washing  machine  was  shown 
ne.xt,  with  a  price  card.  Around  the  machine  were  shown  several  articles,  such  as  washboards,  brooms,  mops,  dustpans, 
scrub  brushes,  wringers,  etc.  On  the  floor  in  front  of  the  stove  was  kitchen  enamelware.  An  ironing  board  with 
electric  iron  all  ready  for  use  was  also  shown.  A  kitchen  cabinet  with  a  complete  showing  of  kitchen  ware  made  an 
attractive  and  novel  way  of  showing  this  line  as  in  actual  use.  Next  were  shown  a  refrigerator  and  meat  safe.  On  the 
floor  in  front  of  these  were  arranged  pots,  pans,  etc.,  in  aluminum  ware.  Prices  were  used  on  most  of  the  articles, 
and  the  display  was  productive  of  considerable  business,  states  Mr.  Smith. 


Making  the  Window  Trim  Sell  Spring  Household  Needs 


The  person  whose  effort  is  largely  devoted  to  focus- 
ing the  attention  of  the  passing  public  upon  the  show 
windows  of  the  hardware  store  must  constantly  be 
reaching  out  for  new  ideas.  This  is.  of  course,  equally 
true  of  the  advertising  writer,  or  of  anyone  seeking 
to  attract  the  attention  of  the  public ;  but  it  is  a  very 
important  consideration  to  the  store  that  would  exact 
the  maximum  of  benefit  from  its  window  displays. 

The  time  has  long  since  passed  when  a  few  articles 
haphazardly  displayed  in  a  window,  and  accompanied 
by  a  few  cards  giving  prices  or  other  information,  may 
be  considered  as  a  real  window  display.  The  buying 
public,  even  in  the  smaller  communities,  has  long  since 
ceased  to  regard  such  displays  as  interesting,  and  in- 
terest is  the  first  essential  to  the  success  of  anything 
which  must  hold  the  attention. 

To  keep  up  the  interest  in  the  windows  of  a  store 
it  is  necessary  that  new  angles  of  appeal  be  used,  and 
that  a  constant  shift  of  the  interest  shall  make  it  im- 
possible for  the  public  which  is  accustomed  to  pass  the 
windows  to  anticipate  the  nature  of  the  display  before 
it  shall  be  spread  before  its  eyes. 

It  is,  therefore,  necessary  for  the  person  in  charge  of 
the  preparation  of  window  displays  to  be  constantly  on 
the  alert  for  new  ideas.  Of  course,  there  is  not  a  really 
new  idea  under  the  .sun.  but  new  effects  may  always  be 
secured  through  the  adaptation  of  ideas  used  in  other 
lines  of  business,  or  the  combination  of  portions  of 
several  ideas,  which  may  be  combined  in  such  a  way 
as  to  produce  something  entirely  new  to  the  public. 

Perhaps  the  best  illustration  of  the  successful  adapt- 
ation of  the  ideas  used  in  other  lines  of  business  to  the 
needs  of  the  hardware  trade  may  bo  found  in  the  win- 
dow displays  of  some  of  the  leading  lines  of  kitchen 
needs,  particularly  during  the  spring  season.  The  vnn- 
dow  ideas  furnished  by  the  kitchen  cabinet  makers, 
who  have  been  forcing  the  sales  of  their  products  by  all 
recognized  methods  of  advertising,  are  far  from  new, 
yet  they  have  been  quite  a  bit  in  advance  of  the  aver- 


age retail  store  displays.  Almost  all  of  them  show 
the  inspiration  of  earlier  window  campaigns. 

To  the  man  whose  mind  is  alert,  anything  in  the 
nature  of  a  display  for  the  public  eye  may  be  an  in- 
spiration. Big  stores  and  little  stores,  in  every  line 
of  business,  alike  contribute  to  his  education,  and  their 
display  ideas  worked  out  in  many  forms  often  become 
vastly  different  and  often  better  under  his  handling. 

The'  most  expensive  window  displays  are  seldom  the 
best,  either  in  interest  attracted  or  in  point  of  sales 
which  may  be  traced  to  their  cause.  On  the  contrary, 
too  lavish  decoration  of  the  windows  often  causes  the 
public  to  form  the  opinion  that  the  store  staging  such 
displays  is  a  very  high  priced  store,  whereas  nothing 
might  be  more  untrue.  A  certain  amount  of  expendi- 
ture is  necessary  to  the  maintenance  of  good  windows 
in  any  community,  but,  generally  speaking,  ideas  count 
for  more  than  money.  Long  observation  of  these  things 
leads  to  the  conclusion  that  the  public  is  quick  to  appre- 
ciate new  ideas  when  presented  in  such  manner  as  to 
attract  the  eye ;  and  it  must  be  remembered  that  the 
first  office  of  the  window  display  is  that  of  attracting 
the  eye. 

Some  men  seem  to  sprout  ideas  over  night.  They  are 
able  to  avoid  anything  that  savors  of  sameness  in  their 
displays ;  and.  as  a  consequence,  produce  the  most  in- 
teresting windows.  It  is  these  men  who  have  the  bevSt 
sources  of  inspiration.  They  are  watchful  of  anything 
which  may  tend  to  inspire  the  working  out  of  something 
novel  and  effective,  and  they  make  it  their  business  to 
keep  posted  on  what  is  going  on  in  the  world.  They 
are  constant  and  clbae  students  of  everything  which  is 
going  on  around  them,  and  they  reach  out,  through 
magazines  or  trips  of  inspection,  to  learn  what  is  being 
done  outside  their  own  communities.  Given  an  apt  and 
capable  man,  and  support  from  the  store  management, 
and  it  is  astonishing  how  interesting  the  windows  of  a 
store  may  be  made. 
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Collins'  Course  in  Show  Card  Wntmg 


/  8th  of  a  series  of  arlicles 
specially  prepared  for  thia 
journal. 


J 11  a  recent  lesson  we  gave  directions  for  making  a 
"box"  window  card.  This  is  done  by  scoring  and  turn- 
ing the  edges  down  all  the  way  around  like  a  box  or 
box  cover.  In  this  lesson  we  give  directions  for  mak- 
ing a  simple  backing  that  will  keep  the  card  straight 
and  at  the  same  time  form  a  support  to  keep  it  standing 
up.  Figure  21  will  give  the  idea  at  a  glance.  "A" 
shows  the  back  of  the  card.  The  support  is  made  of  a 
piece  of  cardboard  cut  the  same  shape  as  "B"  and 
"E."  After  cutting  the  cardboard  to  shape  score  it 
with  the  point  of  your  knife  where  the  dotted  lines 
show.  By  "scoring"  is  meant  to  just  cut  through  the 
surface  of  the  card  so  it  will  bend  in  the  opposite  direc- 
tion without  breaking.  It  is  very  important  to  remem- 
ber to  always  score  it  on  the  opposite  side  to  which  you 
want  it  bent.  Use  a  ruler  in  doing  the  scoring.  Muci- 
lage or  paste  the  part  "E"  to  the  back  of  the  card, 
placing  the  score  line  in  the  centre  of  the  card.  The 
object  in  cutting  the  bottom  of  the  card  on  a  bevel  is 


Fig.  22- 


-Showing  three  drawings  of  a  cardwriter's 
handy  work  box. 


to  allow  the  card  to  tip  backwards  when  standing  up. 
In  the  second  drawing  the  part  "D"  shows  the  sup- 
porting part  of  the  cut  piece  swung  into  position.  "C" 
shows  the  back  of  the  card  and  "E"  the  part  glued  to 
the  card.  When  you  have  made  one  of  the  supports 
and  fastened  it  to  a  card  you  will  see  how  effectively  it 
keeps  the  card  from  curving  or  curling  when  in  a  stand- 
ing position. 

Card  Writer's  Work  Box 

Every  card  writer,  no  matter  whether  he  does  much 
or  little  card  writing,  will  always  find  a  work  box  con- 


venient. There  will  come  a  time  when  he  will  be  re- 
quired to  go  outside  or  away  from  his  workroom  to 
do  some  bit  of  lettering  or  other.  It  is  then  this  box 
will  come  in  to  advantage.  But  even  though  he  does 
not  go  away  he  will  always  find  a  receptacle  of  this 
kind  will  be  very  useful  to  keep  his  pots  and  brushes 


Fig.  21 — Showing  card  support  on  back  of  card. 

and  various  other  little  things  for  casual  use  that  are 
bound  to  accumulate  with  time.  A  box  fourteen  or 
fifteen  inches  long  by  about  eight  inches  wide  and  ten 
or  eleven  inches  deep  is  a  most  convenient  size.  Boxes 
of  these  dimensions  may  be  had  at  almost  any  grocery 
or  drug  store.  Small  bottled  stuff  is  shipped  in  just 
such  boxes,  and  as  the  corners  are  sawn  dove-tailed  th'-y 
are  excellent  for  strength  as  well  as  appearance.  When 
you  have  gotten  a  box  of  this  kind  glue  and  nail  the 
top  on  well  and  see  that  the  bottom  is  well  nailed.  This 
will  make  you  a  solid  box  with  no  opening.  With  a 
carpenter's  board  gauge,  mark  a  line  around  the  top 
about  one  and  a  half  inches  down.  With  a  fine  saw  cut 
this  top  off.  This  forms  your  cover.  Next  run  a  gaugo 
mark  down  the  ends  at  the  front  about  one  and  a 
quarter  inches  wide,  and  one  along  the  bottom  of  the 
front  about  three-quarters  of  an  inch  from  the  bottom. 
With  a  very  fine  fret  or  scroll  saw,  the  kind  that  is 
sometimes  classed  as  a  toy,  cut  down  both  ends  at  the 
lines  one  and  a  quarter  inches  from  the  front.  Saw 
doAvn  till  it  meets  the  line  measured  from  the  bot- 
tom, which  should  have  been  gauged  on  the  ends  at  the 
same  time  you  gauged  the  front.  Take  a  good  sharp 
knife  that  has  a  thin  pointed  blade  and  cut  through  the 
wood  along  this  front  bottom  line  and  the  same  around 
the  ends  until  you  meet  the  cut  made  with  the  scroll 
saw.  This  will  allow  the  front  to  drop  out.  You  will 
need  two  pairs  of  neat  brass  hinges  with  which  to 
hinge  the  cover  and  the  front  piece  in  their  respective 
places.  It  is  very  convenient  to  have  three  or  four 
trays  for  your  various  articles,  brushes,  etc.  These 
should  be  about  three-quarters  of  an  inch  deep,  but 
the  top  one  may  be  deeper,  for  it  can  go  up  into  the 
top  of  the  box.  The  sides  and  ends  of  these  trays 
would  best  be  made  of  quarter-inch  stuff,  basswood 
preferable.  The  bottoms  should  be  of  heavy  mill  board. 
Only  put  one  support  for  all  the  trays.  The  trays  mav 
sit  on  top  of  each  other.   The  convenience  of  this  will 
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Plate  38 — Snow-capped  spurred  half  block — Lower  case. 


be  found  when  you  want  to  get  into  the  bottom  of  your 
box,  yoii  can  lift  all  the  trays  out  together  without 
pulling  them  out  one  at  a  time,  which  you  would  have 
to  do  if  each  tray  was  supported  singly.  The  supports 
for  the  bottom  tray  may  be  made  of  two  pieces  of  tin 
about  a  half  of  an  inch  wide  and  the  length  of  the  width 
of  the  trays.  Bend  these  the  long  way  at  right  angles 
in  the  centre.  Nail  one  of  these  to  each  end  of  the  box 
the  proper  height  for  the  bottom  tray  to  rest  on.  You 
will  need  a  couple  of  fasteners  similar  to  suitcase  clasps 
for  the  front  of  the  box,  to  hold  the  cover  down  and  the 
front  drop  in  place.  A  strap  or  suitcase  handle  wiil 
answer  for  the  top. 

We  show  three  working  drawings  for  making  a  box 
of  this  kind.  One  shows  the  box  closed,  one  with  the 
top  open  and  the  front  drop  in  place,  the  other 
with  the  top  open  and  the  front  drop  down  and  one 
traj-  out.  These  sketches  should  be  quite  enough  to 
show  you  how  to  construct  it. 

For  color  receptacles  you  can  obtain  empty  jam  jars 
with  screw  tops  that  will  answer  the  purpose  nicely. 
On  the  inside  of  the  front  drop  fix  a  place  to  carry  a 
small  tack  hammer  and  a  screwdriver.  These  you  will 
find  almost  indispensable.  You  will  frequently  want  to 
drive  a  tack,  and  the  screwdriver  Avill  answer  for  a  tack 
puller  and  screwdriver. 

Alphabets 

Every  card  writer  finds  at  Christmas  time  a  need  for 
snow-capped  letters  for  various  Christmas  cards.  These 
letters  should  be  used  only  for  a  line  or  even  only  one 
word  that  is  needed  to  be  emphasized.  Almost  any 
style  of  letter  may  be  treated  in  this  snow-capping 
way.  But  the  wide-stemmed  letters  show  to  better 
advantage  than  the  "thick  and  thin"  styles.  '  This  de- 
-sign  is  a  spurred  half-block  letter.  They  are  not  ditifi- 
cult  to  make  and  the  color  may  be  either  red  or  black. 


If  red  is  used  the  snow  will  have  to  be  outlined  in  black. 
Sample  Cards 

The  group  of  cards  shown  this  month  are  a  number  of 
"spatter  work"  designs.  This  is  almost  fine  enough 
for  air  brush  work,  hut  they  are  all  spatter  work.  The 


Samples  of  Spatt.ir  Work  Designs 

backgrounds  are  done  in  various  high  colors  and  the 
letters  in  reds  and  black  with  shading  to  harmonize 
with  backgrounds. 
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Plate  37 — Snow-capped  spurred  half  block — Capitals. 
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Letting  the  Public  Know  You  Have  Summer  Stoves  to  Sell 


The  near  approach  of  summer  necessitates  the  move- 
ment of  warm  weather  stove  lines  to  the  front  of  the 
store,  and  the  rearrangement  of  the  stove  department. 
Demand  in  that  section  from  now  on  will  be  for  gas 
ranges  and  plates,  (;oal  oil  and  gasoline  stoves,  gas 
tubing,  and  kindred  articles. 

Of  late,  too,  there  is  a  demand,  and  a  growing  one, 
for  fireless  cookers.  Some  of  the  big  stores  in  the  larger 
centres  are  making  a  feature  of  these  articles,  and  as 
the  season  advances  they  will,  as  usual,  give  demonstra- 
tions of  their  worth. 

This  year,  in  Toronto,  among  stove  dealers  and  home 
furnishers,  an  effort  has  been  made  to  interest  home 
owners  in  gas  stoves.  The  idea  was  launched  by  the 
local  gas  company,  and  has  been  readily  taken  up.  The 
week  of  April  24  to  May  1  was  set  apart  as  "gas  stove 
week,"  and  while  it  is  too  early  yet  to  state  what 


effect  it  has  liad  in  actual  dollars  and  cents  results,  the 
amount  of  publicity  given  to  the  week  surely  must  have 
done  some  good.  In  all  sections  of  the  city  window  dis- 
plays were  shown,  and  in  some  of  the  larger  stores 
baking  experiments  were  made  and  working  demon- 
strations given.  Delivery  wagons  carried  streamers 
worded  "Gas  Stove  Week,  April  24  to  May  1,"  and 
these,  with  the  newspaper  advertising  connected  up 
the  sales  stunts  in  the  stores.  People  got  to  talking 
about  it,  and  it  must  surely  have  hurried  up  sales,  and 
it  is  also  safe  to  say  that  the  week  must  have  brought 
about  sales  to  those  who  did  not  contemplate  buying. 

Get  After  Sales  Early 

There  are  other  means,  too,  by  which  gas  stoves 
might  be  pushed.  Do  not  let  up  with  the  one  "gas 
stove  week."  They  should  be  featured  prominently 
from  now  until  at  least  the  middle  of  summer.  May  is 
the  best  month  to  commence  the  spring  campaign  in 
the  stove  dc[)artment.  Energetic  efforts  should  be 
made  to  get  the  attention  of  the  public  in  the  dealer's 
lo(fality  centred  on  the  stove  department  and  the  line 
of  stoves  carried.    The  enthusiasm  should  b(>  kept  up 


by  displays  and  advertising.  Many  sales  have  been 
lost  by  dealers  who  start  out  with  a  burst  of  enthusiasm 
and  after  getting  the  public  nicely  interested,  relax 
their  efforts  and  allow  the  enthusiasm  to  die  out.  There 
are  many  people  who  purchase  an  article  early  in  the 
season  if  it  is  brought  to  their  attention  in  a  forceful 
manner,  but  who  will  not  buy  if  left  until  late  in  the 
season.  To  be  successful  the  merchant  should  start  his 
campaign  early.  He  should  not  be  backward  in  start- 
ing his  spring  campaign.  This  present  year  is  a  splen- 
did one  in  which  to  start  gas  stove  selling  early.  Back- 
wardness in  business  is  the  merchant's  greatest  enemy 
and  is  a  menace  to  his  success. 

Coal  oil  cook  stoves  in  two  and  three-burner  styl^'S 
are  good  to  push  for  country  houses  and  summer  resort 
homes,  and  in  small  settlements  where  gas  is  not  yet 
manufactured.   Persons  contemplating  camping  or  tak- 


Maflp-in-f'anatla  win- 
dow display  of  sloves 
Dut  on  by  ('unning- 
liaiii"s,  Ltd.,  Van- 
c'oiiver.  durinfr  their 
recent  "Made  in-Can- 
a<la"  sales  week. 


ing  summer  outings  are  good  prospects  to  keep  tab  on 
and  interest  in  these  lines. 

Mail  order  houses  do  a  large  business  in  this  Vine, 
but  the  local  hardware  dealer  should  be  able  to  secure 
the  bulk  of  the  business  on  account  of  having  many 
advantages  in  his  favor.  When  purchasing  from  the 
local  dealer,  a  customer  can  see  exactly  what  he  is  get- 
ting: he  can  examine  the  stove,  and  get  prompt  de- 
livery. There  is  no  danger  of  receiving  a  stove  with 
broken  paits:  and  the  danger  of  misfits  is  eliminated. 

Salesman  Should  Know  His  Goods 

Knowing  the  goods  is  an  important  feature  in  selling 
coal  oil  stoves.  Salesmen  should  be  well  informed  on 
points,  such  as  safety,  simplicity  of  operation,  ease  with 
which  wicks  can  be  replaced,  and  many  other  talking 
points  that  may  be  found  on  many  of  the  good  oil 
stoves  that  are  now  on  the  market.  It  is  a  good  plan 
to  have  a  stove  set  up  in  the  store  ready  for  use.  so  that 
it  can  be  lighted  at  any  time  for  demonstration  pur- 
poses. An  actual  demonstration  of  the  working  and 
lieating  (lualities  of  an  oil  stove  will  impress  a  customer 

{Contin  ut'd  on  pit^c  ■^-) 
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METHODS  OF  MAKING  A  CHIMNEY  STACK  BASE 

By  A.  F.  Mueller 

A  method  here  presented  of  laying  out  a  chimney 
stack  base  by  using  only  a  carpenter's  square  and  a 
scratch  awl.  The  heights  of  these  bases  are  not  par- 
ticular and  they  are  made  so  that  the  iron  at  hand  Avill 
cut  without  any  waste. 

Lay  a  sheet  of  iron  on  the  bench  and  square  one  end 
of  it,  the  dotted  line  a-b  in  Fig.  2  representing  the  end 
of  the  sheet  and  the  line  c-d,  the  line  drawn  to  square 
the  sheet.  Parallel  with  c-d  set  off  the  seaming  allow- 
ance which  is  one-half  of  the  material  that  the  grooved 
seam  will  require  and  shown  by  the  line  e-f.  From  the 
near  edge  of  the  sheet  set  off  the  material  (including 
lower  flange  or  wiring  material)  that  will  go  over  the 
chimney,  as  I,  and  from  g  set  off  half  of  the  length 
of  the  wide  side  of  the  chimney,  as  i.  On  the  far  edge 
of  the  sheet  set  oft'  material  approximately  two  inches 
wide  and  make  this  line  equal  to  one-fourth  of  the  cir- 
cumference of  the  round  connecting  pipe,  as  h-j.  With 
the  blade  of  the  s([uare  touching  j  and  a  point  on  the 
tongue,  representing  half  of  the  length  of  the  narrow 
side  of  the  chimney,  coinciding  with  i,  draw  a  line 
around  the  square,  as  j-k-i.  Add  grooving  allowances 
to  j-k  and  draw  this  line  to  extend  across  the  sheet,  as 
v-u.  From  i  draw  a  line  at  right  angles  to  k-i  and 
complete  11.  which  is  a  duplicate  of  I  excepting  in 
length.  To  I  add  a  riveting  lap  which  is  not  particular 
and  can  be  cut  hy  guess  when  the  rivets  are  drawn.  If 
the  holes  are  to  be  punched  in  the  flat  the  method  of 
locating  them  is  shown  in  a  larger  detail  in  Fig.  5.  Add, 
in  this  figure,  the  material  for  the  riveting  lap  and 
through  the  centre  lengthways  draw  a  line.  Parallel 
with  it  draw  a  line  p-q  a  distance  away  equal  to  s. 
With  i  as  centre  describe  a  number  of  radii  and  where 
they  cross  the  centre  line  of  the  lap  and  the  line  p-q  will 
be  the  centres  of  the  holes.  The  lower  end  of  the  lap  is 
notched  as  shown,  so  that  it  can  be  bent  at  right  angles 


and  will  also  not  interfere  with  the  material  used  to 
strengthen  the  lower  edge  of  the  base. 

When  the  base  is  finislied  as  in  sections  D,  E  and  F, 
the  grooved  seaming  allowance  is  notched  as  in  Fig.  6. 
Draw  lines  from  i  to  h  and  j  and  prick  mark  these  three 
points  which  will  complete  the  quarter  pattern  for  the 
base. 

The  end  of  the  sheet  (Fig.  3)  will  have  a  cut  across 
it  v'-u'  and  the  quarter  pattern  is  now  laid  so  that  the 
corresponding  edge  v-u  will  coincide  with  this  edge  and 
the  shape  is  marked  on  the  sheet,  pricking  the  points  i, 
j,  h.  On  the  c-d  edge  of  the  pattern  only  short  lines 
are  drawn,  as  at  1  and  2,  and  from  these  two  lines  a  dis- 
tance is  measured  back  equal  to  the  material  in  the 
grooved  seam  or  twice  the  distance  c-e,  for  the  net  line 
of  the  pattern  is  midway  between  these  short  lines. 
Place  the  line  e-d  of  the  quarter  pattern  to  coincide 
with  3-4  and  mark  around  it,  pricking  the  points  i'  and 
j'.  Drawing  lines  from  i  to  6  and  j  and  from  i'  to  6' 
and  j'  Avill  complete  the  pattern  for  the  half  base. 

The  end  of  the  sheet  (Fig.  4,  shown  turned  over) 
now  has  a  diagonal  cut,  v"'-u'",  and  using  this  edge  to 
start  with  duplicate  the  pattern  in  Fig.  2  in  the  same 
way  as  was  explained  above  for  Fig.  5  and  the  rest  of 
the  sheet  will  then  have  a  square  end  on  the  line  d'-c' 
and  there  will  be  no  waste  material. 

Lay  the  lines  that  separate  the  flat  from  the  curved 
surfaces,  as  i-h  (i'-h),  etc.,  on  the  edge  of  the  bench 
plate  and  with  a  mallet  slightly  mark  these  lines.  Place 
the  quarter  pieces  on  top  of  the  half  piece  and  then 
fold  the  edges  of  all  three  pieces.  Form  the  curved 
parts  on  the  mandrel  and  groove  the  seams,  a  section  on 
S-V  being  shown  at  A. 

Place  the  single  beading  rolls  in  the  header  and  set 
the  gauge  so  that  the  machine  will  bead  a  distance 
equal  to  g-f  of  Fig.  2  and  turn  a  bead  in  the  four  sides 
di  the  base  which  will  be  the  line  that  separates  the 
rectangle  to  round  from  that  part  that  goes  over  the 
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chimney. '  Turn  the  riveting  lap  and  bend  and  rivet  the 
straight  parts  placing  the  lap  either  on  the  outside  or 
on  the  inside  as  shown  in  Fig.  1. 

Make  a  gauge  of  sheet  metal,  similar  to  Fig.  8,  and 
on  the  inside  of  the  base  mark  the  amount  of  material 
that  is  necessary  to  make  either  of  the  finishes  shown  at 
C,  D,  E  or  F  and  complete  this  end  of  the  base.  The 
piece  t  is  a  piece  used  to  strengthen  the  point  at  the 
seam  and  is  soldered.  Usually  the  finish  is  like  that 
shown  at  C.    Fig.  7  shows  the  method  of  .ioining  the 
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Work  ticket  in  use  by  employes  of 
A.  Welch  &  Son,  Toronto. 

ends  of  an  angle  iron  finish  in  which  the  side  having 
the  lap  must  be  made  the  thickness  of  the  angle-iron 
longer  than  the  opposite  side. 

See  that  the  rectangular  end  is  squared  and  then  set 
the  base  on  a  level  part  of  the  shop  floor  and  set  on  the 
small  end  a  piece  of  the  pipe  that  is  to  be  a  part  of  the 
stack  and  hold  down  this  pipe  by  means  of  a  weight. 
Fig.  1,  showing  the  hollow  mandrel  used  for  this  pur- 
pose. Mark  around  the  base  at  the  intersection  of  the 
pipe  and  after  removing  the  weight  and  pipe,  trim  off 
the  top  to  within  an  inch  and  a  half  of  the  mark.  Slit 
the  top,  every  IV2  inches,  to  tihe  mark  and  bend  the  ma- 
terial so  that  it  will  be  parallel  with  the  pipe  when  it  is 
again  connected.  Mallet  the  end  on  the  mandrel  so  that 
the  parts  will  be  smooth  and  fit  up  to  the  pipe  and  so 
that  the  end  is  round  or  as  circular  as  can  be  judged 
with  the  eye. 

Turn  out  a  five-sixteenths  of  an  inch  edge  on  the  pipe 
and  see  that  the  pipe  is  round  on  both  ends,  and  then 
set  it  on  the  base  replacing  the  weight.  Line  up  the 
pipe  from  two  sides,  with  a  window,  door-casing  or  any 
other  vertical  lines  in  the  shop  and  tack  the  joint  with 
solder.  Remove  the  weight  and  rivet  the  joint  by 
drawing  the  rivets  and  then  dress  the  rest  of  the  edge 
on  the  pipe  against  the  base  and  skin  the  joint  with  sol- 
der, which  will  complete  the  base,  to  which  as  many 
lengths  of  pipe  can  be  added  as  desired. 

A  section  of  the  joint  between  the  pipe  and  base  is 
shown  at  B. 


HEIGHT  OF  KITCHEN  SINKS 

A  very  unfortunate  feature  often  found  in  connec- 
tion with  the  kitchen  equipment  of  our  modern  apart- 
ments is  the  uncomfortable  height  at  which  the  sink  is 


placed.  In  many  cases  its  position  is  so  low  as  to  cause 
the  person  working  at  it  to  bend  or  stoop  over  in  a  way 
to  soon  make  the  back  ache  and  prove  exceedingly  tire- 
some. Cases  might  be  cited  where  upon  measurement 
the  front  rim  of  the  kitchen  sink  is  found  to  be  only  28 
inches  from  the  floor,  and  it  can  readily  be  imagined 
how  uncomfortable  this  must  be  to  a  person  of  average 
stature. 

In  order  to  obtain  a  consensus  of  opinion  as  to  what 
is  the  most  desirable  height  for  a  kitchen  sink,  the 
Trenton  Potteries  Company,  Trenton,  N.J.,  has  recently 
given  out  the  results  of  a  straw  vote  which  was  taken 
for  this  purpose.  "When  the  votes  were  counted  it  was 
found  that  8  per  cent,  were  in  favor  of  a  height  of  32 
inches,  59  per  cent,  favored  a  height  of  34.  and  33  per 
cent,  favored  a  height  of  36  inches.  From  these  figures 
it  will  be  seen  that  28  inches  is  exceedingly  low  for  a 
kitchen  sink  and  decidedly  uncomfortable  for  the  per- 
son who  has  to  work  at  it. — Building  Age. 


LET  PUBLIC  KNOW  YOU  HAVE  STOVES 

('  Continued  from  page  40.) 

much  more  favorably  than  if  the  stove  is  simply  shown 
without  giving  a  demonstration. 

Coal  oil  stoves  is  a  line  that  may  be  displayed  to  ad- 
vantage in  the  store  window.  One  or  two  of  each  style 
of  oil  stove  can  be  neatly  arranged  in  a  window  and 
form  a  very  attractive  display.  Dealers  should  en- 
deavor to  create  interest  in  this  class  of  stove.  They 
should  enthuse  the  public  and  try  to  increase  the  de- 
mand for  oil  stoves.  One  of  the  best  ways  to  stimulate 
trade  in  this  line  is  to  attractively  display  them  and 
demonstrate  their  usefulness  at  every  opportunity. 

Gasoline  stoves  can  also  be  sold  in  large  numbers  by 
almost  the  same  method.  Newspaper  advertising  by 
the  local  dealer,  if  properly  applied,  will  bring  many 
enquiries  regarding  summer  stoves.  There  are  number- 
less talking  points  that  may  be  used  in  advocating  the 
use  of  summer  stoves,  such  as  economy  of  fuel,  comfort 
in  cooking  by  elimination  of  excessive  heat,  saving  of 
time,  etc.  If  a  dealer  receives  a  complaint  from  the 
purchaser  of  an  oil  or  gasoline  stove,  he  should  make 
enquiries  at  once  and  remedy  the  complaint,  as  a  dis- 
satisfied stove  customer  is  an  exceedingly  poor  adver- 
tisement, w^hereas  a  satisfied  customer  is  one  of  the  best 
advertisements  a  store  can  have. 

Just  now"  is  a  good  time  to  look  up  prospects  for 
summer  stove  lines  and  get  them  interested.  The 
present  is  also  a  good  time  to  push  sales  of  ovens, 
broilei's,  and  the  other  kitchen  utensils  that  go  to  com- 
plete a  summer  stove  outfit. 


^fadani: 

It  is  probable  that  you  have  in  mind  the  spending 
of  a  vacation  this  summer  at  Elkwater  Lake,  and 
take  this  oipportuiie  moment  to  introduce  to  vou  the 
New  Perfection  Oil  Stove,  which  will  be  found  indis- 
pensable as  the  last  word  in  the  completion  of  a  holi- 
day outfit. 

Its  merits  are  many,  and  in  order  that  you  c-an  get 
an  intelligent  idea  of  this  cook  stove,  we  have  pleasure 
in  enclosing  r  booklet,  and  if  you  would  take  an 
opportunity  of  calling  in  at  our  store  some  time 
when  you  are  .u  its  vicinity,  wo  should  be  pleased  to 
further  demonstrate  this  oil  stove's  uniqueness  and 
adaptability  for  holiday  purposes. 

Thanking  you  in  anticijvation  of  an  early  call. 

We  are,  vours  trulv, 

BIRNIE  BROTHERS. 


H  >«•  a  .Me  liciiic  Hut  drru  went  after  prospects  for  summer  cloves. 
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Increasing  Paint  Sales 
Through  Advertising 

Window  paini  display  in  Paton's  paint  store,  Toronto. 


W.  J.  Carter,  of  Preston,  Out.,  on  the  occasion  of  a 
recent  visit  to  Toronto,  told  a  representative  of  Cana- 
dian Hardware  Journal  that  he  had  increased  his  paint 
sales  last  year  over  $1,100,  and  he  attributed  it  in  large 
measure  to  the  publicity  he  got  through  his  advertising. 
He  takes  a  sis-inch  double-column  space  on  the  front 
page  of  his  local  paper,  next  to  reading  matter,  at  a 
cost  of  $54  a  year. 

He  represents  S.W.P.  in  Pieton,  and  in  addition  to 
his  own  advertisements  he  split  the  cost  with  that  com- 
pany on  some  double  advertising  space,  which  was 
taken  because  last  year  was  a  dull  year  for  paints.  By 
experience  he  is  convinced  that  it  is  necessary  to  keep 
pounding  away.  Himself  a  strong  believer  in  advertis- 
ing, he  has  found  that  business  drops  when  advertising- 
stops,  and  his  expenditure  of  $100  to  land  $1,100  addi- 
tional sales  shows  that  he  has  the  best  of  the  argument. 

In  addition,  ]\Ir.  Carter  related  an  incident  to  show 
that  it  is  possible  to  ofi'set  sales  of  paint  bought  through 
mail  order  houses  by  giving  a  better  delivery  service. 
A  farmer  living  outside  Pieton  some  seven  miles  while 
visiting  in  town  told  Mr.  Carter  that  he  wanted  some 
paint,  but  as  he  had  no  rig  with  him  and  as  he  thought 
it  was  too  much  to  expect  a  local  dealer  to  go  so  far 
into  the  country  with  the  one  order  he  believed  he 
would  just  send  in  an  order  to  a  Toronto  house  and 
have  it  set  down  at  his  door. 

Mr.  Garter,  although  he  had  not  been  in  the  habit 
of  delivering  so  far  from  town,  told  the  farmer  he 
would  be  i)leased  to  look  after  the  order.   He  convinced 


Splendid  interior  arrnngcment  of  paint  stock  in  .store  of  a  large 
American  city. 

him  that  his  price  was  as  good  as  the  catalogue  house, 
that  his  paint  was  better,  and  that  there  would  be  no 
delay  in  delivery.  Mr.  Carter  got  the  order,  and  it 
was  larger  tlian  the  farmer  originally  intended.  He 
made  it  a  point  to  see  that  the  paint  was  specially  de- 
livered early  next  day,  and  he  made,  too,  a  regular 


customer.  Mr.  Carter  has  also  accepted  the  tip  of  in- 
creasing his  trade  by  extending  his  delivery,  an  addi- 
tional charge  being  made  for  this,  the  country  folk 
being  satisfied  to  pay  this  for  the  added  and  quicker 
service. 

Every  man  more  or  less  is  a  prospective  purchaser 
of  paint,  if  he  can  only  be  approached  on  the  proper 
basis.  It  has  been  figured  out  loy  statisticians  that  only 
25  per  cent,  of  Canada  and  the  United  States  is  painted; 
in  other  words,  that  only  a  quarter  of  the  surfaces, 
which  should  Tje  painted,  have  been  attended  to  as  yet. 

There  are  a  number  of  reasons  why  the  use  of  paint 
has  been  so  restricted,  comparatively  speaking.  The 
chief  one  is  ignorance  of  the  real  value  and  utility  of 
paint.  Very  few  people  appreciate  hoAV  much  value  can 
be  secured  from  paint.  To  them  paint  is  an  expendi- 
ture.  In  reality  it  is  an  investment. 

It  has  so  often  been  asserted  that  the  hardware  dealer 
should  increase  his  sales  by  helping  to  spread  puhlie 
knowledge  of  paint  that  it  seems  unnecessary  to  make 
the  statement  again.  Nevertheless,  the  need  for  an  im- 
provement in  this  respect  is  so  great  that  the  truth 
must  be  repeated  again  and  again.  The  retailers  of 
paint  should  see  to  it  that  the  public  is  kept  informed 
of  the  value  of  the  commodity. 


GOING  AFTER  THE  PAINT  PROSPECT 

By  Victor  Laurislon 

With  the  spring  paint  campaign  opening  up.  and  the 
big  business  of  the  year  ahout  to  materialize,  it  Avill 
pay  the  paint  dealer  to  put  aggressiveness  and  energy 
into  his  selling  campaign.  But  these  pushful'  qualities 
are  not  enough. 

Determination  —  persistence  —  stick-to-it-iveness  — 
these  are  the  factors  which  are  going  to  make  any 
year's  spring  paint  campaign,  and  particularly  the 
spring  paint  campaign  this  year,  a  success. 

It  is  easy  to  plan  a  campaign.  Every  paint  dealer  of 
a  little  experience  knows  the  general  outlines.  There 
is  the  mailing,  to  a  selected  list  of  paint  prospects,  of 
a  follow-up  series  of  paint  literature,  this  being  gen- 
erall.v  carried  out  in  co-operation  with  the  manufac- 
turer. There  should  be  a  liberal  use  of  window  dis- 
play: and  the  timely  goods — the  exterior  paints — should 
l)e  given  a  prominent  place  in  the  store.  Incidental  to 
this,  the  posters  and  other  decorative  material  fur- 
nished by  the  manufacturers  should  be  used  in  dis- 
play: and  color  cards  and  advertising  matter  distrib- 
uted. Newspaper  space  cati,  and,  indeed,  must  be  used. 
In  fact,  with  the  advent  of  spring,  "Clean  I^p  and  Paint 
Up"  is  the  timely  slogan. 

Any  paint  dealer  can  i)lan  such  a  canii)aign.  but  it 
takes  a  pei-si-stent  and  determined  paint  dealer  to  carry 
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out  his  plan  to  the  letter.  And  it  is  just  in  the  de- 
terniined  carrying  out  that  the  success  of  the  planning 
lies. 

For  instance,  the  mailing  of  literature  is  an  impor- 
tant factor.  The  merchant  may  shrink  from  the  ex- 
pense of  a  persistent  follow-up  campaign;  he  com- 
promises with  himself  hy  deciding  to  send  out  a  single 
broadside  of  literature  to  a  list  of  prospects.  In  so 
doing  he  misses  the  point  entirely.  It  is  the  persistent 
following  up  of  the  prospect  that  makes  the  mailing 
campaign  effective.  The  first  shot  has  no  appreciable 
effect;  it  is  the  steady  repetition  of  a  well  directed 
fire  that  batters  down  the  prospect's  defenses  and 
induces  him  to  capitulate — in  other  words,  to  paint 
that  old  house  of  his  which  has  been  shrieking  and 
howling  for  paint  these  last  few  years. 

Does  the  follow-up  campaign  pay?  Here's  an  in- 
stance: It  its 'bare  outlines  it  has  all  the  suspen.se  and 
the  twists  of  a  modern  magazine  story.  Jones,  paint 
dealer,  put  Smith  on  his  prospect  List.  He  sent  item 
No.  1  in  the  follow-up  campaign.  No  response.  Num- 
ber two.  No  response.  Number  three.  No  response 
Num'ber  four.  Smith  dropped  in,  bought  a  brush,  and 
enquired  tentatively  about  paint.  Numher  five.  No 
response.    Number  six.    No  response.    Jones  quit. 

A  month  later  Smith  painted  his  house  with  white 
lead  and  oil  purchased  at  another  store. 

In  a  few  months  he  sold  his  house.  That  fall  he  built 
a  new  one.  Next  s])ring  he  painted  the  new  house — ■ 
and  when  he  wanted  paint  he  went  straight  to  Jones, 
paint  dealer,  and  bought  the  brand  which  Jones  had 
circularized  him  to  persistently  and  so — to  all  appear- 
ances^— ineffectually,  a  year  before. 

The  great  thing  in  paint  selling  is  to  get  a  line  on  the 
man  who  is  likely  to  purchase  paint — the  man  who 
needs  it  but  does  not  realize  the  need  or  the  man  who 
realizes  the  need  but  feels  that  he  can't  afford  to  paint. 
There  are  scores  of  men  in  these  two  categories,  for 
every  one  man  who  needs  paint,  realizes  the  need  and 
goes  and  buys  it  of  liis  own  accord.    The  dealer  is  the 


fr  MRS  sniTH  ■  woTice  we 

WINDOW  DftPLAY  or  THE  l-OCAl. 
pAlNT  DtALtW 


ri(7i  snn>i  TMftTmoHT 
s<j<»cesTs  Tv»e.v  try  to  fit 
\jP  sone  OLD  ^uRNrru^t 


TMf  HtSULT   H  30  i*TlS'ACTCRV 
TMtY    OlTlRnixIft   TO  00 
rnon*.  PAINTING 


deci.sive  factor  in  bringing  these  prospects  to  the  pur- 
chasing point;  and  to  do  this  he  must  keep  after  them 
till  they  buy.  The  methods  he  employs  are  less  impor- 
tant than  the  fact  that  he  does  keep  after  them. 

A  study  of  the  problem  convinces  me  that  personal 
salesmanship — not  merely  in  the  store  but  going  right 
out  after  order.s — is  the  most  effective  way  of  getting 
business.  On  top  of  that,  the  man  who  goes  after 
business  should  go  again  and  again  till  he  lands  the 
business.  The  initial  fact  that  a  man  needs  or  wants 
paint  is  sufficient  assurance  that  some  day  on**  wi*^h 
sufficient  determination  and  persistence  will  bring  him 
to  the  purchasing  point.  You  might  as  well  be  that 
someone —  and  you  can  be  that  someone  if  you  keep 
at  it. 

Particularly  is  personal  work  worth  while  in  the 
early  stages  of  the  spring  campaign.  It  pays  to  get 
painting  started,  particularly  in  localities  where  paint 
is  very  much  needed.  A  number  of  years  ago  a  paint 
dealer  selected  one  customer  in  each  of  half  a  do/en 
localities  and  gave  him  a  specially  attractive  figure  on 
paint  in  order  to  get  him  to  paint  his  house  with  the 

  brand  and  start  the  spring  campaign  moving. 

With  this  as  a  starter,  business  came  with  a  rush — 
and  by  far  the  larger  proportion  of  the  houses  painted 
in  those  particular  localities  were  painted  with  that 
brand. 

That  is  psychology,  pure  and  simple.  While  ^11  the 
houses  in  a  row  are  unpainted  and  weatherbeaten,  no 
one  man  need  envy  his  neighbor,  nor  will  any  ditTer- 
ence  be  noticed.  Paint  one  house,  and  instantly  a  score 
of  other  householders  want  to  paint — either  because 
they  want  their  premises  to  look  as  well  as  their  neigh- 
bor's, or  because  they  say,  "If  Smith  can  afford  it.  I 
can."    That's  why  it  pays  to  get  painting  started. 

But  I  hardly  think  the  cut  price  on  the  first  order  is 
necessary  or  advisable.  If.  instead  of  cutting  prices, 
the  paint  dealer  were  to  select  the  likeliest  customer 
in  each  instance  and  then  camp  determinedly  on  his 
trail  till  he  landed  the  order,  he  could  land  it  at  a  profit 
and  secure  all  the  beneficial  results  just  as 
readily.  He  would  pay  for  these  results, 
not  in  diminished  profits  on  the  individual 
order,  but  in  the  extra  time  and  effort  he 
put  into  the  individual  sale.  Here,  as  in  the 
entire  paint  campaign,  determination  and 
persistence  are  the  deciding  factors. 

And  T  know,  from  intimate  experience, 
that  there  are  few  people  who  will  not  sur- 
render to  determined,  persistent  personal 
salesmanship. 

In  any  event,  the  paint  dealer  who  wants 
his  paint  sales  this  Spring  to  bulk  large 
must  put  a  great  deal  of  determination  into 
his  selling  campaign,  and  must  go  into  it 
determined  to  carry  out  his  plans  to  the 
letter  and  to  keep  on  pushing  paint  till  the 
summer  dust  makes  further  painting  im- 
possible.— Paint.  Oil  and  Dmg  Review. 
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How  a  striking  window  display  of  paints  aftected  Mr.  and  Mrs.  Smith  to  paint  up  and 
clean  up  and  started  a  run  on  paint  sales— as  conceived  by  Martin-Senour 
Co.'s  artist  in  "  Paint  Salad." 


May  is  the  big  painting  month  of  the 
year.  The  clean  up  and  paint  up  campaign 
held  throughout  the  country  is  bringing 
good  results.  Are  you  getting  your  share 
of  the  business?  Are  you  dressing  your 
window  to  solicit  the  trade?  Are  yoii  ad- 
vertising the  fact  that  you  have  paint  to 
sell  ?  Are  you  pushing  on  the  paint  up 
movement  in  vour  localitv? 


May,  1915 


CANADIAN  HARDWARE  JOURNAL. 


45 


An  Observer's  Views  Regarding  Western  Trade  Conditions 

By  W.  L.  Edmonds 


THAT  the  pivotal  point  in  Canada's  trade  situation 
is  in  the  Western  Provinces  of  the  Dominion 
there  can  he  no  doubt.  It  was  there  that  the 
abnormal  slump  in  business  took  place.  In  the  East 
there  was  also  a  decline  in  the  volume  of  business,  but 
it  was  not  nearly  to  the  same  extent  as  that  in  the 
West. 

In  view  of  the  responsibility  which  rests  upon  the 
West  for  a  restoration  of  normal  trade  conditions  in 
Canada  business  men  are  naturally  watching  develop- 
ments in  that  part  of  the  Dominion  with  more  than 
usual  interest.  And  opinions  in  regard  thereto  from 
men  who,  from  pei-sonal  observation,  are  qualified  to 
give  them  are  eagerly  sought. 

A  few  days  ago  I  had  the  good  fortune  to  meet  Mr. 
F.  A.  Hoar,  who,  during  the  last  couple  of  years,  has 
been  traveling  up  and  down  the  Province  of  Saskat- 
chewan as  representative  of  the  Canadian  Credit  Men's 
Trust  Association.  As  his  duties  brought  him  into  close 
touch  with  the  agricultural  and  mercantile  interests  of 
the  country,  he  has  naturally  had  an  exceptionally 
good  opportunity  of  studying  the  general  business 
situation  and  forming  opinions  in  regard  thereto. 

Opinions  of  an  Observer 

"Yes."  he  said,  in  reply  to  a  question,  "the  situation 
is  undou'btedly  improving  in  the  West.  Compared  with 
a  year  ago  it  is  decidedly  healthier.  The  reckless  bus- 
iness methods  which  had  up  to  last  year  been  so  com- 
mon in  the  West  no  longer  exist.  The  farmer  and  the 
business  man  have  learned  their  lesson.  It  was  no  un- 
common thing  for  a  merchant  to  have,  say,  $2,000  worth 
of  goods  in  stock  and  $5,000  in  debts  on  his  books.  The 
order  is  now  reversed.  In  other  words,  book  debts  have 
been  reduced  to  a  very  much  smaller  amount  than  for- 
merly. Not  being  able  to  get  credit  so  easily  as  before 
the  farmer  has  been  compelled  to  cut  out  the  purchase 
of  luxuries  and  confine  his  purchases  to  necessities,  for 
which  he  has  had  to  pay  cash.  This  has  been  to  the 
benefit  of  both  farmers  and  merchants.  Stocks  in  re- 
tail stores  are  on  the  whole  in  a  healthy  condition,  the 
only  exceptions  being  licavy  clothing  and  undercloth- 
ing, the  demand  for  which  was  below  normal  on  account 
of  th^  mildness  of  the  winter," 

Lenient  Manufacturers 

"What  has  been  the  attitude  of  the  manufacturers 
and  wholesalers  in  the  East  toward  the  dealers  in  the 
Wfst  as  far  as  your  knowledge  goes?" 

"It  has  been  lenient  as  a  rule.  And  ono  of  the  signi- 
ficant facts  in  regard  to  the  situation  is  that  failures 
among  retailers  in  the  West  are  fewec  lh;iii  th(\v  were 
last  year." 

"How  have  farmers  been  meeting  their  liabilities"" 
"Fairly  well.  But  some  of  them  are  not  mei-ting 
ttieni  as  well  a,s  they  might,  f  iiie;iii  those  who  have 
got  the  money,  but  are  lianging  on  to  it  as  long  as  they 
possibly  can.  These  are,  however,  the  exception  niu] 
not  the  rule,  for  interest  charges  particularly  have 
been  well  met  as  a  rule.  The  trouble  with  a  good  many 
.settling  on  quarter  sections  in  the  West  is  that,  know- 
ing little  or  nothing  al>out  farming,  they  were  induced 
hy  salesmen  to  ])uy  implements  and  farm  mnehinery 


enough  for  farming  a  whole  section  of  land.  These 
men  have  been  taught  a  salutary  lesson,  which  will  be 
of  benefit  to  future  settlers  as  well  as  to  themselves." 

The  Increase  in  Acreage 

"What  is  the  opinion  in  the  West,  as  far  as  you 
can  gather,  as  to  the  increase  in  the  acreage  under  cul- 
tivation?" 

"According  to  general  opinion  the  increase  is  fully 
25  per  cent.  But  it  is  not  the  increased  acreage  alone 
that  should  be  taken  into  account  in  considering  the 
agricultural  situation  in  the  West.  What  is  still  more 
important  is  the  improvements  which  are  being  madft 
in  farming  methods.  I  have  particular  reference  to 
methods  of  cultivation.  As  a  matter  of  fact  there  are 
altogether  too  many  farmers  who  practically  did  no 
cultivation  at  all.  I  have  seen  some  of  them  year  after 
year  drag  harrows  across  the  stubble  and  follow  this  up 
with  the  seeder.  When  there  was  plenty  of  moisture 
the  crops  sometimes  did  not  turn  out  so  T3ad.  But  the 
trouble  was  there  was  not  always  enough  moisture  to 
get  even  fair  returns  for  such  methods  of  farming ;  and 
then  it  was  all  day  Avith  the  crop.  I  have  known 
farmers  who  'stubbled'  for  five  years  in  succession, 
getting  crops  of  from  five  to  ten  bushels  per  acre.  In 
one  instance  I  know  of  a  farm  of  this  kind  which  on 
the -fifth  year  only  yielded  one  bushel  to  the  acre.  This 
crop  was  to  have  been  seized  for  debt,  but  as  there  was 
not  more  than  enough  for  seed  it  could  not  be  touched. 
Last  year's  drought  taught  everybod.y  in  the  West  a 
lesson,  and  last  fall  many  who  had  hitherto  scratched 
their  soil  an  inch  deep  with  harrows  ploughed  it  six 
inches  deep.  The  benefit  of  ploughing  was  demon- 
strated last  year,  for,  even  in  the  districts  where  most 
of  the  crops  were  'burned  up  by  the  drought,  good  crops 
were  obtained  by  farmers  who  had  properly  cultivated 
their  land.  When  traveling  through  the  burned  dis- 
tricts it  was  a  sight  for  sore  eyes  to  come  acro.ss  those 
well  cultivated  farms." 

Increased  Acreage  in  Burned  Districts 

"What  is  the  outlook  for  the  districts  which  sutfered 
so  severely  from  the  drought  last  year?" 

"Not  so  bad.  Last  year,  having  no  harvesting  to 
do,  the  farmers  in  the  burned-out  districts  devoted  their 
time  to  ploughing,  and  this  not  only  allowed  them  to 
cultivate  much  of  the  land  on  which  they  had  sown 
crops  in  the  Spring,  but  also  to  break  up  a  lot  of  land 
that  was  under  fallow.  As  a  result  it  is  estimated  that 
in  tlie  burned-out  districts  there  is  an  increase  in  acre- 
age of  from  50  to  75  per  cent.  They  have,  therefore, 
increased  acreage  as  well  as  better  cultivation.  It 
will,  however,  take  a  couple  of  good  crops  before  the 
farmers  in  those  districts  will  be  well  on  their  feet 
again." 

Condition  of  Live  Stock  Excellent 

"What  al)out  the  live  stock?" 

"Well,  the  conditions  have  been  more  tlian  usually 
favorable  for  live  stock.  Owing  to  the  unusual  mild- 
ness of  the  weather  it  was  possible  to  leave  cattle  and 
horses  out  on  the  prairie  all  winter,  even  in  Saskat- 
chewan, where  they  not  only  had  the  ordinary  prairie 
srrass  to  feed  upon.  l)nt  in  tlie  burned-out  disti-iets  they 
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hjivc  luul  tlu'  iiiii'cajjctl  wheat  and  oat  fields  at  their 
command.  The  result  is  that  the  cattle  and  horses  are 
looking  in  better  condition  this  Spring  than  T  have  ever 
seen  them." 

"Evidences  of  the  operation  of  the  law  of  compensa- 
tion," I  interjected. 

"It  certainly  is,"  replied  Mr.  Hoar  with  a  laugh. 

Outlook  for  U.  S.  Immigration 

"What  is  the  outlook  lor  iininigration  from  the 
United  States?" 

"Rather  good.  Before  leaving  for  the  East  I  made 
some  investigation  and  I  found  that  a  number  of  en- 
(juiries  are  coming  in  from  Americans  who  are  think- 
ing of  settling  in  the  West." 

Outlook  for  1915.  . 

"Let  me  say  this,"  remarked  Mr.  Hoar  as  he  picked 
up  his  hat:  "While  it  may  take  a  couple  of  fair  to 
good  crops  to  put  the  West  well  on  its  feet  again, 
there  is  every  indication  of  a  better  state  of  affairs  for 
1915,  as  compared  with  1914,  for  not  only  is  there  a 
general  improvement  in  agricultural  and  business 
methods,  but  everybody  is  endeavoring  to  grow  tyvo 
blades  of  grass  where  there  was  only  one  before." 

Mr.  Hoar,  who  was  formerly  a  retail  hardwareman 
in  Barrie,  Ont.,  has  returned  to  the  East  for  the  pur- 
pose of  starting  business  as  a  manufacturers'  agent. 


SASKATCHEWAN  NEWS  ITEMS 

An  indication  of  the  remarkable  growth  in  Saskat- 
chewan is  given  in  the  official  Government  report, 
which  reads  as  follows:  "The  gradual  opening  up  of 
the  great  northwest  to  the  cultivation  of  grain,  espe- 
cially wheat,  during  the  last  three  decades,  has  led  to 
important  changes  in  the  provincial  incidence  of  the 
principal  field  crops.  The  proportions  of  the  total 
grain  crops  grown  in  the  respective  provinces  in  each 
of  the  censiTS  years  1880  to  1910  are  shown  in  the  form 
of  a  series  of  five  charts.  One  of  these  relating  to 
wheat  shows  that  whereas  in  1880  84  p.e.  of  the  wheat 
crop  was  produced  in  Ontario,  in  1890  this  proportion 
was  reduced  to  one-half  by  the  development  of  wheat- 
growing  in  Manitoba,  where  38  p.c.  of  the  wheat  crop 
was  produced.  The  next  decade  did  not  greatly  alter 
these  proportions;  but  Saskatchewan  appeared  with 
nearly  8  p.c.  By  1910,  however,  Saskatchewan  had 
forged  ahead,  becoming  the  premier  wheat-growing 
province,  with  over  50  p.c.  of  a  greatly  increased  pro- 
duction, Manitoba  dropping  to  second  place  with  25.8 
p.c,  and  Ontario  to  third  place  with  15  p.c.  whilst  Al- 
berta appeared  as  fourth  with  a  percentage  of  6.9." 

Farmers  throughout  the  Canadian  prairie  West  are 
now  busy  on  the  land,  and  the  first  work  of  raising  the 
great  1915  crop  is. well  under  way.  The  implements 
have  been  on  the  land  for  several  days,  and  in  some  dis- 
tricts seeding  is  well  started.  Conditions  are  ideal,  and, 
generally  speaking,  there  is  enough  moisture  in  the 
land  to  carry  the  seed  until  the  first  heavy  rains.  Dur- 
ing the  past  week  there  have  been  slight  rains  in  sev- 
eral districts,  and  now  warm  sunshine  is  forecasted. 
In  northern  and  central  Saskatchewan  seeding  is  pro- 
ceeding rapidly  and  the  grain  is  also  being  buried  in 
the  district  along  Goose  Lake  line  and  along  the  Cana- 
dian Pacific  Railway  east  of  Calgary.  In.  northern 
Alberta  the  work  is  not  so  far  advanced,  and  it  will  be 
two  weeks  before  seeding  is  general.  In  Manitoba  seed- 
ing operations  will  commence  in  the  near  future.  In- 
creased acreage  is  reported  from  almost  every  point. 


CHANGE  IN  BRANDON  HARDWARE 

H.  E.  Burgess  and  H.  II.  Williams  have  purchased 
Gidding's  Hardware,  Tenth  Street.  H.  E.  Burgess  is 
well  known  in  Brandon,  having  been  for  15  years  con- 
nected with  the  hardware  business.  He  was  for  a  num- 
ber of  years  traveler  for  the  McClary  Mfg.  Co.,  travel- 
ing from  Winnipeg  west.  H.  H.  Williams  was  for  ten 
.years  with  The  Asbestos  Broughton  Fiber  Co..  East 
Broughton,  Que.  Both  are  practical  hardware  men 
and  intend  remodeling  and  reorganizing  the  south  end 
hardware  store  and  making  it  a  thoroughly  up-to-date 
store.  An  entire  new  line  of  the  better  class  goods  will 
be  carried. 


HARDWARE  SITUATION  IN  WEST. 

J.  H.  Ashdown,  wholesale  hardware  merchant,  of 
Winnipeg,  is  quoted  recently  as  saying  that  the  in- 
creased duty  on  hardware  may  have  some  trifling  effect 
on  some  lines  of  goods,  but  that  imported  goods  sold  on 
close  margin,  like  nails  and  iron  implements,  will  go  up 
in  price  to  such  an  extent  that  the  imported  articlf:'S 
may  become  almost  prohibitive.  Some  hardware  imple- 
ments are  not  manufactured  in  Canada,  he  said,  and  the 
people  here  will  have  to  have  them  from  elsewhere.  As 
far  as  those  made  in  this  country  are  concerned,  the 
new  tariff  will  materially  help  to  boost  their  output. 


The  Imperial  Bicycle  Co.  has  been  incorporated  at 
Winnipeg.  , 

J.  W.  Bone's  hardware  and  furniture  store  at  Payn- 
ton,  Sask.,  was  damaged  by  fire  recently. 

J.  Taylor  Webb,  manufacturers'  agent,  Winnipeg, 
has  consolidated  his  interests  with  those  of  Mr.  Bissett, 
in  the  firm  of  Bissett  &  Loueks,  Ltd.,  and  the  name  of 
the  firm  has  been  changed  to  Bissett  &  Webb.  Ltd. 


The  Retailer  and  the  June  Bride 
By  W.  L.  E. 

zs  retailers  who  show  attention  to  the  June 
bride  and  her  friends  who  get  their  orders  for  fur- 
nishings and  presents. 

Keep  your  windows  dressed  with  merchandise  that 
will  remind  June  newly-weds  of  their  house  furnish- 
ing necessities 

Brides.,  grooms  and  their  friends  scan  advertise- 
ments appearing  in  their  local  papers  for  purchasitig 
suggestions.  He  is  a  7vise  retailer  who,  realizing 
this,  makes  his  June  advertising  cater  to  their 
wants. 

Don  t  allow  tarnish  to  accumulate  on  your  silver- 
ware when  the  June  bride  and  her  friends  are  on 
their  prospecting  tours. 

Dealers  who  will  compile  lists  of  articles  suitable 
for  June  weddings  will  find  it  helpful  to  themselves 
as  well  as  to  their  customers. 

It  is  dealers  who  keep  their  store  before  June 
brides  that  are  remembered  when  merchandise  is 
being  purchased,  and  are  not  forgotten  when  the 
ni'wly-weds  begin  housekeeping. 
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The  Resurrection  of  the  Declining  Town 

Many  smaller  towns  of  to-day  are  losing  ground  and  it  behooves  the 
merchants  to  put  forth  their  best  effort  to  inject  new  life  into  them. 


NOT  infrequently  are  towns  encountered,  especially 
in  the  older  settled  sections,  and  quite  often  in 
the  newer  sections,  too,  that  are  losing  ground. 
Instead  of  moving  onward  as  is  the  ambition  of  every 
community,  whether  large  or  small,  they  are  losing  the 
activity  that  once  was  theirs.  The  germ  of  decadence 
has  attacked  the  business  and  industrial  life,  and  is 
slowly,  but  surely,  undermining  the  foundation  of  what 
once  promised  to  be  a  flourishing  town. 

The  causes  of  such  a  backward  movement  vary  wide- 
ly with  different  towns,  but  the  effect  upon  the  mer- 
chants is  always  the  same — business  in  general  begins 
to  slump.  There  is  not  the  trade  to  support  all  the  deal- 
ers that  previously  found  it  possible  to  make  a  living  in 
the  town.  Some  merchants  may  withstand  the  slump 
better  than  others,  but  all  are  affected  to  some  extent. 

Frequently  No  Effort  to  Offset  Conditions. 

Such  a  condition  of  affairs  is  most  pathetic,  but  even 
more  unfortunate  is  the  lack  of  effort  frequently  shown 
by  the  business  men  and  the  townspeople  to  offset  this 
state  of  affairs.  Men  whose  interests  are  directly  and 
seriously  affected  are  apparently  inclined  to  accept  the 
situation  as  inevitable,  instead  of  trying  to  inject  new 
life  and  activity  into  the  town  in  which  they  have  their 
every  interest  at  stake.  In  such  cases  there  is  dire  need 
of  a  change  of  attitude.  They  need  to  adopt  something 
of  that  spirit  shown  by  the  soldiers  who  are  doing  bat- 
tle for  us  on  the  fields  of  Europe.  They  are  spurred  on 
to  even  greater  effort  when  any  contingencies  arise  that 
might  stay  their  progress.  That  is  the  true  British  and 
Canadian  spirit,  both  on  battlefield  and  at  home. 

Other  Towns  Have  Been  Reconstructed. 

A  fighting  spirit,  backed  by  a  little  ambition,  pep, 
ginger  and  activity,  will  frequently  turn  the  tide  of 
battle.  Other  towns  have  been  known  to  reconstruct 
a  bigger  and  better  town  out  of  a  badly  shattered  com- 
munity that  was  fast  fading  into  obscurity.  It  has  not 
been  done  by  weeping  and  wailing,  however,  but  by  be- 
ing "up  and  doing."  The  business  men  of  one  particu- 
lar town  that  liad  a  bad  attack  of  this  disease  came  to 
a  realization  that  something  must  be  done  to  swing  fail- 
ure into  victory.  They  recognized  that  some  new  in- 
dustries were  needed  in  order  to  put  the  town  on  a 
solid  foundation. 

Board  of  Trade  Goes  After  New  Industries. 

A  meeting  of  citizens  was  called,  the  cure  for  the 
town's  inactivity  prescribed,  and  a  strong  board  of 
trade  organized  to  secure  the  medicine  to  effect  the 
cure.  A  wave  of  enthusiasm  took  a  hold  on  the  town, 
and  the  citizens  began  to  look  forward  to  the  future 
with  confidence  again.  That  feeling  in  itself  was  a 
wonderful  stimulus  to  business.  Then  began  the  cam- 
paign for  industries.  It  was  found  that  the  town  must 
first  get  sufficient  electric  power  to  run  the  factories 
which  they  hoped  to  secure,  but  spurred  on  by  the 
ambition  to  accomplish  things  they  found  this  no  great 
obstacle  in  their  way.  They  went  after  new  industries 
in  the  same  aggressive  manner  that  a  live  business  man 
would  go  after  trade.    The  start  was  thr  most  difficult 


part,  but  once  the  ball  was  started  rolling  the  move- 
ment gained  in  velocity  in  a  surprising  manner. 

Merchants  Adopt  an  Aggressive  Spirit. 

Not  only  did  the  town  as  a  whole  take  on  an  aggres- 
sive spirit,  but  individual  merchants  as  well.  More  at- 
tention was  given  to  window  display  and  newspaper  ad- 
vertising. Ads.  were  better  written  and  larger  space 
was  used.  Merchants  began  to  make  a  bid  for  the  busi- 
ness of  people  in  outlying  districts  from  which  they  had 
previously  drawn  little  trade.  The  results  were  so  good 
as  to  make  the  increased  amount  of  money  spent  in  ad- 
vertising a  good  investment. 

Up  to  this  time  a  good  deal  of  trade  that  properly  be- 
longed to  the  local  merchants  had  been  going  to  the 
mail  order  houses  and  helping  to  build  the  larger  cities 
at  the  expense  of  the  small  town.  In  fact,  it  was  realiz- 
ed that  the  hundreds  of  dollars  that  were  being  sent 
away  in  this  manner  every  year  was  a  big  contributing 
factor  in  sapping  the  vitality  of  the  town.  Accordingly, 
the  merchants  began  a  campaign  pointing  out  to  the 
people  of  the  town  and  district  that  buying  goods  away 
from  their  own  town  was  detrimental  to  their  own  in- 
terests, and  that  the  local  dealers  could  sell  them  their 
requirements  just  as  cheap,  quality  and  service  consid- 
ered. People  began  to  realize  the  truth  and  to  give 
their  entire  trade  to  the  home  merchants. 

A  New  Lease  of  Life. 

Success  was  eventually  theirs.  A  bigger  and  better 
town  arose,  and  business  took  on  a  new  lease  of  life. 
Not  all  these  things  were  accomplished  in  a  day  or  with- 
out effort.  It  must  be  borne  in  mind  that  the  best  things 
in  life  have  to  be  worked  for — even  sometimes  battled 
for. 

There  are  many  towns  to-day  in  a  similar  decadent 
state,  and  badly  in  need  of  a  like  tonic  administered  in 
large-sized  doses.  When  the  dragon  of  decay  begins 
to  attack  a  town,  it  behooves  the  citizens  to  arise  to  the 
occasion,  buckle  on  their  armor  of  endeavor  and  eon- 
duct  a  combined  attack  upon  the  monster.  Such  cam- 
paigns have  been  successful  before,  and  there  is  no  rea- 
son why  they  cannot  be  repeated  with  other  towus. 


NEWS  BULLETIN  IN  WINDOW  TO  ATTRACT 
ATTENTION 

If  I  were  a  merchant  in  a  small  town,  says  a  writer 
in  System,  I  would  arrange  a  home-made  "war"  or 
"news"  bulletin  in  my  window  in  this  way:  I  would 
place  there  a  roll  of  white  wrapping  paper  on  its  frame. 
The  paper  from  this  roll  would  be  arranged  to  run  to 
another  fixed  two  or  three  feet  below  the  first.  On  the 
space  between  the  two  rolls  I  would  letter  the  latest 
war  news  in  the  form  of  headings  from  the  big  city 
papers.  In  with  these  "bulletins"  I  would  mix  some 
of  the  bargains  of  my  store. 

The  bulletin  would  be  easy  to  change — simply  rolling 
the  pa[ier  up  on  the  lower  roller  would  accomplish  it. 
The  same  plan  could  also  be  used  for  baseball  or  foot- 
ball returns,  or  entirely  for  a  '  bulletin  of  bargains." 
It  would  get  the  crowds  to  my  window.  Displays  would 
get  them  inside. 
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Mak  mg  Penknives  in  Sheffield 

By  C.  A.  C. 

Cutlery,  broadly  considered,  may  include  any  article 
with  a  cutting  edge.  From  a  trade  and  maker's  defini- 
tion, it  comprises  only  pocket  knives,  table  knives, 
razors,  and  scissors.  These  are  four  distinct  and  sep- 
arate trades,  and  although  all  four  are  often  carried 
on  by  orie  firm,  many  manufacturers  confine  themselves 
to  one  branch  only.  Pocket  knives  generally  include 
all  kinds  of  spring  knives,  hunting  knives,  etc.,  and 
table  include  carvers,  butchers',  and  cooks'  knives.  In 
each  of  the  four  divisions  of  the  cutlery  trade  the  pro- 
cess of  manufacture  is  somewhat  similar. 

Making  Pocket  Knives. 

In  olden  times  the  same  men  made  the  blades,  ground 
and  finished  and  fitted  them  to  the  handles,  which  he 
also  made.  With  the  development  of  the  factory  sys- 
tem, each  branch  became  divided  into  three  separate 
trades,  viz.,  forgers,  grinders,  and  cutlers  or  hafters. 
Taking  the  process  of  manufacture  in  spring  knives  as 
typical  of  all  branches,  and  as  still  followed  in  Sheffield 
and  elsewhere  in  the  old  established  way  and  carried 
on  by  those  firms  who  have  maintained  a  reputation 
for  qiiality,  many  methods  have  been  introduced  in  dif- 
ferent countries  to  substitute  various  machine  processes 
for  producing  blades  other  than  by  being  forged  by 
hand,  but  nothing  to  equal  the  hand-forged  article  has 
been  produced. 

The  steel,  which  should  be  converted  from  the  finest 
brands  of  Swedish  iron,  is  melted,  cast  into  ingots,  then 
hammered  into  bars  and  rolled  in  strips  of  width  and 
thickness  suitable  for  the  sizes  of  blades  required.  The 
blade  maker,  or  forger,  takes  one  of  these  strips,  cuts 
it  into  convenient  lengths,  heats  to  a  warm  red  a  portion 
of  one  end,  sufficient  for  a  blade,  in  a  clean  fire  of 
small  coke,  roughly  hammers  out  the  required  blade,  and 
chops  off  from  the  string  of  steel  just  enough  for  this 
and  the  tang,  i.e.,  the  part  of  the  blade  by  which  it  is 
fastened  into  the  haft.  This  process  is  called  mooding, 
the  workman  making  as  many  as  required  for  the  quan- 
tity he  is  making,  or  for  his  day's  work.  He  then  re- 
heats these  moods  separately,  and  vdth  a  hammer  on 
the  various  bosses  fixed  in  his  anvil  or  stithy,  works 
the  tang  into  the  required  shape.  The  other  end,  the 
cutting  portion  of  the  blade,  is  then  reheated,  the  nail 
miark  put  in  on  a  boss  for  the  purpose  fixed  in  the  anvil, 
the  sides  hammered  flat,  and  edge  of  blade  made  as 
thin  as  possible.  This  is  all  done  at  one  heat,  and  called 
smithing.  It  is  this  hammering  from  hot  to  cqld  that 
imparts  the  lasting  cutting  qualities,  provided  the 
blades  are  made  of  good  steel.  The  blades  then  go  to 
the  grinder,  who  "lays  on"  the  tangs,  i.e.,  he  grinds 
off  the  rough  surface  on  that  part  on  which  the  name 
is  put ;  this  is  done  by  the  marker  with  a  punch  used 
either  by  hand  or  in  a  fly.  The  blades  then  go  back  to 
the  forger  to  be  hardened  and  tempered.  Each  blade 
is  heated  separately  and  dipped  in  water,  after  which 
it  is  of  a  whitish-grey  color,  having  shaled,  i.e.,  a  thin 
outer  surface  has  peeled  off.  The  blade  is  not  yet  quite 
brittle  and  requires  tempering. 

Tempering  the  Blades 

Tempering  is  done  by  slowly  heating  on  a  steel  plate 
over  the  same  fire  as  used  for  forging.  The  degree 
of  temper  required  is  judged  by  the  color,  and  goes 
from  a  light  to  a  darker  straw,  reddish-brown  or  blue, 
according  to  the  different  styles  of  blades  and  purposes 
for  which  they  are  used,  a  pen  blade  being  generally 
left  a  straw  color,  and  pockets  a  reddish-brown.  The 


blades  are  now  ready  for  the  grinder.  This  man  sits  on 
a  horsing — kind  of  wooden  saddle — partly  under  and 
in  front  of  which,  between  his  legs,  runs  a  stone  in  a 
trough  with  sufficient  water  in  the  bottom  to  just  catch 
the  surface  of  the  stone  and  keep  it  constantly  wet. 
Grindstones  vary  in  diameter  according  to  the  class 
of  work  to  be  done,  and  run  from  about  14  in.  for  small 
pen  blades  to  5  ft.  for  carvers,  but  the  grinding  of 
each  is  restricted  to  its  separate  trade.  The  blades  are 
set  in  (put  into  handles)  in  the  rough  ground  state. 
In  some  cases,  if  jack  knives,  the  grinder  also  finishes 
the  blades,  but  generally  this  is  done  by  others  after 
the  blades  have  been  fixed  in  the  hafts  by  cutlers. 

The  cutler  is  given  the  necessary  parts — blades, 
spring,  scales,  and  covering — and  works  these  into  the 
knife.  Springs  are  filed  out  of  sheet  steel,  except  in 
the  case  of  pruners  and  large  jack  knives,  for  which 
they  are  often  forged  by  a  spring  forger,  and  in  another 
separate  trade  for  the  workmen.  The  spring  forger 
also  makes  some  kinds  of  scales,  viz,,  those  used  for 
large  pruning  and  sporting  knives,  and  various  articles 
other  than  blades  that  are  put  into  knives.  Generally, 
the  scales  are  made  by  scale  makers,  another  subsidiary 
trade,  and  the  covering  of  stag,  ivory,  pearl,  horn,  bone, 
or  wood  of  various  kinds  comes  from  the  cutters  of 
these  several  materials.  The  cutler  works  to  template, 
or  as  he  calls  it,  fitting  things.  This  is  the  most  complex 
and  ingenious  of  the  three  branches  in  the  trade.  He 
has  to  bore  and  file  each  spring  to  his  measure,  harden, 
temper,  and  finish  the  same,  bore  tangs  of  blades,  and 
fit  to  measure  and  finish  the  edges ;  fit  to  measure  plate 
and  bore  the  scale  pit  on  the  covering  after  the  neces- 
sary preparation,  nail  the  several  parts  together,  and 
get  up  the  haft.  This  is  done  by  different  degrees  of 
filing  and  grinding  on  glazers  (wooden  wheels  bound 
with  leather  and  dressed  with  glue  and  emery  of  vari- 
ous grades). 

Putting  on  the  Handles 

Stag  is  finished  on  bnashes,  the  smooth  covering  on 
buffs  or  dollies.  The  buffs  are  wheels  similar  to  glaz- 
ers. with  soft  leather,  dressed  with  oil  and  rottenstone, 
and  the  dollies  are  made  with  layers  of  cotton  cloth 
between  side  plates,  and  dressed  as  buffs.  The  cutler 
having  made  up  the  various  parts  into  knives,  the 
blades  being  unfinished,  have  to  go  back  to  the  grinder 
or  finisher  to  be  either  glazed  or  polished  as  required. 
For  this  handles  are  wrapped  up  in  paper,  or  anything 
else  that  will  keep  them  clean,  and  the  blades  left  open, 
not  more  than  one  at  each  end.  The  pocket  blades  are 
whittened,  i.e.,  reground  on  a  harder  stone  than  used 
for  grinding,  then  glazed,  first  on  a  rough  and  then 
on  a  finer  glazer,  and  buffed  to  give  a  brighter  finish ; 
if  required  polished,  they  go  from  the  finer  glazer  to  a 
small  wooden  wheel  bound  with  leather,  and  dressed 
with  crocus,  and  which  runs  much  slower  than  the 
grindstone  or  glazers.  With  pen  blades  of  any  quality 
the  sides  are  lapped  instead  of  glazed,  i.e..  the  wheel  on 
which  this  is  done  is  bound  with  lead  (run  on  in  a 
mould)  instead  of  leather;  by  this  means  a  truer  and 
better  cutting  edge  is  secured. 

The  cheaper  qualities  of  pen  blades  are  finished  on 
the  glazers.  either  leather-bound  or  made  of  wood,  with- 
out any  covering,  but  blades  so  finished  are  inferior 
to  those  that  are  lapped.  If  polished,  the  pen  blades 
go  from  the  lap  to  the  polish,  as  in  the  case  of  pocket 
blades.  After  finished,  the  blades  are  wiped  and  greas- 
ed, the  joints  cleaned,  and  the  knives  then  go  to  the 
whetter,  who  rubs  the  edge  on  a  hone  (oil  stone)  to  re- 
move the  rough  edge  left  by  finishing. 
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Effect  of  the  War  on  Canadian  Hardware  Industries 

Factories  increase  output — Wide  range  of  industries  affected — Orders  by  Can- 
adian British,  French  and  Russian  Governments  valued  at  $70,000,000 — 
Many  industries  l^ept  employed  for  months  on  present  orders  —  Products  of 
the  home  factories  are  replacing  the  German   and  other  imported  articles 

By  W.  L.  EDMONDS 


BETXG  now  about  ten  months  since  hositilities  broke 
out,  Canada  is  able  to  form  some  estimate  of  the 
effect  of  the  war  upon  her  trade  and  commerce. 
The  immediate  effect  of  the  war  was  demoralization. 
The  business  men  did  not  know  what  might  happen. 
Neither  did  the  bankers.  If  there  wasn't  a  panic,  we 
were  so  dangerously  near  one  that  a  very  little  thing 
might  have  precipitated  it.  Credit,  like  Noah's  dove, 
was  without  resting  place. 

But  the  months  that  have  since  passed  have  slowly 
but  surely  wrought  a  change.  We  no  longer  fear  that 
"the  worst  is  yet  to  come."  We  feel  that  the  worst 
has  passed. 

Effect  of  the  War  on  Iron  and  Steel  Industry 

While  the  war  during  its  early  stage  added  to  the 
dullness  which  already  existed  in  the  iron  and  steel 
industry,  yet  it  was  not  without  its  compensating  in- 
fluence. The  greatest  compensation  was  probably  in 
the  large  orders  for  shrapnel  shells.  Of  course, 
all  money  involved  will  not  come  to  the  steel 
companies,  but.  as  all  the  shells  must  first  pass  through 
their  hands,  a  goodly  portion  of  it  certainly  will.  Be- 
sides what  may  be  termed  the  direct  war  orders  which 
have  come  to  the  iron  and  steel  firms  of  Canada,  there 
is  also  the  indirect  war  business  to  be  taken  into  ac- 
count. Since  the  war  broke  out  some  good  shipments 
of  wire  nails,  barb  wire,  tubes,  and  billets  have  been 
made  to  Great  Britain.  Most  of  this  business  has  natur- 
ally gone  to  the  steel  plants  in  Nova  Scotia,  being 
located,  as  they  are,  on  tide  water. 

The  two  companies  manufacturing  steel  rails  in  Can- 
ada have  received  orders  from  Europe,  the  United 
States  and  Australia.  The  orders,  so  far  as  can  be 
learned,  are  not  for  large  quantities,  but  every  little 
helps,  particularly  when  business  is  at  a  low  ebb.  The 
order  from  the  United  States  is  probably  the  most  in- 
teresting on  account  of  its  uniqueness. 

Since  the  turn  of  the  year  the  home  trade,  following 
that  being  experienced  by  the  steel  manufacturers  in 
the  United  States,  shows  some  signs  of  improvement, 
with  the  result  that  each  of  the  four  large  companies  in 
Canada  have  been  encouraged  to  put  a  furnace  in  blast, 
and  to  increase  the  output  of  iron  and  steel  in  other 
departments.  Until,  however,  the  railways  become  freer 
purchasers  of  material,  one  cannot  expect  the  iron  and 
steel  industry  to  be  restored  to  its  normal  condition. 
One  thing,  however,  seems  certain,  the  iron  and  steel 
industrj'  is  better  employed  than  it  was  a  few  months 
ago,  while  the  outlook  for  the  spring  indicates  a  still 
better  condition  of  affairs. 

Drop  Forge  Plier  Industry  Started 

The  manufacture  of  drop  forge  pliers  is  a  new  in- 
dustry recently  started  in  Canada  as  a  direct  result 
of  the  war.  Hitherto  85  to  90  per  cent,  of  the  pliers 
imported  by  Canada  came  from  Germany.  The  Cana- 
dian firm  who  has  begun  their  manufacture  in  this 


country  was  induced  to  do  so  by  one  of  the  large  de- 
partment stores.  The  manufacturer  wtio  has  taken  up 
this  line  estimates  that  the  business  will  average  ten 
to  twelve  thousand  dozen  a  month  before  a  great  while. 

Electric  Heaters  and  Steel  Tapes 

An  order  for  three  hundred  electric  heaters  was  re- 
cently placed  by  the  Militia  Department.  The  heaters 
are  for  use  in  the  trenches. 

Manufacturers  of  steel  tapes  in  Canada  are  receiving 
orders  from  dealers  in  surgical  supplies  for  lines  which 
they  formerly  imported. 

Toy  Manufacturing. 

An  industry  which  has  received  some  stimulus  in 
Canada  as  the  result  of  the  war  is  that  of  toy  manu- 
facturing. So  far  the  industry  has  not  assumed  im- 
portant proportions,  but  its  possibilities  are  large.  Our 
imports  of  toys  last  year  were  valued  at  $1,039,000, 
of  which  $581,000  came  from  Germany.  In  the  United 
States  nearly  29,000,000  feet  of  lumbar  is  used  by  the 
toy  manufacturing  industry. 

Brushes  and  Brooms  for  the  Canadian  Troops 

Manufacturers  of  brushes  and  brooms  have  received 
some  nice  business  from  the  Canadian  Militia  Depart- 
ment. Up  to  September  trade  was  a  declining  one,  but 
the  war  orders,  which  began  to  come  in  about  that 
time,  have  kept  the  factories  well  employed.  These 
orders  have  offset  the  loss  of  trade  in  the  West,  and 
have  allowed  the  factories  to  keep  their  regular 
staffs  employed.  Trade  conditions  in  Ontario  and  the 
Eastern  Provinces  are  fairly  satisfactory.  We  hear  of 
no  orders  being  received  by  manufacturers  of  brushes 
and  brooms  for  foreign  governments. 

Saddlery  Hardware  Orders 

Manufacturers  of  saddlery  hardware  have  been  kept 
busy  during  the  last  seven  or  eight  months  on  orders 
for  manufacturers  of  leather  equipment  who  are  turn- 
ing out  goods  for  the  war  departments  of  various 
countries.  While  this  business  has  not  kept  their  fac- 
tories running  up  to  their  normal  capacity,  it  has  kept 
them  much  better  employed  than  would  have  otherwise 
been  the  case.  The  war  has,  therefore,  been  of  benefit 
to  the  manufacturers  of  saddlery  hardware. 

Some  of  the  manufacturers  in  this  line  have  also  been 
developing  business  along  export  lines,  which  has 
enabled  them  to  keep  certain  departments  busy  which 
otherwise  would  have  been  inactive. 

Making  Lead  for  Bullets 

Some  at  least  of  the  lead  manufacturers  of  Canada 
have  obtained  large  orders  for  bullets  from  the  war 
departments.  As  a  result  of  this  demand  for  lead,  some 
of  the  holders  of  unoperated  mines  have  been  able  to 
dispose  of  them  at  good  figures. 

It  is  estimated  that  the  quantity  of  lead  that  will  be 
used  in  turning  out  these  bullets  will  be  about  fifteen 
million  pounds. 
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Some  of  the  Hardware  Trade  War  Orders 


National  Steel  Car  Co.  have  orders  aggregating 
$1,500,000  from  the  British  and  French  Governments.. 

C.  P.  R.  are  making  brass  shell  eases,  valued  at 
$200,000,  at  their  Angus  shops.  The  Canadian  Car  & 
Foundry  Co.  have  received  a  similar  offer. 

Canada  Tool  &  Specialty  Co.,  New  Glasgow,  are 
working  on  Ross  rifle  sights. 

Some  of  the  companies  employed  in  the  manufacture 
of  shells  are  as  follows:  Canadian  Allis-Chalmers,  Ltd., 
Toronto;  Goldie  &  McCulloch  Co.,  Gait;  Jenckes  Ma- 
chine Co.,  Sherbrooke;  John  Bertram  &  Sons  Co.,  Dun- 
das;  The  Chapman  Double  Ball  Bearing  Co.,  Toronto; 
the  Canadian  L/ocomotive  Co.,  the  Nova  Scotia  Steel 
Co.,  the  Canada  Forge  Co.,  the  Canadian  Billings  and 
Spencer,  Canadian  Car  &  Foundry  Co.,  Northern  Elec- 
tric Co.,  Thos.  Davidson  Co.,  American  Can  Co.,  Cana- 
dian Ingersoll-Rand  Co.,  Mueller  Mfg.  Co.,  Renfrew' 
Machinery  Co.,  Otis-Fensom  Co.,  Chadwick  Brass  Co., 
Canadian  General  Electric  Co.,  and  Electric  Steel  & 
Metal  Company. 

Jones  Shovel  Co.,  Gananoque,  and  the  Canadiaii 
Shovel  Co.,  Hamilton,  have  orders  from  the  Imperial 
Government. 

Three  hundred  electric  heaters  have  been  shipped 
to  the  war  zone  by  a  Toronto  company  for  use  in  the 
trenches. 

The  Ford  Motor  Company  of  Canada  have  received 
orders  for  about  40  cars  for  the  Department  of 
Militia. 

L.  McBrine  Company,  Berlin,  Ont.,  have  an  order 
from  the  Russian  Government  for  1,300  saddles  and 
equipment. 

J.  J.  Turner  &  Sons,  Peterborough,  have  been  bujy 
making  tents,  haversacks,  kit  bags,  etc. 

McKinnon  Dash  Company,  St.  Catharines,  have  been 
getting  a  fair  quantity  of  business  for  saddlery  hard- 
ware, which  they  would  not  have  obtained  but  for  the 
war. 

The  Nova  Scotia  Steel  &  Coal  Company  have  large 
orders  for  the  manufacture  of  shells,  and  have  started 
an  additional  furnace  at  Sydney  Mines. 

Tallman  Brass  &  Metal  Company,  Hamilton,  have 
an  order  for  1^000,000  buckles. 

The  Buffalo  Forge  Co.,  Berlin,  Ont.,  have  an  order 
from  the  Russian  Government  for  5,000  shells. 

H.  Horton  &  Sons,  St.  John,  N.B.,  are  working  on 
600  saddles  and  equipment  for  the  Russian  Govern- 
ment. 

The  Dominion  Iron  &  Steel  Co.  have  sent  six  ship- 
loads of  iron  and  steel  and  products  thereof  to  Great 
Britain  since  the  outbreak  of  the  war  and  are  erecting 
a  structural  mill  for  the  manufacture  of  small  material. 

The  Tudhope- Anderson  Co.,  Orillia,  are  manufac- 
turing motor  truck  bodies  for  the  Militia  Department. 

Canadian  Fairbanks-Morse  Co.,  Toronto,  have  an 
order  for  shells. 

Consolidated  Optical  Co.,  Toronto,  have  orders  from 
both  the  Canadian  and  British  Governments  for  helio- 
grai)hs,  levels,  range  finders,  artillery  sights,  etc. 

The  Ross  Rifle  Co.,  Quebec,  have  enlarged  their 
plant  in  order  to  accommodate  the  increased  business 
due  to  the  war. 

Page  Hersey  Iron,  Tube  and  Lead  Company,  Limited, 
Toronto,  have  received  benefit  in  their  export  depart- 
ment by  reason  of  the  closing  of  the  German  and  Bel- 
gian tube  mills. 


Boeckh  Bros.  Company,  Limited,  manufacturers  of 
brushes  and  brooms,  Toronto,  partly  due  to  war  con- 
tracts, are  keeping  their  factories  running  at  their 
a^  erage  capacity. 

The  Poison  Iron  Works,  Limited,  Toronto,  have  or- 
ders for  shells,  but,  without  these,  they  had  business 
on  hand  to  keep  their  plant  going  till  July. 

Tlie  Welland  Vale  Manufacturing  Compiany,  Lim- 
ited, manufacturers  of  axes,  edge  tools,  saws,  and 
hand  farming  implements,  St.  Catharines,  obtained 
business  from  the  war  departments  and  on  the  home 
market  some  orders  which  they  would  not  have  ob- 
tained but  for  the  war. 

Hamilton  Gear  &  Machine  Co.,  Toronto,  have  an 
order  for  shrapnel  shells. 

James  Pender  &  Co.,  Limited,  St.  John,  N,  B.,  had  a 
hundred-ton  order  for  nails  to  be  shipped  to  Great 
Britain  during  January. 

Fittings,  Limited,  Oshawa,  is  working  on  orders  for 
shrajinel  shells. 

The  Dominion  Stamping  Company,  Ltd.,  Walkerville, 
had,  up  to  the  beginning  of  the  year,  received  orders 
for  saddlery  hardware  from  the  war  departments  of 
Canada,  England,  and  France,  to  the  value  of  $65,000. 
Owing  to  the  German-made  article  having  been  shut 
out  of  the  Canadian  market,  the  com{>any  have  gone 
into  the  manufacturing  of  drop  forge  pliers,  and  have 
already  obtained  some  substantial  orders. 

Northern  Aluminum  Company,  Toronto,  are  manu- 
facturing water  bottles  for  Canadian  troops  going  to 
the  front.  This  order  necessitated  their  putting  in 
three  additional  power  presses. 

.Tames  Robertson  Co.,  Limited,  are  making  large 
quantities  of  bullets. 

Peterborough  Lock  Company,  Limited,  are  making 
plated  goods  for  saddlery  equipment. 

The  Steel  Company  of  Canada,  Ltd.,  have  an  order 
for  steel  products,  as  a  result  of  Mr.  Hobson 's  visit 
to  Great  Britain. 

The  Western  Dry  Dock  and  Shipbuilding  Co.,  Port 
Arthur,  are  making  shells. 

The  Port  Arthur  Wagon  Works  are  making  trans- 
port wagons. 

Canada  Metal  Co.,  Toronto,  have  an  order  for  bul- 
lets which  will  employ  25  to  30  men  for  two  or  three 
months. 

The  Hamilton  Brass  Manufacturing  Co.  are  working 
on  parts  for  50,000  shells,  and  expect  to  have  their 
plant  running  full  time  for  the  next  four  months. 

M.  Beatty  &  Sons,  Welland,  have  orders  for  shells 
for  the  British  army. 

The  Canadian  Locomotive  Works,  Kingston,  are 
working  on  shell  orders. 

Russell  Motor  Car  Co.,  Toronto,  has  made  armored 
ears  for  the  army  and  is  now  turning  out  shrapnel 
shells. 

Ketchum  Co.,  Limited,  Ottawa,  are  manufacturing 
bicycles  for  the  army. 

The  Massey-Harris  Co.,  Limited,  are,  it  is  understood, 
manufacturing  wagons,  motor  tops  and  sleighs  for  the 
British  army. 

The  McLaughlin  Motor  Car  Co.,  Limited,  Oshawa, 
are  manufacturing  motor  truck  bodies  for  the  Depart- 
ment of  Militia. 

Meakins  and  Sons,  Limited,  Hamilton,  manufac- 
turers of  brushes,  brooms  and  woodenware,  have  re- 
ceived 20od  orders  from  the  Canadian  Government. 
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Caiiadian  Trade  W<ews^; 


eled.  They  have  another  store  on  Wyandotte  Street. 
Their  business  has  increased  so  rapidly  that  they  found 
it  necessary  to  secure  more  spacious  quai'ters  on  the 
leading  business  street  of  the  city. 


J.  F.  Vance  has  sold  his  tinshop  at  Waterdown,  Ont. 
Wni.  Ashley,  hardware  dealer,  at  Bancroft,  Ont.,  is 
dead. 

Tlie  Auto  Supply  Co.  is  starting  in  business  at 
"Winnipeg. 

Thos.  Ilaugliton  lias  sold  his  hai'dware  business  at 
Piirkhill.  Ont. 

Millard  Bros.,  of  Molfort.  S;isk.,  have  opened  a  branch 
hardware  store  at  Pathlow. 

X.  B.  Gerry,  hardware  dealer,  at  Ft.  William,  Ont., 
is  adding  a  stock  of  groceries. 

W.  F.  Porlei'.  hardware  deali'i'  and  tinsmitli.  at  To- 
ronto, is  succeeded  by  D.  Griffin  &  Co. 

Prosper  jMoussette  and  Joseph  Chaput  have  been  reg- 
istered at  Montreal  as  the  North  Mount  Hardware. 

Wni.  Sonu'rville,  who  at  one  time,  conducted  a  hard- 
ware store  at  Ridgetown,  Ont..  died  recently  at 
Chatham. 

James  White,  lumber  and  hardware  merchant,  at 
Carberry.  ^lan.,  has  sold  hardware  business  to  B.  Mc- 
Cormick.  Limited. 

The  Canadian  Wallboard  Co.,  Ltd..  Toronto,  with  a 
capital  of  .ii'jO.OOO.  has  been  incorporated  to  make  and 
sell  pulp  wood,  fi'bres,  etc. 

John  Cowan,  one  of  Oshawa's  (Ont.)  leading  citi- 
zens, and  for  43  years  president  of  the  Ontario  Malle- 
able Iron  Co..  died  recently. 

The  Dominion  Sheet  Melal  Co..  Ltd.,  Hamilton,  has 
been  incorporated  with  a  capital  of  $300,000.  to  make 
and  deal  in  sheet  metals,  etc. 

The  Imperial  Oil  Company  is  fast  constructing  the 
groat  storage  tanks  and  other  facilities  for  handling 
the  oil  trade  at  Prince  Rupert. 

R.  H.  Smith.  Cobourg.  has  sold  his  hardware  business 
to  J.  A.  Lind.  who  has  been  conducting  a  farm  imple- 
ment business  near  Dunnville.  Ont. 

The  Sarnia  IMetal  Products  Company  has  appointed 
G.  W.  Britnell,  vice-president  of  the  Toronto  Builders' 
Exchange,  as  sales  manager.  Avith  office  at  154  Simeoe 
Street.  Toronto. 

The  Franklin  Stool  Works.  Ltd..  Hamilton,  with  a 
capital  ^f  $40,000.  has  been  incorporated  to  make  and 
deal  in  too  calks.  The  provisional  directors  are  Wm. 
Lees.  Thos.  Hobson.  and  R.  P.  McBride. 

Daly  &  Morin.  Ltd..  Lachine,  Que.,  have  been  ineor- 
poratod.  with  a  capital  of  $500,000.  to  make  window 
.shades,  etc.,  and  deal  in  hardware.  The  incorporators 
are  W.  J.  Daly  and  Albert  florin,  of  Westmount.  Que. 

G.  A.  White.  Trenton,  who  has  been  in  the  hardware 
business  for  46  years,  has  sold  his  store  and  stock  to 
W.  House,  his  chief  clerk.  From  reports  of  travelers 
who  know  Mr.  House  in  Lindsay.  St.  Catharines  and 
-Mmonte  he  has  a  liright  future  before  him. 

The  !\reridon  Britannia  Co..  Ltd..  of  Meridon.  Conn., 
has  received  Dominion  ineoi-poration.  with  a  capital  of 
$400,000.  to  take  over  the  :\reridon  Britannia  Co..  Ltd., 
of  Hamilton,  Ont..  ami  enntinue  the  manufacture  of 
that  concern's  products.  The  incorporators  are  G.  H. 
Wilcox  and  G.  M.  Curtis.  Meriden.  Conn.;  W.  K. 
George.  Toronto,  and  J.  W.  Millard.  Hamilton. 

Ripley.  Pock  &  Co..  who  were  formerly  in  business 
on  Pitt  Street.  Windsor.  Ont..  have  opened  up  n  new 
hardware  store  at  the  corner  of  Ouollotte  and  London 
Streets.    The  promises  have  been  extensively  remod- 


BUSINESS  CHANGES 


British  Columbia 

Vancouver — S.  H.  Warnock,  of  Anderson  &  War- 
noek,  has  opened  Vancouver  Hardware  Co. 

Vernon — Wilcox  &  Hall,  hardware  dealers,  of  Kam- 
loops.  purchased  Blover  Rice  Hardware  Co.'s  stock  and 
business. 

Saskatchewan 

Welwyn — J.  Van  Male,  opening  hardware  store. 
Ravenscrag — East  End  Hardware  Co.  has  opened  a 
branch  store. 

Forget — Chisholm  &  Wheeler,  hardware,  suceeeded 
by  McCartney  &  Davies. 

Wilcox — Tanton  &  Midmore,  Limited,  hardware  and 
implements,  incorporated. 

Manitoba 

Hartney — A.  E.  Fry.  grocer,  added  hardware. 
Winnipeg — J.  Muscovitch,  hardware  and  furniture, 
discontinued. 

Kildonan  West — J.  DeWilde,  hardware,  succeeded  by 
Tully  &  Davey.^ 

Gladstone — W.  H.  Squair  &  Son,  hardware,  sold  to 
MacNair  &  Anderson. 

Stonewall — W.  Montgomery,  hardware,  suceeeded 
by  E.  Williams  &  Son. 

Ontario 

Toronto — W.  F.  Porter.  Toronto,  is  discontinuing  his 
hardware  business. 

Grim.siby — E.  S.  Johnson  &  Bro.  have  sold  their  hard- 
ware and  grocery  business. 

Lansdowne — W.  P.  Moore  &  Son,  hardware,  suc- 
ceeded by  Edmond  Latimer. 

Ft.  William — Superior  Heating  and  Plumbing  Co., 
dissolved,  J.  J.  Culliton  continues. 

Quebec 

Montreal — North  IMount  Hardware  has  been  regis- 
tered. 

Waterloo — D.  M.  Poirier  &  Co..  tinsmiths  and  plum- 
bers, have  been  registered. 

Nova  Scotia 

Glace  Bay — McKenzie  &  Co..  hardware  and  plumb- 
ing, registered. 

DEATH  OF  HEAD  OF  DISSTON  FIRM 

The  death  occurred  on  April  5  of  William  Disston, 
president  Henry  Disston  &  Sons,  of  Philadelphia  and 
Toronto.  Interment  took  place  on  April  8,  a.t  Laurel 
Hill  Coinotcry.  Pbiladolpliia.  Pa.  .-^ 


A  GOOD  TIME  TO  BUILD 

The  present  is  an  excellent  time  for  merchants  to 
hiiild  or  make  alterations  to  present  premises.  Labor 
is  available  at  favorable  wages  and  building  materials 
are  lower  in  price  than  for  several  years.  If  you  have 
any  work  of  this  nature  to  be  done,  now  is  the  time 
to  do  it.  You  will  not  only  get  it  done  cheaper  than 
.Tt  ordinary  times,  but  you  will  be  helping  ijj  tho 
'j-nod  work  of  solving  the  unemployed  problem. 
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New  Goods  on  the  Market 

When  writing  lo  manufacturers  kindly  mentioa 
the  Canadian  Hardware  Journal 


E.  T.  Wright  Co.,  Ltd.,  Hanulton,  Ont.,  have  this  sea- 
son brought  Gill  tlieir  new  "Perfection"  cherry  stoner. 
It  is  a  patented  "made-in-Canada"  article,  which  sells 
at  a  low  price.  In  size  it  is  31/2  ins.  long  by  21/4  ins- 
wide.  It  is  a  rapid  little  device  for  stoning  cherries 
perfectly.  It  does  them  at  the  rate  of  60  per  minute. 
It  never  misses,  and  the  stoned  cherry  is  not  mutilated 


or  crushed,  but  is  left  in  a  "whole"  state — just  right 
for  preserving.  Hotels,  restaurants,  ice  cream  parlors 
should  find  the  "Perfection"  an  indispensable  aid  in 
preparing  cherries  "tastily"  for  guests,  and  dealers, 
by  giving  demonstrations  in  their  stores,  should  induce 
sales. 

The  New  Standard  Hardware  Works,  Inc.,  Mount 
Joy,  Pa.,  have  in  their  "New  Standard"  angle  base 
fruit  and  lard  press  and  sausage  stuffer  a  convenient 
press  for  household  use.  It  is  made  in  two  and  four- 
quart  sizes,  and  is  something  radically  new  and  original 
in  the  hardware  field.  The  features  of  this  press  are 
the  angle  base,  vp'hieh  allows  for  quick  drainage;  the 
table  clamps  for  security,  split  pressure  bar,  bottom 
for  perforated  cup,  extra  long  drain  spout,  simplicity 
in  its  few  parts,  and  all  these  parts  easily  accessible, 


simple  stuffing  attachment,  and  sanitariness.  The  press, 
being  double  tinned,  is  thoroughly  rust  proof. 

Another  new  article  is  the  "New  Standard"  split 
hopper  me*at  and  food  chopper.  This  chopper  is  strictly 
sianitary,  and  has  all  the  advantages  of  a  solid  body 


'•hopper.  Being  smaller  and  simpler  in  construction, 
it  is  more  easily  cleaned.  This  chopper  for  household 
use  is  made  in  five  sizes  and  is  an  pfficient  cutting 
machine. 

Colt's  Patent  Fire  Arms  Mfg.  Co.,  Hartford,  Conn., 

have  .just  this  month  brought  out  a  new  automatic 
j)istol — a  target  pistol  in  calibre  .22,  for  the  expert, 
sportsman,  camper,  trapper,  and  for  home  practice. 
The  company  says  it  is  the  only  automatic  pistol  mad^ 
to  handle  the  standard  calibre  .22  long'rifle  cartridges, 
and  should  prove  popular  with  those  desiring  a  high- 
grade  pistol  adapted  for  economical  and  easily-obtained 
ammunition.  With  its  ad.iustable  target  sights,  long 
barrel,  light  trigger  pull  and  splendid  balance,  it  pos- 
sesses all  the  advantages  of  a  single-shot  target  pistol, 
with  the  additional  features  of  automatic  action,  obviat- 
ing the  necessity  and  inconvenience  of  reloading  for 
each  shot,  and,  furthermore,  permitting  unlimited  prac- 
tice in  that  present  popular  branch  of  shooting — rapid- 
fire  and  snap-shooting.  The  pistol  is  equipped,  among 
other  features,  with  a  safety  lock  which,  when  the  arm 
is  cocked,  may  be  pushed  upward,  thus  positively  lock- 
ing hammer  and  slide.  This  safety  lock  is  located 
within  easy  reach  of  the  thumb  of  the  hand  holding  the 
pistol  and  may  be  instantly  pressed  down  when  raising 
the  pistol  to  the  firing  position.  It  also  acts  as  an  indic- 
ator showing  whether  or  not  the  pistol  is  cocked. 


Manufacturers'  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


Simonds  Mfg.  Co.,  Fitchburg,  Mass.,  is  now  getting 

out  a  monthly  "bulletin  of  fact  and  fancy  about  saws," 
entitled  "Si-Monds  Saw  News,"  the  first  number  be- 
ing dated  April.  It  is  a  small  6x9  card,  with  perfora- 
tion for  hanging  up,  telling  something  aboiit  saw.s. 
"How  we  sell  Simonds  saws,"  "The  dealer's  best  ad- 
vertisement," "Clung  to  his  Simonds,"  "A  little  chat 
with  the  editor,"  "Snake  jaw  suggests  the  first  saw." 
and  a  short  description  of  a  new  hack  saw  blade  dis- 
play card,  are  among  the  articles  in  this  first  number. 


BINDER  TWINE  MADE  IN  CANADA 

J.  C.  Waddell,  inspector  of  binder  twine  and  cordage 
bounty  claims,  in  his  report  for  1914  states  that  very 
few,  if  any,  changes  occurred  in  the  binder  twine  mar- 
ket during  the  past  season.  The  year  was  a  good  one 
both  for  the  consumer  and  manufacturer.  The  con- 
sumer of  binder  twine  receives  a  good  article  of  twine 
— ^full  length,  free  from  knots,  required  strength,  and 
uniform  size,  doing  good  work  on  all  kinds  of  machines. 
A  farmer  receiving  a  twine  of  this  class  has  no  cause 
for  delays  or  annoyances,  and  much  satisfaction  is 
derived  when  twine  is  up  to  this  standard. 

The  manufacturers  have  been  operating  their  fac- 
tories to  full  capacity,  and  for  some  time  past  have 
been  opening  up  a  good  foreign  trade  for  twine  as  weU 
as  taking  care  of  the  home  market.  The  firms  manu- 
facturing binder  twine  are  the  same  as  in  1913 — as  fol- 
lows: Consumers'  Cordage  Company,  Montreal  and 
Halifax;  Phnnouth  Cordage  Company,  "Welland,  Ont.; 
Brantford  Cordage  Company.  Brantford,  Ont.  The  out- 
put for  the  season  was  11.775  tons. 
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Sunbeam 
Maizda  Lamps 

JN  these  times  of  war 
we  can  each  do  our 
share  to  help  the  fin- 
ancial affairs  of  the 
Dominion  by  buying 

only  "Made -in -Canada" 
goods. 

Sunbeam  Mazda  Lamps, 
in  addition  to  being  a 
"Made-in-Canada**  article, 
are  superior  to  any  imported 
lamp,  being  more  rugged  in 
construction  and  giving  a 
better  light. 

Send  us  a  trial  order  and  let  it  be  proved  that  "Sunbeam" 
Mazda  lamps  are  all  we  claim  for  them. 

Canadian  General  Electric  Company 

Limited 

Manufacturers  of  Electrical  Apparatus  and  Supplies 
for  Railway,  Light  and  Power  Purposes 

Head  Office  :  Toronto.    District  Sale*  Office*  :  Montreal,  Halifax,  Ottawa,  Cobalt,  Porcupine,  Fort  William, 
Winnipeg,  R»gina,  Saakatoon,  Calgary,  Edmonton,  Nelson,  Vancouver,  Victoria,  Prince  Rupert. 


Let 

Canadian  Lamps 

Make 

Canadian  Current 

Into 

Canadian  Light 

For 

Canadian  People 
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BEATTY  BROS.  TRADE  CONVENTION 

Beatty  P.ros..  Fergus,  Ont.,  with  branch  offices  at 
London  and  Winnipeg,  recently  helfl  their  first  annual 
sales  convention  at  the  head  otfice.  Thirty  of  the  trav- 
eling staff  were  present.  The  convention  was  held 
largely  for  the  discussing  of  more  intensive  sales 
methods. 

The  firm  was  founded  in  187:5  by  George  and  Matthew 
Beatty,  and  made  a  line  of  ploughs,  mowers  and 
reai)pks.  fn  1886  Matthew  Beatty  died,  and  George 
Beatty  continued  the  business  alone  until  1901,  when 
his  sons  Will  and  Milton  joined  him.  They  were  mak- 
ing hay  carrier  goods  at  that  time,  and,  recognizing  the 
im.mense  field  for  barn  eciuipment,  commenced  to  spe- 
cialize on  it.  As  the  business  grew  the  plough  and 
reaper  business  was  disposed  of. 

In  1912  they  bought  out  the  Wortman  &  Ward  Co.. 
of  London,  and  have;  ever  since  been  making  the  Wort- 
man  &  Ward  pumps,  churns,  washers,  and  grain 
grinders.  These  lines  have  brought  Beatty  Bros,  very 
closely  in  touch  with  the  hardware  trade.  Hitherto 
they  had  been  known  to  hardware  merchants  only  for 
their  hay  tool  goods  and  ladders,  as  the  steel  stalls  and 
manure  carriers  were  handled  mostly  by  implement 
men.  Since  1912  the  W.  &  W.  lines  have  been  rapidly 
developed  both  in  ([uality  and  volume  of  sales,  and  their 
trade  mark  and  motto  on  Beatty  Bros.'  goods — "BT 
stands  for  Best"^ — stands  for  a  fundamental  principle 
of  their  business  policy. 


CANADIAN  BEAUTY  FORTNIGHT 

The  Renfrew  Electric  Mfg.  Co.,  Renfrew,  Ont.,  pro- 
moted among  the  retail  hardware  dealers  of  the  coun- 
try a  "Canadian  Beauty  Fortnight,"  from  April  26  to 
May  8,  for  the  purpose  of  i)ushing  their  line  of  electric 
heating  appliances.  It  was  a  success,  throughout  On- 
tario at  least.  In  all  the  better  grades  of  hardware 
stores,  large  and  small,  where  electrical  goods  are 
handled,  special  efforts  were  made  to  induce  sales 
through  window  display  and  local  advertising.  The 
makers  themselves  took  spaee  in  25  of  the  leading 
Canadian  magazines  and  papers  to  announce  the 
"Canadian  Beauty  Fortnight,"  and  to  connect  up  the 
readers  with  their  local  hardware  dealers.  To  induce 
the  trade  to  make  an  effort  to  increase  sales  during  the 
fortnight  special  discounts  were  offered.  The  makers 
felt  that  a  large  demand  existed  for  electric  heating 
appliances,  and  they  believed  that  sales  could  be  made 
if  the  public  was  shown  Avhere  and  what  to  buy. 

Dealers  who  made  the  effort  say  the  sales  so  far 
have  been  well  worth  while. 


NEW  WOODENWARE  CATALOGUE 

The  Stratford  Mfg.  Co.,  Ltd.,  Stratford.  Ont.,  have 
just  published  a  new  catalogue.  No.  5.  covering  their 
entire  "Made  in  Canada"  line.  First  place  is  given 
their  latest  addition — kitchen  cabinets — five  of  these 
items  being  speciially  illustrated  and  described.  These 
cabinets  have  a  number  of  speeial  features,  but  in  all  of 
them  roominess  and  sanitariness  have  been  the  two 
features  most  emphasized. 

Besides  the  kitchen  cabinets  the  catalogue  describes 
and  illustrates,  some  of  them  in  color:  Kitchen  tables, 
ironing  boards, .  clothes  driers,  bake  boards,  gliding 
settees,  lawn  swings,  step  ladder  chairs,  garden  and 
park  seats,  folding  and  lawn  chairs,  assembly  seats, 
folding  tables,  camp  stools  and  cots,  step,  extension  and 


single  ladilers.  .watfolds.  ladder  brackets,  trestles,  and 
sectional  ladders. 

Owing  to  tariff  changes  the  company  have  found  it 
necessary  to  make  a  few  advanci-s  in  prices  of  some 
lines  such  as  lawn  .swings,  folding  chairs,  etc.  The  cata- 
logue has  been  mailed  to  the  trade,  but  if  any  dealer 
has  been  overlooked,  or  if  anyone  would  like  another 
catalogue,  a  postcard  will  send  one  on  it,s  way.  The 
cover  has  been  printed  in  red,  white,  and  blue,  and  the 
catalogue  is  encased  in  a  very  striking  and  attractive 
mailing  envelope. 


KIR-BEN  REGISTER  LINE 

Kir-Ben,  Ltd..  Almonte,  Out.,  are  putting  out  a  com- 
plete line  of  hot-air  furnace  registers,  in  addition  to 
their  Kir-Ben  furnaces  and  ranges.  The  line  includes 
l)aseboard  registers,  floor  regi.sters,  and  borders,  face 
and  ventilating  plates,  base  plates,  round  face  plates, 
etc.,  in  a  full  line  of  sizes.  The  baseboard  registers 
come  in  one  and  two  pieces,  and  with  and  without  lugs. 
These  registers  are  handsome  in  appearance  and  are 
designed  to  harmonize  with  any  style  of  architecture 
or  furnishing.  All  the  parts  are  smooth  surfaced  to 
prevent  dust  lodging  on  any  part  of  them.  They  are 
e(iuipf)ed  with  the  Kir-Ben  valve  mechani.sm.  which  per- 
mits of  adjustment  of  the  valve  at  any  desired  opening. 
The  registers  are  easy  to  instal.  They  come  in  any 
fini.sh  desired,  the  standard  finishes  being  black  and 
wliite  Japan,  copper  oxidized,  and  nickel. 


CANADIAN  HARDWARE  TRADE  NOTES 

The  Auto-Strop  Safety  Razor  Co.,  Ltd.,  has  been 
registered  at  Montreal. 

J.  Good,  vice-president  of  The  Regina  Plumbing  & 
Heating  Co..  Ltd.,  is  dead. 

The  Rathbun  Match  Co.,  Ltd.,  Deseronto,  Ont..  has 
been  incorporated  with  a  capital  of  $12.5.000  to  conduct 
a  match  factory. 

Caverhill,  Learmont  &  Co.,  Montreal,  have  dissolved, 
and  George  Caverhill  and  Mrs.  Jas.  B.  Learmont  have 
been  registered  to  conduct  the  business. 

The  Sarnia  Metal  Products  Co.,  Ltd.,  Samia,  Ont., 
has  been  incorporated  by  Lloyd  Lott,  A.  M.  Lott  and 
John  Garroch  to  make  and  sell  metal  shingles,  siding, 
roofing,  etc.    The  capital  is  set  at  $100,000. 


200  CANADIAN  FACTORIES  WORKING  ON  SHELLS. 

A  return  presented  to  the  Dominion  House  of  Commons  said 
over  200  factories  from  Cape  Breton  to  Winnipeg  are  engaged 
in  the  manufacture  of  shells.  The  steel  which  is  being  used  is 
all  Canadian,  and  is  being  supplied  by  the  Xova  Scotia  Steel 
Company,  of  New  Gf-lasgow;  Dominion  Iron  &  Steel  Company, 
Sydney;  Steel  Com[>any  of  "Canada,  Hamilton;  Algoma  Steel 
Comjpany,  of  Sault  Ste.  Marie:  the  Electric  Steel  Company,  of 
Welland,  and  the  Canadian  Foundries,  in  Montreal. 

It  is  a  noteworthy  fact  that  the  cop^ier  driving  band  is  the 
only  c>om/i>onent  part  not  made  in  Canada  as  yet.  Already  the 
contracts  for  shells  will  amount  to  $80,000,000. 


CANADIAN  CAR  AND  FOUNDRY  SHELL  ORDER 

Details  of  the  Russian  shell  order  of  $83,000,000,  secured  by 
the  Canadian  Car  &  Foundry  Co.,  show  that  it  calls  for  the 
delivery  of  5,000,000  shrapnel  and  howitzer  shells  at  an  aver- 
age cost  of  $17.85.  Contracts  have  been  let  to  U.  S.  firms  to 
the  extent  of  $21,724,400,  and  there  are  orders  pending  to  the 
extent  of  $30,104,330.  The  remainder  of  the  contract  will  be 
filled  directly  by  the  Canadian  Car  &  Foundry  Co.,  at  their 
Montreal  and  Amherst  plants. 


May,  1915 


CANADIAN  HARDWARE  JOURNAL. 


Install  a 


It  will  attract  Trade  to 

Your  Store 

The  AutomobileTour- 
ists  passing  through 
your  town  will  stop  at 
your  store  to  load  up 
with  gasoline  if  you 
install  a  Wayne  Street 
Pump. 

Thii  Wayne  Street  Pump  is  built  of  the 
best  grade  of  materia!  throughout.  The  work- 
ing parts  of  the  pump  are  completely  housed 
by  heavy  cast  doors,  securely  locked,  to  with- 
stand outdoor  wear  and  teat.  An  extra  swing 
nozzle  is  supplied  for  filling  small  cans. 

Wayne  Storage  Tanks  are  guar- 
anteed to  be  lea|(  and  evaporation 
proof.     Write  tor  particulars. 

Wayne  Oil  Tank  and 
Pump  Co.,  Limited 

Woodstock         -  Ontario 


Street 
Pump 


Cuts  Half 
the  Labor 
Cuts  All 
the  Leaks 

The  way  to  cut  out 
your  accounting  wor- 
ries is  to  use  the 

Remington 

Adding  and  Subtracting  Typewriter 

(Watil  AddinK  Mechanisni) 

This  machine  cull  half  the  labor  by  combining  two  operations  - 
writing  and  adding  in  one.  //  cuts  all  the  leal(s  by  cutting  ail  the 
errors.  The  machine  itself  is  error  proof,  and  it  spots  any  errors  made 
by  olhori.    At  a  mechanical  check  it  is  perfect. 

Either  one  of  these  things  makes  the  Remington  Adding  and  Sub- 
tracting Typewriter  worth  many  times  its  cost  to  you.  And  remember 
that  the  range  of  this  machine  covers  billing  work,  statement  work — 
any  kind  of  work  where  writing  and  adding  are  done  on  the  same 
page.  A  demonstration,  on  your  work,  will  be  given  on  your  re- 
quett — no  obligation  involved. 

Send  for  our  lltuatratmti  Booklet 

Remington  Typewriter  Company,  Limited 

144  Bay  Street,  Toronto,  Ontario 

7  Notre  D«me  St.  West.  Montreal,  Que. 


A  LEADER 


THAT  LEADS 


JAS  -  PER  -  ITE 


•■  REGISTERED  ■ 


The 

Present-Future 
Varnishes 


Sold  only  in  sealed  lithographed  cans. 
Quality  and  durability  guaranteed. 


A  CABINET  ASSORTMENT 


contains  the  following  : 


Exterior 
Finishing 

2-1  Gals. 

2-y2  " 
" 

8-Pints 
8-  K  Pints 


Gals. 


Floor 
Finish 

2-1  Gals. 

2-y2  " 

8-Pints 

(No  >^-Pint») 

5  Gals. 


Pale  Hard 
Oil  Finish 

2-1  Gals. 

2-y2  " 

8-Pints 
8-K  Pints 


5K  Gals. 


TOTAL— 16  GALLONS 


A  LARGE,  HANDSOME 
DISPLA  Y  CABINET  FREE 

WITH  FIRST  ORDER 


Manufactured  and  guaranteed 
only  by 

The  Ottawa  Paint  Works 

and 

Ottawa  Varnish  Co.,  L  imited 

OTTAWA 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 
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Market  Situati 


Hardware  Markets.  The  optimistic  feeling  in  trade  is 
strengthening,  and,  considering 
the  present  pi-evailing  martial  conditions,  there  is  an 
actual  betterment  of  business  over  the  beginning  of 
the  year.  Some  lines  have  dropped  oflf  temporarily, 
notably  building  material,  but  a  decided  increase  of 
spring  lines  is  manifest.  Trade  in  country  parts  gen- 
erally is  about  as  good  as  a  year  ago,  and  in  some  sec- 
tions is  quite  bris'k.  The  larger  centres,  however,  show 
only  .slight  improvement. 

The  outstaiuliiig  features  of  the  month,  as  feflecte*! 
on  trade,  were  the  opening  of  navigation  in  the'  St. 
Lawrence  and  on  the  Great  Lakes,  releasing  (|uite  a  lot 
of  freight  for  distribution  throughout  the  Maritime  and 
the  West.  The  unusual  ten  days'  spell  of  warm  weather 
provoked  not  a  little  of  the  splendid  trading  reported 
from  some  country  points;  and  the  .spring  cleaning 
movement,  too,  is  becoming  such  a  factor  that  increased 
sales  of  housecleaning  lines  and  kitchen  goods,  together 
witb  paints,  have  come  about  quite  naturally.  Another 
thing,  there  is  still  a  notable  fairness  of  conditions  in 
regard  to  collections. 

Some  of  the  articles  showing  increased  quotations 
during  April  are  halters,  oakum,  butts,  binder  twine, 
OAving  to  difficulty  in  obtaiiiing  supplies  of  sisal  and 
manilla.  Galvanized  wire  prices  are  withdrawn,  owing 
to  scarcity  of  .spelter  and  the  higher  quotations  on  that 
metal,  though  in  the  United  States  the  market  is  not 
overly  strong  on  the  higher  quotations.  Canadian 
dealers  seem  to  have  ordered  pretty  freely  wire  nails 
Avhen  they  were  quoted  at  the  $2  base  price,  so  no  un- 
usual di.smay  is  expressed  about  galvanized  prices  being 
withdrawn. 

The  outlook  in  the  West  is  bright.  Seeding  has 
begun  and  the  land  is  in  good  condition.  The  high 
prices  of  all  foodstuffs  shoidd,  under  favorable  weather 
conditions,  put  large  sums  of  money  in  the  hands  of  the 
farmers  next  fall. 

^Manufacturers  in  the  East,  as  many  as  can  handle 
orders,  are  busy  night  and  day  on  shrapnel  orders. 
This  applies  to  all  iron  and  steel  industries.  Not  only 
is  Britain  placing  these  orders,  but  Prance  and  Russia 
are  also  asking  for  these  ammunition  supplies.  Leather 
concerns  are  also  busy  on  French  and  British  orders 
for  saddles  and  artillery  harness. 

Retail  failures  are  still  ahead  of  a  year  ago.  The 
building  trades  have  entered  on  a  period  of  inactivity, 
even  large  builders  who  were  fairly  busy  during  the 
winter  report  a  slacking  up.  The  jobbing  houses  report 
business  as  broadening,  though  orders  are  below  those 
of  a  year  ago. 

#    *  « 

Metal  Markets.  The  situation  is  uncertain  in  the 

metal  field.  The  Avar  conditions 
have  affected  su[)plies  in  various  Avays,  but  in  gen(M-al 
so  that  prices  stiffened. 

Canada  plates  and  lead  slieets  at  the  commencement 
of  April  advanced,  as  did  most  manufactured  articles 
nuide  from  these  products.  Bright  sheets  followed  the 
next  Aveek,  and  zinc  also  Avent  up  in  some  sections. 

The  s|)elter  situation  has  be<>n  unsettled,  but  is  noAV 
better  understood.  The  denuind  for  munitions  of  Avar, 
in  Avhieh  spelter  is  used,  is  increasing,  and  this  has 
primarily  caused  prices  to  increase  to  to-day's  record 
figures.    Stocks  are  low  and  futures  are  contracted  for 


six  months  ahead.  Galvanized  hardware  lines,  as  a 
consequence,  may  go  to  still  higher  figiares. 

Tin  has  been  fluctuating.  During  the  early  pari  of 
Af)ril  it  stiffened  somewhat,  but  by  the  2f)t,h  prices 
l)roke  and  quotations  fell  aAvay  nearly  5  centos  a  pound. 
Antimony  has  been  firming  up,  and  lead  holds  sta- 
tionary and  firm.  Outside  the  demand  for  war  muni- 
tions the  iron  market  continues  dull  and  inactive  in 
Canada. 

In  the  U.  S.  gome  progress  has  been  made  in  both  iron 
and  .steel,  but  general  orders  have  not  been  big  enough 
to  Avarrant  advanced  prices.  Tt  is  felt  over  there  that 
tlie  bottom  has  been  reached  and  that  AA-'hen  the  turn 
comes  the  movement  will  be  upward. 

Tin  plate  prices  have  advanced  in  both  England  and 
llic  United  States,  oAving  to  the  uncertainty  of  supplies, 
and  in  England  to  the  increased  cost  of  coal. 

Copper  is  advancing  rapidly. 

#    *  * 

Paint  Markets.  Passing  business  is  fair.  Deliv- 

eries, though  not  reckoned  as 
close  as  a  year  ago,  have  been  passable. 

Paris  green  and  shellac  (juotations  advanced  at  the 
beginning  of  the  month,  the  former  about  two  cents  a 
pound  over  prices  offered  at  the  commencement  of  the 
year.    Shellac  prices  Avent  some  15  cents  higher. 

NcAv  prices  Avere  also  quoted  on  arsenate  of  lead  and 
dry  red  lead,  all  of  them  shoAAing  advances.  Turpen- 
tine .showed  a  couple  of  increases  during  the  month, 
and  these  facts  combined  to  make  ready-mixed  lines 
go  up  some  10  cents  a  gallon  about  the  middle  of  April. 
Ready-mixed  lines  include  floor  and  porch  paints,  and 
enamels  and  flat  oil  paints.  Barn  paints  increased  oidy 
five  cents  a  gallon,  but  the  high  ucav  quotations  on  red 
lead  made  stiff  increases  on  all  red  paints.  Bright  reds 
(ready  mixed)  increased  25  cents  a  gallon;  flat  reds. 
50  cents  a  gallon;  carriage  and  Avagon  reds,  from  25 
to  33  1-3  per  cent.  Greens  Avent  up  a  cent  a  pound  and 
other  colors  tAvo  cents  a  pound.  Pru.s.sian  and  Chinese 
blues  are  AvithdraAvn,  as  also  are  Japan  colors. 

Linseed  oil  is  fluctuating  a  little,  and  because  of  small 
demand  some  shading  has  been  indulged  iu. 


IRON  TRADE  ACROSS  THE  BORDER 

The  Iron  Trade  Review  in  its  latest  issue  says: 
Favorable  dcA^elopments  continue  to  dominate  the 
United  States  iron  trade,  although  there  are  some  Aveak 
spots.  There  is  a  growing  coiu'iction  that  much  greater 
activity  Avill  soon  prevail,  but  both  buyers  and  sellers 
are  cautious  about  making  contracts  involving  deliv- 
eries at  distant  dates.  Pig  iron  buying  shoAA-s  very 
gratifying  increase  in  volume.  Orders  aggregating 
about  100,000  tons  have  been  placed  very  quietly  in 
NcAv  York.  Buying  of  Lake  Superior  ores  during  the 
past  Aveek  has  been  confined  to  a  large  extent  to  com- 
panies affiliated  with  the  leading  ore  producers.  Blast 
furnace  operators  not  so  connected  are  shoAving  a  dis- 
position to  pi'oceed  sloAvly.  Tliis  attitude  Avas  expected 
by  the  sellers. 

Weakness  in  plates  prevails  at  Chicago  and  Pitts- 
burgh, but  in  eastern  territory  mills  are  busy  and  prices 
are  being  Avell  maintained.  Liberal  buying  of  machine 
tools,  largely  by  companies  Avhich  iiave  taken  orders 
for  shrapnel,  eontiiuied  last  Aveek.  A  contract  for  a 
nullion  rifles  is  pending  and  several  companies  Avhich 
are  figuring  on  the  biisiness  haA'e  sent  out  inquiries  for 
rifle-making  machinery.  Buying  of  machine  tools  for 
donu'stic  use  is  increasing    in    the    Chicago  district. 
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PREVAILING  MARKET  PRICES 

Toronto. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is  re- 
quested in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
bv  retail  buyers. 


METALS 

Aluminum,  ingots    0  23 

Antimony,   per  lb  0  34 

Brass  rods,  %  to  1  inch..  0  24 
Sheets,  up  to  20  gauge.  0  33 
Tubing.  1  inch  base.  .  .  0  26 
Copper,  ingots,  casting.  .  .  0  20 
Sheets,  plain,  14  oz. 

base   0  29% 

Sheets,   tinned,-  14  oz. 

base   0  30% 

Sheets,  planished,  14  oz. 

base   0  37% 

Sheets,  braziers    0  29% 

Bars,  round  %  to  2  in.  0  27% 
Black  Sheets,  28  gauge  base, 

Toronto   2  90 

Montreal    2  90 

Canada  Plates — 

Ordinary,  52  sheets,  To- 
ronto   3  25 

All   bright.   52   sheets..  4  50 
Galvanized        Apollo  Ordinary 
18x24.\52   ....   5  25        5  25 
60   ....   5  50         5  50 
20x28x80   ....  9  70        9  70 
20x28x80   ... .10  20       10  20 
Galvanized  Sheets  (Corrugated) 
10  p.c.  off.  . 
22  gauge,  per  square. 
24  gauge,  per  square. 
26  gauge,  per  square. 
28  gauge,  per  square. 
Galvanized  Sheets.  Fleur 
de  Lis 


fi  75 
5  50 
4  25 
4  00 
Queen's 
Head 

3  90 

4  10 
4  35 
4  60 
Toronto 

3  70 
3  80 


16-20  gauge  .  .   3  65 
22  24  gauge  .  .  3  75 
26  gauge   ....  4  10 
28  gauge    ....  4  30 
.\rollo  brand 
24  gauge.  American  . 
26  gauge.  American  . 
28  gauge    (26  English)  4  30 
10  »4    oz.,    equal    to  28 

Eng   4  50 

Toronto 

Bar  Iron,  per  100  lb.  ...  2  00 

Forged   iron    2  35 

Refined  horseshoe  iron .  .  2  40 
Sleigh  shoe  and  mild 

steel  2  25 

Iron  finished  steel   ....  2  50 

Tire  steel    2  20 

High  speed  steel    0  65 

L>ad    Canadian  pig   5  75 

Bar  pig    6  00 

Sheets,  base.  2%  lbs.  sq. 

fl   7  50 

Pipe  and  waste    9  00 

Tnps  and  bends    40  p.c. 

Solder,   half  and  half,   lb.  0  33 

Speller,    foreign,    per  100 

lb.  .  14  on 

Sheet  zinc   15  00 

Tin.    incflR.    100   lbs.    ...50  00 

Tin  Plates,  charcoal — 

MLS.  Famous  (equal  Bradley) 

Per  box 

T  C.   14x20  base    7  00 

T  y.  14x20  base    8  00 

I  X  X,  14x20  base  ...  9  25 

"Dominion    Crown    Best" — Re- 
tinned. 

T  C.  14x20  base    7  on 

I  X.  14x20  base    8  25 

I  X  X.  14x20  base   9  50 

".AIlawKy's  Best"  —  Standard 
Quality. 

T  C.  14x20  base    5  rin 

I  X.  14x20  base    6  00 

T  X  X.  14x20  base  ....  7  00 

Brlchl  Cokes.  Bessemer  Steel. 
T  C    14x20  base    4  75 

T»rne  Plates. 

I  C.   20x28.  112 
I  X.  Terne  Tin    9 

Tinned  Iron. 

72x30  tip  to  24  gauge 

rase  lots   

72x30  np  to   26  (TSUge 

^n«e  lots   9  75 


Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire, 

lb   0  12% 

Light  copper  bottoms..  0  10 

Heavy  red  brass    0  09 

Ileavv  yellow  brass   ...  0  08% 

Light  brass    0  07 

Heavv   lead   0  04 

Tini    load    0  03% 

Scrap  zinc    0  05 

No.  1  wrought  iron.  ...  6  00 
Machinerv  cast  scrap 

No.  1   10  00 

Stove  plate    9  00 

Malleable   9  00 

Miscellanepus  steel  ....  6  00 

Iron  Pipe,  per  100  feet — 

Black  base,  1  inch  ....  4  42 
Galvanized  base.   1  inch  6  63 

Iron  Pipe  Fittings — 

Can&dian  malleable,  40;  cast 
iron.  65;  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings.  65;  nipples, 
77%;  malleable  lipped  unions, 
65:   plugs,  60  and  10. 

Soil  Pipe  and  Fittings — • 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  65  and  10;  7  and 
8  in.  pipe.  45. 

PAINTS  AND  GLASS 
Barn  Paint,  barrel  lots — 
Gallon  tins    80 


Sulphate  of  copper  (blue 


Litharge,  ground 
Litharge,  flaked 
Green  copperas 


(green 


sheets  9  00 
40 


9  25 


Colors  in  Oil — 

Venetian  red,  1  lb.  tins. 

pure  

Chrome,  yellow,  pure  .  . 
Golden  ochre,  pure  .  .  . 
French  ochre,  pure  .  .  . 
Chrome  iireen.  pure  .  .  . 
French  permanent  green, 

pure  

Marine    black,     25  lb. 

irons   

Signwriters'  black,  pure  0 

Glue,  in  sheets  ...  0  10 
1  lb.  pVgs  (Brantford)  . 

Petroleum — 

Can.  prime  white,  gal.  . 
U.S.  water  white  .... 
U.S.  Pratt's  astral  .  .  . 
Castor   oil,    per   lb.,  in 

bbls  0  08 

Motor    Gasoline,  single 

bbls  

Benzine,  per  gal.,  single 

bbls  

Putty — 

Bulk.  100  lb.  drums .  . 
Bladders  in  barrels  .  .  . 

Ready  Mixed  Paints — 
Per  sal..         tins  1  65 

Red    Lead    (Dry)  — 

Genuine,   560  lb.  casks, 

per  cwt   7  25 

Genuine,    100   lb.  kegs, 

per  cwt   7  62% 

Shingle  Stains — 

In  5  RBllon  buckets   ...  1  15 

Turpentine  and  Linseed  Oil — 
Pure   Turpentine,  single 

barrels    0  69 

Linseed  Oil,  single  bar- 
rel, raw    0  84 

Linseed  Oil,  single  bar- 
rel, boiled    0  87 

Rosin,    "G"    grade,  bbl. 

per  280  lbs   7  00 


95 

0 

09 

0 

07 

0 

07 

0 

07% 

0 

01 

0 

09 

0 

16 

0 

24 

0 

15 

0 

14 

0 

12 

0 

16 

0 

08 

0 

22 

0 

15 

0 

25 

0 

13% 

0 

17 

0 

17% 

0 

08% 

0 

14 

0 

1714 

o 

60 

2 

90 

2 

10 

Varnishes,  per  gal.  cans — 

Carriage,  No.  1    1  50 

Pale  durable  body   ....  3  50 

Finest  elastic  gearing...  3  00 

Elastic  oak    1  50 

Furniture,    polishing    .  .  2  00 

Furniture,  extra   1  20 

Furniture,  No.  1    1  15 

Light  oil  finish    1  35 

Gold  size  japan    2  00 

Turps  brown  japan    ...  1  35 

Baking  black  japan  ...  1  35 

Crystal  Damar    2  50 

Pure   asphaltum    1  40 

Oilcloth   1  50 

Lightning  dryer    1  05 

PuM  white  shellac  var- 

msh,  in  barrels   ....  2  00 
Pure  orange  shellac  var- 
nish, in  barrels   ....  1  90 

White    Lead — ■ 
Canadian  pure, 

ton  lots    ....   8  95     10  50 
Canadian  pure, 

les  sthan  tons  9  00     10  80. 
Zinc — 

Extra    Red    Seal,  V.M. 

(dry)   100  lb.  kegs. .  0  15 
Pure,  in  25-lb.  irons  (in 

oil)   0  14% 

■Window  Glass — 
United  Inches         Star  D.D. 

Under  26    6  50       8  60 

26  to  40    7  00     10  00 

41  to  50    7  40     11  70 

51  to  60    8  00     12  00 

61  to  70    8  75     12  75. 

71  to  80    9  50     13  85 

81  to  85   10  50     17  50 

86  to  90    18  85 

91  to  95    19  20 

95  to  100   22  75 

Toronto,  20  p.c. 

Miscellaneous — 

Beeswax,  per  lb   0  40 

Orange  mineral,  100  lb. 

kegs   0  10 

Pine  tar,  %  pt.  tins,  doz.  0  60 

Plaster  of  Paris,  bbl...  2  25 

Paris  white,   bbls   1  10 

Whiting,   gilders,   bolted  1  00 

Whiting,   plain    0  90 

HEAVY  HARDWARE 

Anvils,  Taylor-Forbes  ...  0  05% 
Chain — Proof  coil,  per  100  lb.:  Vt 
in.,  $8.00;  5-16  in.,  $5.35;  % 
in.,  $4.60;  7-16  in.,  $4.30;  % 
in.,  $4.05;  9-16  in..  $4.05;  % 
in.,  $3.90;  %  in.,  $3.85;  %  in., 
$3.65;  1  in.,  $3.45. 
Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized.  35 
and  5. 
Forges — 

Blacksmith's  portable, 

135  lbs.   9  85 

Horse   Nails — 

$3.00  per  box  base  No.  9  and 
larger;  Sampson  No.  10  base, 
$2.25. 

Horseshoes  —  Iron,  light  and 
medium  No.  1  and  smaller, 
$4.15;  No.  2  and  larger,  $3.90; 
snow  pattern,  No.  1  and  smaller, 
$4.40;  No.  2  and  larger,  $4.15; 
"X.L."  new  light  steel.  No.  1 
and  smaller,  $4.10;  No.  2  and 
larger,  $3.85;  "X.L."  feather- 
weight steel,  No.  0  to  4.  $5.75; 
special  countersunk  steel.  No.  0 
to  4,  $6.25  pkg. ;  toe-weight,  all 
sizes.  $6.75. 

Toecalks  Standard.   .T.P.  &  Co., 

"Blunt"  No.  1  and  smaller. 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller. 
$1.75:  No.  2  and  larger,  $1.50 
per  box.     25-lb.  boxes. 

Wire  Nails,   base    2  35 

Cut  nails — Montreal,  $2.50;  To- 
ronto. $2.70. 

Miscellaneous  wire  nails.  75  p.c. 
Coopers'  nails,  33  1-3  p.c. 
Pressed  spikes,  %  diameter,  per 
100  lbs..  $3.00. 

Hav  Baling  Wire — No.  12  and  13, 
$4;  No.  13%,  $4.10:  No.  14, 
$4.25:  No.  15,  $4.50.  in  lengths 
6  ft.  to  11  ft..  80  per  cent., 
other  lengths  20c.  per  100  lbs. 
extra. 

Clothes  Line  Wire— No  19.  $2.95 
per  100  ft. 


Coiled  Spring  Wire — 

High  Carbon,  No.  9.  $2.40;  No. 

12,  $2.55,  Montreal. 
Fine  Steel  Wire — -25  per  cent. 
Galvanized      Wire — Prom  stock, 

f.o.b.    Montreal — 100    lbs.,  No. 

9,    $2.25,    base.      In    car  lota 

straight  or  mixed. 
Poultry  Netting — 45  p.c.  off. 
Smooth    Steel  Wire — Base,  $2.30 
Wire    Fencing,    car   lots — Toronto 

Galvanized,   barb    2  75 

Galvanized,    plain    twist  2  70 
Pence  Staples — Bright,  $2.65;  gal- 
vanized, $3.00. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,  24  wires,   %.  $5;  1 

inch,  $16.80. 

Black,  1st  gi'ade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100  feet  f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    3  00 

Plain    2  65 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50    5  00 

Blacksmiths',    60;    parallel,  45 
per  cent. 

GENERAL  HARDWARE 

.Vdzes — Carpenters' 

per  doz   12  50     14  00 

Axes — Single  bit, 

per  doz.   ...     6  75       9  00 
Double  bit,  per 

doz   10  50     12  50 

Bench  axes  . .  9  00  12  00 
Broad  axes  .  .  22  75  25  00 
Hunters'  axes.  5  00  6  00 
Boys'  axes  .  .  5  75  6  50 
Lathing 

hatchets  ...     4  70     10  00 
Shingle  hatchets    1  45       6  75 
Claw  hatchets.     1  70      6  00 
Barrel  hatchets     5  50      8  85 
Ammunition  —  "Dominion"  Rim 
Fire   Cartridges  and  C.B.  caps, 
50,   10   &  2%    per  cent.;  B.B. 
caps,   50,  10  and  2%   per  cent. 
Centre  Fire  Pistol  Cartridges.  20 
and  2%  per  cent.;  Centre  Fire 
Sporting     and     Military  Cart- 
ridges,   10   per   cent. ;  Primers. 
10    and    2%    per    cent.;  Brass 
Shot   Shells,   45   and   12%  per 
cent. ;  Shot  Cartridges,  discount 
same  as  ball  cartridges. 

Crown  Black  Powder,  "Sov- 
ereign" Bulk  Smokeless  Pow- 
der, "Regal"  Dense,  Smoke- 
less Powder,  "Imperial"  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  30 
and  10  per  cent. 

Ordinarv  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.:  net 
extras  as  follows;  chilled  40c.; 
buck  and  seal  80c.;  No.  28  ball 
$1.20  per  100  lbs.;  bags  less 
than  25  lbs.  %c.  per  lb.  f.o.b. 
Montreal,  Halifax  and  St.  .John, 
f.o.b.  Toronto,  Hamilton  and 
London,  add  25c.  per  100  lbs. 
Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger.  45;  Gil- 
mour's  auger,  70:  Rockford's 
auger,  50  and  10:  Gilmour's 
car,  47%;  Clark's  expansive. 
40.  .Jennings'  Gen.  auger,  net 
list.  Tobin  High  Speed,  50  and 
5;  Tobin  Never-Choke.  50  and  5. 
Barn  Door  Hangers — 

Double  straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers. 

doz.  sets    6  45 

Steel,   track,   1  x  3-16  in. 

(100    ft.)    3  25 

Bolts  and  Nuts — 

Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts.   %   and  smaller. 
65  and  10  per  cent. 
Carriage    Bolts,    7-16    and  up. 
52%   per  cent. 

Carriage  Bolts.  Norway  Iron  ($3 
list).   60  per  cent. 
Machine  bolts.    %   and  less,  70 
per  cent. 

Machine  bolts,  7-16  and  up, 
60   per  cent. 

Plough  Bolts.  55  and  10  per 
cent. 

Bolt  Ends,  60  per  cent. 
Blank  Bolts.   57%   per  cent. 
Sleigh  Shoe  Bolts.   ^   and  less. 
62%  per  cent. 

Sleigh    Shoe    Bolts,    7-16  and 
larger.  50  and  12%  per  cent. 
Coach  Screws,  new  list.  75  and 
ner  cent. 

Nuts,  square  nil  ?izes.  4  c.  per 
lb.  ofT 
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Nuts,    hexagon,    all    sizes.  4% 
per   lb.  off. 

Stove  rods,  per  lb.,  5V4c.  to  6c. 
Stove  bolts,   82%   per  cent. 

Bells — Door  bells,  push  and  turn, 
45  and  10  per  cent. 
Cow  bells,  65  per  cent. 
Sleigh   bells,    shaft   and  hames, 
pair.  22c.  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Farm  bells.    No.  1,  $1.65. 

Building  Paper,  Etc. — 

Tarred  slater's  paper,  per 

roll   0  95 

O.K.  paper,  No.  1,  per  roll  0  95 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  50 

Tarred    Fibre,    No.    1  per 

400  ft.  roll    0  62 

Tarred  Fibre.  Cyclone,  25 

lb.,   per  roll    0  62 

Dry  Cyclone,  15  lbs  0  50 

Plain  Surprise,  per  roll..  0  42 
Resin  sized  Fibre,  per  roll  0  43 
Asbestos    building  paper. 

per  100  lbs   3  50 

Heavy    straw,    plain  and 

tarred,  per  ton   36  00 

Carpet  Felt,  per  100  lbs..  2  60 
Tarred    wool    roofing  felt, 

per  100  lb   2  00 

Pitch,   Boston   or  Sydney, 

per  100  lbs   0  85 

Pitch,  Scotch,  per  100  lbs.  0  85 
Heavy   Fibre,    32   and  60, 

100    lbs   2  00 

2  ply  Ready  Roofing,  per 
square  0  75 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply   complete,  per  roll.  1  15 

3  ply  complete,  per  roll.  1  35 
Liquid    Roofing  Cement, 

bbls.,   per  gal  0  17 

Ijiquid   Roofing  Cement, 

tins    0  19 

Crude  Coal  Tar,  per  barrel  4  50 
Refined  Coal  Tar,  tins,  per 

doz   1  2.'; 

Refined  Coal  Tar,  per  bar- 
rel   5  00 

Shingle  "Varnish,  per  bbl..   5  00 

Caps,  per  lb  0  05 

Nails,    per   lb  0  05 

Mop,   cotton,  per  lb  0  17 

Butts — Plated,    bower     barff  and 
nickel,  45  per  cent. 
Wrought  brass,  45  per  cent,  off 
revised  list. 

Cast  iron  loose  pin,  60  per  cent. 
Wrought  steel,  fast  joint  and 
loose  pin.  70  and  5  per  cent. 

Cement — Portland,  bags 

per    bbl  1  55     1  63 

Cold  Chisels,  5x6  in.,  doz.   2  20 
Bevel  edge,  1  inch,  doz. ...   2  50 

Conductor  Pipe — • 

2  inch,  in  10  ft.  lengths.  .   3  45 

3  "  .  .  4  20 

4  '•  "  .  .  5  53 

5  "  "  .  .  7  60 

6  "  "  .  .  9  25 

Door     Knobs — Canadian.    45  per 
cent. 

Porcelain,  mineral  and  .iet  knoVjs, 
net  list,  plus  5c. 

Door  Sets — Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers  (Parlor)  — 

Single    sets,    each    1  80 

Double  sets,   each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw   Knives — 

Carpenters'  6  inch.  doz..  .  5  25 

Holding  handles.  8  in.,  doz.  1  80 

Folding  handles.  8  in.,  doz.  1  80 

Escutcheon    Pins — Steel,  discount 
50  per  cent.    Brass,  50  per  cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths.  .  3  02 

10           "  "            .  .  3  30 

12           •  '  "            .  .  3  88 

15           "  "            .  .  5  53 

Factory  Milk  Cans — 

Milk  cans  and  pails,  35  p.c. 
Hand     delivery     and  creamery 
cans,  35  p.c. 

Railroad    and    cream    cans  and 
taps,    40    and    12%  p.c. 
Creamery  trimmings.  20. 

Files  and  Rasps — 

Disston's,  Great  Western,  Amer- 
ican, Kearney  &  Frost,  Globe,  all 
75;  Black  Diamond  66  2-3,  and 
Nicholson  66%  :  Jowett's  (Eng- 
lish list)  27%,  Delta  65. 


Hammers — Tack,  iron,  doz..  0  35 
Ladies'  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

Adze  eye,  hickory  handle 

1  lb.,  doz   6  25 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers'  hammers,  10  oz., 

doz   5  50 

Tinners'    setting,    %  lb., 

doz  4  50 

Machinists',  %  lb.,  doz...  8  20 
Sledge,    Canadian,    5  lbs. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over   0  06 

Sledge,  Napping,  up  to  2 

lbs  0  09 

Harvest  Tools,  50  p.c. — 

Samson,  best  quality,  40,  12% 
per  cent. 

Sidewalk  and  stable  scrapers, 
net,  $2.25. 

Wood  hay  rakes,  40  and  10  per 

cent. 

Ijawn  rakes,  net. 
Hinges — Blind,  50  per  cent. 

Heavy  T  and  strap  discount,  40 

and  10  per  cent. 

Light  T  and  strap,  70  p.c. 

Screw    hook    and    hinge.  $4.25, 

$5.00. 

Crate  hinges  and  back  flaps,  65 
and   5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring) — Per  gross — -No. 
5.  $18.00;  No.  10,  $19.50;  No. 
20,  $8.50;  No.  50,  $24:  No.  51. 
$9.60;  No.  120,  $17.40. 

Hooks — -Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples.   40  p.c. 

Iron  screw  hooks.  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove  pipe  eyes,  kitchen  and 
square  hooks,  60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Ijanterns — No.   2   or  4  Plain  Cold 
Blast,   per  doz..  $7.00. 
Lift  Tubular  and  Single  Plain, 
per  doz.,  $5.25. 

■Tapanning,  50c.  per  dozen  extra. 
Prism  Globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade, 
70  and  10. 

Locks  and  Keys — Canadian  50  and 

10  per  cent. 
Mallets — Tinsmiths',    2%  x 

5%  in.,  per  doz  1  65 

Carpenters',    round  hick- 
ory.  6   in   1  95 

Lignum    Vitae,    round,  5 

inch  2  40 

Caulking,   No.   8,   oak    ...15  00 
Mattocks — 6  lb.,   18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  $4.65  doz. 
Pick    handles,    $1.85  dozen. 
Prospectors'     hammers,     16  %c. 
per  lb. 

Drilling  hammers,  6  cents  per  lb. 
Crowbars.  3%  cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,  5  gallon,  per  doz., 
$10.00. 

Davidson  oilers.  45  p.c. 

Zinc   and   tin.    45  p.c. 

Coppered  oilers,   45  p.c. 

Brass  oilers,  45  p.c. 

Malleable,  25  p.c. 
Planes — Wood     bench,  Canadian, 

15,  .American,  25  p.c. 

Wood,  fancy.  30  to  35  per  cent. 
Rope  and  Twine — 

Sisal  rope    0  10% 

Pure  Manilla  rope   ....  0  14% 

"British"  Manilla  ....  0  12% 

Cotton,  3-16  inch  and 

larger    0  21 

Russia  Deep  Sea    0  23 

.lute  0  12% 

T-ath  Yarn,  single   0  08% 

Lath   Yarn,   double    ...  0  09% 

Sisal  bed  cord,  48  feet. 

per  doz   0  72 

Sisal  bed  cord,  60  feet, 

per  doz   0  90 

Sisal  bed  cord.  72  feet. 

per  doz   1.  08 

Cotton  clothes  line,   18  off. 


Bag.  Russian  twine,  per 

lb  0  27 

Wrapping,  cotton,  3-ply 

twine    0  19 

Wrapping,   cotton,  4-pl7 

twine   0  21% 

Mattress  twine,  per  lb..  0  45 
Staging  twine,  per  lb. .  .  0  35 
Rivets    and    Burrs — Iron  Rivet*, 
black   and   tinned,  72%. 
Iron  Burrs,   72%   per  cent. 
Copper  Rivets,  usual  proportion 
burrs,  35  and  5  per  cent. 
Copper  burrs  only,  15  per  cent. 
Rivet  Sets- — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — ^Mrs.  Potts,  No. 

55,  polished,  per  get  ...  0  85 
Mrs.     Potts,     No.  50, 

plated,   per   set    0  90 

Mrs.    Potts,  handles, 

japanned,  per  gross.  .   9  00 

Common,  plain    5  00 

Common,   plated    5  50 

.Vsbestos.  per  set    1  50 

Sand  and  Emery  Paper.  40  p.c. 
Sash  Weights — 

Sectional,    %    lb.  each, 

per  100  lbs   2  25 

Solid.  3  to  30  lbs  1  60 

Sash  Cord — No.  .3,  per  lb.  0  30 
Screws — Wood,  F.  H.,  bright 

and  steel    ....    85  10  7  %  10 
Wood,     R.  H., 

bright    80  10  7%  10 

Wood,     P.  H., 

brass    75  10  10 

Wood,     R.  H., 

brass    70  10  10 

Wood,     F.  H., 

bronze    70  10  10 

Wood,     R.  H., 

bronze    65  10  10 

Drive  screws    65  10  10 

Set,  case  hardened ,,.  60  and  10 

Square  cap   50  and  05 

Hexagon    cap  45 

Bench,  wood,  per  doz,,  $5.00 
Bench,    iron,   per  doz.,  $4.25 
Screws  (Machine)  — 

Flat  head,  iron  and  brass.  35 
per  cent. 

Fillister  head,  iron,  30  ;  brass, 
25  per  cent. 

Shovels  and   Spades — 

Canadian    No.     1,    60  :     No.  2 

grade,  55  and  2%  p.c. 
No.  3  and  4  grade,  45  per  cent. 

Soldering  Irons — 

Base,  per  lb.,  28  cents. 

Sap  Spouts — - 

Bronzed  Iron  with  hooks, 

per    1,000    6  00 

Eureka  tinned  steel  hooks, 

per  1,000    8  00 

Staples — 

Poultry  netting.  100  lbs..  6  70 
Bed,  100  lbs.,  No.  14....  6  75 

Blind,    per   lb   0  12 

Coopers'  staples,  45  per  cent. 
Bright  spear  point.  75  per  cent. 

Stovepipes — 

5  &  6  in.,  per  100  lengths  8  50 
7  inch,  per  100  lengths..  9  00 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 

doz   1  46 

7  inch  elbows,  per  doz....  1  64 
Thimbles,   70  p.c. 

Carpet  Tacks — Blued,  80  and  10; 
tinned,  80  and  15;  (in  kegs), 
40;  cut  tacks,  blued,  in  dozens 
only.  80  and  10;  Vi  weights.  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk.  85  and  5,  in  dozens. 
75  and  10;  Swedes,  upholsterers' 
bulk.  90;  brush,  blued  and  tin- 
ned, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japan- 
ned, 82%;  zinc  tacks,  35; 
leather  carpet  tacks,  35;  copper 
tacks,  45:  copper  nails.  50: 
trunk  nails,  black,  65  and  10; 
trunk  nails,  tinned  and  blued, 
65  and  10:  clout  nails,  blued 
and  tinned,  65  and  10;  chair 
nails.  35  and  10:  patent  brads. 
40  and  10;  fine  finishing.  40  and 
10;  lining  tacks,  in  papers,  net: 
lining  tacks,  in  liulk.  16;  lining 
tacks,  solid  heads,  in  bulk.  75; 
saddle  nails,  in  papers,  10; 
saddle  nails  in  bulk,  15;  tufting 
buttons,  22  line  in  dozens  only. 
60;  zinc  glaziers'  points.  5; 
double  pointed  tacks,  papers.  90 
and  10;  double  pointed  tacks, 
bulk.  55;  clinch  point  shoe 
rivets.  45  and  10:  cheese  box 
tacks.  87%;  trunk  tacks.  80 
and  20:  strawberrv  box  tacks. 
80  and  10. 


Thermometers — Tin  case  and  dairy, 

75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 

Plain  and  retinned,  72  and  5. 
Traps  (steel  game) — Newhonse.  40 

per  cent. 

Hawley  &  Norton,  57%  per  cent. 

Victor,  70  per  cent. 

Oneida  Jump   fStar),  65  p.e. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  23  50 

Garden,  steel  wheel,  doz.  36  00 
Wrought  Iron  Washers — Canadian, 

45  per  cent. 
Wire    Cloth — Painted    Screen,  in 

100-ft.  rolls.   $1.50  per  100  *q. 

ft.:    in    50-ft.   rolls.    $1.55  per 

100    aq.  ft. 
Wire   Door  Mats — 16  x   24.  doi.. 

$9.00. 

HOUSEFUENISHINOS 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves   and    rangea,    50   and  5 
per  cent. 

Furnaces,  45  per  cent. 
Registers,   70  and  10  per  cent. 

Range  Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy.  $7.00 

Kitchen  Sinks — Cast  iron.  16  x  24, 
$1;  18x30.  «1.15:  18x36.  $1.95 
Flat  rim  enameled  sinks  16x24. 
$2.65:  18x30.  $3.10:  1^x36 
$4.15. 

Enameled  Ware — White  ware.  75 

per  cent. 

London  and  Princess,  50  per 
cent. 

Canada.  Diamond.  Premier.  5'' 
and  10  p.c. 

Pearl.  Imperial,  Crescent  and 
granite  steel,  60  and  10  per  cent. 
Premier  steel  ware.  60  and  10 
per  cent. 

Star  decorated  steel  and  white. 
33%    per  cent. 

Hollow  ware,  tinned  cast,  40 
per  cent.  ofT. 

Enameled  street  signs,  50  per 
cent. 

Copper  Ware — Copper  boilers, 
kettles.   50  p.c. 

Copper  tea  and  coffee  pots,  50 
per  cent. 

Copper  pitts.  30  and  5  per  cent. 

Galvanized  Ware — Dufferin  pattern 
pails   42%    per  cent. 
Flaring  pattern.   42%   per  cent. 
Galvanized  washtubs,   42%  p.e. 

Pieced  Ware.  35  per  cent. — 

Copper  bottom   tea   kettles  and 

boilers,  35  per  cent. 

Coal  hods.  40  per  cent. 

Boiler  and  tea  kettle  pitta,  40 

per  cent. 
Stamped  Ware — Plain.  72%  and  5 

per  cent. 

Retinned.  72%  and  5  per  cent. 

Silverware — Holloware.  40.  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9:  No.  1.  $9;  No. 
2,  $10;  No.  3.  $11;  No.  4.  $13; 
No.  5,  $16:  f.o.b.  Toronto.  Ham- 
ilton. London,  and  St.  Maryi, 
40  per  cent.;  f.o.b.  Ottsira,. 
ston  and  Montreal.  37  per  cent. 

Washing  Machines —  Rack 

Dowswell    5  00 

New  Century.  Style  A.  .  .  9  00 

Ideal   Power    16  OO 

.Stephenson                  (net)  6  00 

Puritan   Motor    16  00 

Low  Presure  Water 

Motor  Washer    16  00 

Connor  Ball  Bearing. 

with  rack    10  25 

T  X  L    10  00 

Gem   8  75 

Winner   8  00 

Connor  Improved    5  00 

Discount.  25  p.c. 

Wringers — 

Roral    Canadian,    11  in.. 

doz   45  25 

F.ze,  10  in   51  75 

Bicvcle.  11  inch    56  25 

Trojan.  12  inch   100  00 

Unexcelled.   104-E    72  00 

Favorite  511E  and  521F  57  75 
Domestic  531E  and  541E  63  00 
Challenge  311E  and  321E  51  00 
Ottawa  331E  and  341E .  .  56  25 
Sunlight  lllE  and  121E  44  25 

Sunlight    111    .   42  00 

Royal  Canadian  151  ...  45  25 
Discount.  20  p.e 
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ABBASIVE  WHEELS 
Taylor-Forbes  Co..  Guelph. 

AOOOITOT  BEGISTEES 
Bbit  Reeister  Co.,  Trenton. 
DominioD    Register    Co.,  Toronto. 

ADVERTISING  SIGNS — Metal 
McClary  Mfg.  Co.,  London. 
Thoi.  Davidson  Mfg.  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toronto. 
ADZES 

Allan  Hillt  Edge  Tool  Co.,  Oalt. 

ALABASTINE 
The  Alabastine  Co.,  Paris,  Ont. 

ALUMINUM 
Northern   Aluminum   Co.,  Toronto. 

ALUMINUM  WARE 
McClary  Mfg.  Co.,  London. 
Northern  Alnminnm  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 
Ware  Mfg.  Co.,  Oakville.  Ont. 

AMMUNITION 
Dominion  Cartridge  Co.,  Montreal. 
Remington    U.M.C.    Co..  Windsor. 
Kynoeh.   Ltd.,  Birmingham,  Eng. 

ANVILS 
Taylor-Forbes  Co.,  Guelph. 

ASH  CANS 
McFarlane  Douglas  Co.,  Ottawa. 
Thoa.  Davidson  Mfg.  Co.,  Montreal. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 
McOlary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
■T.  Samuels.  Toronto. 

ASH  SIFTERS 
Bnrrowes  Mfg.  Co.,  Toronto. 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
J.    Samuels,    Toronto,  Ont. 
Soren  Bros.,  Toronto.  Ont. 
Fairgreive   Mfg.   &   Stamping  Co., 
Toronto. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toronto. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

AUGERS — Post  Hole 
Taylor-Forbes  Co.,  Guelph. 
Otterville  Mfe.  Co.,  Otterville,  Ont. 

AUGER  BITS 
Peek,  Stow  &  Wilcoi  Co.,  South- 

Ington,  Conn. 
Smith  &  Hemenway,  New  York. 

AUTO  SHEET  METAL  PARTS 
Burrowes  Mfg.  Co.,  Toronto. 

AUTOMOBILE  ACCESSORIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

Kinzinger   &    Bruce   Co.,  Niagara 
Falls. 

McKinnnn  Da^h  Co.,  St.  Catharines. 

AWLS — Sewing 
C.  A.  Myer  Co.,  Chicago,  111. 
AWLS 

Stanley   Rule   &    Level    Co.,  New 
Britain.  Conn. 
AXES — Safety  Pocket  ard  Belt 
Marble    Arms   &    Mfg.    Co.,  Glad- 
stone, Mich. 

AXES 

James  Smart  Mfe.  Co.,  BrockvlUe. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Allan  Hills  Edge  Tool   Co.,  Oalt. 

AXE  WEDGES 
Taylor-Forbps  Co.  Guelph. 

AXLE  PULLETS 
Taylor-Forbes  Co.,  Quelph 
Springer  Lnck  Mfg.  Co.,  BelleTille. 

BABBITT  METAL 
Canada  Metal  Co..  Toronto. 

BAGS  AND  SACKS 
Scythes  <t   Co.,  Toronto. 

BAKE  AND  PASTRY  BOARDS 
Wm.  Cane  A  Son,  Newmarket. 
Stratford   Mfg.   Co..  Stratford. 
Ifeaklna  A  Sons.  Ltd  ,  Hamilton. 
Taylor  Forbes  Co,  Tinrlph. 

BALE  TIES 
Laldlaw   Bale-Tie   Co..  Hamilton. 
Stanley  Works.  New  Britain.  Conn. 

BARRELS— Gasolene  Storage 
Winnipeg    Ceiling   &    Roofing  Co., 
Winnipeg. 
BARN    DOOR  HANGERS 
Canada    Steel    Goods-  Co..  Hamil- 
ton. 

Taylor-Forbes  Co  .  Onelph. 


Richards-Wilcox      Canadian  Co., 

London. 

Chicago  Spring  Butt  Co.,  Chicago. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

BARS  AND  SHUTTERS 
Canadian  Yale  &  Towne,  Ltd..  St. 
Catharines. 

BARN  EQUIPMENT 
Beattie  Bros.,  Fergus,  Ont. 
Steel   Trough     &     Machine  Co., 
Tweed. 

BASKETS — Clothes 
Meakins  &  Sons,  Hamilton. 

BATHROOM  FITTINGS 
Gendron  Mfg.  Co.,  Toronto. 
Kinzinger  &  Bruce,  Niagara  Falla. 
Canada  Metal  Co.,  Toronto. 
Landers,  Frary  &  Clark,  New  Brlt- 

tain,  Conn. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Ship-gong  Bells  and  Pnlli 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Dooi 
Springer  Lock  Mfg.  Co.,  BelleTilla. 
BELLS — Farm 

Taylor-Forbes  Co.,  Guelph. 
Exeter   Mffr.    Co.,  Exeter. 

BELTING — Cotton  Duck 
Dominion  Belting  Co..  Hamilton. 

BELTING — Rubber 
Gutta  Percha  &  Rubber  Ltd.,  To- 
ronto. 

BELTING — Leather 
Sadler  &  Haworth,  Montreal. 

BIRD  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
BITS 

McKinnon  Dash  Co.,  St.  Catharines. 
BLOCKS — Chain  Hoisting 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BOAT  TRIMMINGS 

McKinnnn  Dash  Co..  St.  Catharines. 
BOILERS — Kitchen  Range 

Canada  Metal  Co.,  Toronto. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILERS  AND  RADIATORS 

Bowes.   Jamieson,   Ltd.,  Hamilton. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. 

Pease   Foundry   Co.,  Toronto. 

Tavlor-Forbes  Co.,  Guelph. 

BOLTS — Door  and  Window 

Bommer  Brother*,  New  York. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BOLTS  AND  NUTS 

Stanley  Works.  New  Britain.  Conn. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. , 

BOX  HINGES  AND  STRAPPING 

Stanley      Works,      New  Britain, 
Conn. 

BOX  OPENERS 

Charles  Morrill,  New  York.  N.T. 
BRACES    AND  BITS 

E.   C.   Atkins  &   Co.,  Indianapolis. 

Peck.   Stow  &  Wilcox  Co..  South- 
ington.  Conn. 

Stanley    Rule    &   Level    Co..  New 
Britain,  Conn. 

North  Bros.  Mfg.  Co.,  Philadelphia. 
BRACKETS— Shelf 

Stanley  Works,  New  Britain,  Conn. 

Tavlor-Forhos  Cn.,  Guelph. 

BRASS  GOODS 

Canada    Metal    Co.,  Toronto. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

Kinsinger,    Bruce   &   Co..  Niagara 
Falls, 

BREAST  DRILLS 

North  P,ros..  Philadelphia. 
Stanley    Rule    &    Level    Co.,  New 
Britain.  Conn. 

BRICK    AND    TILE  BLOCK 
MACHINES 
Exeter  Mfg.  Co.,  Kxeter. 

BRUSHES 
Boeckh  Bros.   Co.,  Toronto. 
Meakins  A   Sons.  Hamilton. 


Canada  Brush  Co.,  St.  John.  N.B. 

Sanderson  Pearcy  &  Co.,  Toronto. 
BUCKLES 

McKinnon  Dash  Co.,  St.  Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BURLAPS 

Scythes  &  Co.,  Toronto. 

Dominion  Oil  Cloth  Oo..  Montreal. 
BUILDERS'  HARDWARE 

Stanley  Works,  New  Britain,  Conn. 

James  Smart  Mfg.  Co.,  Brockville. 

Cowan  &  Britton,  Ltd.,  Gananx>qae. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  Orilli*. 

Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Bommer  Brothers,  New  York. 

Taylor- Forbes  Co..  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Chicago  Spring  Butt  Co.,  Chicago. 

Springer  Lock  Mfg.  Co.,  Belleville. 
BURNERS 

Ontario  Lantern  Is  Lamp  Co.,  Ham- 
ilton. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

BUTCHER  KNIVES 
Arch.  McFarlane,  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

BUTTS — Spring 
Bommer  Bros..  Brooklyn,  N.Y. 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chicago. 
Taylor-Forbes  Co..  Guelph. 

BUTTS   AND  HINGES 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chicago. 
Cowan  &  Britton,  Ltd.,  Oananoqoe. 
Taylor-Forbes  Co..  Guelph. 

CAMP  STOOLS  AND  CHAIRS 
Stratford  Mfg.  Co.,  Stratford. 
McKinnon  Dash  Co.,  St.  Catharines. 
Otterville  Mfg.  Co.,  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CANS— Milk 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 

CANT  HOOKS 
Lachute  Shuttle  Co.,  Lachute  Mills, 
Que. 

Allan   Hills  Edge  Tool  Co.,  Gait. 
CARBON  LAMPS 

Canadian  Sunbeam  Electric  Co., 
Toronto. 

Canadian     Tungsten      Lamp  Co., 
Hnmilton. 
CARPENTERS'  CLAMPS 
T.Hvlor-Forbes  Co..  Gnelph. 

CARRIAGE  HEATERS 
Chicago   Flexible   Shaft   Co.,  Chi- 
cago. 

CARTRIDGES — Metallic 

Remington   Arms — Union  Metallic 

Cartridge  Co.,  Windsor. 
Dominion  Cartridge  Co.,  Montreal. 

CASEMENT  ADJUSTERS 
Canadian     Yale    &    Towne,  Ltd., 

St.  Catharines. 
Springer  Lock  Mfg.  Co.,  Belleville. 

CASTERS — Stove  and  Range 
Chicago    Hardware    Foundry  Co., 

Chicago,  III. 
Moflfat  Stove  Co.,  Weston. 

CATTLE  LEADERS 
Tavlor-Forbes  Co.,  Guelph. 

CHAIN  BOLTS 
T.Tvlor-Forbes  Co..  Guelph. 
Stanley  Works.  New  Britain,  Conn. 

CHAIR  LADDERS 
Tavlor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford   Mfg.  Co.,  Stratford. 
CHAIN 

Anti-skid,    Coil,    Cow-tie.  Halter. 

Trace.  Hammock,  Logging. 
McKinnnn  Chain  Co..  BnfTnlo.  N.Y. 

CHAIN — Brass  &  Copper 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

CHAINS — Steel 
Steel  Co.  of  Canada,  Hamilton. 
B.   Greening  Wire   Co.,  Hamilton. 
CHALK 

A,  Ramsay  &  Son  Co.,  Montreal. 
Sanderson   Pearcy  *  Co.,  Toronto. 


CHIMNEY  TOPS 
Gurney  Foundry  Co.,  Toronto. 

CHISELS— Wood 
Allan  Hills  Edge  Tool  Co.,  Oalt. 

CHURNS — Barrel  or  Revolving 
Beattie  Bros.,    Fergus,  Ont. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cnnmer-Dowswell    Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 

CLAMPS 
Taylor-Forbes  Co.,  Guelph. 
National  Machinery  &  Supply  Co.. 

Hamilton. 
Henrv  Disston  &  Sons,  Toronto. 
CLOCKS 

Western  Clock  Mfg.  Co.,  La  Sal!*, 
III. 

CLOTHES  DRIERS 
James  Smart  Mfg.  Co.,  Broekyilla. 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co.,  Guelph. 

CLOTHES  LINE  PULLETS 
Taylor-Forbes  Co..  Quelph. 

CLOTHES  MANGLES 
Cummer  Dowswell,  Ltd.,  Hamilton. 
Maxwell's,  Ltd.,   St.  Mary't. 
Taylor-Forbes  Co..  Guelph. 

CLOTHES    BARS   AND  BAOK 
Wm.  Cane  &  Son,  Newmarket.  ' 
McFarlane  Ladder  Works,  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CLOTHES  LINE  PROPS 
McFarlane  Ladder  Works.  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 

CLOTHES  LINE  WIRE 
Steel  Oo.  of  Canada,    Ltd.,  Haas- 
ilton. 

CLOTHES  REELS 

Taylor-Forbes  Co..  Gnelph. 

CLOTHES  PINS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

COAL  CHUTES 
Clare  Bros.,  Preston. 
Oalt   Stove  &   Furnace   Co.,  Oalt. 
Steel    Trough    &      Machine  Co., 
Tweed. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

COAL  SCREENS 
Canada  Wire   &   Iron  Goods  Co., 
Hamilton. 

COBBLER  SETS 
Tavlor-Forbes  Co..  Guelph. 

COMPASSES 
Marble   Arms   &   Mfg.   Co.,  Glad- 
stone, Mich. 
CONCRETE    BLOCK  MACHINES 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CONDUCTOR  PIPE 
See  Eavetrough. 

COPPER  WARE 
Thos.  Davidson  Mfg.  Co..  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.   Co.,  London. 
Sheet  Metal  Products  Co..  Toronto. 

CORDAGE  AND  TWINE 
Scythes  &   Co.,  Toronto. 
Consumers  Cordage  Co.,  Montreal. 

CORNICE  BRAKES 
Steel      Bending      Brake  Works, 

Chatham. 
Brown   Boggs   Co.,  Hamilton. 

COTTER  PINS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

COTTON  DUCK  AND  WASTE 

Scythes  &   Co..  Tnronto. 

COUNTERS 
Walker  Bin  &  Store  Fixture  0»., 

Berlin. 

COUNTER  CHECK  BOOKS 

Dominion  Register  Co..  Toronto. 

COUNTER  TARD  MEASURES 
Lufkin  Rule  Co.,  Windsor. 
Tavlor-Forbes  Co..  Guelph. 

COW  EASE 
Carpenter,     Morton     Co.,  Boiton, 

o'ow  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co..  Ham- 
ilton. 

McKinnon  Chain  Co..  St  Cathar- 
ines. 

CRANES 
Canadian  Yale  St  Towne,  Ltd..  8t. 
Catharines. 

CROWBARS 
Welland  Vale  Mfg    Co..  St.  Oatk- 
arines. 
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OX7I.VBBT8 — OorriiKatad  Matu 

Winnipee   Ceilinf   A   Rooflnc  0*., 

Winnipeg. 
The  Pedlar  People,  0«h»w». 

OUBBT  OOMBS 
Steel    Equipment    Co.,  Pembroke. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Barrow,  Stewart  A  Milne,  Hamil 

ton. 

OUBTAIN  STBETCHEBS 
Ottervillo  Mfg.  Co..  OttervHU. 
Landers,  Frary  &  Cltirk,  New  Bri- 
tain, Conn. 

OUTLEBT 
Arch.  McFarlane,  Montreal. 
Canadian  Rogers  Co.,  Toronto. 
Dorken  Bros.,  Montreal. 
Oneida  Community,   Ltd.,  Niagara 

Falls,  Ont. 
Landers,  Frary  &  Clark,  New  Brit- 
ain, Conn. 
Sanderson  Pearcy  &  Co.,  Toronto. 

OUT  SOLES 
Beardmore  &  Co..  Toronto. 

DAMPEBS 
Eureka  Damper  Co.,  Montreal. 
Onrney  Foundry  Co.,  Toronto. 
MeCIary  Mfg.  Co.,  London. 
James  Smart  Mfg.  Co.,  BrockvilU. 
Taylor-Forbes  Co.,  Guelph. 
Channell  Chemical  Co.,  Toronto. 
Ronak,  Ltd.,  Toronto. 

DEEP  WELL  POWER  HEADS 
Dayton    Pump   &    Mfg.   Oo..  Day- 
ton, Ohio. 

DISINFECTANTS 
Williams    Chemical    Co.,  Russell, 

DISPLAY  AND  WALL  CASES 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

Cameron  &  Campbell,  Toronto. 

DISPLAY  BACKS 
Fairgrieve  Metal  &  Stamping  Oo., 
Toronto. 

DIES 

Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

DO OB  CHECKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 
Keating  Brass  Works,  Toronto. 
Taylor-Forbes  Co.  Guelph. 

DOOB  HANGERS— Parlor 
Canada    Steel    Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co..  Guelph. 
Richards-Wilcox      Canadian  Co., 
London. 
DOOB  MATS— Cocoa  FIbra 
Meakins  &  Sons,  Hamilton. 

DOOR  MATS— Rubber 
9ntta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

DOOB  MATS— Wlra 
Kahne  &  Anderton,  Port  Hope. 
Canada   Wire  t   Iron   Goods  Co., 

Hamilton. 
Barton  Netting  Co.,  Windsor. 

DOORS  AND  WINDOWS 
McFarlane-Douglas  Co.,  Ottawa. 
A.  B.  Ormsby  Co.,  Toronto. 
Uetal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 
Allan  Hills  Edge  Tool  Co.,  Oalt. 

DRILLS — Breast  and  Bench 
North    Bros.    Mfg.    Co.,  Philadel 
phia. 

DEY  COLORS 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
O.  F.  Stephens  &  Co.,  Winnipeg. 
Brandram-Henderson.    Ltd.,  Mont- 
real. 

A.  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

DRIVE  WELL  POINTS 
Otterville  Mfg.  Co..  Otterville. 

D0STLESS  DUSTERS 
TarboT   Bros.,  Toronto. 
BAVETROUGH   AND  OONDUOT- 

OB  PIPE 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

IfcFarlane-Douglas  Co.,  Ltd.,  Ot- 
tawa. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

A.  Welch  ft  Son,  Toronto. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

E.  T.  Wright  Co.,  Ltd.,  Hamil- 
ton. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

EDGE  TOOLS 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Jamei  Smart  Mfg.  Co.,  BroekTilla. 
Peck,    Stow  &  Wilcox  Co.,  Routh- 

ington.  Ocnn. 
Walland  Vale  Mfg.  Co.,  St.  Oath- 

•Tinet. 


EOO  OBATES 
Wm.  Cane  A  Son,  Newmarket. 
ELECTRIC  FLASHLIGHTS 

Canadian  Ever  Ready  Works,  To- 
ronto. 

Tnterstate  Electric  Novelty  Co., 
Toronto. 

XFcfal  Specialties  Co..  Chicago,  III. 
ELECTRIC  LIGHT  FIXTURES 
James   Morrison   Brass    Mfg.  Co., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

ELEOTBIO  IRONS,  ETO. 
Ideal  Electric  Mfg.   Co.,  Wallaee- 
bnrg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

Chicago  Flexible  Shaft  Co.,  Chi 
cago. 

Landers,     Frary    A     Clark,  New 

Britain,  Conn. 
Duncan  Electric  Co.,  Montreal. 
Radiant    Electric   Co.,  Grimsby. 

ELECTRIC  LAMPS 
Northern  Electric  Co.,  Montreal. 
Canadian  Sunbeam  Lamp  Co.,  To 

ro.nto,  Ont. 
Ontario    Lantern     &     Lamp  Co., 

Hamilton. 
ELECTRIC   MANTEL  GRATES 
Radiant  Electric  Co..  Grimsby. 
Barton  Netting  Co.,  Windsor. 

ELECTRIC  RADIATORS 
Radiant  Electric  Co.,  Grimsby. 
Ideal   Electric  Mfg.   Co.,  Wallace 

burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew 

ELECTRIC  RANGES 
Radiant  Electric  Co.,  Grimsby. 
Ideal   Electric  Mfg.   Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELECTRIC  BATTERIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Radiant  Electric  Co..  Grimsby. 

EMERY  GRINDERS 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

EMERY  POWDER 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams    Co.,  Montreal. 
G.  P.  Stephens  &  Co.,  Winnipeg, 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

ENAMEL  SIGNS 
McClary  Mfg.  Co.,  London. 

ENAMELED  WARE 
Thos.    Davidson    Mfg.    Co..  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal   Products  Co.,  Toron- 
to. 

Stamped  &  Enameled  Ware,  Hei- 
peler. 

ESCUTCHEON  PINS 
Steel  Oo.  of  Canada,  Ltd.,  Hamil- 
ton. 

EXPANSION  BOLTS 
Richards-Wilcox      Canadian  Co., 

London. 

EXPRESS  WAGONS — Boys' 
Canadian   Buffalo   Sled   Co.,  Pres- 
ton. 

Gendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane   Ladder  Works,  Toron- 
to. 

FARM  TANKS 
Wayne    Oil    Tank    &    Pump  Co., 
Wood.stock,  Out. 

FARM  TROUGHS 
Wayne    Oil    Tank    &    Pump  'Co., 
Woodstock.  Out. 
FASTENERS — Door,  Sash 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co  Guelph. 

FENCING— Woven  Wire 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Steel  Company  of  Canada,  Hamil- 
ton. 

Banwell  Hoxie  Wire  Fence  Co., 
Hamilton. 

Canadian  Steel  &  Wire  Co.,  Ham- 
ilton. 

FENCING — Picket  Wire 
McFarlane  Ladder  Works,  Toron- 
to. 

FILES  AND  RASPS 
Henry  Disston  &  Sons,  Toronto. 
Nicholson  File  Co.,  Port  Hope. 
G.  A  H.  Barnett  Co.,  Philadelphia. 
Simonds   Canada   Saw   Co..  Mont- 
real. 

FILTERS — Water  and  Oil 
James    Morrison   Brass    Mfg.  Co., 
Toronto. 

FIREPROOF  DOORS   AND  WIN- 
DOWS 

McFarlane  Do\ielas   Co  Ottawa. 
Winnipeg  Ceiling   &    .isofing  Co., 
Winnipeg 


FIREPLACE  OBATES 
Chadwlck  Brass  Co.,  Hamilton. 
Enterprise  Foundry  Co.,  Saekville, 
N.B. 

Barton  Netting  Co.,  Windsor. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Taylor-Forbes  Co..  Guelph. 

Canada  Wire  A  Iron  Goods  Co., 
Hamilton. 

FIRE  BUCKET  TANKS 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

A.  B.  Ormsby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

FIEE  DOOR  HARDWARE 
Winnipeg   Ceiling   &   Roofing  Co.. 

Winnipeg. 
Richards-Wilcox      Canadian  Co., 

London. 

Stanley  Works,  New  Britain,  Conn. 
Taylor-Forbes  Co..  Guelph. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

FIEE  EXTINGUISHERS 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

FLAGS 
Scythes  A  Co.,  Toronto. 
J.  J.  Turner  A  Son,  Peterboro. 
FLOOR  AND  WALL  THIMBLES 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

FORCE   CUPS— Rubber 
Gntta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

FOUNDRY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada  Wire   A   Iron   Goods  Co., 

Hamilton. 

FORKS- Hay 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

FOOD  CHOPPERS 
Maxwells,  Ltd.,  St.  Mary's. 
Peck.   Stow  &  Wilcox   Co..  South- 

iriKton,  Conn. 
McClary  Mfg.  Co..  London. 

FOOT  WARMERS 
Chicago   Flexible   Shalt   Co.,  Chi- 
cago. 

FURNACES— Plumbera ' 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

FURNACES — Hot  Air 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Can.   Heat   A   Vent.     Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Specialty  Mfg.  Co.,  Grimsby. 
Gait  Stove  A  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, 

N.B. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  A  Heater  Co., 
Hamilton. 

Hall  Zryd  Foundry  Co.,  Hespeler. 

Kir-Ben,  Ltd.,  Almonte. 

McClary  Mfg.  Co.,  London. 

Pease  Foundry  Co.,  Toronto. 

Jas.  Smart  Mfg.  Co.,  Brockvllle. 

Jas.  Stewart  Mfg.  Co.,  Wood- 
stock. 

FURNITURE  SLIDES 
Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

B.  A  S.  H.  Thompson,  Montreal. 
M.  A  L.  Samuel,  Benjamin  A  Co., 
Toronto. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

Snnii:!     Mftal     Product.^    Co..  To- 

l-olllr. 

McFarlane-Douglas  Co.,  Ottawa. 

A.  Welch  A  Son.  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 

OABAOES — Metal 
The  Pedlar  People.  Oshawa. 
Metal  Shingle  A  Siding  Co.,  Pres- 

OARBAGE  CANS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 
Steel     Trough     A     Machine  Co., 
Tweed. 

GARDEN  AND  PARK  SEATS 
Stratford  Mfg.  Co.,  Stratford. 

GARDEN  HOSE 
Gutta  Percha  A  Rubber.  Ltd..  To- 
ronto. 

GAS  IRONS 

McClary  Mfg.  Co..  London 


OAS  OVENS 
FairrricTa  Metal  A  Stamping  Oc 

Toronto. 

OAS  BAKOES 
Borrow,  Stewart  A  Milne,  HamO 
ton. 

Bowes,  Jamieson,  Ltd..  Hamilton. 
Fairgrieve  Metal  A  Stamping  Co, 

Toronto. 
Gumey  Foundry  Co.,  Toronto. 
Hamilton    Stove    A    Heater  0«, 

Hamilton. 
McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 

James   Stewart   Mfg.    Co..  Wool- 
stock. 

Supreme  Heating  Co..  Welland. 

OAS  FIXTUEES 
James   Morrison   Brass   Mfg.  C^^ 

Toronto. 

Barton  Netting  Co.,  Windsor. 
OAS  WATER  HEATERS 

Moffat  Stove  Co.,  Weston. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Bowes.  Jamieson.  Ltd.,  Hamilton. 
James    Morrison   Brass    Mfg.  Co., 
Toronto. 

GASOLINE  LIGHTING 
H.  W.  Knight  A  Bros.,  Toronto. 

GASOLINE  A  OIL  PUMPS 
Wayne    Oil    Tank    A    Pump  Co, 
Woodstock,  Ont. 

GASOLINE  STOVES 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

GATES — Farm 
Steel  Co.  of  Canada,  Montreal. 
McGregor  Banwell  Fence  Co.,  Wal- 

kerville. 

Banwell    Hoxie    Wire    Fence  Co.. 

Hamilton. 
James   Morrison   Brass   Mfg.  Oo., 

Toronto. 

GAUGES 
Stanley   Rule   A    Level    Co.,  New 
Britain.  Conn. 

GAUGE  COCKS 

Penberthy  Injector  Co.,  Windsor. 
James   Morrison   Brass    Mfg.  Co.. 
Toronto. 

GLASS 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Hobbs  Mfg.  Co.,  London. 
Toronto  Plate  Glass  Imp.  Co..  To- 
ronto. 

A.  Ramsay  A  Son  Co..  Montreal. 

GLASS — Bent 
The  Toronto  Plate  Glass  Import- 
ing Co..  Toronto. 
GLASS  CUTTING  BOARDS 
Lufkin  Rule  Co.  of  Canada.  Wind- 
sor. 

A.  Ramsay  A  Son  Co..  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronte. 

GLAZIERS'  TOOLS 
Smith  A  Hemenway.  New  York. 

GBASS  CATCHERS 
Taylor-Forbes  Co..  Guelph. 

GRINDSTONES 
Taylor-Forbes  Co..  Guelph. 
Richards-Wilcox      Canadian  Co.. 
London. 
GRINDSTONE  FIXTURES 
Taylor-Forbes  Co..  Guelph 

GUNS  AND  RIFLES 
Remington  U.MjC.  Co.,  Windsor. 
Ross  Rifle  Co.,  Quebec. 

HACK  SAW  BLADES 

E.  C.  Atkins  A  Co.,  Hamilton. 
Simonds   Canada   Saw   Co.,  Moat- 
real. 

HALTEBS — Leather 
O.  L.  Oriflith  A  Son,  Stratford. 

HAMMEBS 
James  Smart  Mfg.  Co.,  Brockvllle. 
Stanley   Rule    A    Level    Co.,  New 

Britain,  Conn. 
Allan  Hills  Edge  Tool  Co..  Oalt. 

HAMMOCKS 
Dominion    Hammock    Co.,  Daas- 
ville. 

Gait  Robe  A  Hammock  Co..  Gait. 
HANDLES — Door,     Drawer  and 
Store 

Taylor-Forbes  Co.,  Guelph. 
Stanley     Works,       New  BriUin. 
Conn. 

Canadian  Yale  A  Towne,  Ltd..  St. 

Catharines. 
HANDLES— Axe,  Pick,  etc 
Lachnte  Shuttle  Mfg.  Co.,  Lachate 

Mills.  Que. 
r>r3\'ton  Mills.  Ltd..  Drayton,  Ont. 
Turner,      Dar,    Woolworth  Oo., 

Louisville,  Ky. 

HARNESS  AND  BLANKETS 

G.  L.  Griffith  A  Son,  Stratford. 
Burlington    Windsor   Blanket  Oo.. 
Toronto. 
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The  MARK 

of  the 
MAKER 


Seeing  is  Believing 

Put  a  Samson  ball-bearing  or  a 
Peck  ratchet  brace  in  your  cus- 
tomer s  hand.  Don't  say  a  word. 
You  can  count  on  PEXTO 
quality,  design  and  reputation  to 
make  the  sale. 

The  Peck,  Stow  &  Wilcox  Company 

MFRS.  Mechanics'  Hand  TooU,  Tinemiths"  and  Sheet  Metal 
Workera'  Tools  and  Machines,  Builders'and  General  Hardware 


SOUTHINGTON,  CONN 


Clk\  Ei.AND.  Ohio 


A  Pexto  Sale  Paves  the  Way 
for  a  Dozen  More 


Show  Business  Courage 


A  world  crisis  must  affect  every  country. 

While  this  continent  is  not  the  theatre  of  war,  Canada,  being  an  integral 
part  of  the  Empire  body,  feels  the  jerk  of  the  strong  arm  that  wields  the  sword. 

But  times  need  not  be  hard  unless  we  make  them  so.  Millions  of  Dollars 
are  being  spent  in  Canada  for  war  supplies  and  foodstuffs.  That  money  will 
circulate  in  Canada. 

Canada's  biggest  customers  and  her  largest  sources  of  supply  are  Great 
Britain  and  United  States.  Her  total  trade,  import  and  export,  with  these  two 
countries  for  eleven  months  in  1914,  amounted  to  $885,323,025  against  $134,352,- 
029  with  all  the  rest  of  the  world.  And  $550,000,000  of  the  first  figure  was 
business  with  our  next  door  neighbor.  Over  fourteen  millions  in  imports  came 
from  Germany  last  year.  Much  of  this  business  will  go  to  Canadian  firms  now. 
Our  crops  will  be  good.  Our  farmers  will  have  money  because  of  a  ready 
market  and  good  prices.  We  have  immense  natural  resources,  unlimited  food 
supplies  and  a  peaceful  neighbor.   Canada  is  in  good  shape.   Keep  her  sound. 

Talk  business,  not  war,  and  we  will  be  displaying  the  truest  patriotism. 
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HASPS  AND  LATCHES 
Taylor- I'orbei  (Jo.,  Ouelph. 
Stanley      Worki,      New  BrlUla. 

Conn. 

Cowan  &  Britton,  Ltd.,  Oananoqa*. 
Jamei  Smart  Mfg.  Co.,  BroelcTtll*. 

HATCHETS 
James  Smart  Mfg.  Co.,  BroekTill*. 

HAT  KNIVES 
Welland  Vale  Mfg.  Co..  St.  Cath- 
«rinea. 

HINGES 

Stanley      Works,      New  Britain, 

Conn. 

Springer    Loeic    Mfg.    Co.,  BalU- 

ville. 

Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Ltd.,  Qananoqa*. 
Taylor Vorbee  Co..  Quelpb. 

HINGES — Spring    and  Floor 
Taylor  t'orbes  Co..  Quelph. 
Bommer  Brothers,  Brooklyn,  N.Y. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 

HOCKEY  STICKS 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

HOISTS 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

HOESE    CLIPPING  MACHINES 

B.  &  S.  H.  Thompson,  Montreal. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

HORSE  SHOES  AND  NAILS 

Steel  Co.  of  Cnnnda.  Hamilton. 

HOBSESHOE  CALKS 
Steel  Co.  of  Canada,  Hamilton. 
HOUSE  CLEANING  UTENSILS 

Invincible  Renovator  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

HOSE  REELS 
Gutta  Percha  &  Rubber,   Ltd.,  To- 
ronto. 

HOOKS — Coat  and  Hat,  Kitchen 
Steel  Co.  of  Canada,  Hamilton. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines 
Taylor-Forbes  Co.,  Guelph. 

HOOKS  AND  EYES 
Steel  Co.  of  Canada,  Hamilton. 
Stanley      Works,      New  Britain, 

Conn. 

ICE  SHAVES 

McClary  Mfg.  Co.,  London. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 

Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 
ICE   CREAM  FREEZERS 

McClary  Mfg.  Co.,  London. 
North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co.,  Toron- 

^ICE  BOXES  AND  CHESTS 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

McClarv  Mfg.  Co.,  London. 
IN  JEC  T  OES — Automatic 

James  Morri.son  Brass  Mfg.  Co., 
Toronto. 

INGOT  METALS 

M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

Canada  Metal  Co.,  Toronto. 

IRONING   AND    BAKE  BOARDS 

Strafford  Mfg.  Co.,  Stratford. 

Taylor-Forbes  Co.,  Guelph. 

Otterville  Mfg.  Co.,  OttervUle. 
JACK  CHAIN 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

JOIST  HANGERS 
Taylor-Forbes  Co.,  Gnelph. 

KEY  BLANKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

KITCHEN  CABINETS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

KITCHEN  WOODSNWARE 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Co.,  Toronto. 

KNIVES— Draw 
Allan  Hills  Edge  Tool  Works.  Gait. 
Peck,   Stow  &  Wilcox  Co.,  South- 

ington,  Conn. 
KNIVES — Planer,  Paper-cutting 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

Henrv   Disston   &   Sons,  Toronto. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlnne  Ladder  Co..  Toronto. 

LADDERS — Store 
James    Morrison    Brass   Mfg.  Co., 
Toronto. 

Milbradt  Mfg.  Co.,  St.  Louis.  Mo. 
LAMPS 

Canadian  Sunbeam  Lamp  0->.,  To- 
ronto, Ont. 

L.^MPS — Incandescent 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto Ont. 


LAMPS — Tongiten 
Canadiaii  buubeam   Lamp  Co.,  To- 
ronto. Ont. 

LAMPS  AND  BURNERS 
Ontario     Lantern     &     Lamp  0«., 

Hamilton. 
Thou.    Davidson    Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LAMPBLACK 
L.  Martin  Co.,  New  York. 

LANTERNS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,   Ltd..  Hamilton. 

LATCHES 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Richards- Wilcox      Canadian  Co., 

London. 
Taylor-Forbes  Co.,  Gtielph. 
Bouimer  Brothers,  llrocklyn. 

LAUNDRY  TUBS 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 

LAVATORIES 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel     Trough     &     Machine  Co., 
Tweed. 

LAWN  FENCING 
McGregor  Baiiwell  Fence  Co.,  Wal- 
kerville. 

B.  Greening   Wire  Co.  Hamilton. 
LAWN  HOSE 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LAWN    SEATS   AND  SWINGS 
Stratford  Mfg.  Co.,  Stratford. 
Canadian   Buffalo  Steel   Co.,  Pres- 
ton. 

LAWN  MOWERS 

Maxwells,    Ltd.,   St.  Mary's. 

Taylor-Forbes  Co.,  Guelph. 

James  Smart  Mfg.  Co.,  Brockville. 
LAWN  SPRINKLERS 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

Taylor-Forbes  Co^  Guelph. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LEAD  PIPE 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 

LETTER  BOXES 
Taylor-Forbes  Co.,  Guelph. 

LEVELS 
Frank  Sand  Mfg.  Co.,  Windsor. 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

LEATHER — Soles,  Etc. 
Beardmore  &  Co.,  Toronto. 

LINOLEUMS 
Dominion  Oil  Cloth  Co.  Montreal. 

LINSEED  OIL 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Pnint  Co.,  Montreal. 

LITHOGRAPHED   TIN  BOXES 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

E.  T.  Wright  Co.,  I,td.,  Hamilton. 
LOCKS,  KNOBS,  ETC. 

National  Hardware  Co.,  Orillia. 

Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Taylor-Forbes  Co.,  Guiilph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Springer  Lock  Mfg.  Co.,  Belle- 
ville. 

LUMBERING  TOOLS 

Allan  Hills  Edge  Tool  Co.,  Gait. 

MACHINE  KNIVES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

MALLETS 
Stanley    Rule    &    Level    Co..  New 

Britain,  Conn. 
MANUAL    TRAINING  BENCHES 
Richards-Wilcox      Canadian  Co.. 
Ltd..  London. 

MANGLES 
Cummer-Dowswell,  I^td.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Gnelph. 
James  Smart  Mfg.  Co..  Brockville. 
MANTELS— Wood 
•  Barton  Netting  Co.,  Windsor, 
MAPLE  EVAPORATORS 
Steel     Trough     &     Machine  Co., 
Tweed. 

MARINE  SUPPLIES 
James    Morrison    Brass   Mfg.  Co., 
Toronto. 

Consumers'  Cordage  Co..  Toronto. 

MATCH  STANDS  (Safety) 
Chicago    Hardware    Foundry  Co., 
Chicago,  III. 


MATTOCKS 
Welland   Vale   Mfg.   (,o,,   St.  Cath- 
arines 

MEASURING  PUMPS 
Wayne    Oil    T»nk    ft    Pump  Co., 
Woodstock,  Ont. 

METALS 
Canada  Metal  Co.,  Toronto. 
McClary  Mfg.  Co.,  Loudon. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

M.  &  L.  Samuel,  Benjamin  ft  Co., 
Toronto. 

B.  ft  S.  H.  Thompson,  Montreal. 

E.  T.  Wright  Co..   Ltd.,  Hamilton. 

METAL  CEILINGS  AND  WALLS 

McKarlane-Douglas  Co.,  Ottawa. 

Winnipeg  Ceiling  ft  Roofing  Co.. 
Winnipeg. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

Metal  Shingle  ft  Sidirg  Co.,  Pres- 
ton. 

METAL  POLISHES 
Canada  Paint  Co.,  Montreal,  Qae. 
Nickel   Plate     Stove   Polish  Co., 

Windsor,  Ont. 
Sherwin-W'illiams  Co.,  Montreal. 

METAL  WASHBOARDS 
Ifeakins  ft  Sons,  Hamilton. 
M2TAL    GARAGES    AND  SILO 
ROOFS 

Metal  Shingle  &  Siding  Co..  Pres 
ton. 

METAL  LATHS 
Pedlar  People,  Oshawa. 
Metal  Shingle  ft  Siding  Co.,  Pres 
ton. 

Winnipeg   Ceiling   ft   Roofing  Co.. 

Winnipeg. 

MILL  SUPPLIES 
Canadian      Fairbanks  Morse  Co., 

Montreal. 

MIRRORS 
Toronto  Plate  Glass  Imp.  Co..  To 
ronto. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinzinger  ft  Bruce  Co.,  Niagara 
Falls. 

Hobbs  Mfg.  Co.,  Ltd.,  London. 

MITRE  BOXES 
Stanley   Rule    &    Level    Co.,  New 

Britain,  Conn. 
E.  C.  Atkins  &  Co.,  Hamilton. 

MOPS,  MOP-CLOTHS 
Channel!  Chemical  Co.,  Toronto. 

MOP  WRINGERS 
Wm.  Cane  ft  Sons  Co.,  Newmarket. 

MORTAR  COLORS 
Manton  Bros.,  Toronto. 
Sanderson  Pearcy  &  Co  Toronto. 

MOTOR  BOAT  SUPPLIBS 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

MOTOR  ACCESSORIES 
Canadian      Fairbanks- Morse  Co., 
Montreal. 

NAILS  (Cut) 
Cowon  &  Britton,  Ltd..  Gananoqne. 
Steel  Co.  of  Canada,  Ltd..  Hamil- 
ton. 

NAILS  (Wire) 

H.  S.  Howland,  Sons  ft  Co.,  To- 
ronto. 

Imperial  Steel  ft  Wire  Co.,  CoUing- 
wood,  Ont. 

P.  L.  Robertson  Mfg.  Co.,  Milton. 

Laidlaw  Bale-Tie  Co.,  Hamilton. 

Parmenter  Bulloch  Co.,  Gananoqne. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

NAIL  PULLERS 
Smith  ft  Hemenway,  New  York. 
Chas.  Morrill,  New  York,  N.Y. 

NECKYOKES 
Dravton  Mills,  Ltd,.  Dravton.  Ont. 

NICKEL-PLATED  WARE 
Landers,    Frary     ft    Clark.  New 
Britain,  Conn. 

NUT  CRACKERS 
Chicago    Hardware    Foundry  Co., 

Chicago,  111.   

OAKUM 

A.  Ramsay  &  Son  Co..  Montreal. 
Pcy'nes  ft  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co.. 
Toronto. 

OILS — Linseed 
Canada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS— Boiled 
Canada   Linseed   Oil   Mills.  Mont- 
real and  Toronto. 

OILS — Varnish 
Canada  Linseed  Oil  Mills,  Mont- 
real and  Toronto. 

OIL  AND  GASOLINE  TANKS 
Steel     Trough     ft     Machine  Co., 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 


OIL   STOVES   AND  HEATEU 
Bowes,    JamiesoQ,    Ltd.,  Hamilton. 
Imperial  Oil  Co..  Toronto. 
Thos.    Davidson    Mfg.    Co^  Mont 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Prodnets  Co.,  Taroa 
to. 

James    Stewart    Mfg.    Co.,  Woo4- 

'oil   STORAGE  SYSTEMa 
S.  F.  Bowser  ft  Co.,  Toronto. 
Heller-Aller  Co.,  Windsor. 
Steel     Trough     ft     Machine  0*,, 

Tweed. 

Wayne  Oil     Tank  ft   Pump  0«„ 
Woodstock. 
OILERS — Engine    and  MacUa* 

Thos.    Davidson    Mfg.    Co.,  Moat- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Prodnets  Co.,  Toroa- 
te. 

E.  T.  Wright  Co..  Ltd..  Hmmiltoa. 

OILED  CLOTHING 
Scythes  ft  Co.,  Toronto. 

OIL  CLOTHS 
Dominion  Oil  Cloth  Co.,  Montreal. 

OIL  CANS 
Fairgrieve  Metal  ft  Stamping  Oo,, 
Toronto. 

OILY  WASTE  CANS 
James    Morrison   Brass    Mfg.  0», 
Toronto. 

Metal  Shingle  ft  Siding  Co.,  Prea- 
ton. 

E.  T.  Wnght  Co..  Ltd..  Hamiltea. 
Sheet  Metal  Products  Co.,  Toroa- 
to. 

McFarlane-Douglsa  Co.,  Ottawa. 

OBNAMENTAI.  IRON 
Canada   Wire  ft   Iron   Goods  0*, 
Hamilton. 

FAILS — Wood 
Wm.  Cane  ft  Sons  Co..  Newmarket. 

PAINTS  AND  OILS 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  ft  Color  Co.,  T*- 
ronto. 

Ottawa  Paint  Co.,  Ottawa. 
R.  C.  Jamieson  ft  Co.,  Montreal. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin  Senour  Co.,  Montreal. 
Benj.  Moore  ft  Co.,  West  Toronta^ 
Pratt  ft  Lambert,  Balfalo. 
Pinchin-Johnson  Co.,  Toronto. 
A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co..  Toronto. 
Sherwin-Williams  Co.,  Montreal. 

PAINT  SPRAYING  BIACHINES 
A.  Ramsay  ft  Son  Co.,  Montreal. 

PAINTERS'  TRESTLES 
Stratford  Mfg.  Co.,  Stratford. 
A.  Ramsay  &  Son  Co..  Montreal. 
McFarlane  Ladder  Works,  Toron- 
to. 

Walker  Bin  ft  Store  Fixture  (Jo.. 

Berlin. 

PAPEEHANGERS-  TOOLS 

Sanderson  Pearcy  ft  Co..  Toronto. 
A.  Ramsay  ft  Son  Co..  Montreal. 

PARIS  GREEN 
Sherwin-Williams   Co.,  Montreal. 

A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronto. 
Canada  Paint  Co..  Montreal. 

PARLOR  DOOR  HANGERS 
Richards-Wilcox      Canadian  CTo., 

Ltd.,  London. 
Canada  Steel  Goods  Co..  Hamilton. 
Taylor-Forbes  Co..  Guelph. 

PERFORATED  METALS 

B.  Greening  Wire  Co..  Hamilton. 
Canada   Wire   &  Iron   Goods  (3«, 

Hamilton. 

PICTKS 

Welland  Vale  Mfg.  Co.,  St.  Catk- 
arines. 

PIG  IRON 
Steel  Co.  of  Canada.  Hamilton. 
Samuel.  Benjamin  ft  Co..  Toronto. 
PIPE    CUTTERS   AND  VISES 

Armstrong    Mfg.    Co.,  Bridgeport. 

Conn. 

James   Morrison   Brass    Mfg.  Oo. 
Toronto. 

PIPE     AND  FITTINGS — Black 

and  GalTanlsed 
James   Morrison    Brass    Mfg.  Co. 

Toronto. 
Canada  Metal  Co..  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 

PLANES 
Stanley   Rule    ft    Level    Cc  Nsw 

Briisin.  Conn. 
National    Mach.     ft    Supply  Co. 

Hamilton. 

PLASTER 
Aiabastine  Co..  Ltd.,  Psris. 

PLASTEE  OF  PAEIS 
A.  Rsmsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronto. 
Canada  Paint  Co..  Montreal. 
Aiabastine  Co..  Ltd.,  Paris. 
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48  COLBORNE  ST.,  TORONTO,  ONT.  Branches,  at  167  RENDER  ST.  W.,  VANCOUVER.  B.C. 


Every  Decorator  who  comes  into  Your  Store  will  buy 

MURESCO 

THE    BEST   WALL  FINISH 

He  needs  it  in  his  business.  Decorators  can  depend  on  the  work  that  Muresco 
does.  It  pleases  customers  and  keeps  the  connection.  It  pays  the  Hardware  man 
and  it  pays  the  Decorator.  Muresco  is  just  what  we  say  it  is — "the  best  wall 
finish."  Does  not  peel,  crack  or  rub  off.  Put  up  in  19  colors  and  tints  and  can 
be  altered  to  anv  shade. 


If  our  traveller  never  got  your  order,  write  us  for  prices,  terms  and  literature  about  Muresco. 

YOU  OUGHT  TO  BE  POSTED 

Benjamin  Moore  &  Co.,  Limited 

PAINTS.  COLORS,  VARNISHES  AND  MURESCO         -  -         WEST  TORONTO 
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PLATES     AND  HOOKS 
0»n>di»ii  Yale  A  Towne,  Ltd.,  St. 

Cathkrinug. 
Bommer  Brothers,  Brooklyn. 

PLOWS — Oradlng 
Mekford    Wheelbarrow    Go.,  Mea- 
<ord. 

PLIERS 

Orescent  Tool  Co.,  Jamestown,  N. 

Y. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

Smith  &  Hemenway,  New  York. 

PLUMBS  AND  LEVELS 
Stanley    Rule   &    Level    Co.,  New 

Britain,  Conn. 

PLUMB  BOBS 
Taylor-Forbes  Co.,  Ouelph. 
Stanley   Bale   &    Level   Oo.,  New 

Britain,  Conn. 
POLISHES — Furniture  and  Wood 
Q.  F.  Stephens  &  Co.,  Winnipeg. 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Martin-Senour  Co.,  Montreal. 

A.  Ramsay  &  Son  Oo.,  Montreal. 
Stuart  &  Foster.  Toronto. 
POLISHES — Metal      and  Stove 
Sherwin-Williams  Oo.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
Nickel  Plate  Polish  Co.,  Windsor. 
Ronnk,  Ltd.,  Toronto. 

POLISHING  BRUSHES 
Boeckh  Bros..  Ltd.,  Toronto. 
Meakins  &  Sons,  Hamilton. 

POST  HOLE  DIQOERB 
Otterville  Mfg.  Co.,  Otterville. 
POULTRY  NETTING 

B.  Greening  Wire  Co..  Hamilton. 
Imperial  Steel  &  Wire  Co.,  Oolling- 

wood. 

McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

PULLETS 
Canadian      Fairbanks-Morse  Oo., 

Montreal. 
Taylor-Forbes  Co.,  Ouelph. 

PUMPS 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

James  Morrison  Brass  Mfg.  Oo., 

Toronto. 
Beattie  Bros.,  Fergus,  Ont. 
Heller  Aller  Oo.,  Windsor. 
Canadian     Fairbanks-Morse  Oo., 

Montreal. 
Dayton  Pump  A  Mfg.  Co.,  Dayton. 

Ohio. 

BAKES 

Welland  Vale  Mfg.  Co..  St.  Oath- 
•rines. 

RASPS 

Nicholson  File  Co.,  Port  Hop*. 

RAZORS 
Arch.  McFarlane,  Montreal. 
Dorken  Bros.,  Montreal. 
Geneva  Cutlery  Co.,  Geneva,  N.T. 
REFRIGERATORS      AND  lOE 

CHESTS 

Tlios.   Davidson   Mfg.   Co.,  Mont- 
real. 

Lewis  Bros.,  Ltd.,  Montreal. 
MeOlary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Sanderson-Harold  Co.,  Paris. 
REGISTERS — Hot  Air  Furnace 
Canadian  Heating     k  Ventilating 

Co,.  Owen  Sound. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Clare  Bros.,  Preston. 
Gumey  Foundry  Oo.,  Toronto. 
McOlary  Mfg.  Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Gait  Stove  &  Furnace  Co.,  Gait. 
Kir-Ben,  Ltd.,  Almonte. 
Tnttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 

Hamilton   Stove     A   Heater  Oo., 
Hamilton. 

RIVETS 

Parmenter  Bulloch  Co.,  Gananoqne. 
Steel  Co.  cf  Canada,  Hamilton. 
RIFLES — Sporting  and  Military 
Rosa  Rifle  Co.,  Quebec. 
Bee  also  Guns  and  Rifles. 

ROD  OOUPLINOS 
Otterville  Mfg.  Oo.,  Otterville. 
ROPE 

Scythes  &  Oo.,  Toronto. 

Consumers'   Cordage  Co.,  Toronto. 
ROOFING  BRACKETS 

Stanley   Rule   &   Level   Co.,  New 
Britain,  Conn. 

ROOFING  (Prepared) 

Brentford  Roofing  Co.,  Brentford. 

Patterson  Mfg.  Oo.,  Toronto. 

H.  S.  Howland  Sons  li  Co.  To- 
ronto. 

Canadian   Supply   A  Contracting 
Co.,  Toronto. 


BOOFINO  SUPPLIES 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

ROOFERS'  FELT 
Winnipeg    Ceiling    k    Roofing  «Jo., 

Winnipeg. 
•McFarlsne  Douglas  Co.,  Ottawa. 

RUBBER  GASKETS 
Qutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

RULES  AND  TAPES 
Lufkin     Rule     Co.     of  Canada, 
Windsor. 

Stanley    Rule    ft    Level    Co.,  New 
Britain,  Conn. 
RUBBER  BOOT  REPAIRS 
Marble   Arms   &   Mfg.   Co.,  Glad- 
stone, Mich. 

RULES — BojTwood 
Lufkin     Rule     Oo.     of  Canada, 
Windsor. 

Stanley   Rule    &    Level   Co.,  New 

Britain,  Conn. 
SAD  IRONS — Mrs.  Potts' 
Taylor-Forbes  Co..  Guelph. 

SAD  IRONS — Gas  and  QaaoUne 
McClary  Mfg.  Co..  London. 
H.  W.  Knight  &  Bros.,  Toronto. 
Taylor-Forbes  Co.,  Guelph. 

SAD  IRONS — Asbestos  Lined 
Dover   Mfg.     Co.,    Canal  Dover, 

Ohio. 

Chicago    Hardware   Foundry  Co., 
Chicago,  111. 

SAFES  AND  VAULTS 

Canadian      Fairbanks-Morse  Oo., 
Montreal. 

SAFETY  RAZORS  AND  BLADES 

Gillette   Safety  Razor   Co.,  Mont- 
real. 

Auto-Strop  Safety  Raxor  Oo.,  To- 
ronto. 

SALAMANDERS 
Gurney  Foundry  Co.,  Toronto. 
SANDPAPER 

A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire   &   Iron   Goods  Co., 
Hamilton. 

SANITARY  CLOSETS 
Superior  Mfg.  Co.,  Hagersville. 
Stoel     Trough     ft     Machine  Co., 
Tweed. 

SAP  SPOUTS  AND  BUCKETS 
Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Taylor-Forbes  Co.,  Guelph. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

SASH  CENTRES 
Taylor-Forbes  Co.,  Guelph. 

SASH  LIFTS 
Stanley     Works,     New  Britain, 
Conn. 

SASH  PINS 
Steel  Oo.  uf  Canada,  Ltd.,  Hamil- 
ton. 

SASH  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 
SAWS 

E.  0.  Atkins  A  Co.,  Hamilton. 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

Sburly-Dietrich  A  Co.,  Gait. 
Henry  Disston  A  Sons,  Toronto. 

SAW  HORSES — Folding 
McFarlane  Ladder  Works,  Toron- 
to. 

SAW  SETS 
Taylor-Forbes  Co.,  Guelph. 
Simonds  Canada  Saw  Oo.,  Mont- 
real. 

Henry  Diiston  A  Sons,  Toronto. 

Chas.  Morrill,  New  York. 

E.  0.  Atkins  A  Co..  Hamilton. 
SCALES— Weighing 

Csnadian     Fairbanks-Morse  Co., 
Montreal. 

Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

SCRAPERS 
Stanley  Kule   A   Level   Co.,  Mew 

Britain,  Conn. 
Meaford  Wheelbarrow     Co.,  Mea- 

ford. 

Tsvlor,   Forbes  Co.,  Guelph. 
SCREEN    AND     STORM  DOOR 
LATCH 

Taylor-Forbes  Co.,  Guelph. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

SCREEN  DOORS  AND  WINDOWS 
Sanderson  Harold  Co.,  Paris. 

SCREEN  DOOR  SETS 
Stanley,     Works,     New  Britain. 

Oonn. 

Taylor-Forbes  Co..  Guelph. 
Bommer  Brothers,  Brooklyn. 

SCREWS 
P.  L.  Robertson  Mfp.  Co..  Milton. 
Steel  Co.  of  Canada,  Hamilton. 

SCREWS— Bench  and  Jaek 
Tavlor  Forbes  Co..  Ouelph. 

SCREW  CLAMPS— AdJnsUble 
Taylor  Forbes  Co.,  Guelph. 


SCREW  DRIVERS 
Cowan  A  0- ilton.  Ltd..  Gananoqne. 
Henry  Disiton  A  Sons.  Toronto. 
North    Broi.    Mfg.    Co.,  Philadel 
phia. 

Stanley    Rule    A    Level    Co.,  New 
Britain,  Conn. 

SCREW  PLATES 
Wells  Bros.  &  Co..  Ltd.,  Gtlt. 
Butterfield  Co.,  Rock  Island,  Que. 

SCYTHES  AND  HAY  KNIVES 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

SHEA^RS — Sheet  Metal 
Peck,   Stow  A  Wilcox  Co.,  Cleve- 
land, Ohio. 
SHEET  METAL  SPECIALTIES 
Burrowes  Mfg.  Co.,  Toronto. 
Fairgrieve  Mptal  A  Stamping  Co., 

Toronto. 
Soren  Broi.,  Toronto. 

F,  T.  Wright  Co.,  Ltd.,  Hamilton. 
SHELF  BOXES  AND  CABINETS 
Cameron  %  Campbell.  Toronto. 
Walker  Bin  A  Store  Fixture  Co., 

Berlin. 

SHELF  SUPPORTS 
Chicago     Hardware    Foundry  Co., 

Chicago,  111. 
SHEEP    SHEARING  MACHINES 
Chicago    Flexible    Shaft    Oo,  Chi- 
cago. 

SHEEP    MARKING  LIQUID 
Sherwin-Williams  Co.,  Montreal. 
SHOT 

Steel  Co.  of  Canada,  Hamilton. 

SHOTGUNS— Repeating 
Remington     Arms      U.M.C.  Co., 
Windsor. 

SHOT  SHELLS 
Remington     Arms      D.M.C.  Co., 
Windsor. 

Dominion     Cartridge   Co.,  Mont- 
real. 

SHOVELS  AND  SPADES 
Lundy  Shovel  A  Tool  Co..  Peter- 
boro. 

Canadian  Shovel  A  Tool  Co.,  Ham- 
ilton. 

SILVERWARE 
Canadian  Rogers  Co.,  Toronto. 
Oneida  Community,   Ltd.,  Niagara 
Falls,  Ont. 

SKATE  STRAPS 

G.  L.  Griffith  A  Son,  Stratford. 
Owen    Sound    Steel    Press  Co., 

Owen  Sound. 

SKYLIGHTS 
Metal  Shingle  A  Siding  Co.,  Pres 
ton. 

Wheeler  A  Bain,  Toronto. 
McFarlane-Douplas  Co..  Ottawa. 
Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg,  Man. 

SLEDGES 
Taylor-Forbes  Co.,  Guelph. 

SLEDS 

Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

Richards- Wilcox     Canadian  Co., 
Lt<l.,  London. 

Oendron   Mtg.  Co..  Toronto. 
SNOW  SHOVELS 

Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

Sheet  Met«l  Products  Co.,  Toron- 
to. 

Canada   Steel   Goods   Co.,  Hamil- 
ton. 

SOAP  URNS 

Chas.  Morrill,  New  York,  N.Y. 

SOLDER 
Canada  Metal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg  Ceiling   ft   Roofing  Co., 

Winnipeg. 
McOlary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Boggs  Co.,  Hamilton. 

SPIKES 
Steel  Co.  of  Canada,  Hamilton. 

SPOKESHAVES 
Stanley  Rule   A   Level   Co.,  New 
Britain,  Conn. 

SPONGES 
A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co..  Toronto. 

SPORTING  GOODS 
Dominion     Cartridge  Co.,  Mont- 
real. 

Marble  Arms  Mfg.  Co.,  Gladstone. 
Mich. 

SPOONS    AND  FORKS — Tin 
Thos.   Davidson    Mfg.    Co.,  Mont- 
real. 

SPRAYERS 
Sherwin-Williams  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Canadian      Fairbanks-Morse  Co^ 

Montreal. 
Specialty  Mfg   Co..  Grimsb;. 

SPRI.'^OS  AND  AXLB8 
Guelph  Spring  A  Axle  Co.,  Gaelpk. 
Taylor-Forbes  Co.,  Gnelph. 


SPRING  HINGES 
Pommer  Brothers.  Brooklyn. 
Chicago  .Sriring  Butt  Co..  Chicago. 
RPBINKLER8 — Automavle,  FUe 

James    .Morrison    Brass    Mfg.  Co, 

Toronto. 

SPRINKLERS— Lawn 
Taylor  Korbes  Co..  Guelph. 
James    Morrison   Brosa   Mfg.  Co.. 

Toronto. 

SQUARES — Try    and  Mltr* 

Stanley  Rale  A  Level  Co.,  New 
Britain.  Conn. 

STALLS,  STANCHIONS.  AND 
COW-BOWLS— Metal 

Metal  Shin,{le  A  Siding  Co.,  Pres- 
ton. 

Steel  Trough  A  Mfg.  Co.,  Tweed. 
Bratty   Bros.,  Fergus. 

STAIR  PLATES 
Steel     Equipment     Co..  Ottawa. 

STAPLES 
Steel  Co.  "f  Canada.  Hamilton. 
Canada  Steel  Goods  Co.,  damiltoa. 
Cowan  A  Britton.  Gananoqne. 
Laidlaw  Bale  Tie  Co.,  HamUton. 

STORAGE  BATTEBIXS 
Canadian      Fairbanks- Morse  Co.. 
Montreal. 
STORM  WINDOW  HINGES 
Watrous     Acme     Mfg.     Co.  D«» 
Moines,  Iowa. 

STEEL  RULES — Machinists' 

Lufkin  Rule  Co.  of  Canada.  Wind- 
sor. 

STEP  LADDERS 
McFarlane  Ladder  Works.  Toronte. 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.  Co..  Otterville. 

STOVE  TRIMMINGS 
Radiant  El.>ctric  Co.,  Grimsby. 

STOVES  AND  RANGES 
Bowes,  Jamieson.  Ltd.,  Hamilton. 
Btaeh  Foundry  Co..  Ottawa. 
Burrow,  Stewart  A  Milne,  Hamil 
ton. 

Casadian    Heating    ft  Ventilating 

Co.,  Owen  Sound. 
Copp  Stove  Co.,  Fort  William. 
Clare  Bros,  ft  Co..  Preston. 
Thos.  Davidson  Mfg.  Co..  MontreeL 
Gait  Stove  A  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co..  SackrlUsk 

N.B. 

Specialty  Mfg.  Co.,  Grimsby. 
Findlay  Bros.,  Carleton  Place. 
Gumey  Foundry  Co.,  Toronto. 
Hall  Zryd  Foundry  Co..  Heepeler. 
Hamilton     Stove  A   Heater  O*, 

Hamilton. 
Kir-Ben.  Ltd.,  Almonte. 
McClary  Mfg.  Co.,  London. 

D.  Moore  Co..  Hamilton. 

Jas.  Smart  Mfg.  Co.,  Broekville. 
Jae.  Stewart  Mfg.  Co..  Woodstoek. 
Harrlston  Stove  Co.,  Harriston. 
Supreme  Heating  Co..  Welland. 

STOVE  BOARDS 
McOlary  Mfg.  Co.,  London. 
Sheet  Metal     Products     Co.,  Te- 
ronto. 

E.  T.  Wright  ft  Co.,  Hamilton. 
Gumey  Foundry  Co..  Toronto. 
Thos.   Davidson   Mfg.   Co.,  Meat- 
real. 

STOVE  PIPE  DAMPERS 
Eureka  Damper  Co.,  Montreal. 
Taylor-Forbes  Co..  Guelph. 

STOVE    PIPE  SUNDRIES 
McClary  Mfg.  Co.,  London. 
E.  T.  Wright  Co..  Ltd..  Hamilte*. 
Sheet  Metal  Products  Co..  Tonnt- 
to. 

Thos.  Davidson  Mfg.  Co.,  Meat- 
real. 

STOVE  AND  RANGE  CASTUS 
Chicago   Hardware   Foundry  Oa^ 

Chicago.  111. 
Moffat  Stove  Co.,  Weston. 

STOVE  POLISH 
Duncan  Electric  Co.,  Montreal. 
Nickel-Plate   ft   Stove   Polish  (}», 

Windsor.  Ont. 

STOCKS  AND  DIES 
Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

STORE  LADDERS 
Richards- Wilcox     Canadian  Os, 

London. 

Milbradt  Mfg.  Co..  St.  Louie.  Me^ 

STORE  FRONTS — Metid 
Consolidated  Plate  Glass  Co.,  Te- 

ronto.   

SWINGS — Laws 
Stratford  Mfg.  Co..  Stratford. 

TABLE  CUTLBBT 
.Arch.  McFarlane.  Montreal. 
Oneida   Community,    Oneida.  M.T. 
Canadian  Rogers  Co..  Toronto. 
TACKS 

Steel  Co.  of  Canada.  Hamilton. 
Parmenter      Bulloch      Co..  Gaa- 
anoqne. 

TANKS 

Metal  Shingle  A  Siding  Ce_  Pres- 
ton. 
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IS  easy  to  win  if  you  hold  a  Diploma  as  a  Graduate 
from  the  Business  or  Shorthand  Department  of  the 
Central  Business  College  of  Toronto,  The  Shaw 
Railroad  and  Telegraph  School  or  of  any  of  the 
high-grade  courses  in  Accounting,  Illustrating, 
Advertising,  Show  Card  Writing,  Etc,  given  by 
The  Shaw  Correspondence  School. 


These  Schools  enjoy  an  excellent  reputation  for 
reliability,  thoroughness  and  successful  gradu- 
ates, and  are  now  commonly  known  as 

Wrlle  for  catalogue—  name  course  uou  ipan/ 

W.  H.  SHAW.  President 


Head  Offices :  Yonge  and  Gerrard  Streets,  Toronto,  Canada 


WANTED  and  FOR  SALE 

Adi  under  this  head  25  cents  per  line.  Foar  lines 
once  for  $1.00,  three  times  for  $2.00.  Cash  must 
accompany  order.    No  accounts  booked. 


M amufacturers '  agent  -wianted  to  introduce  an  espeeiaJly  at- 
tractive line  of  popular  priced  cigar  lighiters.  Write  S.  H.  S., 
Box  A,  Canadian  Hardware  Journal,  Toronto. 


§1  s 

1                 TRADE    /RX  MARK 
m  /niacarj\ 

\  BATHROOM 
J  FIXTURES 

Made  in  Canada 

That  contain  the  Best  Quality  at 
Reasonable  Prices. 

\               Write  for  our  40-Page 
:/  Catalogue 

No.  150  V-^jgdJ^ 

"^I^^     Kinzinger,  Bruce  &  Co. 

NIAGARA  FALLS.  ONT.  Ltd. 

VVs^ne   Oil   Tank   &    Pamp  Co., 

Wooditock. 
8t*«l     Trouch     ts     Machine  Co., 
Tweed. 

TANS  AND  SILO  TUaS 
Ottarrille  Mfg.  Co.,  OtterTilla. 

TAPES — Maasorlng 
Lafkin     Rale     Co.     of  Canada, 
Windior. 

TUB  STANDS 
Ottarrille  Mff.  Co.,  OtterrilU. 
J   H.  Connor  it  Son,  Ottawa. 

TENTS  AND  AWNINGS 
Smart-Wood «  Co..  Ottawa. 

THEBMOMETEBS 
Jamei  Morrison    Brass    Mfg.  Co.. 
Toronto. 

TINSMITHS'  IfAOHINBBT 
Peek,  Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
Btaal     Bending  A  Braka  Worka, 
Chatham,  Ont. 

TINSMITHS'  SHBABS 
Pack,   Stow  A  Wilcox  Co.,  Soath- 
Ington,  Conn. 

TINWABE 
Fairgrieve  Metal  A  Stamping  Co., 

Toronto. 
See  also  iCjsmelware. 

T00L3 — Mechanics' 
North  Bros.,  Philadelphia,  Fa. 
Pack,  Stow  A  Wilcox  Co.,  South- 

ington,  Ct^nn. 
Stanlej   Rule   A    Level    Co.,  New 
Britain,  Conn. 

TOOL  QBINDEBS 
Tsylor-ForbeB  Co..  Guelph. 

TBAPS — LaTatorr 
James    Morrison    Brass    Mf<.  Co.. 

Toronto. 
Canada  Metal  Co.,  Toronto. 

TBAPS — Animal 
Ontida  Community,   Ltd.,  Niagara 

Falls  Ont. 
Peek,  Stow  A  Wilcox  Co.,  CUt*- 
land.  Ohio. 

TRAPS— Bat 
Canada   Wire   A   Iron   Goods  Co., 
Hamilton. 

TBAPS — Staam 
James    Morrison    Brass   Mfg.  Co., 
Toronto. 

TBEE  TBIMMEB8 
Taylor  Forbes  Co..  Guelph 

TBOWELS 
K.  C.  AtVlns  A  Co..  Hamilton. 
Hanry  Disstnn  &  Sons,  Toronto. 

TEUOKS — WarahoQsa 
Canadian      Fairbanks-Morse  Co., 
Montreal. 


Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

XmSBELLA  HOLDEBS 
Springer  Lock  Mfg.  Co.,  Belleville. 

VAOUTJM  OLEANEBS 
Oi.ward  Mfg.  Co.,  Berlin. 

Invincible  Renovator  Co.,  Toronto. 
Clements  Mfg.  Co.,  Toronto. 

VARNISHES 
Benj.  Moore  A  Co.,  Toronto. 
Lowe  Bros ,  Ltd.,  Toronto. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sanderson  Pearey  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
A.  Bamsay  A  Son  Co.,  Montreal. 
Ottawa  Vimish  Co.,  OtUwa. 
R.  C.  .lamieson  &  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Wm.  Harland  &  Son,  Toronto. 

VE  NTILATOBS— Metal 
Metal  Roofing  A  Siding  Co.,  Pres- 
ton. 

Vrinnipeg  Celling  A  Roofing  Co., 
Winnipeg. 

Saniia    Metal    Products    Co.,  To- 
ronto. 

McOlary  Mfg.  Co.,  London. 

VATS — StMl  Ohe*s« 
Steel    Trough    A    Machine  Co., 
Tweed. 

VISES 

Stanley  Rule  A   LstcI   Co.,  New 

Britain,  Conn. 
National    Machine   A   Supply  Co., 

Hamilton. 
Taylor-Forbes  Co.,  Ouelph. 
James    Morrison   Brass   Mfg.  Co., 

Toronto. 

Armstrong    Mfg.    Co.,  Bridg3port, 

WAGON  JAOKS 
Biehards- Wilcox       Oanadiaa  Oo- 
New  York. 

WAGON  WATER  TANK3 
Steel   Trongh     A     Machine  Co., 
Tweed. 

WAFFLE  IBONS 
Taylor  Foibas  Co.,  Ouelph. 

W\BH  BOARDS 
Wm.  Cane  A  Sons  Co.,  Newmarket. 
Conn. 

Cammer-Dowrwell,     Ltd  .  HabII- 
ten. 

WASH  TUBS 
Wm.  Cane  A  Sons  Co..  Newmarket. 


WASTE — Cotton  and  Wool 
Scythes  A  Co.  Toronto. 

WASHEBS 
Stael  Co.  <)l  Canada,  Hamilton. 
Taylor-Forbes  Co.,  Ouelph. 
Canada  Metal  Co.,  Toronto. 
Outta  Pereha  A  Rubber,  Ltd^  To- 
ronto. 

WASHING  MACHINES 
Beattie  Bros.,  Fergus,  Ont. 
J.  H.  Connor  A  Son,  Ottawa. 
Ctmmer-Dowsweli  Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Geo.  0.  Kaitting  A  Sons,  Ostt. 
Nineteen    Hundred     Washer  Co., 

Toronto. 
Taylor-Forbes  Co.,  Ouelph. 
One  Minute  Mfg.  Co.,  "Toronto. 

WATEB  SEBVIOE  STSTLMS 
Dayton     Pump   A   Machine  Co., 

Dayton,  Ohio. 
WATEB  AND  HOG  TBOUGHS 
Steel    Trongb    A    Machine  Co., 

Tweed. 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton.   

WEDGES 

Taylor-Forbes  Co.,  Guelph. 

WELL  OUBB — Oorrngated  Matal 

Winnipeg   Ceiling  A   Roofing  Co., 
Winnipeg. 

WHEBLBABBO  WS 

Maxwells,  Ltd.,  St.  Mary'a. 

Meaford  Wheelbarrow     Co.,  Mea- 
ford. 

WHIFFLETEEES 
Drayton  Mills.  Ltd.,  Drayton,  Ont. 

WHIP  RACKS 
Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

WILLOW  BASKETS 
Heakins  &  Sons,  Ltd.,  Hamilton. 

WINDOW  SETS — Basement 
Taylor-Forbes  Co.,  Guelph. 
Stanley  Worka.  New  Britain,  Conn. 

WIRE  CLOTHES  L00EEB8 
Canada   Wire   A   Iron   Goods  Co., 
Hamilton. 

WIRE  DOOR  MATS 
Canada   Wire   A   Iron   Goods  Co., 

Hamilton. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

WIRE 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Stsel  Co.  of  Canada.  Hamilton. 


WIRE  DOOB  PULLS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

WIRE  CLOTH 
B.  Greening  Wire  Co.,  Ltd..  Hamil- 
ton. 

Canada  Wire  A  Iron  Goods  Co., 

Hamilton. 

WTBE  FENCING 
Banwell-Hoxie  Wire     Fence  Co., 

Hamilton. 
McGregor,     Bsnwell     Fenco  Co., 

Walkerville. 

WIBB  FENCE  8TBET0HEB8 
Richards-Wilcox      Canadian  Co.. 

London. 

McGregor     Banwell     Fence  Co., 
WalkerriUe. 

Otterville  Mfg.  Co.,  OtterTiUa. 
WIBE  GOODS 

H.  Greening  Wire  Co.,  Hamilton. 

McClary  Mfg.  Co.,  London. 

Canada  Wire  A  Iron  Goods  Co., 
Hamilton. 

E   T.  Wright  Co.,  Ltd.,  Hamilton. 

Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

WHITE  LEAD 
Benjamin  Moore  A  Co.,  Toronto. 
Srandram  Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Steel  Co.  of  Canada,  Hamilton. 
Lowe  Bros.,  Ltd.,  "Toronto. 
Martin-Senour  Co.,  Montreal. 
A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 

WOODENWAEE 
Wm.  Cane  &  Son,  Newmarket. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Meakins  A  Sons,  Hamilton. 

WBENOHES. 
Crescent     Tool     Co.,  JamestowB, 
N.Y. 

WBINGEBS— Clothss 
American  Wringer  Co.,  New  Tork. 
Cnromer-I>nws«ell.  Ltd.,  Hamilton. 
&.azwellB,  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Ouelph. 

WRINGEB  BOLLS 
Outta  Perctia  A  Rubber,  Ltd.,  To- 
ronto. 

ZINO  OBNAMBNTS 
Winnipeg  Ceiling   A   Booflng  O*., 
Winnipeg. 
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A 

Armstrong  Mfg.  Co   14 

AmericaD  Wringer  Co   20 

B 

Banwell-Hoxie     Wire  Fpnce 

Company   21 

Barnett  Co.,  G.  &  H   21 

Bommer  Bros   21 

Bowes,  Jamieson,  himited.  ...  7 

Brandram-IIender.soii.   Ltd.    .  .  tl 

Uiirlinffton  VVitifl.>«)r  Blanket  Co.  12 

C 

(Janiidian  (ieneriil  Klcctric  Co. . . 

Can.  Wm.  A.  Rogers,  Ltd.  ...  13 

Cane  &  Sons  Co.,  Wm   12 

Chicago  Spring  Butt  Co   21 

Oummer  Dowswell,  Ltd   19 

D 

Di8.ston,  Henry,   &  Sous    ....  IT 

Davidson  Mfg.  Co.,  Thos.  .  .  .  » 

Dominion  Cartridge  Co   6 

Dui)ont  Powder  Co   18 


E 

Easy  Washer  Co   20 

O 

Oreening  Wire  Co.,   Ltd.,  B.  o.b.c. 


Gutta  I'ercha  &  Rubber,   litd.  18 
H 

Howland,  Son.s  k  Co..  H.  S. .  .  h 
I 

Iniiicrial  Oil  Co   9 

J 

.Jenkins  &  Hardy    20 

K 

Kinzinger,  Biuce  &  Co   06 

Kir-Ben,    Limited    15 

L 

l.iiidlaw  Bale  Til-  ('o   10 

l.ufkiii  Rule  Co   66 


K 


^f anion  Bros   18 

Meakins  &  Sons    8 

Metal  Specialties  Mfg.  Co.  ...  8 

Milbradt  Manufacturing  Oo. .  .  16 

Moore  &  Co.,  Benjamin   63 

Morrison  Brass  Mfg.  Co..  -fas.  12 


N 

Nicholson  File  Co   4 

Nineteen  Hundred  Washer  Co.  18 

North  Bros.  Mfg.  Co   16 

O 

One  Minute  Mfg.  Co   19 

Otterville  Mfg.  Co   20 

Ottawa  Paint  Co   55 

Ontario  Lantern  &  Lamp  Co.  .  17 

Onward   Mfg.  Co   10 

P 

Farnienter  Bulloch  Co..  The..  20 

I'pok,  Stow  &  Wilcox  Co.  ...  61 


Remington  Typcvriter  Co.    .  55 

Ramsay  &  Son  Co..  \   63 

Rice  Lewis  &  Son    ...  3 

Remington  Arms  (,'o.  1  1 

S 

Steel  Trough  &  Machine  Co..  .  19 

Sheet  Metal  Products  Co  i.f.c. 

Stanley  Rule  &  Level  Co.  ...  14 

Steel  Company  of  Canada  ...  10 

Steel  Bending  Brake  Works.  .  14 

Stratford  Mfg.  Co   16 

Sam  is  Metal  Products   4 

Shaw  Correspondence  School .  65 

Simonds  Canada  Saw  Co  o.f.c. 


T 

Toronto  Plate  Glass  Impt.  Co.  66 


W 

Wayne  Oil,  Tank  k  Pump  Oo.  .5.^ 
Wright  Co.,  E.  T    •-'■) 


A 


'ii^MriAi  MEASURING  TAPES 
riilW  and  RULES 


WILL  SELL  WELL 


Back  of  that  are  these  causes  quality  put  into  the  goods     The  reputation  they  bear 

among  users.  But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact  — 
THEY  WILL  MOVE.  Not  only  are  they  the  best,  but  they  are  recognized  as  such  by  users 
of  Measuring  Tapes  and  Rules.    More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 


THE /uFK/N Rule  t?0'  ofQanadaJtj), 
W/Af/>30/t0Jvr. 


RED 


s 


BRAND 
WINDOW 
GLASS 


GLASS 
BENDERS 
TO 
THE 
TRADE 


THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 


DON  ROADWAY 


Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
and  Ornamental  Glass 


TORONTO 


When  writing  te  advertisers  kindly  mention  Canadian  Hardware  Journal 


Miiy,  191  r, 


CAXADIAX  HARDWARE  JOURNAL. 


Leisure  reading  that  means 
more  dollars  when  you  work 


find  that  p 
pi'ceede  or 
a  privilege. 


A  knowledge  of  the  big  problems  of  business, 
put  into  a  very  comprehensive  and  readable 
style,  helps  you  in  finding  easier  and  quicker 
ways  of  overcoming  them.  That's  what 
Frank  Farrington  does  in  these  two  books. 
You  will  like  the  way  his  mind  works.  The 
wide  scope  of  his  experience,  the  accuracy 
of  his  statements,  and  his  knowledge  of 
human  nature  all  combine  to  make  them  vol- 
umes that  will  be  read  not  only  for  the  enter- 
tainment they  afit'ord,  but  for  their  practical 
worth  in  the  conduct  of  a  retail  store.  The 
busy  man  will  appreciate  these  books  for 
another  reason ;  they  are  written  in  concise 
form  and  he  may  start  reading  anywhere  and 
articular  chapter  complete  in  itself,  and  depending  in  no  wise  upon  those  which 
follow.    Although  if  he  fails  to  read  every  one  of  them  he  is  depriving  himself  of 


Retail  Advertising 

■'Retail  Advertising  Complete"  covers  with 
a  comprehensive  grasp  such  subjects  as 
newspaper  advertising,  how  to  get  up  the 
ads.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 
tising, and  the  subject  of  novelties  is  thor- 
oughly discussed ;  that  important  part  of 
advertising  which  is  done  inside  the  store 
is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 
as  bill  posting  and  other  means  of  reaching  outly- 
ing districts;  advertising  direct  by  mail  an-d  mail 
order  opportunities  and  advantages  are  gone  into 
carefully;  special  sales  as  business  getters,  and  some 
features  that  make  them  successful,  are  presented 
in  a  convincing  manner.  In  short,  this  book  is  the 
common  sense  psychology  of  advertising. 

266  Pages,  5x7  inches,  Cloth 
Price  $1.00  Delivered 


Store  Management 

In  "Store  Management  Complete,"  which  is  well 
illustrated,  the  author  gives  a  clear  and  concise  pic- 
ture of  the  kind  of  man,  physically  and  mentally, 
that  the  successful  merchant  should  be;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 
sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 
vantages of  various  locations  are  discussed;  how 
to  make  the  most  of  a  poor  one,  and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  plan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
space,  and  systems  of  storing  extra  stock. 

An  interesting  chapter  on  "Clerk  Management" 
brings  out  the  advantage  of  knowing  people  and 
how  to  handle  them.  The  other  chapters  deal  with 
the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  jiremium  giving.  The  man 
and  the  business;  their  relation  and  success,  that's 
the  book. 


252  Pages,  5x7  inches,  Cloth 
Price  $1.00  Delivered 


Both  Volumes  $1.90  Postpaid 


The  Commercial  Press,  Limited 


PubltMherg  of 

Cnnixlian  Iliirrlvvniu  Journal 

The  Kfjtfiil  f<roi-er  and  I'rovi-iioner 

Ciinadinn  Furniture  World 

and  The  rndertnkcr 
Retail  DniBftist  of  Cnnadn 
The  Canadian  Nnr-^c 


32  Colborne  Street 
Toronto,  Canada 


Publishers  of 

The  Canadian  JIanufacturor 

The  Canadian  Builder  and  Carpenter 

The  Canadian  Clay- Worker 

The  Machine  .''hop 

The  Klectrital  Dealer  and  Conlraclor 
Motoring: 

Good  Koads  of  Canada. 


Every  Retailer  should 
stock  this  line 

Sales  increasing  immensely 


Circulates 
in  every 
Canadian 
Province 


Covers  the 
Stove  and  Heating 
Metal  Working 
and  Paint  Trades 


Published  by  The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


IVho  also  Publish  :  The  Retail  Grocer  and  Provisioner,  The  Retail  Druggist,  Canadian  Furniture  World  and  The  Undertaker,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worker,  Motoring,  Electrical  Dealer  and  Contractor, 
Good  Roads  of  Canada,  The  Machine  Shop,  The  Canadian  Nurse 
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No.  6 


/.SPORTSMEN'S^ 
EADQUARTEF 


FIREARMS  & 
AMMUNITION 


Insure 
Your  Trade! 


You  INSURE  future  Profitable 
Business  by  selling 

UMt  ^ 

RIFLES  and  SHOT  GUNS 

You  sell  sure  satisfaction.  I'he  net  results  of  loo  years'  experience 
in  the  production  of  highest-grade  arms. 

And  every  Arm  you  sell  is  an  inducement  to  the  buyer  to  use  Remington-UMC  Ammunition  in  tliat 
Like  Reminffton-UMC  Shot  Guns  and  Rifles,  Remins^ton-lhMC  Ammunition  is  right.       I'acli  Cartri 
gauged  in  the  arm  for  \\  hit  h  it's  made.     Ami  there's  ".A  Bird  in  every  Shell.  " 


If  you  want  to  hold  the  cream  of  the  Sportsmen's 
Trade    win  it  with  the  REMINGTON  -  UMC  Line 


REMINGTON  ARMS-UNION  METALLIC  CARTRIDGE  CO. 


LONDON,  ENG. 


(Contractors  lo  the  Britith  Imperial  and  Colonial  Governments) 

WINDSOR,  ONTARIO 


NEW  YORK,  U.SA. 


CAXADIAX  IIAHDWAI.'K  -for UNA Ti. 


SMP 


4^ 


QUALITY 


This  Trade  Mark  is  Your  Guarantee  and  Your  Customers' 


Shipments  Made  Promptly 


THE  SHEET  METAL  PRODUCTS  CO.  ^"n^Mrp^"" 

MONTREAL  TORONTO 


LIMITED 
WINNIPEG 


June,  1915 
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"Excello^'  Ready  Roofing 

No.  1,  2,  3  Ply- --Rubber  and  Sand  Coated 

"  Excello"  is  a  business  builder.  You  can  guarantee  it  absolutely  to  your 
customers  as  the  best  and  most  durable  ready  roofing  that  money  and  brains  can 
produce.  It  is  easy  to  lay,  guaranteed  to  last  1  5  years  and  longer,  and  it  costs  less. 
"Excello"  will  effectively  resist  heat  and  cold,  rain  and  snow — it  is  proof  against 
all  weather  conditions.    Write  for  full  particulars  and  samples. 

Jewel  Ready  Roofing 

This  is  a  more  moderately  priced  roofing,  and  will  give  entire  satisfaction.  You 
can  have  every  confidence  in  recommending  it  to  your  customers.  It  is  the 
biggest  value  on  the  market  to-day.    In  1,  2  and  3-PIy,  Sand  Coated. 

We  also  carry  a  complete  line  of  Building  Papers,  Cerite 
Sheathing,  etc.      Write  us  for  full  particulars  and  prices. 

U.  S.  Poultry  Fence 

We  still  have  a  large  supply  of  this  most  profitable  fence  in  staple  sizes  and 
ready  for  immediate  shipment.  Better  have  a  look  over  your  stock  and  send 
in  order  right  away. 

Dunham  Water- Weight  Rollers 

A  good  assortment  of  these  famous  lawn  rollers  still  in  stock.  To  make  room 
for  fall  and  winter  goods  we  are  offering  them  at  greatly  reduced  prices.  It 
will  be  to  your  mterest  to  write  now  for  further  particulars. 


Rice  Lewis  &  Son^  Limited 

TORONTO        -  ONTARIO 


When  writing  to  advortiaoiB  Wndiy  mcutlon  Canadian  Haidwaio  Journal 
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TWO  LEADING 

STRATFORD  LADDERS 


THE  FAULTLESS 

We  cannot  recommend  tliis 
ladder  too  highly.  Made  from 
clear  stock  and  has  wide  steps, 
strong  galvanized  steel  cars, 
rivetted  to  the  top  and  to  the 
risers,  and  an  iron  rod  under 
every  step.  Ecjuippcd  with 
Boyer's  New  Faultless  Lock. 
Its  reliability  also  makes  it  a 
favorite  with  electricians  and 
plumbers. 


THE  HERCULES 

The  strongest  and  most  perfect 
ladder  made.  The  wide  top, 
slides,  stepsand  allstock  enter- 
ing into  it  are  carefully  select- 
ed from  the  best  material.  All 
iron  and  steel  parts  of  the  lad- 
der are  finished  in  aluminum 
which,  with  the  clear  bright 
wood,  makes  this  pattern  one 
of  the  most  attractive  and 
easiest  sellers  on  the  market. 


//  you  haven  'l  received  our  new  catalog.  Write  us  at  once 

Stratford  Mfg.  Co.,  Limited 

Makers  of  Ladders,  Lawn  Swings.  Boyer's  Gliding  Settees,  Folding 
Chairs  and  Tables,  Chairs  (or  Assembly  Seating,  Lawn  Camp  and 
Verandah  Furniture,  Kitchen  Cabinets.  Woodenware,  Park  Seats,  etc. 

STRATFORD  ONTARIO 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  yourcustom- 
ers  by  bringing  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for  our  complete 
ROLLING  LADDER 
CATALOGUE.  *howin« 
many  style*  suitable  for 
all  kinds  ofshelring. 


MILBRADT  MANUFACTURING  CO. 

2400  N.  10th  Street  St.  Louis,  Mo. 


G  L 


91  ZI'i-^ 


Round  Joint 


^^^^  '  I  'ijl  STANLEY  1 

0  1»'6j 

9 

ilUlil  IFTT 

i  '  1  1 1  f ! :  : 

1  ; :  !  M  1 

Square  Joint 


Arch  Joint 


N°62 

Square  Joint— Full  Bound 


Double  Arch  Joint^Full  Bound 

Boxwood  Rules 

Tlio  \  alue  of  a  Eule  consists  not  only  in  its  beinf: 
made  of  a  correct  length  and  with  accurate  gradua- 
tions, but  also  that  it  shall  be  made  of  suci 
niiateriials  and  so  put  together  as  to  insure  its  re- 
maining correct. 

The  name  "Stanley"  on  a  BOXWOOD  RULE 
carries  with  it  a  guarantee  of  quality.  This  is  a^s- 
sured  by  the  materials  used  in  the  production  of 
the  goods,  the  advanced  methods  eanployed  in.  their 
manufacture,  and  the  experience  ot  a  company 
which  has  been  making  Boxwood  Rules  for  nearly 
sixty  years. 

The  nicety  of  graduation,  careful  sea^ning  of 
the  stock — which  is  absolutely  es^sential  in  produc- 
ing a  reliable  Rule — and  the  care  exercise<i  in  their 
manufactiu-e,  result  in  an  article  which  is  perfectly 
fitted  for  its  requirement*. 

The  dealer  who  stocks  STANLEY  BOXWOOD 
RULES  can  depend  on  his  customer  being  satisfie<l. 

Stanley  Rule  &  Level  Co, 

New  Britain,  Conn.  U.S.A. 
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CONGOLEUM 
RUGS 

In  Handsomely  Colored  Designs 
THESE  RUGS  ARE  JUST  WHAT  ARE  NEEDED 


THEY'RE  SO  clean  and  nice  looking  and  the 
designs  are  in  such  good  taste. 

They  can  be  left  outdoors  on  the  verandah  all 
summer.  They  can  be  washed  with  the  hose 
— because  they  are  waterproof,  and  they  will 
not  fade  or  get  weather-stained. 

SPECIAL  FEATURES 

Congoleum  Rugs  are  entirely  a  new  product ;  they  lie 
flat  and  firm  without  nailing  and  never  curl  or  "kick-up" 
at  the  edges.  They  are  sanitary  and  washable  because 
they  are  waterproof.  They  are  very  serviceable  and  the 
extensive  and  attractive  advertising  campaign 
conducted  by  the  makers  means  a  big  demand. 


THE  PROFIT  IS  GOOD 


|g;:::::;;;|| 


li: 
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SAMPLES  AND  PRICES  ON  APPLICATION 


H.  S.  HOWLAND,  SONS  &  CO. 

'  LIMITED 

WHOLESALE  HARDWARE 

OUR  PRICES  ARE  RIGHT  TORONTO  SHIP  PROMPTLY 

GRAHAM    NAILS   ARE   THE  BEST 
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I  it's  one  of  the  most  successful  ways  to  create  an  all  year  round  outlet  for  ammunition  and 

shooting  supplies.  To  establish  a  local  gun  club  means  healthy  sport  for  your  townsfolk  ;  meo  and  women,  eld  and  young,  and  good 
business  for  your  sporting  goods  department.    Information  on  requast. 

Dominion  Cartridge  Company,  Limited   :    120  St.  James  Street    :  Montreal 


Cut  illustrAtes  No.  26 


Davidson's  "Frost 
River"  Refrigerators 

Made  entirely  of  Sheet  Steel — Galvanized 


THE  extenor  is  finished  in  a  beautiful 
French  grey,  with  decorated  panels 
and  comer  scrolls.  The  food  chamber 
is  coated  with  white  enamel  and  is  de- 
lightfully dainty  and  clean  in  appearance. 

Locks,  hinges  and  handles  are  solid  brass 
polished — they  are  also  fitted  with  roller- 
bearing  castors  which  make  them  very 
easy  to  move. 

All  inside  parts  are  removable  for  clean- 
ing purposes.  The  all  -steel  body  can- 
not warp,  shrink  or  fall  apart,  and  with 
care  should  last  a  lifetime. 

Made  in  three  size5— Nos.  22,  24  and  26 

Booklet  Wilh  all  particulars  sent  on  application 


The  Thos.  Davidson  Mfg.  Co. 

Limited 

TORONTO       MONTREAL  Winnipeg 
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"PRESTO"  Specialties 

Mean  More  Trade  and  Good 
Profits  for  the  Dealer 


No.  252.  \utoiuatic  Cord  Winder 
and  Presto  Electric  Cigar  Lighter 
with  Holder. 

List  price,  $6.70 


No.  281.  Presto  Inspection  Lamp 
List  price,  $1.35 


I  'HE  large  number  of  arricles  which 
are  included  in  the  lines  of  "Presto 
Specialties"  enables  the  up-to-date  dealer 
to  build  up  a  large  amount  of  new  trade 
and  to  increase  his  profits  materially. 

Illustrations  show  but  4  articles  of  our 
complete  lines  of  "Presto  Specialties," 

Write  us  for  complete  catalog  and 
discounts. 


No.  1020.   Presto  Electric 
Battery  Hand  Lamp. 
Complete  without  battery,  $1 .50 


No.  1060.   Bicycle  Lamp  with  3-inch 
BuU's-Eye  Lens 
Complete  without  battery,  $2.25 


CIGAR  LIGHTERS  and  INSPECTION  LAMPS 
for  Sale  by  all  Canadian  Jobbers. 

Manufactured  hy 

Metal  Specialties  Mfg.  Co, 

730-738  West  Monroe  St.,  Chicago,  111. 


Canadian  Agents  for  Hand  Lamps  and  Bicycle  Lamps 

W.  B.  Morrow,  of  Toronto,  distributor  for  Ontario. 
H.  Wheeler,  of  Montreal,  distributor  for  Quebec. 
Henderson  &  Richardson  of  Montreal,  distributors  for  Maritime 
Provinces. 

The  H.  S.  Mussett  Company,  Winnipeg,  distrihutors  for  Manitoba. 
Ernest  &  Martin  Bernet,  Vancouver,  B.  C,  distributors  for 

British  Columbia. 
Regina  Heating  &  Sheet  Metal  Co.,  Regina,  Sask.,  distributors 

for  Saskatchewan  &  Alberta. 


Durable  because  strongly  built 
Practical  because  adjustable 
Popular  because  serviceable 

THE  NEW 


Disston  No.  56  Plumb  and  Level 

Although  but  recently  on  the  market,  the  numerous  features  of  advantage  combined  in  this 
Plumb  and  Level  have  already  won  for  it  popularity  which  is  rapidly  developing  into  a  strong 
demand. 

In  the  Disston  No.  .'56  Plumb  and  Level  your  mechanic  has  the  rugged  durability  possible  only  in  a  full 
brass  boiuid  tool.  Continued  accuracy  in  service  is  assured  by  the  famous  DISSTON  adjusting  feature. 
Made  of  cherry  in  natural  finish,  with  solid  brass  ends  and  brass-lipped  side  views.  Fitted  with  ground  glasses. 
Made  in  the  following  sizes:  24,  26,  28,  30  in. 

HENRY  DISSTON  &  SONS,  LIMITED 


2-20  Fraser  Avenue 


Toronto,  Ontario 
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Made  in  All  Sizes 


MEAKINS' 


Our  1915  Catalog  Awaits  You 


Meakins  &  Sons,  Limited 

HAMILTON,  ONTARIO 

Warehouses :  Toronto,  London,  Winnipeg 
Meakint  Brush  Co.,  Limited,  Montreal 


TIGER 
WHITE 
LEAD 


The  Lead  With  the  Spread 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  Myi.  25.  50.  100  LB. 
IRONS  AND  500  LB.  KEGS. 


The  Steel  Company  of  Canada,  Ltd. 


The  Differ  ence 

Between  Good  and  Poor  Paint 
and  Varnish  Brushes  is  not  so 
much  a  matter  of  price  as  Brush 
Service.  You  can  sell  Meakins' 
Brushes  every  time  you  point  out 
their  merits  to  your  customers —  and 
they'll  thank  you  for  it  too. 

BRUSHES 


HAMILTON 
VANCOUVER 


MONTREAL 
VICTORIA 


TORONTO 
HALIFAX 


WINNIPEG 
ST.  JOHN 


"Quality  that  Pays  Big  Profits" 


Laidlaw  Wire  Nails 

A  PERFECT  PRODUCT 

Laidlaw  Wire  Nails  possess  the  qualities  that  bring 
to  your  store  the  customers  who  will  buy  Tools  and 
other  hardware — more  sales. 


Make  Laidlaw  Nails  Your  Specialty 

All  Standard  Cauget 

Bale  Ties,  Baling  Wire  and  Staples  for  Every  Purpose 

Prices  on  Reqaett 

The  Laidlaw  Bale-Tie  Co. 

HAMILTON,  ONT.  Umited 

Geo.  W.  Laidlaw  Harry  F.  Mrulden 

Vancouver.  B.C.  Winnipeg.  Man. 
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Leisure  reading  that  means 
more  dollars  when  you  work 


tiiiil  that  p 
[M-eeede  or 
a  privilege. 


A  knowledge  of  the  big  problems  of  business, 
put  into  a  very  comprehensive  and  readable 
style,  helps  you  in  finding  easier  and  quicker 
ways  of  overcoming  them.  That's  what 
Frank  Farrington  does  in  these  two  books. 
You  will  like  the  way  his  mind  works.  The 
wide  scope  of  his  experience,  the  accuracy 
of  his  statements,  and  his  knowledge  of 
human  nature  all  combine  to  make  them  vol- 
umes that  will  be  read  not  only  for  the  enter- 
tainment they  afford,  but  for  their  practical 
worth  in  the  conduct  of  a  retail  store.  The 
busy  man  will  appreciate  these  books  for 
another  reason ;  they  are  written  in  concise 
form  and  he  may  start  reading  anywhere  and 
articular  chapter  complete  in  itself,  and  depending  in  no  wise  upon  those  which 
follow.    Although  if  he  fails  to  read  every  one  of  them  he  is  depriving  himself  of 


Retail  Advertising 

''Retail  Advertising  Complete"  covers  with 
a  comprehensive  grasp  such  subjects  as 
newspaper  advertising,  how  to  get  up  the 

ads.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 
tising, and  the  subject  of  novelties  is  thor- 
oughly discussed;  that  important  part  of 
advertising  which  is  done  inside  the  store 
is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 
as  bill  posting  and  other  means  of  reaching  outly- 
ing districts;  advertising  direct  by  mail  and  mail 
order  opportunities  and  advantages  are  gone  into 
carefully;  special  sales  as  business  getters,  and  some 
features  that  make  them  successful,  are  presented 
in  a  convincing  manner.  In  short,  this  book  is  the 
common  sense  psychology  of  advertising. 

266  Pages,  5x7  inches,  Cloth 
Price  $1.00  DeHvered 


Store  Management 

In  "Store  Management  Complete,"  which  is  well 
illustrated,  the  author  gives  a  clear  and  concise  pic- 
ture of  the  kind  of  man,  physically  and  mentally, 
that  the  successful  merchant  should  be;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 
sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 
vantages of  various  locations  are  discussed;  how 
to  make  the  most  of  a  poor  one,  and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  plan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
space,  and  systems  of  storing  extra  stock. 

An  interesting  chapter  on  "Clerk  Management" 
brings  out  the  advantage  of  knowing  people  and 
how  to  handle  them.  The  other  chapters  deal  with 
the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  premium  giving.  The  man 
and  the  business;  their  relation  and  success,  that's 
the  book. 


252  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 


Both  Volumes  $1.90  Postpaid 


The  Commercial  Press,  Limited 


Pablithert  of 

Cnnndian  Hardware  Journal 

The  Retail  Grocer  and  Provisioner 

Canadian  Furniture  World 

and  The  Undertaker 
Retail  DrutrgiHt  of  Canada 
The  Canadiiin  Nurse 


32  Colborne  Street 

Toronto,  Canada 


PubliMher*  of 

The  Canadian  Manufacturer 

The  Canadian  Builder  and  Carpenter 

The  Canadian  Clay- Worker 

The  Machine  Shop 

The  Klectri<  iil  Dealer  and  Contractor 
Motoring 

Good  Roads  of  Canada. 
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Storm 
Proof 


Made  in 
Canada 


Sarnia  Ventilators 


Made  of  the  best  quality  of  galvanized 
iron  of  extra  heavy  gauge 

Meets  the  requirements  of  dura- 
bility and  highest  efficiency,  as 
well  as  cheapness,  as  one  of  the 
finest  storm-proof  ventilators. 

Constructed  on  strictly  scientific  prin- 
ciples and  its  simplicity  is  one  of  its 
greatest  advantages.  All  sizes  m  stock. 
Prices  and  special  information  sent  on 
request. 

Write  for  special  literature  on  the  follow- 
ing lines  of  sheet  metal  building  material 
we  manufacture : 

Barn  Shingles,  Metal  Shingles  and 
Sarnia  "Art  Kraft"  House  Shingles, 
V-Crimped  Roofing  and  Siding, 
Large  and  Small  Brick  Siding,  Sky- 
lights, Eavestrough,  Conductor 
Pipe,  Cornices,  Valleys,  Culverts, 
Metal  Garages,  and 

Sarnia  Corrugated  Sheets 

of  which  we  keep  a  large  stock  and  can 
guarantee  prompt  shipment  at  right  prices. 

We  have  the  newest  and  most  modern  factory  of  its 
kind  in  the  Dominion  of  Canada,  and  the  word  SARNIA 
on  sheet  metal  is  a  gnarantee  of  Quality.  Service  and 
Satisfaction. 

We  have  a  proposition  to  make  you  money 
and  a  bigger  business.  Write  to-day. 

The  Sarnia  Metal  Products 
Company,  Limited 


Sarnia 


Ontario 


MOWER  FILES 

FOR 

BUMPER  CROPS 

Signs  point  to  bumper  crops  this  year. 
Mowers  will  see  more  service.  Knives 
will  need  more  re-sharpening.  TIME 
will  be  a  vital  factor  in  the  harvest-season 

By  advising  YOUR  trade  to 
use  the  "Famous  Five" 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

(Made  in  Canada) 

YOU  do  your  share  in  making 
1915  a  record  year  of  Farm- 
Production  aud  Profit. 

The  "Famous  Five"  reflect  50  years'  ex- 
perience   in    making    successful  files 
They're  the  limit  of  goodness  in  Mower 
Files. 

And  by  using  the  "Famous  Five  ' — and 
replacing  each  worn  file  prowptly — your 
farm- friends  spend  less  time  sharpening 
knives  and  have  more  time  to  garner  the 
golden  harvest. 

Be  sure  your  stock  is  in  shape  for  the 
Han'cst  rush.  A  nd  do  your  share  by 
showing  your  trade  the  RIGHT  ivay 
to  get  the  MOST  from  the  ''Famous 
Five. " 

NICHOLSON  FILE  CO. 

Jobbers  Everywhere 

Port  Hope  Ontario 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Jooxnal 


June,  1915 


CANADIAN  HARDWARE  JOURNAL. 


11 


June,  1915 


CANADIAN  HARDWARE  JOURNAL. 


45 


New  Goods  on  the  Market 

When  writing  to  manufacturers  Idndly  mention 
the  Canadian  Hardware  Journal 


The  Peck,  Stow  &  Wilcox  Co.,  of  Southing-ton, 
Conn.,  have  brought  out  a  light,  handsome  six-inch 
in  iininu;  shear  for  use  by  women,  which  promises  +o  have 
great  popularity  and  a  large  sale.  When  milady  goes 
into  her  garden  hereafter  to  clip  the  blossoms  for  her 
dinner  table  or  trim  her  rosebushes  she  need  no  longer 
depend  upon  an  ordinary  pair  of  scissors  when  she  can 
liave  a  tool  perfectly  adapted  to  the  purpose. 

This  litth^  pruning  shear  is  niekelplated  and  is  at- 
li-active  as  \v('ll  as  service;! hlf.    It  is  not  cast  or  mal- 


li'al)lc.  l»nt  is  t'oi'gcd  from  good  steel  highly  polislied. 
Shears  of  this  kind  heretofore  have  been  made  almost 
exclusively  abroad,  and.  of  course,  under  present  con- 
ditions the  supply  is  limited.  The  Pexto  shear  will 
not  only  take  the  place  of  the  imported  but  will  un- 
doubtedly result.iin  increased  use  of  this  convenient 
tool  in  till-  United  States  and  Canada.  It  is  made  in 
one  sizi-  only  (six  inches),  carefully  wrapped  in  anti- 
tarnisli  paper  and  packed  in  neat,  individual  boxes. 

Metal  Specialties  Mfg.  Co.,  Chicago,  lia.s  just  brought 
out  llir  "Preslo'"  automatic  cord  windei-  and  electric 
cigar  lightei'.  Tlu''  motoi-ist  who  enjoys  smoking  (and 
most  of  til  em  do)  will  fully  appreciate  this  new  device. 
The  cigar  lighter  is  etpiipped  with  six  feet  of  heavy 
silk  cord,  which  the  coi'd  winder  automatically  winds 
up  when  the  cigar  lighter  is  not  in  use.  The  two  ter- 
minals on  the  cord  winder  are  connected  to  the  storage 
battery  or  source  of  current  supplied  on  the  car.  When 
the  motorist  wishes  to  light  his  cigar  or  cigarette  he 
simply  reaches  for  the  cigar  lighter  and  takes  it  from 
the  holder,  pulling  out  sufficient  cord  to  easily  reach 
him  or  any  occupant  of  the  car;  he  then  presses  the 
button  on  the  cigar  lighter  and  "Presto"  you  have  a 
light,  going  at  any  speed,  even  at  60  miles  an  hour,  if 
desired.  Wind  or  weather  makes  no  difference.  The 
pure  platinum  wire  in  the  "Pi-esto"  cigar  lighter  tip 
becomes  white  hot  instantly  and  lights  your  cigar  per- 


fectly. It  does  it  so  (|uicl\'ly  and  easily  that  you  are  sur- 
prised at  its  efficiency. 

The  cord  winder  can  be  fastened  under  the  seat,  at 
the  side  of  the  ear.  or  behind *the  dash,  or  wherever 
it  would  be  most  convenient  for  parties  wi.shing  to  use 
same.  It  is  made  regularly  in  black  rubber  finish  with 
silverplatcd  name  plate,  but  can  be  made  up  in  heavy 
brass  nickelplate  if  desired.    This  article  is  being  dis- 


tributed by  the  follo^^^ng  Canadian  distributors:  W. 
1).  Morrow,  Toronto,  distributor  for  Ontario;  H. 
Wheeler,  Montreal,  distributor  for  Quebec;  Henderson 
&  Richardson,  distributors  for  Maritime  Provinces; 
The  H.  S.  Musset  Co.,  Winnipeg,  distributor  for  Mani- 
toha  ;  p]rnest  &  Martin  Bernet,  of  Vancouver,  B.C.,  dis- 
tributors for  British  Columbia;  Regina  Heating  &  Sheet 
Metal  Co.,  Regina,  agents  for  Saskatchewan  and  Al- 
berta. 

The  Easy  Washer  Co.,  Toronto,  have  in  their  "Easy" 
motor  washer,  built  on  the  vacuum  principle,  a  machine 
that  is  easy  in  every  sense  of  the  word — ea.sy  to  oper- 
ate, easy  to  understand,  easy  on  the  woman  worker, 
easy  on  the  clothes.  The  washer  is  made  and  patented 
in  Canada  and  built  to  last  a  lifetime,  for  either  elec- 
tric connection  or  gasoline  engine.  The  frame  con- 
struction is  entirely  of  metal  and  the  legs  have  either 
roller  casters  or  floor  rests.  The  tub  is  either  solid 
copper  or  galvanized  with  galvanized  top  in  two  sec- 
tions. 

The  principle  of  the  washer  rests  on  two  vacuum 
plungers,  which  take  a  new  position  at  every  down 
stroke,  forcing  the  hot  suds  through  the  fabric,  so  that 
the  cleansing  process  is  rapid  and  thorough.  The 
vacuum  plungers  are  adjustable  in  the  up  and  doAvn 
stroke  by  means  of  thumb  screw  to  accommodate  any 
light,  medium  or  heavy  load  of  washing.  They  can  be 
swung  back  out  of  the  tub,  leaving  the  entire  side  of 
tub  free  while  wringing  or  refilling.  A  spring  in  plun- 
ger head  provides  automatic  adjustment  to  prevent 
injury  from  overload. 

An  added  feature  in  a  gas  heater  may  also  be  had  if 
desired.    The  washer's  cap'aeity  is  six  sheets  at  once. 

Beatty  Bros.,  Ltd.,  Fergus,  Ont.,  and  Winnipeg,  Man., 

are  introducing  to  the  hardware  trade  a  new  house 
pump.  It  is  an  inexpensive  and  convenient  house  pump 
for  use  in  kitchens  and  summer  cottages.  It  has  a 
strong  malleable  iron  bucket  with  which  to  fasten  it 
to  the  wall  above  the  rolled  rim  .^ink.  so  a  cumt)ersome 
wood  frame  is  not  needed.  It  can  be  used  as  a  lift 
I^ump  or  as  a  force  pump  for  forcing  water  to  the  atti'^ 
storage  tank.  The  bracket,  handle,  and  spout  of  the 
pump  admit  of  such  a  variety  of  adjustments  that  it 
is  perfectly  adapted  to  any  installation.  The  bracket 
is  reversible.  It  fits  the  pump  just  as  well  when, turned 
upside  down  as  when  right  side  up.  The  pump  can  he 
turned  in  any  direction  on  the  bracket,  and  when  in  the 
position  desired  firmly  secured  by  a  half-turn  of  a  bolt 
in  the  bracket.  The  spout,  too,  turns  independently  of 
either  bracket  or  handle,  and  when  the  former  is 
fastened  can  be  placed  in  any  position  desired.  The 
pump  is.  therefore,  suited  to  any  condition. 

It  Avas  originally  designed  to  take  the  place  of  the 
German  clock  or  wing  pump,  and  it  does  the  work 
better,  for  it  has  a  larger  capacity,  lifts  easier,  can  be 
more  readily  repaired,  and  lasts  longer.  It  has  a  niekel- 
l)lated  brass  body,  and  the  other  parts  are  nicely 
finished.    No  i>luni])iiig  job  is  too  good  for  i^. 


SAVED  FROM  LUSITANIA  WRECK 

Wilfred  Keeble.  manager  of  the  London.  England, 
branch  of  A.  IMelvim.  Ltd.,  who,  with  his  wife,  wej-e 
refiiniiiig  from  Canada,  after  their  honeymoon  trip,  on 
the  "Lusitania. "  were  among  the  saved  from  the  wreck 
of  that  ill-fated  steanishi]). 
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Annual  Convention  of  the  Saskatchewan  R.  M.  A. 

Held  at  Saskatoon  on  May  I  1 ,  12,  and  13.  Many  subjects 
of    importance    to    retailers    discussed    and    dealt  with. 


THE  second  annual  convention  of  the  Saskatchewan 
Retail  Merchants'  Association  was  held  in  Saska- 
toon on  May  11,  12,  and  13,  with  a  good  attend- 
ance from  various  parts  of  the  province.  Many  ques- 
tions of  importance  to  the  retail  trade  were  brought  up 
and  discussed.  Among  those  present  from  a  distance 
was  B.  W.  Ziemann,  of  Preston,  Ont.,  Dominion  presi- 
dent of  the  association. 

Addresses  of  Welcome 

At  the  opening  session  addresses  of  welcome  were 
delivered  by  Mayor  Harrison,  President  Murray,  of  the 
University ;  M.  Isbester,  president  of'  the  Board  of 
Trade,  and  C.  T.  Woodside,  grocer,  who  is  president 
of  the  local  R.M.A. 

On  Wednesday  afternoon  a  number  of  the  delegates 
visited  the  local  plant  of  the  Quaker  Oats  Company,  re- 
turning for  the  afternoon  session  from  3  to  6. 

G.  A.  Maybee,  of  Regina,  in  his  presidential  message, 
emphasized  the  necessity  of  merchants  getting  together 
with  the  farmers  in  an  attempt  to  solve  some  of  the 
problems  confronting  them. 

The  Small  Debt  Act 

He  instanced  particularly  the  Small  Debts  Act,  which 
the  a.ssociation  was  successful  in  getting  on  to  the 
Statute  Book,  and  pointed  out  that  this  Act  enabled 
the  collection  of  accounts  up  to  $50  to  made  at  very 
little  expense,  and  enabled  the  merchant  to  serve  his 
own  summons  and  conduct  his  own  case.  This  legisla- 
tion, while  very  satisfactory,  was  far  from  all  that 
they  wanted,  and  they  had  already  approached  the 
Provincial  Government  for  certain  amendments  to  it. 
One  was  the  raising  of  the  limit  to  $100  and  the  con- 
tinuous garnishee  proceedings  and  adjourned  sum- 
monses. 

Another  very  important  matter  which  the  association 
had  taken  steps  to  arrange  was  an  alphabetical  list  of 
property  ovimers  to  be  kept  at  the  registry  offices.  At 
the  present  time,  in  order  to  trace  whether  an  indi- 
vidual owned  property  they  must  know  its  location,  but 
if  they  had  a  system  by  which  an  alphabetical  record 
was  kept  it  would  be  easy  to  find  out  who  owned  cer- 
tain property  and  what  property  they  owned. 

Credit  Reporting  System 

The  credit  reporting  system  of  the  association  was 
also  touched  upon  by  the  president,  who  informed  the 
members  that  they  had  no  need  to  pay  any  fee  in  ad- 
vance, as  the  association,  by  its  system,  was  now  col- 
lecting their  debts  without  any  charge  other  than  the 
membership  fee,  and  far  more  successfully  than  any  col- 
lection agency,  which  would  charge  them  probably  50 
per  cent,  of  what  it  olDtained. 

The  association  was  also  endeavoring  to  obtain  legis- 
lation making  accounts  for  the  necessities  of  life  pre- 
ferred claims  against  an  estate  on  the  ground  that  it 
was  impossible  to  take  a  lien  note  on  such  commodities. 
The  Transient  Traders'  Act  and  the  Hawkers'  and 
Peddlers'  Act  were  also  referred  to. 

"The  Retailer" 

Secretary  Raymond's  report  was  also  read.    It  re- 


ferred in  detail  to  the  large  amount  of  work  which  has 
been  accomplished  during  the  year.  He  referred  to  the 
latest  venture  of  the  association  in  the  publishing  of 
"The  Retailer,"  the  object  of  which  was  to  keep  the 
members  advised  of  what  was  being  done  each  month 
and  also  to  deal  with  the  many  sub.iects  of  interest  to 
the  members.  Mr.  Raymond  advised  that  the  branch 
associations  should  endeavor  to  pay  salaries  to  their 
local  secretaries,  when  he  thought  the  sei*vices  they 
would  receive  would  be  far  more  beneficial. 

Association  Finances 

J.  L.  S.  Hutchinson,  provincial  treasurer,  also  gave 
his  annual  report,  which  showed  the  association  to  be 
in  a  very  satisfactory  financial  position,  but  demon- 
strated that  the  expenses  were  running  so  close  to  the 
income  that  it  would  be  a  wise  policy  in  the  interests 
of  future  work  to  raise  the  provincial  fee  from  $10  to 
$20  per  year.  Mr.  Hutchinson  also  paid  tegtimony  to 
the  valuable  work  being  done  by  the  provincial  staff. 

Many  Subjects  Dealt  With 

A  big  range  of  subjects  having  a  direct  bearing  on 
the  retail  merchants  of  the  province  were  discussed 
during  the  convention.  On  Tuesday  and  Thursday 
evenings,  instructive  addresses  on  business  subjects 
were  delivered  by  Paul  H.  Neystron,  who  took  the 
place  of  Frank  W.  Stockdale,  of  Chicago,  who  was 
unable  to  be  preseht. 

On  "Wednesday  evening  a  banquet  was  given  to  visits 
ing  delegates,  at  which  short  speeches  were  made  by 
various  members  of  the  trade  and  organization. 

A  committee  of  ladies,  representing  the  wives  of  the 
retail  merchants  of  the  city,  held  an  afternoon  tea  in 
honor  of  the  visiting  ladies  on  "Wednesday. 

In  the  evening  they  attended  the  Daylight  Theatre, 
and  on  Thursday  morning  enjoyed  an  auto  tour  of  the 
city. 


HINTS  FOR  THE  DEALER. 

Do  you  push  seasonable  goods? 

Constantly  study  new  methods  of  pushing  your 
goods. 

Have  you  an  ideal  regarding  your  store?  If  so,  how 
near  does  your  place  of  business  reach  that  ideal? 

Do  you  know  how  much  each  department  in  your 
store  is  making  for  you  in  profits?  Do  you  even  know 
it  is  paying  any  profit? 


OFFICERS  OF  SASBLA.TCHEWAN  E.M.A. 

The  officers  of  the  Saskatchewian  Branch  of  tie 
R.M.A.,  elected  at  the  annual  convention  in  Saskatoon, 
are  as  folloTvs: 

President — G.  A.  Mavbee,  Moose  Jaw. 

1st  Vice-President — W.  "W.  Cooper.  Swift  Current. 

2nd  Vice-President — H.  D.  Macpherson,  Re^na. 

Treasurer — J.  L.  S.  Hut-chinson,  Saskatoon. 

Secretary — F.  E.  Ra>-mond,  Saskatoon. 

Next  year's  convention  will  be  held  in  Eegina. 
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In  an 

Artistes 

Studio 


"Fresco- 

lone 


is  often  the  chosen  finish  for 
walls  owing  to  its  velvety 
softness  and  exquisite  color- 
ing, and  because  it  suggests 
the  old  idea  of  real 

"  FRESCO  " 

with  richness  of  harmonious 


TONE 


when  artists  agree,  who  can  disagree^'  7 

and  so  the  vogue  for  flat  finish  for  interior  work  started  and  the  demand  is 
growing  greater  and  wider  every  day. 

BE  PREPARED  TO  MEET  IT  mlh  the  full  range  of 

"FRESCO -TONE" 

We  are  manufacturing  a  splendid  assortment — includmg  five  entirely  new  shades  for  1915,  and 
will  be  pleased  to  send  you,  by  return,  color  folders  and  complete  information  in  regard  to  this 
new  and  popular  wall  finish, 


"  FRESCO -TONE 


BRANDRAM- U  ENDERS O N 

Montreal  Halifax  St.  John  Toronto  Winnipeg 
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Ideas  Sell  Better  Than  Goods 

By  Millon  Bejach 

It  is  not  so  long  ago,  as  time  is  counted,  that  sales- 
manship was  more  a  matter  of  stomach  than  of  mind. 
It  is  only  a  very  few,  short  years  that  advertising  has 
been  brought  down,  or  up,  as  you  please,  to  a  place 
where  definite,  basic  laws  are  known  to  govern  results. 

We  have  not  gone  very  far  into  this  j)roblem  of  sell- 
ing, of  molding  people's  minds  so  they  will  buy  what 
we  have  to  sell.  We  still  stand  at  the  threshobl  of  the 
science  of  changing  men's  minds  for  their  good  and 
our  profit. 

Even  the  youngest  of  us  can  remember  the  good  fel- 
low salesman  with  a  checkered  waistcoat,  a  necktie 
that  sei^eamed,  shoes  of  a  special  mode,  and  spats  of 
startling  color.  We  can  remember  his  capacity  for 
liquor,  his  ability  to  stuff  himself  with  food  and  drink, 
and  clear  hendedness  even  after  a  dozen  black  cigars. 
The  men  of  that  day  took  orders  because  they  Avere 
good  folloAvs;  not  because  thsy  convinced  their  cus- 
tomers that  the  goods  were  right  in  quality  and  price 
and  that  the  purchase  of  them  meant  a  profit  later  on. 

We  all  remember  the  advertisements  of  those  earlier 
da.ys.  They  began  with  a  scene  in  the  meadow,  and 
detailed  the  smell  of  the  grass,  the  lowing  of  the  kine. 
the  farmhouse  in  the  distance  and  the  farmer's  daugh- 
ter in  blue  gingham  apron  and  bonnet,  who  in  the  very 
last  line  of  the  copy  was  charmed  with  the  tone  of  the 
organ  her  father  bought  at  Musicman's  store  in  Melody 
Street. 

In  those  days.  whicOi  our  oldei's  call  "the  good  old 
days."  salesmen,  salesmanagers  and  advertising  men 
believed  it  necessary  to  fool  people  into  listening  or 
reading  a  sentence  or  two  about  their  product.  The 
salesman  Avho  talked  business  from  the  beginning  of  his 
call  to  the  end  and  who  got  business  without  risking 
dyspepsia,  was  considered  a  queer  specimen  in  more 
ways  than  one.  The  copy  that  plainly  showed  it  was 
an  advertisement  was  considered  a  joke. 

Consider  now  how  far  we've  gone!  To-day  most  of 
us  talk  business,  dwell  on  our  product  in  person  or  in 
our  copy,  from  beginning  to  end.  A  few.  a  very  few, 
have  gone  farther.  While  most  of  us  are  selling  our 
manufaeturod  goods,  some  are  selling  ideas.  Strange, 
but  time,  ideas  are  sold  more  easily  than  something  that 
can  be  handled,  felt,  tasted,  smelled  or  counted. 

The  End,  Not  the  Means,  Important 

To  talk  and  lo  write  about  not  what  it  is  made  of 
so  much  as  what  it  will  do  is  going  to  be  the  next  big 
lesson  that  will  be  learned  by  every  man  whose  bread 
and  bulter  comes  from  selling  things,  either  by  word 
of  mouth  or  through  the  printed  page. 

Accounting  systems  never  were  sold  on  the  basis  of 
what  they  are  made  of,  but  always  What  they  would 
do  in  the  way  of  lightening  labor  and  increasing  profits 
and  efficiency. 

One  reason  is  that  accounting  systems  are  compara- 
tively new  to  the  business  world.  Tf  they  had  appeared 
more  than  ten  years  ago  they  might  have  been  sold  on 
the  merits  of  the  steel  leaves  and  the  finish  of  the 
wooden  cabinet. 

When  hot  air  furnaces  Avere  first  advertised  and  sold, 
the  argument  Avas  on  the  construction  of  the  furnace 
and  the  Avay  the  heat  was  furnished.  Read  the  adver- 
tisements to-daA^  and  you'll  learn  that  a  furnace,  hot 
air  or  hot  Avater,  means  Avarm  rooms,  a  better  disposi- 
tioned  family,  and  that  an  agreeable  amount  of  heat 
leads  the  young  lover  to  a  proposal. 


Some  paint  manufacturers  still  sell  paint  as  paint; 
so  much  color  and  so  much  oil  in  a  can.  Others,  and  by 
the  Avay  the  largest  houses,  talk  color  schemes,  decor- 
ative eft'ecfs  and  beauty.  Off  hand,  which  Avill  sell  the 
most  paint? 

One  creates  a  desire,  the  other  tries  to  cash  in  on  a 
desire  it  assumes  is  already  created.  Assuming  that 
the  quality  of  the  two  paints  is  the  same,  which  would 
.vou  buy? 

Tf  one  manufacturer  of  account  registers  talked  con- 
struction only,  and  another,  guaranteeing  his  product 
in  constrnr-tion,  talked  about  the  ease  of  handling  ac- 
counts semi-automatically  and  Avent  all  competitors  one 
better  by  handling  all  of  a  man's  accounting  instead 
of  accounts  receivable,  let  us  say,  which  plan  of  selling 
is  likeh^  to  sell  more  systems? 

The  Power  of  the  Idea  Behind  the  Grounds. 

From  the  time  men  began  wearing  hosiery  up  to 
a  few  years  ago.  socks  were  sold  as  so  much  cotton, 
made  into  yarn  and  put  together  in  such  a  way.  Then 
came  the  jnan  who  had  the  nerA'e  to  sell  hose  on  an  idea 
—a  trademark  backed  up  by  a  guarantee.  The  next 
time  you  go  into  a  man's  furnishing 's  goods  store  in- 
(|uire  Avhich  sells  the  better,  the  trademarked.  guaran- 
teed six  months  sort,  or  the  kind  the  maker  is  ashamed 
to  put  his  name  on. 

If  we  are  to  make  a  permanent  success  in  salesman- 
ship and  in  advertising,  Avhich  is  the  same  thing,  we 
must  sell  the  idea  behind  the  thing  Ave  make,  we  must 
sell  perfect  service,  a  water  tight  guarantee,  a  reputa- 
tion for  fair  and  square  dealing  and  tbt-n  deliver  ex- 
act Ia^  what  Ave  sell. 

Selling  is  the  art  of  creating  a  desire  or  a  need  and 
(hen  satisfying  the  desire  or  filling  the  need  by  furnish- 
ing a  certain  product.  This  applies  more  forcibly  to 
the  adA'ertising  than  to  personal  salesman.ship.  The 
day  of  jirice  and  construction  talk  in  type  and  by  word 
of  mouth  is  passing.  The  big  success  of  the  future 
Avill  be  built  on  ideas — quality,  guarantee.  serA-ice. 


OVERBUYING  VERSUS  UNDERBUYING. 

Probably  for  every  ten  cents  that  is  lost  from  not 
buying  enough,  a  dollar  is  lost  from  OA-erbuying.  In 
order  to  secure  an  additional  discount,  purchases  are 
often  made  in  excess  of  actual  necessities,  with  the 
hope  that  an  extra  profit  may  be  realized  from  their 
sale ;  but  this  extra  profit  is  quickly  Aviped  oxit  if.  at  the 
end  of  the  season,  there  are  a  lot  of  goods  on  hand  which 
must  be  sold  at  a  sacrifice  or  carried  oA-er  to  another 
season. 

Many  storekeepers  fail  to  realize  that  Avhen  they  sell 
at  cost  or  less  they  have  supplied  a  demand  which 
should  have  yielded  them  a  profit,  besides  the  loss  of 
interest  on  the  money  inA-ested  if  the  goods  haA'e  been 
kept  in  stock  for  any  considerable  time,  which  is 
usually  the  reason  for  the  cut. 

The  foregoing  is  not  an  argument  for  undue  conser- 
vatism in  buying.  On  the  contrary.  Ave  are  in  faA*or  of 
liberality  in  purchasing,  but  advise  against  loading  up 
beyond  legitimate  needs  in  order  to  get  the  quantity 
price. 

More  than  anyone  else  the  manufacturer,  commission 
man  and  Avholesaler  realize  that  overpurchasing  on 
the  part  of  the  dealer  in.iiires  the  seller  far  more  than 
the  retailer  himself.  For  Avhich  reasons  every  effort 
is  made  to  retain  customers  by  selling  them  quantities 
Avhieh  they  in  turn  can  dispose  of  to  the  consumer. 
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ANXIOUS  CLERK  SPOILS  SALES 

Customers  are  suspicious  of  the  clerk  who  is  over- 
desirous  of  selling  any  certain  article  and  usually  go 
out  of  your  store  without  making  a  purchase.  Espe- 
cially in  the  paint  and  wallpaper  line  does  this  hold 
true.  ]\rany  customers  come  into  a  store  for  paint  or 
wallpaper  with  their  mind  on  a  certain  brand  of  paint 
or  a  certain  pattern  of  a  paper.  If  you  do  not  carry 
the  line  they  want  and  the  clerk  begins  to  tell  them 
that  he  has  a  much  better  article  for  considerably  less 
moneA'.  and  generally  acts  as  though  he  woul(i  lose  his 
job  if  they  didn't  take  his  suggestion,  the  customer 
begins  to  feel  that  there  mnst  be  something  "off  color" 
with  whatever  the  clerk  is  trying  to  sell. 

ft  is  simple  and  eas,v  to  tell  a  customer  that  you  don't 
have  a  jiarticnlar  line,  but  you  do  have  a  line  that  is 
guaranteed  (and  every  good  dealer  does  have  at  least 
one  line  of  this  kind).  If  the  customer  insists  on  a  spe- 
cial brand  and  you  can  get  it  for  him,  do  so;  if  not,  tell 
him.  Then  if  you  have  treated  him  right  and  have 
done  business  with  him  before  he  will  listen  to  reason 
and  to  your  selling  arguments  for  your  own  line;  but 
don 't  allow  clerks  or  yourself  to  shov>-  the  customer  that 
vou  are  too  easrer  to  make  a  sale. 


THE  SALESMAN'S  CREED 

I  believe  in  the  stuff  I  am  handing  out.  I  believe 
that  honest  stuff  can  be  passed  out  to  honest  men  by 
honest  methods.  I  believe  in  working,  not  weeping; 
in  boosting,  not  knocking;  and  in  the  pleasure  of  vay 
job. 

I  believe  that  a  man  gets  what  he  goes  after,  that 
one  deed  done  to-day  is  worth  two  done  to-morrow,  and 
that  no  man  is  down  and  out  until  he  has  lost  faith  in 
himself. 

I  believe  in  to-day  and  the  work  I  am  doing,  in  to- 
morrow and  the  work  I  hope  to  do,  and  in  the  sure 
reward  which  the  future  holds. 

I  believe  in  courtesy,  in  kindness,  in  generosity,  in 
good  cheer,  in  friendship  and  honest  competition.  I 
believe  there  is  something  doing  somewhere  for  every 
man  ready  to  do  it.    I  believe  I'm  ready — right  now. 


FIVE  RULES  FOR  SUCCESS. 

Pay  close  alt  en  lion  to  business. 

Finance  your  business  so  as  to  avail  yourself  of  all 
cash  discounts. 

Select  your  goods  carefully  to  suit  the  tastes  of  the 
majority  of  your  customers. 

Buy  in  the  smallest  possible  ([uantities  which  will 
enable  you  to  turn  over  your  money  often  and  make  a 
larger  percentage  of  profit. 

Take  two  or  three  hours  each  day  outside  of  your 
store. 


WHAT  PROFIT  IS 
From  System. 

PROFIT  is  not  interest  on  investment,  it  Ifl  not  a 
salary  paid  for  managing  the  business.  Both 
these  are  items  which  the  proprietor  should  pro- 
perly pay  himself  as  investor  in  and  manager  of  his 
own  business.  Whether  he  receives  a  profit  above  this 
depends,  in  the  long  nin,  on  his  ability  as  a  business 
man  to  earn  that  profit  from  the  people  he  serves.  For 
profit  is  the  owner's  return  for  risk  taken  in  providing 
for  the  wants  of  his  customers  and  community. 
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A  LEADER 


THAT  LEADS 


jAS-PER-rrE 


"  REGISTERED ' 


Varnishes 


Sold  only  in  sealed  lithogrraphed  cani. 
Quality  and  durability  guaranteed.  ,  i- 


A  CABINET  ASSORTMENT 


contain*  the  following: 


Exterior  ,  Floo 
Finishing     -  ■ Finis 

2-1  Gals.  2-1  Gals. 

2-K  "  2-^  "  . 

i"        ?  :4-X  " 

8-Pinls  8-Pints 

8- K  Pints  (No  j^-Pinii); 


Gals.  ,¥      5  Gals 


Pale  Hard 
Oil  Finish 

2-1  Gall./ 

2-K      i.  ^ 

8-Pints 
8-K  PniU 


5  Gals.  5K  Gall^ 

tcb^AL— 16  tiALLONS  '    ■  ' 


A  LARGW  HANDSOME 
DISPLA  Y  CABINET  FREE 

WITH  FIRST  ORDER 


Manufnctured.  and!  (uaranteed  ?| 
only  by  .■;  ' ^  :^ 

Ottawa  Vaitiisli  Co., 

OTTAWA 
TORONTO  VANCOUVER] 

CANADA  \  ^ 

.^'Toronto  Branch:  153  DucheasSt. 
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Market  Situation 


Hardware  Markets.  Business  in  rural  sections  is  good, 
but  the  best  that  can  be  said  oi' 
urban  trade  is  that  an  atmosphere  of  optimism  pre- 
vails. This  feeling  is  helped  by  the  prospect  of  record 
grain,  hay,  and  fruit  crops.  Big  manufacturers  and 
jobbers  have  their  minds  on  this  point  when  speaking 
of  the  future  of  trade. 

Iron  and  steel  plants  continue  busy  on  war  orders, 
and  this  situation  relieves  to  some  extent  the  position 
of  the  labor  market.  Western  reports  indicate  improve- 
ment, both  in  prospects  and  in  actual  trading.  Old 
-concerns  are  still  buying  conservatively,  but  they  are 
increasing  the  orders  they  are  placing.  Collections  were 
a  little  slower  during  May,  but  it  is  generally  felt  that 
this  was  but  temporary.  The  higher  costs  of  material 
still  keep  hardware  prices  firm. 

•    •  • 

Metal  Markets.  The  whoh;  metal  situation  is  un- 

settled. Spelter  has  advanced 
again  to  a  record  pitch  with  stocks  low  all  over  the 
continent.  Copper  is  in  demand;  lead,  also,  is  asked 
for,  with  the  probability  of  higher  quotations  in  .1  short 
time. 

The  situation  in  the  United  States,  according  to  The 
Iron  Trade  Review,  is  that  steady  expansion  character- 
izes the  operations  of  the  United  States  Steel  Corpora- 
tion, which  has  reached  80  per  cent,  of  ingot  capacity. 

An  interesting  feature  of  the  machinery  market  has 
been  an  immense  demand  for  machine  tools  from  Italy. 
One  large  dealer  declined  an  order  for  fully  300  lathes 
for  shipment  to  that  country,  and  other  dealers  and 
manufacturers  are  not  disposed  to  take  on  additional 
orders.  The  buying  of  machinery  for  making  muni- 
tions of  war  continues  very  active. 


Paint  Markets. 


There  is  still  a  satisfactory  move- 
ment in  paints,  with  the  possi- 
bility of  last  month's  shipments  showing  somewhat 
smaller  than  May  last  year.  Like  in  general  hardware, 
paints  are  being  sold  better  at  rural  points  than  in  the 
city,  though  in  this  latter  respect  there  is  an  improve- 
ment in  demand  in  the  larger  centres  for  ready-mixed 
paints  sold  to  property  owners  who  are  either  doing 
their  own  painting  or  helping  men  out  of  work  by  get- 
ting them  to  do  cleaning  up  jobs. 

Putty  has  advanced,  and  so  has  whiting.  Turpen- 
tine is  falling  off  in  price  and  linseed  oil  is  unsteady. 
Motor  gasoline  is  selling  more  freely  with  the  better 
and  warmer  weather.  Altogether,  while  more  business 
could  well  be  handled  by  makers  and  jobbers,  the  pfiinr 
market  is  holding  up  its  end  pretty  well. 


FLASHLIGHT  WHICH  CANNOT  SHORT-CIECUIT 

The  Interstate  Electric  Novelty  Co.,  220  King  Street, 
Toronto,  have  placed  an  improved  flashlight  on  the 
market.  A  feature  of  their  flashlights  is  that  they  are 
equipped  with  vulcanized  fibre  cases,  so  that  they  can- 
not short-circuit  when  in  contact  with  metal.  This  is 
something  that  will  be  appreciated  by  many  users,  es- 
pecially motorists,  steamfitters  and  plumbers,  who  fre- 
quently find  that  their  flashlights,  left  in  the  tool  case 
with  metals,  short-circuit  and  burn  out. 

The  advent  of  the  tungsten  lamp  and  Radio  bat- 
tery has  meant  the  revolutionizing  of  the  flashlight  in- 


Kranco  flashlight  being  put  on  the  market 
by  the  Interstate  Electric  Xo\-eIt.v  Co.. 
Toronto. 

dustry.  The  lights  used  in  the  "Franco,"  the  trade 
name  of  the  Interstate  Electric  Novelty  Company's 
flashlights,  are  miniature  tungstens,  namely,  the  new 
drawn  wire  tungsten  lamps  with  magnifying  lens  tops 
and  popularly  known  to  the  trade  as  "Radio  Lens" 
lamps. 

The  batteries  which  are  sold  with  Franco  flash- 
lights are  modern  type  batteries  commonly  known  to 
the  trade  as  "Radio."  When  used  with  Franco 
fla.shlights,  excellent  results  are  obtainable.  They  are 
paeked  in  sealed  cartons  with  liberal  guarantee  printed 
thereon. 


NEW  CUTLERY  AND  PLATED  GOODS 

Taylor  &  Leith,  manufacturers'  agents,  Hamilton, 
are  now  handling  the  Thomas  Turner  &  Co.  (Sheffield, 
Eng.)  line  of  cutlery  and  plated  goods. 


The  New  Standard  Hardware  Works,  Mt.  Joy,  Pa,, 

are  putting  three  new  cherry  stoners  on  the  market  this 
year.  They  are  changed  somewhat  from  the  old-type 
stoners  made  by  this  firm,  and  have  some  good  improve- 
ments. "No.  75- Junior"  is  a  rapid  and  convenient 
machine  for  seeding  cherries.  It  has  patented  self- 
tightening  jaws,  which  cannot  become  detached,  and 
the  angle  of  the  machine  from  the  table  gives  it  crank 
clearance  for  operating. 

"No.  20"  is  a  combination  tubular  one-piece  frame, 
housing  a  spring  which  actuates  a  one-piece  malleable 
iron  plunger.  This  extra  long  spring  renders  it  easy  of 
operating.   It  is  rust-proof. 

"No.  75"  is  a  rapid  and  effective  worker.  It  has  a 
patented  regulating  device,  easily  adjusted  for  large  or 
small  cherries.  The  jaws  retain  their  position  when  set, 
and  it  is  impossible  for  them  to  become  detached. 


Thro*  new  standard  cherry  stonern. 
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PREVAILING  MARKET  PRICES 

Toronto. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is  re- 
quested in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METAIiS 

Aluminum,  ingots    0  28 

Antimony,   per  lb  0  34 

Brass  rods,  %  to  1  inch..  0  24 
Sheets,  up  to  20  gauge.  0  33 
Tubing,   1  inch  base...  0  26 

Copper,  ingots,  casting.  .  .  0  20 
Sheets,  plain,  14  oz. 

base   0  29% 

Sheets,  tinned,   14  oz. 

base   0  30% 

Sheets,  planished,  14  oz. 

base   0  37% 

Sheets,   braziers    0  29% 

Bars,  round  44  to  2  in.  0  27% 

Black  Sheets,  28  gauge  base, 
Toronto   2  90 

.   Montreal   2  90 

Canada  Plates — 

Ordinary,  52  sheets,  To- 
ronto   3  25 

All   bright,    52   sheets.  .  4  50 
Galvanized        Apollo  Ordinary 

18x24x52    5  25        5  25 

60  ....  5  50  5  50 
20x28x80  ....  9  70  9  70 
20x28x80   ... .10  20       10  20 

Galvanized  Sheets  (Corrugated) 
10  p.c.  oflf. 

22  gauge,  per  square.  .  6  75 
24  gauge,  per  square.  .  5  50 
26  gauge,  per  square.  .  4  25 
28  gauge,  per  square.  .  4  00 
<}Rlvanized  Sheets.  Fleur  Queen's 
de  Lis  Head 
16-20  gauge  .  .  3  65        3  90 
22-24  gauge  .  .  3  75        4  10 
26  gauge   ....  4  10        4  35 
28  gauge   ....  4  30        4  60 
Apollo  brand  Toronto 
24  gauge.  American  ...  3  70 
26  gauge.  American   ...  3  80 
28   gauge    (26  English)  4  30 
10%    oz.,    equal    to  28 

Eng  4  50 

Toronto 

Bar  Iron,  per  100  lb.   ...  2  00 

Forged   iron    2  35 

Refined  horseshoe  iron..  2  40 
Sleigh  shoe  and  mild 

steel  2  25 

Iron  finished  steel  ....  2  50 

Tire  steel    2  20 

High  speed  steel    0  65 

Lead,  Canadian  pig   5  75 

Bar  pig    6  00 

.''hects.  base,  2%  lbs.  sq. 

ft  7  50 

Pipe  and  waste    9  00 

Traps  and  bends   40  p.c. 

Solder,   half  and  half,   lb.  0  33 
Spi-lter,    foreign,    per  100 

lb  14  00 

Sheet  zinc   15  00 

Tin,   ingots.    100  lbs.    ...50  00 

Tin  Plates,  charcoal — 

MLS.  Famous  (equal  Bradley) 

Per  box 

I  0,  14x20  base    7  00 

I  X,  14x20  base    8  00 

T  X  X.  14x20  base  ...  9  25 

"Dominion  Crown  Best" — Re- 
tinned. 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X.  14x20  base  ....  9  50 

"Allaway's  Best"  —  Standard 
Quality. 

I  C.  14x20  base    5  00 

T  X.  14x20  base    6  00 

I  X  X,  14x20  base  ....  7  00 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  75 

Teme  Plates. 

I  0,  20x28,  112  sheets  9  00 
I  X.  Teme  Tin    9  40 

Tinned  Iron. 

72x30  up  to  24  gauge, 

case   lots    9  2!> 

72x30   up   to   26  gauge, 

case  lots    9  75 


Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire, 

lb   0  12% 

Light  copper  bottoms..  0  10 

Heavy  red  brass   0  09 

Heavy  yellow  brass   ...  0  08% 

Light  brass    0  07 

Heavy  lead    0  04 

Tea   lead    0  03% 

Scrap  zinc    0  05 

No.  1  wrought  iron.  ...  6  00 
Machinery  cast  scrap 

No.  1   10  00 

Stove  plate    9  00 

Malleable   9  00 

Miscellaneous  steel  ....  6  00 

Iron  Pipe,  per  100  feet — 

Black  base,  1  inch  ....  4  42 
Galvanized  base,   1  inch  6  63 

Iron  Pipe  Fittings — 

Canadian  malleable,  40;  cast 
iron,  65;  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65;  nipples, 
77%;  malleable  lipped  unions, 
65 ;  plugs,  60  and  10. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch.  65  and  10;  7  and 
8  in.  pipe,  45. 

PAINTS  AND  GLASS 

Barn  Paint,  barrel  lots — 

Gallon  tins    80  95 

Chemicals,  in  casks,  per  lb. — 

Arsenate  of  lead    0  09 

Sulphate  of  copper  (blue 

stone)   0  07 

Litharge,   ground   0  07 

Litharge,  flaked    0  07% 

Green    copperas  (green 

vitriol)   0  01 

Sugar  of  Lead    0  09 

Colors  in  Oil — 

Vene.tian  red,  1  lb.  tins, 

pure   0  16 

Chrome,  yellow,  pure   .  .   0  24 

Golden  ochre,  pure   ...  0  15 

French   ochre,   pure    ...  0  14 

Chrome  green,  pure  ...  0  12 
French  permanent  green, 

pure   0  16 

Marine    black,     25  lb. 

irons   0  08 

Signwriters'  black,  pure  0  22 

Glue,  in  sheets  ...  0  10  015 
1  lb.  pkgs  (Brantford) .  0  25 

Petroleum — 

Can.  prime  white,  gal..  0  13% 
U.S.   water  white    ....  0  17 
U.S.  Pratt's  astral    ...  0  17% 
Castor   oil,    per   lb.,  in 

bbls   0  08    0  08% 

Motor    Gasoline,  single 

bbls  0  14 

Benzine,  per  gal.,  single 

bbls   0  17% 

Putty — 

Bulk.  100  lb.  drums.  .  2  60 
Bladders  in  barrels   ...  2  90 

Readv  Mixed  Paints — 

Per  gal.,  qt.  tins  1  65     2  10 

Red   I,ead    (Dry)  — 

Genuine.   560  lb.  casks, 

per  cwt   7  25 

Genuine,    100   lb.  kegs, 

per  cwt   7  62% 

Shingle  Stains — 

In  S  gallon  buckets   ...   1  15 

Turpentine  and  Linseed  Oil — 

Pure  Turpentine,  single 

hnrrr-ls    0  69 

Linseed  Oil,  single  bar- 
rel, raw    0  84 

Linseed  Oil,  single  bar- 
rel,  boiled    0  87 

Roain,    "O"    grade,  bbl. 

per  280  lbs   7  00 


Varnishes,  per  gal.  cans — 

Carriage,  No.  1    1  50 

Pale  durable  body    3  50 

Finest  elastic  gearing.  .  .  3  00 

Elastic  oak    1.50 

Furniture,    polishing    .  .  2  00 

Furniture,  extra    1  20 

Furniture,  No.  1    1  15 

Light  oil  finish    1  35 

Gold  size  japan   2  00 

Turps  brown  japan    ...  1  35 

Baking  black  japan  ...  1  35 

Crystal   Damar    2  50 

Pure  asphaltum    1  40 

Oilcloth   1  50 

Lightning  dryer    1  05 

Pure  white  shellac  var- 
nish,  in  barrels    ....  2  00 
Pure  orange  shellac  var- 
nish, in  barrels   ....  1  90 

White    Lead — 
Canadian  pure, 

ton  lots    ....   8  95     10  50 
Canadian  pure, 

les  sthan  tons  9  00     10  80. 
Zinc — 

Extra    Red    Seal,  V.M. 

(dry)   100  lb.  kegs.  .  0  15 
Pure,  in  25-lb.  irons  (in 

oil)   0  14% 

Window  Glass — 
United  Inches         Star  D.D. 

Under  26    6  50      8  60 

26  to  40    7  00     10  00 

41  to  50    7  40     11  70 

51  to  60    8  00     12  00 

61  to  70    8  75     12  75 

71  to  80    9  50     13  85 

81  to  85   10  50     17  50 

86  to  90    18  85 

91  to  95    19  20 

95  to  100    22  75 

Toronto,  20  p.c. 

Miscellaneous — 

Beeswax,  per  lb   0  40 

.  Orange  mineral,  100  lb. 

kegs   0  10 

Pine  tar,  %  pt.  tins,  doz.  0  60 
Plaster  of  Paris,  bbl.  ..225 

Paris  white,   bbls   1  10 

Whiting,   gilders,   bolted  1  00 

Whiting,   plain    0  90 

HEAVY  HARDWARE 

Anvils,  Taylor-Forbes  ...  0  05% 
Chain — Proof  coil,  per  100  lb.:  % 
in.,  $8.00;  5-16  in.,  $5.35;  % 
in.,  $4.60;  7-16  in.,  $4.30;  % 
in.,  $4.05;  9-16  in..  $4.05;  % 
in.,  $3.90;  %  in.,  $3.85;  %  in., 
$3.65;  1  in.,  $3.45. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 
Forges — 

Blacksmith's  portable, 

135  lbs   9  85 

Horse   Nails — 

$3.00  per  box  base  No.  9  and 
larger;  Sampson  No.  10  base, 
$2.25. 

Horseshoes  —  Iron,  light  and 
medium  No.  1  and  smaller, 
$4.15;  No.  2  and  larger,  $3.90; 
snow  pattern.  No.  1  and  smaller, 
$4.40;  No.  2  and  larger,  $4.15: 
"X.L."  new  light  steel,  No.  1 
and  smaller,  $4.10;  No.  2  and 
larger,  $3.85;  "X.L."  feather- 
weight steel.  No.  0  to  4,  $5.75; 
special  countersunk  steel.  No.  0 
to  4,  $6.25  pkg. ;  toe-weight,  all 
sizes,  $6.75. 

Toecalks  Standard,  J. P.  &  Co., 

"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per  box.     25-lb.  boxes. 

Wire  Nails,  base    2  35 

Cut  nails — Montreal,  $2.50;  To- 
ronto, $2.70. 

Miscellaneous  wire  nails,  75  p.e. 
Coopers'  nails,  33  1-3  p.e. 
Pressed  spikes.  %  diameter,  per 
100  lbs.,  $3.00. 

Hav  Baling  Wire — No.  12  and  13, 
$4;  No.  13%,  $4.10;  No.  14, 
$4.25;  No.  15.  $4.50,  in  lengths 
6  ft.  to  11  ft..  30  per  cent., 
other  lengths  20c.  per  100  lbs. 
extra. 

Clothes  I,ine  Wire — No.  19,  $2.95 
per  100  ft. 


Coiled  Spring  Wire — 

High  Carbon,  No.  9.  $2.40;  No. 

12,  $2.55,  Montreal. 
Fine  Steel  Wire — -25  per  cent. 
Galvanized      Wire — From  stock, 

f.o.b.    Montreal — 100    lbs..  No. 

9,    $2.25,    base.      In    car  lots 

straight  or  mixed. 
Poultry  Netting — 45  p.c.  off. 
Smooth    Steel  Wire — Base,  $2.30 
Wire    Fencing,    car   lots — Toronto 

Galvanized,   barb    2  75 

Galvanized,    plain    twist  2  70 
Pence  Staples — Bright,  $2.65;  gal- 
vanized, $3.00. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,  24  wires,   %,  $5;  1 

inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100  feet  f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    3  00 

Plain    2  65 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',    60;    parallel,  45 
per  cent. 

GENERAL  HARDWARE 

Adzes — Carpenters' 

per  doz   12  50     14  00 

Axes — Single  bit, 

per  doz.  ...  6  75  9  00 
Double  bit,  per 

doz   10  50     12  50 

Bench  axes  . .  9  00  12  00 
Broad  axes  .  .  22  75  25  00 
Hunters'  axes.  5  00  6  00 
Boys'  axes  .  .  5  75  6  50 
Lathing 

hatchets  ...  4  70  10  00 
Shingle  hatchets  1  45  6  75 
Claw  hatchets.  1  70  6  00 
Barrel  hatchets     5  50      6  85 

Ammunition  —  "Dominion"  Rim 
Fire  Cartridges  and  C.B.  caps, 
50,  10  &  2%  per  cent.;  B.B. 
caps,  50,  10  and  2%  per  cent. 
Centre  Fire  Pistol  Cartridges,  20 
and  2  %  per  cent. ;  Centre  Fire 
Sporting  and  Military  Cart- 
ridges, 10  per  cent.;  Primers, 
10  and  2%  per  cent.;  Brass 
Shot  Shells,  45  and  12%  per 
cent.;  Shot  Cartridges,  discount 
same  as  ball  cartridges. 

Crown  Black  Powder,  "Sov- 
ereign" Bulk  Smokeless  Pow- 
der, "Regal"  Dense,  Smoke- 
less Powder,  "Imperial"  Shells, 
both  Bulk  and  Derise  Smokeless 
Powder.  Empty  Shells  all  30 
and  10  per  cent. 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.:  net 
extras  as  follows;  chilled  40c.; 
buck  and  seal  80c.;  No.  28  ball 
$1.20  per  100  lbs.;  bags  less 
than  25  lbs.  %c.  per  lb.  f.o.b. 
Montreal,  Halifax  and  St.  .Tohn. 
f.o.b.  Toronto,  Hamilton  and 
London,   add  25c.  per  100  lbs. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  45:  Gil- 
mour's  auger,  70:  Rockford's 
auger,  50  and  10;  Gilmour's 
car,  47%;  Clark's  expansive, 
40.  .Jennings'  Gen.  auger,  net 
list.  Tobin  High  Speed.  50  and 
5;  Tobin  Never-Choke,  50  and  5. 

Barn  Door  Hangers — 

Double  straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.  sets    6  45 

Steel,   track,   1  x  3-16  in. 

(100    ft.)    3  25 

Bolts  and  Nuts — - 

Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts,    %   and  smaller, 
65  and  10  per  cent. 
Carriage    Bolts,     7-16    and  up, 
52%   per  cent. 

Carriage  Bolts.  Norway  Iron  ($3 
list).   60  per  cent. 
Machine  bolts,    %    and  less,  70 
per  cent. 

Machine  bolts,  7-16  and  up, 
60  per  cent. 

Plough  Bolts,  55  and  10  per 
cent. 

Bolt  Ends,  60  per  cent. 
Blank  Bolts.   57%   per  cent. 
Sleigh  Shoe  Bolts,         and  less, 
62%  per  cent. 

Sleigh    Shoe    Bolts,    7-16  and 
larger,  50  and  12%  per  cent. 
Coach  Screws,  new  list,  75  and 
per  cent. 

Nuts,  square,  all  sites,  4%  c.  per 
lb.  ofr. 
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Nuts,  hexagon,  all  sizes.  4% 
per   lb.  ofT. 

Stove  rods,  per  lb.,  5%c.  to  6c. 
Stove  bolts,   82%   per  cent. 

Bells — Door  bells,  push  and  turn, 
45  and  10  per  cent. 
Cow  bells,  65  per  cent. 
Sleigh   bells,    shaft   and  hames, 
pair,  22c.  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Farm  bells.     No.  1,  $1.65. 

Building  Paper,  Etc. — 

Tarred  slater's  paper,  per 

roll   0  95 

O.K.  paper,  No.  1,  per  roll  0  95 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  50 

Tarred    Fibre,    No.    1  per 

400  ft.  roll    0  62 

Tarred  Fibre.  Cyclone,  25 

lb.,  per  roll    0  62 

Dry  Cyclone,  15  lbs  0  50 

Plain  Surprise,  per  roll..  0  42 
Resin  sized  Fibre,  per  roll  0  43 
Asbestos    building  paper, 

per  100  lbs   3  50 

Heavy    straw,    plain  and 

tarred,  per  ton   36  00 

Carpet  Felt,  per  100  lbs..  2  60 
Tarred   wool   roofing  felt, 

per  100  lb   2  00 

Pitch,   Boston   or  Sydney, 

per  100  lbs   0  85 

Pitch,  Scotch,  per  100  lbs.  0  85 
Heavy  Fibre,   32  and  60, 

100'   lbs   2  00 

2  ply  Ready  Roofing,  per 
square   0  75 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply  complete,   per  roll.  1  15 

3  ply  complete,  per  roll.  1  35 
Liquid    Roofing  Cement, 

bbls.,   per  gal   0  17 

Liquid   Roofing  Cement, 

tins   0  19 

Crude  Coal  Tar,  per  barrel  4  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar.  per  bar- 
rel   5  00 

Shingle  Varnish,  per  bbl..  5  00 

.Caps,  per  lb   0  05 

Nails,    per   lb   0  05 

Mop,  cotton,  per  lb   0  17 

Butts — Plated,    bower     barflf  and 
nickel,  45  per  cent. 
Wrought  brass,  45  per  cent,  oflf 
revised  list. 

Cast  iron  loose  pin.  60  per  cent. 
Wrought  steel,  fast  joint  and 
loose  pin,  70  and  5  per  cent. 

Cement — Portland,  bags 

per   bbl   1  55     1  63 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  doz..  .  .  2  50 

Conductor  Pipe — 

2  inch,  in  10  ft.  lengths.  .  3  45 

3  "  "  , .  4  20 

4  "  "  .  .  5  53 

5  "  '  ■  .  .  7  60 

6  "  ••  .  .  9  25 

Door     Knobs— Canadian.    45  per 
cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list,  plus  5c. 

Door  Sets — Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers  (Parlor)  — 

Single    sets,    each    1  80 

Double  sets,   each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw   Knives — 

Carpenters'  6  inch.  doz...  5  25 

Holding  handles,  8  in.,  doz.  1  80 

Folding  handles.  8  in.,  doz.  1  80 

Escutcheon    Pins — Steel,  discount 
50  per  cent.    Brass,  50  per  cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths.  .  3  02 

10  "  "  .  .  3  30 

12  "  "  .  .  3  88 

15  "  "  .  .  5  53 

Factory  Milk  Cans — 

Milk  cans  and  pails,  35  p.c. 
Hand     delivery     and  creamery 
cans,  35  p.c. 

Railroad    and    cream    cans  and 
taps,    40    and    12%  p.c. 
Creamery  trimmings.  20. 

Files  and  Rasps — ■ 

Disston's,  Great  Western,  Amer- 
ican, Kearney  &  Frost.  Globe,  all 
75:  Black  Diamond  66  2-3,  and 
Nicholson  66%;  Jowett's  (Eng- 
lish list)  27%.  Delta  65. 


Hammers — Tack,  iron.  doi..  0  35 
Ladies'  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

.•\dze  eye.   hickory  handle 

1  lb.,  doz   6  26 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers'  hammers,  10  oz., 

doz  5  50 

Tinners'    setting,    %  lb., 

doz  4  50 

Machinists',  %  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over   0  06 

Sledge,  Napping,  up  to  2 

lbs  0  09 

Harvest  Tools,  50  p.c. — 

Samson,  best  quality,  40,  12% 
per  cent. 

Sidewalk  and  stable  scrapers, 
net.  $2.25. 

Wood  hay  rakes,  40  and  10  per 
cent. 

Lawn  rakes,  net. 
Hinges — Blind,  50  per  cent. 

Heavy  T  and  strap  discount,  40 

and  10  per  cent. 

Light  T  and  strap,  70  p.c. 

.Screw   hook    and   hinge,  $4.25, 

$5.00. 

Crate  hinges  and  back  flaps,  65 
and  5  -p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring) — Per  gross — No. 
5,  $18.00;  No.  10,  $19.50;  No. 
20,  $8.50;  No.  50,  $24;  No.  51, 
$9.60;  No.  120,  $17.40. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove  pipe  eyes,  kitchen  and 
square  hooks,  60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft..  13c. 
E.vtension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz..  $7.00. 
Lift  Tubular  and  Single  Plain, 

per  doz.,  $5.25. 

Japanning.  50c.  per  dozen  extra. 
Prism  Globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade, 
70  and  10. 

Locks  and  Keys— Canadian  50  and 

10  per  cent. 
Mallets — Tinsmiths'.    2%  x 

5%  in.,  per  doz  1  65 

Carpenters',     round  hick- 
ory,  6   in   1  95 

Lignum    Vitae.    round.  5 

inch   2  40 

Caulking,   No.  8,  oak    ...15  00 
Mattocks — 6  lb.,  18  inch.  $6  doz. 
Picks,  6  to  7  lb.,  $4.65  doz. 
Pick   handles,    $1.85  dozen. 
Prospectors'     hammers,  16%c. 
per  lb. 

Drilling  hammers,  6  cents  per  lb. 
Crowbars.  3%  cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,  5  gallon,  per  doz.. 
$10.00. 

Davidson  oilers.  45  p.c. 
Zinc   and   tin.    45  p.c. 
Coppered   oilers.   45  p.c. 
Brass  oilers.  45  p.c. 
Malleable.  25  p.c. 
Planes — Wood     bench,  Canadian, 
15,  .American,  25  p.c. 
Wood,  fancy,  30  to  35  per  cent. 
Rope  and  Twine — 

Sisal  rope    0  10% 

Pure  Manilla  rope  ....  0  14% 
"British"  Manilla  ....  0  12% 
Cotton.  3-16  inch  and 

larger    0  21 

Russia  Deep  Sea    0  23 

.Tute  0  12% 

Lath  Yarn,  single    0  08% 

Lath  Yarn,  double  ...  0  09% 
Sisal  bed  cord,  48  feet, 

per  dcz   0  72 

Sisal  bed  cord.  60  feet, 

per  doz   0  90 

Sisal  bed  cord.  72  feet, 

per  doz   1  08 

Cotton   clothes  line,    18  off. 


Bag,  Russian  twine,  per 

lb  0  27 

Wrapping,   cotton,  S-ply 

twine   0  19 

Wrapping,    cotton,  4-ply 

twine   0  21% 

Mattress  twine,  per  lb..  0  45 
Staging  twine,  per  lb...  0  35 
Rivets    and    Burrs — Iron  Rivets, 
black  and  tinned,  72%. 
Iron  Burrs,  72%  per  cent. 
Copper  Rivets,  usual  proportion 
burrs.  35  and  5  per  cent. 
Copper  burrs  only,  15  per  cent. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.  Potts,  No. 

55,  polished,  per  set  ...  0  85 
Mrs.     Potts,     No.  50, 

plated,   per   set    0  90 

Mrs.    Potts,  handles, 

japarined,  per  gross.  .  9  00 

Common,  plain   5  00 

Common,  plated    5  50 

Asbestos,  per  set    1  50 

Sand  and  Emery  Paper,  40  p.c. 
Sash  Weights — 

Sectional,    %    lb.  each, 

per  100  lbs   2  25 

Solid,  3  to  30  lbs  1  60 

Sash  Cord — No.  3,  per  lb.  0  30 
Screws — ^Wood,  F.  H.,  bright 

and  steel    ....   85  10  7%  10 
Wood,     R.  H., 

bright    80  10  7%  10 

Wood,     F.  H., 

brass    75  10  10 

Wood,     R.  H., 

brass    70  10  10 

Wood,     F.  H., 

bronze    70  10  10 

Wood.     R.  H., 

bronze    65  10  10 

Drive  screws    65  10  10 

Set,  case  hardened ...  60  and  10 

Square, cap   50  and  05 

Hexagon    cap  45 

Bench,  wood,  per  doz.,  $5.00 
Bench,   iron,   per  doz.,  $4.25 
Screws   (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister  head,  iron,  30  ;  brass, 
25  per  cent. 

Shovels  and  Spades — 

Canadian    No.    1,    60  ;    No.  2 

grade,  55  and  2%  p.c. 
No.  3  and  4  grade,  45  per  cent. 

Soldering  Irons — 

Base,  per  lb.,  28  cents. 

Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per    1,000    6  00 

Eureka  tinned  steel  hooks, 

per  1,000    8  00 

Staples — 

Poultry  netting.  100  lbs..  6  70 
Bed,  100  lbs..  No.  14....  6  75 

Blind,    per   lb  0  12 

Coopers'  staples,  45  per  cent. 
Bright  spear  point,  75  per  cent. 

Stovepipes — 

5  &  6  in.,  per  100  lengths  8  50 
7  inch,  per  100  lengths..   9  00 
Nestable,  40  per  cent. 
5  and  6  inch  elbows,  per 

doz   1  46 

7  inch  elbows,  per  doz....  1  64 
Thimbles,   70  p.c. 

Carpet  Tacks — Blued,  80  and  10 
tinned,   80  and   15;    (in  kegs) 
40 ;  cut  tacks,  blued,  in  dozen! 
only,  80  and  10;  %  weights.  60 
Swedes  cut  tacks,  blued  and  tin 
ned,  bulk.  85  and  5,  in  dozens 
75  and  10;  Swedes,  upholsterers' 
bulk.  90;  brush,  blued  and  tin 
ned,  bulk,  70  and  10;  Swedes 
gimp,  blued,   tinned  and  japan 
ned.     8'2%;     zinc     tacks,  35 
leather  carpet  tacks,  35 ;  copper 
tacks.    45:     copper    nails.  50 
trunk  nails.  Wack,   65  and  10 
trunk   nails,   tinned   and  blued, 
65   and    10;    clout   nails,  blued 
and   tinned,    65   and   10;  chair 
nails.  35  and  10:  patent  brads. 
40  and  10;  fine  finishing.  40  and 
10;  lining  tacks,  in  papers,  net; 
lining  tacks,  in  bulk.  16:  lining 
tacks,  solid  heads,  in  bulk,  75; 
saddle    nails,     in    papers,  10; 
saddle  nails  in  bulk.  15:  tufting 
buttons.  22  line  in  dozens  only, 
60:    zinc    glaziers'    points.  5: 
double  pointed  tacks,  papers.  90 
and    10;    double   pointed  tacks, 
bulk.     55:     clinch    point  shoe 
rivets,   45   and   10:    cheese  box 
tacks.    87%:    trunk    tacks.  80 
and  20:   strawberry  box  tacks. 
80  and  10. 


Thermometers — Tin  case  and  dairy, 

"5  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 

Plain  and  retinned.  72  and  5. 
Traps  (steel  game) — Newhouse,  40 

per  cent. 

Hawley  Ic  Norton,  57%  per  cent. 

Victor,  70  per  cent. 

Oneida  Jump   (Star),  65  p.e. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  23  50 

Garden,  steel  wheel,  doz.  36  OO 
Wrought  Iron  Washers — Canadian, 

45  per  cent. 
Wire   Cloth — Painted    Screen,  ia 

100  ft.  rolls.  $1.50  per  100  »q. 

ft.:    in    50-ft.   rolls,    $1.55  per 

100   sq.  ft. 
Wire  Door  Mats — 16  x   24.  doz.. 

$9.00. 

HOUSEraENISHINOS 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves   and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 
Registers,   70  and  10  per  cent. 

Range  Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy.  $7.00. 

Kitchen  Sinks — Cast  iron.  16  x  24, 
$1;  18x30.  $1.15;  18x36.  $1.95. 
Flat  rim  enameled  sinks  16x24, 
$2.65;  18x30.  $3.10;  18x36. 
$4.15. 

Enameled  Ware — White  ware,  75 

per  cent. 

London  and  Princess,  50  per 
cent. 

Canada.  Diamond.  Premier.  50 
and  10  p.c. 

Pearl.  Imperial,  Crescent  and 
granite  steel,  60  and  10  per  cent. 
Premier  steel  ware,  60  and  10 

per  cent. 

Star  decorated  steel  and  white, 
33%   per  cent. 

Hollow  ware,  tinned  cast,  40 
per  cent.  off. 

Enameled  street  signs,  50  per 
cent. 

Copper  Ware — Copper  boilars. 
kettles,  50  p.c. 

Copper  tea  and  coffee  pots.  50 
per  cent. 

Copper  pitts.  30  and  5  per  cent. 

Galvanized  Ware — Dufferin  pattern 
pails   42%    per  cent. 
Flaring  pattern.   42%   per  cent. 
Galvanized  washtubs,   42  %  p.c. 

Pieced  Ware,  35  per  cent. — 

Copper  bottom   tea   kettles  and 

boilers,  35  per  cent. 

Coal  hods.  40  per  cent. 

Boiler  and  tea  kettle  pitts.  40 

per  cent. 
Stamped  Ware — Plain,  72%  and  5 

per  cent. 

Retinned.  72%  and  5  per  cent. 

Silverware — HoUoware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9:  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4.  ?13; 
No.  5,  $16;  f.o.b.  Toronto.  Ham- 
ilton, London,  and  St.  Marys. 
40  per  cent.;  f.o.b.  Ottawa, 
ston  and  Montreal,  37  per  cent. 

Washing  Machines —  Each 

Dowswell    5  00 

New  Century.  Style  A.  .  .  9  00 

Ideal   Power    16  00 

Stephenson                 (netl  6  00 

Puritan    Motor    16  00 

Low  Presure  Water 

Motor  Washer    16  00 

Connor  Ball  Bearing. 

with  rack    10  25 

I  X  L    10  00 

Gem   8  75 

Winner   9  00 

Connor  Improved    5  00 

Discount.  25  p.e. 

Wringers — 

Roval    Canadian,    11  in., 

doz   45  25 

Eze.  10  in   51  75 

Bicvcle.  11  inch    56  25 

Trojan.   12  inch   100  00 

Unexcelled.    104-E    72  00 

Favorite  511E  and  521E  57  75 

Domestic  531E  and  541E  63  00 

Challenge  311E  and  321E  51  00 

Ottawa  331E  and  341E .  .  56  25 

Sunlieht   lllE  and  121E  44  25 

Sunlight    111    42  OO 

Royal  Canadian  151  ....  45  25 
Discount.  20  p.c. 
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BUYERS'  DIRECTORY 


WHEN  WRITING  TO  ADVERTIS- 
ERS KINDLY  MENTION  THE 
CANADIAN  HARDWARE  JOURNAL 


ABRASIVE  WHEELS 
Taylor  Forbes  Co.,  Quelph. 

AOOOXJNT  EEGISTEES 
B»rr  Register  Co.,  Trenton. 
Dominion    Register    Co.,  Toronto. 

ADVERTISING  SIGNS— Metal 
UcCl»r7  Mfg.  Co.,  London. 
Thoi.  Davidson  Mfg.  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toronto. 
ADZES 

Allan  Hilli  Edge  Tool  Co.,  Oalt. 

ALABASTINE 
The  Alabastine  Co.,  Paris,  Ont. 

ALUMINUM 
Northern  Aluminam  Co.,  Toronto. 

ALUMINUM  WARE 
McClary  Mfg.  Co..  London. 
Northern  Aluminum  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 
Ware  Mfg.  Co.,  Oakville,  Ont. 

AMMUNITION 
Dominion  Cartridge  Co.,  Montreal. 
Remington    U.M.C.    Co.,  Windsor. 
KTDOch,   Ltd.,  Birmingham,  Eng. 

ANVILS 
Taylor-Forbes  Co.,  Gnelph. 

ASH  CANS 
McFarlsne  Douglas  Co.,  Ottawa. 
ThoB.  Davidson  Mfg.  Co.,  Montreal. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
.T.  Samuels.  Toronto. 

ASH  SIFTERS 
Bnrrowes  Mfg.   Co.,  Toronto. 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
J.   Samuels,   Toronto,  Ont. 
Soren  Bros.,  Toronto,  Ont. 
Fairgreive   Mfg.    &    Stamping  Co., 
Toronto. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toronto. 

MeClarv  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

AUGERS — Post  Hole 
Taylor-Forbos  Co.,  Guelph. 
Otterville  itfe.  Co.,  Otterville,  Ont. 

AUGER  BITS 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington,  Conn. 
Smith  &  Hemenway,  New  York. 

AUTO  SHEET  METAL  PARTS 
Burrowes  Mfg.  Co.,  Toronto. 

AUTOMOBILE  ACCESSORIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Kuhne-.'\nderton    Mfg.    Co.,  Port 
Hope. 

KInzinger   ft   Bruce   Co.,  Niagara 
Falls. 

McKinnon  Hash  Co.,  St.  Catharines. 

AWLS — Sawing 
C.  A.  Myer  Co.,  Chicago,  111. 
AWLS 

Stanley    Rule    ft    Level    Co.,  New 
Britain.  Conn. 
AXES — Safety  Pocket  ard  Belt 

Marble   Arms   ft   Mfg.   Co.,  Glad- 
stone, Mich. 

AXES 

James  Smart  Mfg.  Co.,  BroekviUe. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Allan  Hills  Fdge  Tool   Co.,  Gait. 

AXE  WEDGES 
Taylor-Forbps  Co.  Guelph. 

AXLE  PULLETS 
Taylor-Forbes  Co..  Guelph. 
Springer  Lock  Mfg.  Co.,  Belleville. 

BABBITT  METAL 
Canada   Metal    Co.,  Toronto. 

BAGS  AND  SACKS 
Scythes  A   Co.  Toronto. 

BAKE  AND  PASTRY  BOARDS 
Wm.  Cane  ft  Son,  Newmarket. 
Stratford   Mfg.   Co.,  Stratford. 
Meakins  A  Sons.  Ltd..  Hamilton. 
Tavlnr  ForheR  Co  Guelph. 

BALE  TIES 
Laidlaw  Bale-Tie   Co.,  Hamilton. 
Stanley  Works.  New  Britain.  Conn. 

BARBELS — Gasolene  Storage 
Winnipeg   Ceiling   ft    Roofing  Co.. 
Winnipeg 
BARN    DOOR  HANGERS 
Oanada    Steel    Goods    Co.  Hamil- 
ton. 

Taylor-Forbes  Co..  Gnelph. 


Richarda-Wilcox      Canadian  Co., 

London. 

Chicago  Spring  Butt  Co.,  Chicago. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

BARS  AND  SHUTTERS 
Canadian  Yale  4  Towne,  Ltd.,  St. 
Catharines. 

BARN  EQUIPMENT 

Bfiilty  liros.,  Fcr-us,  Ont. 

Steel   Trough     A:     Machine  Co., 

Tweed 

BASKETS— Clothes 
Meakins  &   Sons,  Hamilton. 

BATHROOM  FITTINGS 
Gendron  Mfg.   Co.,  Toronto. 
Kinzinger  &  Bruce,  Niagara  Falls. 
Canada  Metal   Co.,  Toronto. 
Landers,  Frary  &  Clark,  New  Brlt- 

tain.  Conn. 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

BELLS — Ship-gong  Bells  and  Follt 
James    Morrison   Brass   Mfg.  Co., 

Toronto. 

BELLS — Door 
Springer  Lock  Mfg.  Co.,  Belleville. 

BELLS — Farm 
Taylor-Forbes  Co.,  Guelph. 
Exeter    Mfg;.    Co.,  Exeter. 

BELTING — Cotton  Duck 
Dominion  Belting  Co.,  Hamilton. 

BELTING — Rubber 
Gutta  Perchs  &  Rubber  Ltd.,  To- 
ronto. 

BELTING — Leather 
Sadler  &  Haworth,  Montreal. 

BIRD  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
BITS 

McKinnon  Dash  Co.,  St.  Catharines. 
BLOCKS — Chain  Hoisting 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BOAT  TRIMMINGS 

McKinnon  Dash  Co.,  St.  Catharines. 
BOILERS — Kitchen  Range 

Canada  Metal  Co.,  Toronto. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILERS  AND  RADIATORS 

Bowes.   Jamieson,   Ltd.,  Hamilton. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. 

Pease    Foundry    Co.,  Toronto. 

Taylor-Forbes  Co..  Guelph. 
'  BOLTS — Door  and  Window 

Bommer  Brothers,  New  York. 

Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BOLTS  AND  NUTS 

Stanlcv  Works.  New  Britain.  Conn. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

BOX  HINGES  AND  STRAPPING 
Stanley      Works.      New  Britain, 

Conn. 

BOX  OPENERS 

Charles  Morrill,  New  York.  N.T. 
BRACES    AND  BITS 

E.  C.  Atkins  &  Co.,  Indianapolis. 

Peck.  Stow  ft  Wilcox  Co.,  South- 
ington.  Conn. 

Stanley   Rule   ft    Level    Co.,  New 
Britain,  Conn. 

North  Bros.  Mfg.  Co.,  Philadelphia. 
BRACKETS— Shelf 

Stanley  Works,  New  Britain,  Conn. 

Tavlor  Forbes  Co..  Guelph. 

BRASS  GOODS 

Canada    Metal    Co..  Toronto. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

Kinsinger,    Bruce   &   Co.,  Niagara 

Foils. 

BREAST  DRILLS 

X'Tth  P.ri'S.,  I'hilarloliihia. 
Stanley    Rule    ft    Level    Co.,  New 
Britain.  Conn. 

BRICK    AND    TILE  BLOCK 
MACHINES 
Fxcler   Mfg    '  n  Kxrter. 

BRUSHES 
Boeekh   Bros.   Co..  Toronto. 
Meakins  ft   Sons.  Hamilton. 


Canada  Brush  Co.,  St.  John,  N.B. 

Sanderson  Pearcy  &  Co.,  Toronto. 
BUCKLES 

McKinnon  Dash  Co.,  St.  Catharines. 

Stanley  Works.  New  Britain,  Conn. 
BURLAPS 

Scythes  &  Co.,  Toronto. 

Dominion  Oil  Cloth  Co.,  Montreal. 
BUILDERS'  HARDWARE 

Stanley  Works,  New  Britain,  Conn. 

James  Smart  Mfg.  Co.,  Broekvllle. 

Cowan  &  Britton,  Ltd.,  Ganaooqne. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  OrillU. 

Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Bommer  Brothers,  New  York. 

Taylor-Forbes  Co.,  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Chicago  Spring  Butt  Co.,  Ohieago. 

Springer  Lock  Mfg.  Co..  Belleville. 
BURNERS 

Ontario  Lantern  &  Lamp  Co.,  Ham- 
ilton. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

BUTCHER  KNIVES 
Arch.  McFarlane,  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

BUTTS — Spring 
Bommer  Bros.,  Brooklyn,  N.T. 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chioago. 
Taylor-Forbes  Co..  Guelph. 

BUTTS    AND  HINGES 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chicago. 
Cowan  &  Britton,  Ltd.,  Oananoque. 
Taylor-Forbes  Co.,  Guelph. 

CAMP  STOOLS  AND  OH  AXES 
Stratford  Mfg.  Co.,  Stratford. 
"McKinnon  Dash  Co.,  St.  Catharines. 
Otterville  Mfg.  Co..  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary  Mfg.   Co.,  London. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CANS— Milk 
McClarv  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co..  Montreal. 

CANT  HOOKS 
Lachute  Shuttle  Co.,  Lachute  Mills, 
Que. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
CARBON  LAMPS 

Canadian  Sunbeam  Electric  Co., 
Toronto. 

Canadian  Tungsten  Lamp  Co., 
Hamilton. 

CARPENTERS'  CLAMPS 
Taylor-Forbes  Co.,  Guelph. 

CARRIAGE  HEATERS 
Chicago   Flexible   Shaft   Co.,  Chi- 
cago. 

CARTRIDGES — MetaUlc 

Remington   Arms — Union  Metallie 

Cartridge  Co.,  Windsor. 
Dominion  Cartridge  Co..  Montreal. 

CASEMENT  ADJUSTERS 
Canadian    Yale    ft    Towne,  Ltd., 

St.  Catharines. 
Springer  Lock  Mfg.  Co.,  Belleville. 

CASTERS — Stove  and  Range 
Chicago    Hardware    Foundry  Oo., 

Chicago,  111. 
Moffat  Stove  Co.,  Weston. 

CATTLE  LEADERS 
Taylor-Forbes  Co..  Guelph. 

CHAIN  BOLTS 
Taylor-Forbes  Co.,  Guelph. 
Stanley  Works,  New  Britain,  Conn. 

CHAIR  LADDERS 
Tavlor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 
CHAIN 

Anti-skid.    Coil.    Cow-tie,  Halter, 

Trace,  Hammock,  Logging. 
MrKinnon  Chain  Co..  BufTnlo,  N.Y. 

CHAIN — Brass  &  Copper 
James    Morrison    Brass   Mfg.  Co., 
Toronto. 

CHAINS— Steel 
Steel   Co.  of  Canada.  Hamilton. 
B.    Greening   Wire   Co.,  Hamilton. 
CHALK 

A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronto. 


CHIMNEY  TOPS 
Gurney  Foundry  Co.,  Toronto. 

CHISELS— Wood 
Allan  Hills  Edge  Tool  Co.,  Gait. 

CHURNS — Barrel  or  RevolTing 
Beatty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  &  Sons,  Ottawa. 
Onmmer-Dowswell    Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 

CLAMPS 
Taylor-Forbes  Co.,  Guelph. 
National  Machinery  ft  Supply  Co., 

Hamilton. 
Henry  Disston  &  Sons,  Toronto. 
CLOCKS 

Western  Clock  Mfg.  Co.,  La  Salle, 
111. 

CLOTHES  DRIERS 
James  Smart  Mfg.  Co.,  BrockTill*. 
Stratford  Mfg.  Co.,  Stratford. 

Taylor-Forbes  Co..  Guelph. 

CLOTHES  LINE  PULLETS 
Taylor-Forbes  Co.,  Guelph. 

CLOTHES  MANGLES 
Cummer  Dowswell,  Ltd.,  Hamilton. 
Maxwell's,  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Guelph. 

CLOTHES    BARS   AND  RAOK 
Wm.  Cane  ft  Son,  Newmarket. 
McFarlane  Ladder  Works,  Toronto. 
Otterville  Mfe.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CLOTHES  LINE  PROPS 
McFarlane  Ladder  Works.  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 

CLOTHES  LINE  WIRE 
Steel  Oo.   of  Canada,   Ltd.,  Ham- 
ilton. 

CLOTHES  REELS 

Taylor-Forbes  Co..  Guelph. 

CLOTHES  PINS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

COAL  CHUTES 
Clare  Bros.,  Preston. 
Gait   Stove  ft   Furnace   Co.,  Gait. 
Steel    Trough    &      Machine  Co., 
Tweed. 

Winnipeg  Ceiling  ft  Roofing  Co., 
Winnipeg. 

Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

COAL  SCREENS 
Canada   Wire  ft   Iron   Goods  Co., 
Hamilton. 

COBBLER  SETS 
Taylor-Forbes  Co..  Guelph. 

COMPASSES 
Marble   Arms   &   Mfg.   Co.,  Glad- 
stone, Mich. 
CONCRETE    BLOCK  MAOHINEB 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CONDUCTOR  PIPE 
See  Eavetrough. 

COPPER  WARE 
Thos.  Davidson  Mfg.  Co..  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary   Mfg.   Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

CORDAGE  AND  TWINE 
Scythes  &   Co.,  Toronto. 
Consumers  Cordage  Co.,  Montreal. 

CORNICE  BRAKES 
Steel      Bending      Brake  Wopka, 

Chatham. 
Brown  Boggs  Co.,  Hamilton. 

COTTER  PINS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

COTTON  DUCK  AND  WASTB 

Scythes  &   Co.,  Toronto. 

COUNTERS 
Walker  Bin  ft  Store  Fixture  0»., 
Berlin. 

COUNTER  CHECK  BOOKS 
Dominion  Register  Co.,  Toronto. 

COUNTER  YARD  MEASURES 
Lufkin  Rule  Co.,  Windsor. 
Taylor-Forbc.-:  Co..  Guelph. 

COW  EASE 
Carpenter,     Morton     Co.,  BostoB, 

'cow  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co.,  Ham- 
ilton. 

McKinnon  Chain  Co..  St.  Cathar- 
ines. 

CRANES 

Canadian  Yale  ft  Towne,  Ltd.,  St. 

Catharines. 

CROWBARS 
Welland  Vale  Mfg.  Co.,  St.  Catk- 

arine  «. 


54 


CANADIAN  HARDWARE  JOURNAL. 


June,  1915 


OXJIiVEBTS — Oorrngated  M«tu 
WinnipeK   Celling  St   Kooflnf  Co., 

WinnipcB. 
The  Pedlar  Ppople,  Oghawa. 

CUBRY  COMBS 
Steel    Equipment    Co.,  Pembrok*. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Barrow,  Slownrt  tc  Milne,  Hamil- 

ton. 

CURTAIN  STEETCHEE8 
Otterville  Mfg.  Co..  UttervilU. 
Landers,  Fiary  &  Cltirk.  New  Bri- 
tain, Conn. 

CUTLEET 
Arch.  Md'erlane,  &lontresl. 
Canadian  KoBera  Co.,  Toronto. 
Dorken  lirog.,  Montreal. 
Oneida  Community,   Ltd.,  NiafBra 

Kails,  Ont. 
Landers,  Trary  &  Clark,  New  Brit- 
ain, Conn. 
Sanderson  Ponrcy  &  Co.,  Toronto. 

CUT  SOLES 
Beardmore  &  Co..  Toronto. 

DAMPEES 
Enrcka  Damper  Co.,  Montresl. 
Onrncy  Fonndry  Co.,  Toronto. 
McClnry  Mfg.  Co.,  London. 
James  Smart  Mfg.  Co.,  BroekvilU. 
Tnylor-Forlics  Co..  Guelph. 
Ohannell  Cheinicnl  Co.,  Toronto. 
Ronnk,  Ijid.,  Toronto. 

DEEP  WELL  POWEE  HEADS 
Day  ton   Pump   &   Mfg.   Oo..  Day- 
ton, Ollin. 

DISINFECTANTS 
Williams    Chemical    Co.,  Rnasell, 

DISPLAY  AND  WALL  OASES 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

Cameron  fz  Cnmpbell.  Toronto. 

DISPLAY  BACKS 
Pairgrieve  Metal  &  Stamping  Co., 
Toronto. 

DIES 

Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

DOOE  CHECKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Ohieago. 
Keating  nrnss  Works,  Toronto. 
Taylor  Forbes  Co.,  Ouelph. 

DOOR  HANGERS— Parlor 
Canada    Steel    Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Ouelph. 
Richards-W'ilcox      Canadian  Co., 
London. 
DOOR  MATS— Cocoa  Fibre 
Meakins  St  Sons.  TTamilton. 

DOOR  MATS— Rubber 
Outta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

DOOE  MATS— Wire 
Knhne  &  Anderton,  Port  Hope. 
Canada   Wire  &   Iron   Goods  Co., 

Hamilton. 
Barton  Netting  Co.,  Windsor. 

DOOES  AND  WINDOWS 
McFarlnne-Oouglas  Co.,  Ottawa. 
A.  D.  Ornistiy  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Prea- 
ton. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 
Allan  Hills  Edge  Tool  Co.,  Gait. 

DRILLS — Breast  and  Bench 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

DEY  COLORS 
Canada  Pnint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
O.  P.  Stephens  &  Co.,  Winnipeg. 
Brand  ram-IIenderson,    Ltd.,  Mont- 
real. 

A.  Ramsay  ^!  Son,  Montreal. 
Sanderson  Pes  rev  &  Co.,  Toronto. 

DEIVE  WELL  POINTS 
Otterville  Mfg.  Co..  Otterville. 

DUSTLESS  DUSTEE8 
Tarhox   Bros..  Toronto. 
EAVETEOUOH   AND  OONDUOT- 

OE  PIPE 
Metal  Shingle  Ss  Siding  Co.,  Prea- 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

MeFarlane-Douglaa  Co.,  Ltd.,  Ot- 
tawa. 

MeClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

A.  Welch  gc  Son,  Toronto. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

E.  T.  Wright  Co.,  Ltd.,  Hamil- 
ton. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

EDGE  TOOLS 
Allan  Hills  Edge  Tool  Co.,  Gall. 
James  Smart  Mfg.  Co.,  BrockTilla. 

Peck,   Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
Welland  Vale  Mfg.  Co.,  St.  Oatk- 

arlnes. 


EOO  OBATES 
Wm.  Cane  A  Son,  Newmarket. 
ELECTRIC  FLASHLIGHTS 

Canadian   Ever  Ready   Works,  To- 
ronto. 

Interstate    Electric    Novelty  Co., 
Toronto. 

Metal  Specialties  Co.,  Chicago,  111. 

ELEOTEIO  LIGHT  FUTUEBS 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

ELEOTEIO  IE0N8,  ETO. 
Ideal   Electric   Mfg.   Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

Chicago  Flexible  Shaft  Co.,  Chi 
cago. 

Landers,    Frary    A    Clark,  New 

Britain,  Conn. 

Duncan  Electric  Co.,  Montreal. 

Radiant   Electric   Co.,  Grimsby. 
ELECTRIC  LAMPS 

Northern  Electric  Co.,  Montreal. 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto, Ont. 

Ontario    Lantern     &     Lamp  Co., 
Ham  ilton. 
ELECTRIC   MANTEL  GEATES 

Radiant  Electric  Co.,  Grimsby. 

Barton  Netting  Co.,  Windsor. 
ELECTRIC  EADIATOBS 

Radiant  Electric  Co.,  Grimaby. 

Ideal  Electric  Mfg.  Co.,  Wallaee- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELECTRIC  EANGES 
Radiant  Electric  Co.,  Grimsby. 
Ideal   Electric  Mfg.  Co.,  Wallace 
burg. 

Renfrew  Electrie  Mfg.  Co.,  Ren- 
frew. 

ELEOTEIO  BATTERIES 
Canadian      Fairbanks-Morae  Co., 

Montreal. 
Radiant  Electrie  Co..  Grimsby. 

EMERY  GRINDERS 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

EMERY  POWDER 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams    Co.,  Montreal. 
G.  P.  Stephens  &  Co.,  Winnipeg. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

ENAMEL  SIGNS 
McClary  Mfg.  Co.,  London. 

ENAMELED  WAEE 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Stamped  &  Enameled  Ware,  Hes- 
peler. 

ESCUTCHEON  PINS 
Steel  Oo.  of  Canada,  Ltd.,  Hamll 
ton. 

EXPANSION  BOLTS 
Richards-Wilcox      Canadian  Co., 

London. 

EXPRESS  WAGONS — Boya* 
Canadian  Buffalo   Sled   Co.,  Prea- 
ton. 

Gendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Works,  Toron- 
to. 

FARM  TANKS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock.  Ont. 

FARM  TROUGHS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock,  Out. 
FASTENEES— Door,  Sash 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co..  Guelph. 

FENCING — Woven  Wire 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Steel  Company  of  Canada,  Hamil- 
ton. 

Banwell  Hozie  Wire  Fence  Co., 
Hamilton. 

Canadian  Steel  &  Wire  Co.,  Ham- 
ilton. 

FENCING— Picket  Wire 
McFarlane  Ladder  Worka,  Toron- 
to. 

FILES  AND  BASP8 
Henry  Disston  tc  Sons,  Toronto. 
Nicholson  File  Co.,  Port  Hope. 
O.  *  H.  Barnett  Co.,  Philadelphia, 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

FILTEES- Water  and  00 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

FIEEPEOOF  DOORS  AND  WIN- 
DOWS 

McFarlane-Donglas  Co.,  Ottawa. 
Winnipeg  Celling   A   Aeofing  Co., 
Winnipeg. 


FIREPLACE  OBATES 
Cbadwiek  Brass  Co.,  Hamilton. 
Enterprise  Fonndry  Co.,  SaekTllle, 
N.B. 

Barton  Netting  Co.,  Wlndaor. 
James    Stewart    Mfg.    Co..  Wood- 
stock. 

Taylor-Forbes  Co..  Gnelph. 
Canada   Wire   A   Iron   Goods  Co., 

Hamilton. 

FIRE  BUCKET  TANKS 
Metal  Shingle  A  Siding  Co.,  Prea- 

ton. 

A.  B.  Ormsby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

FIEE  DOOE  HAEDWAEE 
Winnipeg   Ceiling   A   Roofing  Co.. 

Winnipeg. 
Richards-Wilcox      Canadian  Co., 

London. 

Stanley  Works,  New  Britain,  Conn. 
Taylor-Forbes  Co.,  Guelph. 
Metal  Shingle  A  Siding  Co.,  Prea- 
ton. 

FIRE  EXTINGUISHERS 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

FLAGS 
Scythes  A  Co.,  Toronto. 
J.  J.  Turner  A  Son,  Peterboro. 
FLOOE  AND  WALL  THIMBLES 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

FOECE   CUPS — Eubher 
Outta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

FOUNDRY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada   Wire   A  Iron   Goods  Oo^ 

Hamilton. 

FORKS— Hay 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

FOOD  CHOPPERS 
Maxwells,  Ltd.,  St.  Mary's. 
Peck,   Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
McClary  Mfg.  Co.,  London. 

FOOT  WAEMEES 
Chicago   Flexible   Shalt   Co.,  Chi- 
cago. 

FUENACES— Plumbers' 
Jamea   Morrison   Brass   Mfg.  Co., 

Toronto. 

FUENACES— Hot  Air 

Bowes,  Jamieson,  Ltd.,  Hamilton. 

Beach  Foundry  Co.,  Ottawa. 

Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Can.  Heat  A  Vent.     Co..  Owen 

Sound. 
Clare  Bros.,  Preston. 
Specialty  Mfg.  Co.,  Grimsby. 
Gait  Stove  A  Fnmace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, 

N.B. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  A  Heater  Co., 
Hamilton. 

Hall  Zryd  Foundry  Co.,  Hespeler. 

Kir-Ben,  Ltd.,  Almonte. 

McClary  Mfg.  Co.,  London. 

Pease  Foundry  Co.,  Toronto. 

Jas.  Smart  Mfg.  Co.,  Broekville. 

Jas.  Stewart  Mfg.  Co.,  Wood- 
stock. 

FUENITUEE  SLIDES 
Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  lEON 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

B.  A  S.  H.  Thompson,  Montreal. 
M.  A  L.  Samuel,  Benjamin  A  Co., 
Toronto. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

McFarlane-Douglas  Co.,  Ottawa. 

A.  Welch  A  Son,  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 

GARAGES— Metal 
The  Pedlar  People.  Oshawa. 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

GARBAGE  CANS 
Thos.   Davidson    Mfg.    Co..  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 
Steel    Trough    A    Machine  Co., 

Tweed. 

OABDEN  AND  PAEK  SEATS 
Stratford  Mfg.  Co.,  Stratford. 

QAEDEN  HOSE 
Gatta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

OAS  IRONS 
MeOlary  Mfg.  Co.,  London. 


OAS  OVENS 
FairgrlsTe  Metal  A  Stamping  0«, 

Toronto. 

OAS  RANOES 
Barrow,  Stewart  A  Milne,  Hamil- 
ton. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 

Fairgrieve  Metal  A  Stamping  Co., 
Toronto. 

Onmey  Foundry  Co.,  Toronto. 

Hamilton  Stove  A  Heater  Oe. 
Hamilton. 

MeClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 

Moffat  Stove  Co.,  Weston. 

James  Stewart  Mfg.  Co..  Wood- 
stock. 

Supreme  Heating  Co..  Welland. 

OAS  FIXTURES 
James    Morrison    Brass   Mfg.  Co., 

Toronto. 

Barton  Netting  Co.,  Windsor. 
OAS  WATER  HEATEB8 

Moffat  Stove  Co.,  Weston. 

McClary  Mfg.  Co.,  London. 

Gumey  Foundry  Co.,  Toronto. 

Burrow,  Stewart  A  Uilne,  Hamil- 
ton. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 
James   Morrison   Brass   Mfg.  Ce., 
Toronto. 

GASOLINE  LIGHTING 
H.  W.  Knight  A  Bros.,  Toronto. 

GASOLINE  &  OIL  PUMPS 
Wayne    Oil    Tank    A    Pump  Co, 
Woodstock,  Ont. 

GASOLINE  STOVES 
James    Stewart    Mfg.    Co..  Wood- 
stock. 

GATES — Farm 
Steel  Co.  of  Canada,  Montreal. 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Banwell    Hoxie    Wire    Fence  Co.. 

Hamilton. 
James  Morrison  Brass  Mfg.  Oo, 

Toronto. 

GAUGES 
Stanley   Rale   A    Level    Co.,  New 
Britain.  Conn. 

OAUOE  COOKS 
Penberthy  Injector  Co..  Wlndaor. 
James   Morrison  Brass   Mfg.  0«, 
Toronto. 

GLASS 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Hobbs  Mfg.  Co.,  London. 
Toronto  Plate  Glass  Imp.  Co.,  To- 
ronto. 

A.  Ramsay  A  Son  Co..  Montreal. 

GLASS — Bent 
The  Toronto  Plate  Glass  Import- 
ing Co..  Toronto. 
GLASS  CUTTING  BOARDS 
Lufkin  Rule  Co.  of  Canada.  Wind- 
sor. 

A,  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pesrey  A  Co.,  Toronto. 

GLAZIERS'  TOOLS 
Smith  A  Hemenway.  N'ew  York. 

GEAS3  CATCHERS 
Taylor-Forbes  Co..  Ouelr^h. 

GRINDSTONES 
Taylor-Forbes  Co..  Guelph. 
Richards-Wilcox      Canadian  Co.. 
London. 
GRINDSTONE  FIXTURES 
Taylor-Forbes  Co.,  Guelph. 

GUNS   AND  EIFLES 
Remington  U.M.C.  Co.,  Windsor. 
Ross  Rifle  Co.,  Quebec. 

HACK  SAW  BLADES 
E.  C.  .\tkins  A  Co.,  Hamilton. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

HALTERS — Leather 
Q.  L.  Griffith  A  Son,  Stratford. 

EAMMEBS 
James  Smart  Mfg.  Co..  Broekrille. 
Stanley   Rule   A    Level    Co.,  New 

Britain.  Conn. 
Allan  Hills  Edge  Tool  Co..  Gait. 

HAMMOCKS 
Dominion    Hammock    Co.,  Doan- 
ville. 

Gait  Robe  A  Hammock  Co..  Gait. 
HANDLES — Door,     Drawer  an4 
Store 

Taylor-Forbes  Co..  Guelph. 
Stanley     Works,      New  BriUin, 
Conn. 

Canadian  Yale  A  Towne.  Ltd.,  St. 
Catharines. 

HANDLES— Axe,  Pick,  et« 
Laehote  Shuttle  Mfg.  Co.,  LaehaU 

Mills.  Que. 
Drayton  Mills.  Ltd.,  Drayton,  Ont. 
Turner,      Day.    Woolworth  0*, 

LonisTille,  Ky. 

HARNESS  AND  BLANKET! 

G.  L.  Griffith  A  Son,  Stratford. 
Burlington   Windsor   Blanket  Oo, 
Toronto. 
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Seeing  is  Believing 

Put  a  Samson  ball-bearing  or  a 
Peck  ratchet  brace  in  your  cus- 
tomer s  hand.  Don't  say  a  word. 
You  can  count  on  PEXTO 
quality,  design  and  reputation  to 
make  the  sale. 

The  Peck,  Stow  &  Wilcox  Company 

MFRS.  Mechanics'  Hand  Toolj,  Tinimillis"  and  Sheet  Metal 
Workers*  Tools  and  Machines,  Builders' and  General  Hardware 

SOUTHINGTON,  COXN.  CLEVELAND,  OHIO 

\A  Pexto  Sale  Paves  the  Way 
for  a  Dozen  More 


KIR-BEN  FURNACE  GAS  RING 

Kir-Ben,  Ltd.,  Almonte,  Ont.,  recently  devised  a  gas 
ring  for  use  in  all  sizes  of  their  "Kir-Ben"  furnaces. 
A  large  number  of  them  in  use  last  winter  gave  every 
satisfaction.  This  gas  ring  can  be  installed  at  any 
time,  but  as  the  work  on  installation  is  somewhat  less 
if  done  when  furnace  is  put  in,  all  furnaces  in  natural 
gas  districts  especially  should  have  gas  rings  fitted 
at  time  of  installing  furnace. 

The  Kir-Ren  gas  ring  is  a  separate  part,  designed  to 
give  the  highest  efficiency,  and  requires  no  change 
whatever  in  any  part  of  the  furnace  itself.  The  ring 
is  placed  between  the  ashpit  and  firepot,  and  is  so  ar- 


ranged that  either  coal  or  gas  may  be  used  independent 
of  the  other.  Gas  may  be  used  to  kindle  the  coal  fire, 
or  to  (|uicken  up  a  low  fire.  The  ring  is  divided  into 
two  working  sections,  cast  in  one  solid  piece,  and  either 
half  or  all  may  ho  used  at  one  time.  For  spring  and 
fail  this  feature  is  specially  useful. 

The  flames  shoot  downward  and  out  from  under  a  pro- 
jecting lodge.  The  gas  holes  are  so  located  that  they 
cannot  become  clogged  from  ashes  or  action  of  coal 
fire.  The  Kir-Ben  gas  ring  occupies  no  extra  space, 
does  not  interfere  with  any  other  part  of  the  furnace, 
And  is  always  ready  for  use,  summer  or  winter.  There 


is  no  need  for  a  plumber  or  steamfitter;  simply  turn 
on  the  gas. 

Operating  the  burner,  from  a  few  minutes  to  an 
hour,  according  to  conditions  and  size  of  furnace,  or 
room,  will  take  the  chill  off  a  living  or  sleeping  room 
at  an  expense  varying  from  one  to  five  or  six  cents. 


THE  BUSINESS  GAME  AS  I  SEE  IT 
Observations  of  the  Delivery  Boy. 

The  rolling  stone  has  nothing  on  the  changing  clerk. 

If  cleanliness  is  next  to  godliness,  some  clerks  are 
a  long  way  from  heaven. 

The  clerks  "who  find  advancement  the  hardest  are 
those  who  are  always  looking  for  a  soft  snap. 

The  clerk  who  is  cold  in  his  dealings  with  customers, 
is  the  fellow  who  put  the  "ice"  in  service. 

I'm  not  surprised  at  some  clerks  having  sore  eyes 
when  I  consider  how  they  strain  them  watching  the 
clock. 

When  you  become  too  particular  about  the  crease 
staying  in  your  trousers,  the  boss  becomes  less  particu- 
lar about  you  staying  in  his  employ. 

When  a  pretty  girl  comes  in  at  the  door,  profit  gen- 
erally flies  out  at  the  window — if  she  happens  to  come 
in  to  buy  bulk  candy.  It's  all  right  to  be  generous,  but 
not  at  your  employer's  expense. 

It's  a  good  thing  to  make  customers  feel  at  home, 
but  why  not  look  that  way  yourself!  Instead  of  run- 
ning around  the  store  with  }'our  hat  on,  hang  it  up  as 
if  you  intended  to  stay  a  while. 

Clerks  who  wish  they  could  change  places  with  tho 
boss  think  only  of  the  bright  side  and  not  of  the  dark 
features — such  as  having  a  draft  come  due  when  his 
bank  account  is  at  the  zero  mark. 
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HASPS  AND  LATCHES 

Taylor- l  orbe»  Co.,  Guelph. 
Stanley      Works,      Mew  Britain, 

Conn. 

Cowan  Sc  Britton,  Ltd.,  Oananoqua. 
Jamei  Smart  JAtg.  Co.,  BroelcTllle 

HATCHETS 
Jamei  Smart  Mfg.  Oo.,  BroekTill*. 

HAY  KNIVES 
Welland  Vale  Mfg.  Co..  St.  Calh- 
vrinei. 

HINQES 

Stanley      Works,      New  Britain, 

Conn. 

Springer  Lock  Mfg.  Co.,  Belle- 
ville. 

Canada  Steel  Ooods  Co.,  Hamilton. 
Cowan  &  Britton,  Ltd.,  Oananoqua. 
Taylor  Forbes  Co.,  Guelph. 

HINGES — Spring    and  Floor 
Taylor-Forbes  Co.,  Guelph. 
Bommer  Brothers,  Brooklyn,  N.T. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 

HOCKEY  STICKS 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

HOISTS 

Canadian  Yale  &  Towne,  Ltd..  St. 
Catharines. 

HORSE     CLIPPING  MACHINES 

B.  &  S.  H.  Thompson,  Montreal. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

HOESE  SHOES  AND  NAILS 
Steel  Co.  of  Cannda,  Hamilton. 

HOBSESHOE  CALKS 
Steel  Co.  of  Canada,  Hamilton. 

HOUSE  CLEANING  UTENSILS 
Invincible  Renovator  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

HOSE  REELS 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOOKS — Coat   and   Hat,  Kitchen 
Steel  Co.  of  Canada,  Hamilton. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co.,  Guelph. 

HOOKS  AND  EYES 
Steel  Co.  of  Canada,  Hamilton. 
Stanley      Works,      New  Britain, 

Conn. 

ICE  SHAVES 
McClary  Mfg.  Co.,  London. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 

Stanley    Rule    &    Level    Co.,  New 
Britain,  Conn. 
ICE   CREAM  FREEZERS 

McClary  Mfg.  Co.,  London. 

North  Bros.,  Philadelphia,  Pa. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

ICE  BOXES  AND  CHESTS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClarv  Mfg.  Co.,  London. 

INJECTORS — Automatic 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

INGOT  METALS 
M.  &  L.  Samuel,  Ben.iamin  &  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
IRONING   AND    BAKE  BOARDS 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co.,  Guelph. 
Ofterville  Mfg.  Co.,  Ottervllle. 

JACK  CHAIN 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

JOIST  HANGERS 
Taylor-Forbes  Co.,  Guelph. 

KEY  BLANKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

KITCHEN  CABINETS 
E.  T.  Wright  Co.,  Ltd..  Hamilton. 

KITCHEN  WOODSNWARE 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Co.,  Toronto. 

KNIVES— Draw 
Allan  Kills  Edge  Tool  Works,  Gait. 
Peck,   Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
KNIVES — Planer,  Paper-cutting 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

Henrv  Disston  &  Sons,  Toronto. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Co..  Toronto. 

LADDERS — Store 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

Milbradt  Mfg.  Co..  St.  Louis.  Mo. 
LAMPS 

Canadian  Sunbeam  Lamp  C<l.,  To- 
ronto, Ont. 

LAMPS — Incandescent 

Canadian  Snnbeam  Lamp  Co.,  To- 
ronto Ont. 


LAMPS — Tungiten 
Csnadiau  sunbeam  Lamp  Co.,  To- 
ronto. Ont. 

LAMPS  AND  BURNERS 
uiilariii     I.BOteru     lic     Lamp  Co., 

tiaiiiilluii. 
Thus.    DuMdson    Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LAMPBLACK 
L.  Martin  Co.,  New  Vork. 

LANTERNS* 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Uamiltoo. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,   Ltd.,  Hamilton. 

LATCHES 
Canadian  Yale  It  Towne,  Ltd.,  St. 

Catharines. 
Richards  Wilcox      Canadian  Co., 

Loudon. 
Taylor-t  orbes  Co.,  Guelph. 
Bommer  liioiht-rs.  iSrocklyn. 

LAUNDRY  TUBS 
Jannes    Morrison    Brass    Mfg.  Co., 

Toronto. 

LAVATORIES 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel     Trough     &     Machine  Co., 
Tweed. 

LAWN  FENCING 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

B.  Greening   Wire  Co..  Hamilton. 
LAWN  HOSE 

Gutta  Percha  &  Rubber,  Ltd.,  To 
ronto. 

LAWN    SEATS   AND  SWINGS 
Stratford  Mfg.  Co.,  Stratford. 
Canadian  Buffalo  Steel  Co.,  Pres- 
ton. 

LAWN  MOWERS 

Maxwells,    Ltd.,   St.  Mary's. 

Taylor-Forbes  Co.,  Guelph. 

James  Smart  Mfg.  Co..  Brockville. 
LAWN  SPRINKLERS 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

Taylor-Forbes  Co.,  Guelph. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LEAD  PIPE 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 

LETTER  BOXES 
Taylor-Forbes  Co.,  Guelph. 

LEVELS 
Frank  Sand  Mfg.  Co.,  Windsor. 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

LEATHER — Soles,  Etc. 
Beardmore  &  Co.,  Toronto. 

LINOLEUMS 
Dominion  Oil  Cloth  Co.  Montreal. 

LINSEED  OIL 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 

LITHOGRAPHED   TIN  BOXES 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  To- 
ronto. ' 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
LOCKS,  KNOBS,  ETC. 

iVational  Hardware  Co.,  Orillia. 

Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Taylor-Forbes  Co.,  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Springer  Lock  Mfg.  Co.,  Belle- 
ville. 

LUMBERING  TOOLS 

Allan  Hills  Edge  Tool  Co.,  Gait. 

MACHINE  KNIVES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons.  Toronto. 

MALLETS 
Stanley    Rule   &    Level    Co.,  New 

Britain,  Conn. 
MANUAL    TRAINING  BENCHES 
Richards- Wilcox      Canadian  Co., 
Ltd.,  London. 

MANGLES 
Cummer-Dowswell.  Ltd.,  Hamilton. 
Maxwells.  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Gnelph. 
James  Smart  Mfg.  Co.,  Brockville. 

MANTELS— Wood 
Barton  Netting  Co..  Windsor, 

MAPLE  EVAPORATORS 
Steel     Trough     &     Machine  Co., 
Tweed. 

MARINE  SUPPLIES 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

Consumers'  Cordage  Co.,  Toronto. 

MATCH  STANDS  (Safety) 
Chicago    Hardware    Foundry  Co., 
Chicago,  111. 


MATTOCKS 
Welland   Vale  Mfg.   Co.,   St.  Cath- 
arines. 

MEASURING  PUMPS 

Wayne    Oil    Tank    k    Pump  Co., 

Woodstock,  Ont. 

METALS 
Canada  Metal  Co.,  Toronto. 
McClary  Mfg.  Co.,  Loudon. 
Sheet  Metal  Products  Co.,  Toron 

to. 

M.  &  L.  Samuel,  Benjamin  Si  Co., 
Toronto. 

B.  *  S.  H.  Thompson,  Montreal. 

E.  T.  Wright  Co..   Ltd.,  Hamilton. 

METAL  CEILINGS  AND  WALLS 

McFarlane-Douglas  Co.,  Ottawa. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

Metal  Shingle  &  Sidirg  Co.,  Pres- 
ton. 

METAL  POLISHES 
Canada  Paint  Co.,  Montreal,  Que. 
Nickel   Plate     Stove   Polish  Co., 

^Vindsor,  Ont, 
Sherwin-Williams  Co..  Montreal. 

METAL  WASHBOARDS 
Meaklna  &  Sons,  Hamilton. 
METAL    GARAGES    AND  SILO 
ROOFS 

Metal  Shingle  &  Siding  Co.,  Pres 
ton. 

METAL  LATHS 
Pedlar  People,  Oshawa. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg, 

MILL  SUPPLIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 

MIRRORS 
Toronto  Plate  Glass  Imp.  Co.,  To 
ronto. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinzinger  &  Bruce  Co.,  Niagara 
Falls. 

Hobbs  Mfg.  Co.,  Ltd..  London. 

MITRE  BOXES 
Stanley   Rule    &    Level    Co.,  New 

Britain,  Conn, 
E,  C.  Atkins  &  Co.,  Hamilton, 

MOPS,  MOP-CLOTHS 
Channell  Chemical  Co.,  Toronto. 

MOP  WRINGERS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

MORTAR  COLORS 
Manton  Bros.,  Toronto. 
Sanderson  Pearcv  ,t  Co.  Toronto. 

MOTOR  BOAT  SUPPLIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

MOTOR  ACCESSORIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

NAILS  (Cut) 
Cowan  &  Britton,  Ltd.,  Gananoque. 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

NAILS  (Wire) 

H.  S.  Howland,  Sons  *  Co.,  To- 
ronto. 

Imperial  Steel  &  Wire  Co.,  Colling- 
wood,  Ont. 

P.  L.  Robertson  Mfg.  Co.,  Milton. 

Laidlaw  Bale-Tie  Co.,  Hamilton. 

Parmenter  Bulloch  Co.,  Gananoque. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

NAIL  PULLERS 
Smith  &  Hemenwav,  New  York. 
Chas.  Morrill.  New  York,  N.Y. 

NECKYOKES 
Dravton  Mills.  Ltd..  Dravton.  Ont. 

NICKEL-PLATED  WARE 
Landers,    Frary     &    Clark,  New 
Britain,  Conn. 

NUT  CRACKERS 
Chicago    Hardware    Foundry  Co., 
Chicago,  111. 

OAKUM 

A,  Ramsay  &  Son  Co.,  Montreal. 
Scy*he8  &  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

OILS — Linseed 
Canada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS— Boiled 
Canada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS — Varnish 
Canada   Linseed   Oil   Milli,  Mont- 
real and  Toronto. 
OIL   AND   GASOLINE  TANKS 
Steel     Trough     &     Machine  Co., 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 


on.   STOVES   AND  HEATER8 
Bowes,    Jamieaon,    Ltd.,  Hamilton. 
Imperial  Oil  Co..  Toronto. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet  Metal  Prodaeta  Co.,  Toron- 
to. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

OIL   STORAGE  SYSTEMS 

S.  F.  Bowser  k  Co.,  Toronto. 
HeUer-Aller  Co.,  Windsor. 
Steel     Trough     b     Machine  Co.. 
Tweed. 

Wayne  Oil     Tank  ic  Pump  Oo„ 
Woodstock. 
OILERS — Engine    and  Machine 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Prodaeta  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

OILED  CLOTHING 
Scythes  &  Co.,  Toronto. 

OIL  CLOTHS 
Dominion  Oil  Cloth  Co..  Montreal. 

OIL  CANS 
Fairgrieve  Metal  &  Stamping  Co.. 
Toronto. 

OILY  WASTE  CANS 
James    Morrison   Brass    Mfg.  Co, 
Toronto. 

Metal  Shingle  t  Siding  Co..  Pres- 
ton. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

McFarlane-Douglas  Co.,  Ottawa. 

ORNAMENTAL  IRON 
Canada   Wire   &   Iron   Goods  Co., 
Hamilton. 

PAILS — Wood 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

PAINTS  AND  OILS 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Ottawa  Paint  Co.,  Ottawa. 
R.  C.  Jamieson  &  Co.,  Montreal. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin  Senour  Co.,  Montreal. 
Benj.  Moore  &  Co..  West  Toronto. 
Pratt  &  Lambert,  Bnffalo. 
Pinchin-Johnson  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  C^o.,  Toronto. 
Sherwin-Williams  Co..  Montreal. 

PAINT  SPRAYING  MACHINES 
A.  Ramsay  &  Son  Co.,  Montreal. 

PAINTERS'  TRESTLES 
Stratford  Mfg.  Co.,  Stratford. 
A.  Ramsay  &  Son  Co.,  Montreal. 
McFarlane  Ladder  Works.  Toron- 
to. 

Walker  Bin  &  Store  Fiitore  Co., 

Berlin. 

PAPERHANGERS'  TOOLS 

Sanderson  Pearcy  &  Co..  Toronto. 
A.  Ramsay  &  Son  Co..  Montreal. 

PARIS  GREEN 
Sherwin-Williams   Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co..  Montreal. 

PARLOR  DOOR  HANGERS 
Richards-Wilcox      Canadian  Co.. 

Ltd.,  London. 
Canada  Steel  Goods  Co..  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 

PERFORATED  METALS 

B.  Greening  Wire  Co.,  Hamilton. 
Canada   Wire   &   Iron   Goods  Co^ 

Hamilton. 

PICKS 

Welland  Vale  Mfg.  Co..  St.  Cath- 
arines. 

PIG  IRON 
Steel  Co.  of  Can.ida.  Hamilton. 
Samuel.  Benjamin  &  Co.,  Toronto, 
PIPE    CUTTERS    AND  VISES 

Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

James   Morrison   Brass    Mfg.  Co., 
Toronto. 

PIPE     AND     FITTINGS— Black 
and  Galvanized 

James   Morrison    Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 
PLANES 

Stanley    Rule   &    Level    Co.,  New 

Bri'.ain,  Conn. 
National    Mach.     *    Supply  Oo, 

Hamilton. 

PLASTER 
Aiabastine  Co..  Ltd..  Paris. 

PLASTER  OF  PARIS 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toront*. 
Canada  Paint  Co.,  Montreal. 
Aiabastine  Co..  Ltd,  Parle. 
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This  is  the 

Paint  of  No  Regrets 

Dealers  find  its  quality  brings  in  the  repeat  business  that 
spells  profits.  Buyers  find  its  quality  justifies  its  use 
under  conditions  that  require  the  maximum  of  dura- 
bility, beauty  and  spreading  capacity. 


'^**^  RIGHT       TO  PAINT  RiGKX 

NCVCR  LQPfoN  YOUR  SHCLVCS 


DOUBLE  YOUR 

PAINT 

SALES 

Your  store  stands  or  falls  by  the  repijtation  of  the  g'  ods 
you  sell.  There's  a  bigger  profit  in  "repeat  sales "  from 
a  truly  high  class  article  than  there  is  from  any  other 
kind.     When  you  sell  PAINT    Sell  Moore's. 

MOORE'S 

PURE   LINSEED  OIL 

PAINTS 

The  kind  that  keeps  on  selling 

W e  asli  dealers  who  arc  interested  in  gelling  and 
giving   the  hesl  in  the  trade,   to  inquire  from  us. 

Benj.  Moore  &  Co.,  Limited 


THK  .SQUARE 
DKAL  PEOPLE 


Mfrs.  of  Painti  and  Varnishes 

West  Toronto 


It's  an  ill  wind  that  blows  no  good 

Aluminum 
or  Zinc 


it 


PT"' Standard 


The  War 


has  raised  the  price  of  zinc 
and  con.sequenlly  the  price  of 
wa.'ihboards— lU'T  the  BIG 
CANE  VALUP:  in  WASH- 
BOARDS IS  BIGGER 
THAN  EVER  because  it  has 
come  to  a  point  where  we 
can  use  aluminum  in  plate 
of  zinc. 


Aluminum  is  less  liable  to  crack,  split  or  carry 
defects  that  will  tear  the  clothing  being  wash- 
ed on  it,  and  it  presents  a  much  brighter 
appearance  than  zinc,  and  is  more  attractive 
on  that  account. 

W'e  are  prepared  to  deliver  our  standard  brands  of 
washboards  with  aluminum  wnshing  plate  at  THE  same 
PKii  K  AS  Tii.\T  OF  ZINC  ones  on  receipt  of  instructions  from 
c^ur  l  usiomcrs,  ihroug^h  the  jobbing  trade.     Orhek  Now. 

The  Wm.  Cane  &  Sons  Co. 

Limited 

Newmarket  -  Ontario 


Wbon  writing  to  advertisers  kiiidly   mention  Canadi.m  Hardware  Journal 
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PLATES     AND  HOOKS 
Canadian  Yale  *  Town«,  Ltd.,  St. 

Catharine!. 
Bommer  Hrothera,  Broolclrn. 

PLOWS— Oradlng 
Meaford    Wheelbarrow    Co.,  Ilea- 
ford. 

PLIEBS 

Creaeent  Tool  Co.,  Jameatown,  N. 

Y. 

Jamea   Morriaon   Brass   Mfg.  Co., 
Toronto. 

Smith  &  Hemenway.  New  York. 

PLUMBS  AMD  LEVELS 
Stanley   Rule   &    Level   Co.,  New 

Britain,  Conn. 

PLUMB  BOBS 
Taylor-Forbes  Co.,  Ouelpb. 
Stanley   Rale   &   Level    Co.,  New 

Britain^  Conn. 
POLISHES — Furnltnra  and  Wood 
O.  F.  Stppbena  &  Co.,  Winnipeg. 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Martin-Senour  Co.,  Montreal. 

A.  Ramsay  tc  Son  Co.,  Montreal. 
Stnsrt  tc  Foster,  Toronto. 
POLISHES— Metal      and  StOT* 
Sherwin-Williams  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
Nickel  Plate  Polish  Co.,  Windaor. 
Ronuk,  I>td.,  Toronto. 

POLISHING  BRUSHES 
Boeekh  Bros.,  Ltd.,  Toronto. 
Meakins  &  Sons,  Hamilton. 

POST  HOLE  DIOOEBS 
Otterville  Mfe.  Co.,  Otterville. 
POULTRY  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 
Imperial  Steel  &  Wire  Co.,  OoUing- 

wood. 

McGreRor  Banwell  Fence  Co.,  Wal- 
kerville. 

PULLETS 
Canadian     Fairbanks-Morae  Oo., 

Montreal. 
Taylor-Forbes  Co..  Guelph. 

PUMPS 

Metal  Shingle  &  Siding  Co.,  Prea- 
ton. 

James   Morrison  Brass   Mfg.  Co., 

Toronto. 
Boatty  Hros.,  Fergus,  Ont. 
Heller-AUer  Co.,  Windsor. 
Canadian     Fairbanks-Morae  Co., 

Montreal. 
Dayton  Pump  &  Mfg.  Co.,  Dayton, 

Ohio. 

RAKES 

Welland  Vale  Mfg.  Co..  St.  Cath- 
arines. 

RASPS 

Nicholson  File  Co.,  Port  Hop*. 

RAZORS 
Arch.  McFarlane,  Montreal. 
Dorken  Bros.,  Montreal. 
Geneva  Cutlery  Co.,  Geneva,  N.T. 
REFRIGERATORS      AND  lOE 

CHESTS 

Thoa.   Davidson   Mfg.   Co.,  Mont- 
real. 

Lewia  Bros.,  Ltd.,  Montreal. 
MeClary  Mfg.  Co.,  London. 
Sheet  Metal  Producta  Co.,  Toron- 
to. 

Sanderson -Harold  Co.,  Paris. 
REGISTERS — Hot  Air  FnniMe 

Canadian   Heating     k  Ventilating 
Co,.  Owen  Sonnd. 

Borrow,  Stewart  tc  Milne,  Hamil- 
ton. 

Clare  Bros.,  Preston. 
Ourney  Fonndry  Co.,  Toronto. 
MeOlary  Mfg.  Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
James   Stewart   Mfg.    Co.,  Wood- 
atoek. 

Oalt  Stove  &  Furnace  Co.,  Oalt. 
Kir-Ben,  Ltd.,  Almonte. 
Tnttle  ft  Bailey  Mfg.  Co.,  Brldfe- 
burg. 

Hamilton  Stove     ft  Heater  Co., 
Hamilton. 

RIVETS 

Parmenter  Bulloch  Co.,  Oananoqae. 
Steel  Co.  cf  Canada,  Hamilton. 

RIFLES — Sporting  and  Mllltuy 
Boss  Rifle  Co.,  Qnebee. 
See  also  Ouna  and  Rifles. 

ROD  COUPLINGS 
Otterville  Mfg.  Co..  Otterville. 
ROPE 

Scythes  Sc  Co.,  Toronto. 

Coosnmers'  Cordage  Co.,  Toronto. 
ROOFING  BRACKETS 

Stanley  Rule   ft   Level   Co.,  New 
Britain.  Conn. 

ROOFING  (Prepared) 

Frantford  Roofing  Co.,  Brantford. 

Patterson  Mfg.  Co.,  Toronto. 

H.  S.  Howland  Sona  ft  Co..  To- 
ronto. 

Osnadlsn    Supply  ft  Oontnctlng 

Co.,  To'onto. 

ROOFING  SUPPLIES 
B.  T.  Wright  Co.,  Ltd.,  Hamilton. 


BOOFEBS'  FELT 
Winnipeg    Ceiling    ft   Roofing  Co., 

Winnipeg. 
McFarlane-Douglas  Co.,  Ottawa. 

RUBBER  GASKETS 
Gutta  Percha  ft  Rubber,  Ltd.,  To- 
ronto. 

RULES  AND  TAPES 
Lofkin     Rule     Co.     of  Cannda, 
Windsor. 

Stanley   Rule   ft    Level    Co.,  New 
Britain,  Conn. 
RUBBER  BOOT  REPAIRS 
Marble   Arms   ft   Mfg.   Co.,  Glad- 
stone, Mich. 

RULES — Borvood 
Lnfkin     Rule     Oo.     of  Canada, 
Windsor. 

Stanley   Rule   ft    Level   Co.,  Naw 

Britain,  Conn. 
SAD  IRONS — Mrs.  Potta' 
Taylor-Korbes  Co.,  Ouelph. 

SAD  IRONS — Gas  and  Gaaollna 
McClary  Mfg.  Co.,  London. 
H.  W.  Knight  ft  Broa.,  Toronto. 
Taylor-Forbes  Co.,  Guelph. 

SAD  IRONS — Asbestos  Lined 
Dover   Mfg.     Co.,    Canal  Dover, 

Ohio. 

Chicago  Hardware  Foundry  Oo., 
Chicago,  III. 

SAFES  AND  VAULTS 

Canadian  Fairbanks-Morse  Co., 
Montreal. 

J.  &  T.  'laylor  Safe  Works,  To- 
ronto. 

FAFETY  RAZORS  AND  BLADES 
Gillette   Safety  Razor   Co.,  Mont- 
real. 

Auto-Strop  Safety  Razor  Co.,  To- 
ronto. 

SALAMANDERS 
Gumey  Foundry  Co.,  Toronto. 

•  SANDPAPER 
A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire  ft  Iron  Gooda  Oo., 
Hamiltoa. 

SANITARY  CLOSETS 
Superior  Mfg.  Co.,  Hagersville. 
Steel     Trough     ft     Machine  Co., 
Tweed. 

SAP  SPOUTS  AND  BUCKETS 
Tbos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Taylor-Forbes  Co.,  Guelph. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

SASH  CENTRES 
Taylor-Forbes  Co.,  Guelph. 

SASH  LIFTS 
Stanley     Works,     New  Britain. 
Conn. 

SASH  PINS 
Steel  Co.  uf  Canada,  Ltd.,  Hamil- 
ton. 

SASH  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 

SAWS 

E.  O.  Atkins  ft  Co.,  Hamilton. 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

Shurly-Dietrich  ft  Co.,  Gait. 
Henry  Disston  ft  Sons,  Toronto. 

SAW  HORSES — Folding 
McFarlane  Ladder  Works,  Toron- 
to. 

SAW  SETS 

Taylor-Forbes  Co..  Guelph. 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

Henry  Dission  ft  Sons,  Toronto. 

Chas.  Mor'ill,  New  York. 

E.  0.  Atkins  ft  Co..  Hamilton. 
SCALES- Weighing 

Csnadian  Fairbanks- Morse  Oo^ 
Montreal. 

Burrow,  Stewart  ft  Milne,  Hamil- 
ton. 

SCBAPEBS 

Stanley  Rule  ft  Level  Co.,  New 
Britain,  Conn. 

Meaford  \^hee1barrow  Co.,  Mea- 
ford. 

Taylor,  Forbes  Co.,  Guelph. 
SCREEN    AND     STOBM  DOOB 
LATOH 

Taylor-Forbes  Co.,  Guelph. 

SOBEEN  OLOTR 
B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

SCREEN  DOORS  AND  WINDOWS 
Sanderson  Hnrold  Co..  Paris. 

SCREEN  DOOR  SETS 
Stanley     Works,     New  Britain. 

Conn. 

Taylor-Forbes  Co.,  Guelph. 
Bommer  Brothers,  Brookljm. 

SCREWS 
P.  L.  Robertson  Mfg.  Co..  Milton. 
Steel  Co.  of  Canada,  Hamilton. 

SCREWS — Bench  and  Jaek 
Tnvlor-Forbes  Co..  Ouelph. 

SCREW     CLAMPS— Adjustable 
Taylor- Forbes  Co..  Ouelph. 


SCREW  DRIVERS 
Oowan  ft  B-ilton,  Ltd.,  Oananoque. 
Henry  Dis<iton  ft  Sons,  Toronto. 
North    Broi.    Mfg.,  Co.,  Philadel 
phia. 

Stanley   Rule   ft    Level    Co.,  New 
Britain,  Conn. 

SCREW  PLATES 

Wells  Broi.  &  Co.,  Ltd.,  3alt. 

Butterfteld  Co.,  Rock  Island,  Que. 
SCYTHES  AND  HAY  KNIVES 

Welland  Vale  Mfg.  Co..  St.  Cath- 
arines. 

SHEARS — Sheet  Metal 

Feck,   Stow  ft  Wilcox  Co.,  Cleve- 
land, Ohio. 
SHEET  METAL  SPECIAL  TIES 

Burrowes  Mfg.  Co.,  Toronto. 

Fairgrieve  Metal  ft  Stamping  Co., 
Toronto. 

Soren  Brci.,  Toronto. 

E   T.  Wright  Co.,  Ltd.,  Hamilton. 

SHELF  BOXES  AND  CABINETS 

Cameron  *  Campbell,  Toronto. 

Walker  Bin  ft  Store  Fixture  Co., 
Berlin. 

SHELF  SUPPORTS 

Chicago    Hardware    Fonndry  Co., 
Chicago,  III. 

SHEEP    SHEARING  MACHINES 

Chicago    Flexible    Shaft    Co,  Chi- 
cago. 

SHEEP    MARKING  LIQUID 
Sherwin-Williams  Co.,  Montreal. 
SHOT 

Steel  Co.  of  Canada,  Hamilton. 

SHOTGUNS — Repeating 
Remington     Arms       U.M.C.  Co., 
Windsor. 

SHOT  SHELLS 
Remington     Arms      U.M.C.  Co., 
Windsor. 

Dominion     Cartridge   Co.,  Mont- 
real. 

SHOVELS  AND  SPADES 
Lundy  Shovel  ft  Tool  Co.,  Peter- 
boro. 

Canadian  Shovel  ft  Tool  Co.,  Ham- 
ilton. 

SILVERWARE 
Canadian  Rogeis  Co.,  Toronto. 
Oneida  Community,   Ltd.,  Niagara 
Falls,  Ont. 

SKATE  STRAPS 
G.  L.  Griffllh  &  Son,  Stratford. 
Owen     Sound     Steel     Press  Co., 
Owen  Sound. 

SKYLIGHTS 
Metal  Shingle  ft  Siding  Oc,  Prea 
ton. 

Wheeler  ft  Bain,  Toronto. 
McFarlane-Douglas  Co.,  Ottawa. 
Winnipeg   Ceiling  ft   Roofing  Co., 
Winnipeg,  Man. 

SLEDGES 
Taylor-Forbes  Co.,  Ouelph. 

SLEDS 

Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

Richards- Wilcox     Canadian  Co., 

Ltd.,  London. 
Oendron  Mtg.  Co.,  Toronto. 

SNOW  SHOVELS 
Canadian  Buffalo  Sled  Co.,  Prea- 

ton. 

Sheet  Met«I  Prodneta  Co.,  Toron- 
to. 

Canada   Steel   Goods   Co.,  Hamil- 
ton. 

SOAP  URNS 
Chas.  Morrill,  New  York,  N.Y. 

SOLDER 
Canada  Metal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg  Ceiling  ft  Roofing  Co., 

Winnipeg. 
McClary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Boggs  Co..  Hamiltoa. 

SPIKES 
Steel  Co.  of  Canada,  Hamilton. 

SPOKESHAVES 
Stanley  Rule   ft   Level   Co..  Naw 
Britain,  Conn. 

SPONGES 
A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderaon  Pearcy  ft  Co..  Toronto. 

SPORTING  GOODS 
Dominion     Cartridge  Co.,  Mont- 
real. 

Marble  Anns  Mfg.  Co.,  Gladstone, 
Mich. 

SPOONS   AND  FORKS — Tin 
Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

SPRAYERS 
Sherwin-Williaras  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Canadian     Fairbanks-Morse  Co., 

Montreal. 
Specialty  Mfg   Co.,  Grimsby. 

SPRI.N'OS  AND  AXLES 
Guelph  Spring  ft  Axle  Co.,  Godlph. 
Taylor-Forbes  Co..  Ouelph. 


SPRING  HINGES 
Pommer  Brothers.  Brooklyn. 
Chlrsgo  Soring  Batt  Co..  Chicago. 

BPBINKLERS — Automatic  Fire 
James    Morrison    Bras*    Mfg.  Co, 
Toronto, 

SPRINKLERS— Lawn 
Taylor-Forbes  Co.,  Guelph. 
Jamea    Morrison  Broaa  Mfg.  Oe, 
Toronto. 

SQUARES — Try    and  Mitre 

Stanley  Rale  ft  Level  Co.,  Hew 
Britain,  Conn. 

STALLS,  STANCHIONS,  AXD 
COW-BOWLS— Metal 

Metal  Shin,{le  ft  Siding  Co.,  Pres- 
ton. 

Steel  Trough  ft  Mfg.  Co.,  Tweed. 
Boatty   Bros.,  Fergus. 

STAIR  PLATES 
Steel     Equipment     Co.,  Ottawa 

STAPLES 
Steel  Co.  of  Canada.  Hamilton. 
Canada  Steel  Goods  Co..  Hamiltoa. 
Cowan  ft  Britlon,  Gananoqua. 
Laidlaw  Bale-Tie  Co,  Humiltoa. 

STORAGE  BATTERIES 
Canadian     Fairbanks-Morse  Co., 
Montreal. 
STORM  WINDOW  HINGES 
Watrous     Acme     Mfg.     Co.  Dot 
Moines,  Iowa. 

STEEL  RULES — Machlnlita' 

Lufkin  Rule  Co.  of  Canada,  Wind- 
sor. 

STEP  LADDERS 
McFarlane  Ladder  Works.  Toronte. 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfe.  Co..  Ottervllie. 

STOVE  TRIMMINGS 
Radiant  El^-ctric  Co.,  Orimaby. 

STOVES  AND  RANGES 
Bowes.  .Taraieson,  Ltd.,  Hamilton. 
B(ach  Foundry  Co.,  Ottawa. 
Eurrow,  Stewart  ft  Milne,  Hamll' 
ton. 

Canadian    Heating    ft  Ventilating 

Co.,  Owen  Sound. 
Ci.pp  Stove  Co.,  Fort  William. 
Clare  Bros,  ft  Co..  Preston. 
Thos.  Davidson  Mfg.  Co.,  MontreaL 
Gait  Stove  ft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackvllle, 

N.B. 

Specialty  Mfg.  Co.,  Grimsby. 
Findlay  Bros..  Carleton  Place. 
Gumey  Foundry  Co.,  Toronto. 
Hall  Zryd  Foundry  Co..  Hespeler. 
Hamilton     Stove   ft  Heater  0«, 

Hamilton. 
Kir-Ben.  Ltd.,  Almonte. 
McClary  Mfg.  Co..  London. 

D.  Moore  Ci.,  Hamilton. 

Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstoek. 
Harriston  Stove  Co.,  Harriston. 
Supreme  Heating  Co..  Welland. 

STOVE  BOARDS 
McClary  Mfg.  Co.,  London. 
Sheet   Metal     Products     Co.,  To- 
ronto. 

E.  T.  Wright  ft  Co.,  Hamilton. 
Gumey  Foundry  Co..  Toronto. 
Thos.   Davidson   Mfg.   Co.,  Moat- 
real. 

STOVE  PIPE  DAMPERS 
Eureka  Damper  Co.,  Montreal. 
Taylor-Forbes  Co..  Ouelph. 

STOVE    PIPE  SUNDRIES 
MeClary  Mfg.  Co..  London. 
E.  T.  Wright  Co.,  Ltd..  Hamiltoa. 
Sheet  Metal  Products  Co.,  Toroa- 
to. 

Thos.  Davidson  Mfg.  Co.,  Meat- 
real. 

STOVE  AND  RANGE  OA&TEXS 
Chicago  Hardware  Foundry  0*.. 

Chicago,  III. 
Moffat  Stove  Co.,  Weston. 

STOVE  POLISH 
Duncan  Electric  Co.,  Montreal. 
Nickel-Plate   ft   Stove   Poliah  Oa, 

Windsor.  Ont. 

STOCKS  AND  DIES 
Armstrong    Mfg.    Co.,  Bridgeport. 

Conn. 

STORE  LADDERS 
Riehards-Wilcox     Canadian  Oa, 

London. 

MilbraHt  .sUg.  Co..  St.  Lonia,  Ue. 

STORE  FRONTS — MetU 
Consolidated  Plate  Glass  Co..  Te- 

ronto.   

SWINGS — Lawn 
Stratford  Mfg.  Co..  Strafford. 

TABLE  CUTLERY 
Arch.  McFarlane.  Montreal. 
Oneida   Community,    Oneida,  N.T. 
Canadian  Rogers  Co..  Toronto. 
TACKS 

Steel  Co.  of  Canada.  Hamilton. 
Parmenter      Bulloch      Co.,  Gaa- 
anoque. 

TANKS 

Metal  Shingle  ft  Siding  Co.,  Praa- 
ton. 


June,  1915 


CANADIAN  HARDWARE  JOURNAL. 


59 


Wsyn*  Oil   Tank  &   Pump  Co., 

Wooditock. 
Steal    Trough     A     Machine  Co., 
Tweed. 

TANK  AND  SILO  TUQS 
Ottarville  Mfa;.  Co..  OttervilU. 

TAPES — Measuring 
Lafkin     Rule     Co.     of  Canada, 
Wlndior. 

TUB  STANDS 
Otferville  Mfj.  Co.,  Otterville. 
J.  H.  Connor  6  8on,  Ottawa. 

TENTS  AND  AWNING3 
Bmart-Woofis  Co..  Ottawa. 

TUERMOMETEBS 
Jamei  Uurriion    Brasi    Mfg.  Co., 
Toronto. 
TINSMITHS'  MAOHnrBBY 
Peek,  Stow  &  Wilcox  Co.,  Soath- 

Ington,  Conn. 
Steal     Bending  &  Brake  Worki, 
Chatham,  Ont. 

TINSMITHS'  SHEABS 
Peek,  Stow  k  Wilcox  Co.,  Soath- 
ington,  Conn. 

TINWARE 
Fairgrieve  Metal  A  Stamping  Co., 

Toronto. 
See  also  I'l'ismelware. 

TOOLS — Mechanics' 
Korth  Bro*.,  Philadelphia,  Fa. 
Pack,  Stow  &  Wilcox  Co.,  Soath- 

Ington,  Conn. 
Stanley   Rule   &   Level   Co.,  New 
Britain,  Conn. 

TOOL  GRINDERS 
T»ylor-Forl)eB  Co.,  Ouelph. 

TRAPS — Lavatory 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 

TRAPS— Animal 
Oneida  Commanity,  Ltd.,  Niagara 

Falls.  Ont. 
Pack,  Stow  A  Wilcox  Co.,  Cleve- 
land, Ohio. 

TBAPS— Eat 
Canada  Wire   &   Iron  Goods  Co., 
Hamilton. 

TRAPS — Steam 
James    Morrison    Brass  Mfg.  Oo., 
Toronto. 

TREE  TRIMMERS 
Taylor-Forbes  Co..  Qnelph. 

TROWELS 
I.  0.  AtVins  &  Co.,  Hamilton. 
Henry  ni<i>ton  &  Sons,  Toronto. 

TRUCKS — Warehouse 
Canadian      Fairbanks-Morse  Co., 
Montreal. 


Barrow,  Stewart  A  Milne,  Hamil- 
ton. 

UMBRELLA  H0LDEB8 
Springer  Lock  Mfg.  Co.,  Bollevilla. 

VACUUM  CLEANEBS 
OLward  Mfg.  Co.,  Berlin. 

Invincible  Renovator  Co.,  Toronto. 
Clements  Mfg.  Co.,  Toronto. 

VARNISHES 
Benj.  Moore  &  Co.,  Toronto. 
Lowe  Bro»  ,  Ltd.,  Toronto. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
Martin-Senoar  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Ottawa  Vsrnish  Co.,  Ottawa. 
R.  C.  Jnmieson  &  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Wm.  Harland  &  Son,  Toronto. 

VE  NTILATORS— Metal 
Metal  Rooflng  A  Siding  Co.,  Prea- 
ton. 

Winnipeg  Ceiling  &  Booflng  Co., 
Winnipeg. 

Sarnia    Metal    Products    Co.,  To- 
ronto. 

McClary  Mfg.  Co.,  London. 

VATS — Steel  Cheese 
Steel    Trough    A    Machine  Co., 
Tweed. 

VISES 

Stanley   Rule   A    Level   Co.,  New 

Britain,  Conn. 
National    Mschine   A   Supply  Co., 

Hamilton. 
Taylor-Forbes  Co.,  Ouelph. 
James   Morrison  Brass   Mfg.  Co., 

Toronto. 

Armstrong   Mfg.   Co.,  Bridgsport, 

WAGON  JACKS 
Bichards-Wileox      Oanadiaa  Co., 
New  York. 

WAGON  WATER  TANKS 
Steel  Trough     A     Machine  Co.. 
Tweed. 

WATTLE  IRONS 
Taylor-Forbes  Co.,  Ouelph. 

W4.SH  BOARDS 
Wm.  Cane  A  Sons  Co.,  Newmarket. 
Conn. 

Cammer-Dowrwell,     Ltd.,  Hamil- 
ton. 

WASH  TUBS 

Wm.  Cane  A  Sous  Co.,  Newmarket. 


WASTE — Cotton  and  Wool 
Scythes  &  Co..  Toronto. 

WASHERS 
Steel  Oo.  of  Canada,  Hamilton. 
Taylor-Forbes  Co.,  Ouelph. 
Canada  Metal  Co.,  Toronto. 
Outta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

WASHING  MACHINES 

Be.atty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  A  Son,  Ottawa. 
Ct-mmer-Dowsweli  Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Oeo.  C.  Kaitting  A  Sons,  Oalt. 
Nineteen     Hundred     Washer  Co., 

Toronto. 
Taylor-Forbes  Co.,  Ouelph. 
One  Minute  Mfg.  Co.,  "Toronto. 

WATER  SERVICE  STSTLM8 
Dayton     Pump   A   Machine  Co., 

Dayton,  Ohio. 
WATER  AND  HOG  TROUGHS 
Steel    Trough    A    Machine  Co., 

Tweed. 

Metal  Shiugle  A  Siding  Co  ,  Pres- 
ton.   

WEDGES 

Taylor-ForboB  Co.,  Ouelph. 

WELL  CURB — Corrugated  Metal 

Winnipeg   Ceiling  A   Roofing  Co., 
Winnipeg. 

WHEELBARROWS 

Maxwells,  Ltd.,  St.  Mary's. 

Meaford  Wheelbarrow     Co.,  Mea- 
ford. 

WHIFFLETEEES 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 

WHIP  BACKS 
Burrow,  Stewart  A  Milno,  Hamil- 
ton. 

WILLOW  BASKETS 
Meakins  &  Sons,  Ltd.,  Hamilton. 

WINDOW  SETS — Basement 
Taylor-Forbes  Co.,  Ouelph. 
Stanley  Works,  New  Britain,  Conn. 

WIRE  CLOTHES  LOOKERS 
Canada  Wire   A  Iron   Ooods  Co., 
Hamilton. 

WIRE  DOOE  MATS 
Canada  Wire  A  Iron  Ooods  Co., 

Hamilton. 
Kuhne-Anderton    Mfg.    Co.,  Port 

Hope. 

WIRE 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Steel  Co.  of  Canada,  Hamilton. 


WIRE  DOOR  PULLS 
Steel  Co.  of  Couoda,  Ltd.,  Hamil- 
ton. 

WIRE  CLOTH 
B.  Greening  Wire  Co.,  Ltd.,  Hamil- 
ton. 

Canada  Wire  A  Iron  Ooods  Co^ 

Hamilton. 

WTRE  FENCING 
Banwell-Hoxle  W-ire     Fence     Oo„  . 

Hamilton. 
McGregor,     P.anwell    Fence  Co, 

Walkerville. 

WIRE  FENCE  STRET0HEE3 
Richards- Wilcox      Canadian  Co., 
London. 

McGregor     Banwell     Fence  Oo., 
Walker7i!le. 

Otterville  Mfp.  Co.,  Otterville. 
WIRE  GOODS 

H.  Greening  Wire  Co.,  Hamilton. 

McClary  Mfg.  Co.,  London. 

Canada  Wiro  &   Iron  Goods  Oo^, 
Hamilton. 

E   T.  WriKlit  Co.,  Ltd.,  Homilton. 

Thos.    Davidson    Mfg.   Co.,  Mont- 
real. 

WHITE  LEAD 
Benjamin  Moore  *  Co.,  Toronto. 
Jtrsndram-Henderson,    Ltd.,  Mont> 
real. 

Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montroal. 
Steel  Co.  of  Cnnndn,  ITamilton. 
Lowe  Broi.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
A.  Ramsa.v  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  fc  Co.,  Toronto, 

WOODENWARE 
Wm.  Cane  k  Son,  Newmarket. 
Thos.   Davidson   Mfg.    Co.,  Mont- 
real. 

Meakins  A  Sons,  TTamilton. 

WRENCHES. 
Orescent    Tool    Co.,  Jamestown. 
N.Y. 

WKlNaERS— Clothes 
American  Wringer  Co.,  New  York. 
Ci'mmer-Dows>\ ell.  Ltd.,  Hamilton. 
Maxwells,  Ltd..  St.  ilnry's. 
Taylor-Forl.es  Co.,  Ouelph. 

WRINGER  ROLLS 
Outta  Percfift  A  Rubber,  Ltd.,  To- 
ronto. 

ZINO  ORNAMENTS 
Winnipeg  Ceiiing   &  Roofing  Co, 
Winnipaf. 


Install  a 


Street 
Pump 


It  will  attract  Trade  to 


our 


Store 


The  AutomobileTour- 
ists  passing  through 
your  town  will  stop  at 
your  store  to  load  up 
with  gasoline  if  you 
install  a  Wayne  Street 
Pump. 

This  Wayne  Street  Pump  is 
best  grade  o(  material  throughout, 
ing  parts  of  the  pump  are  completely  housed 
by  h«avy  cast  doors,  securely  lacked,  to  v*ith- 
ttand  outdoor  wtar  and  tear.    An  extra  twring 
nozzle  is  supplied  for  filling  small  cans. 

Wayne  Storage  Tanks  are  guar- 
anteed to  be  leak  and  evaporation 
proof.     Write  for  particulars. 

Wayne  Oil  Tank  and 
Pump  Co.,  Limited 

Woodstock         -  Ontario 


Would  you  be 
interested  ? 

If  a  maa  came  to  your  desk 
and  showed  you  a  pen  or 
pencil  that  would  add  or 
subtract  as  it  writes  ? 

Of  course  you  would ; 
anybody  would  ! 

We  have  no  such  pen  or  pencil,  but  we  have  some- 
thing belter.  We  have  a  typev«iter  which  does  all 
this,  and  you  know  that  the  typewriter  is  three  times 
as  fast  as  any  pen  or  pencil.    This  typewriter  is  the 

Remington 

Adding  and  Subtracting  Typewriter 

(Wahl  Adding  Mechanism) 

This  machine  adds  or  subtracts  and  writes  ;  not  only  that, 
but  it  adds  or  subtracts  when  it  writes.  Bolh  operations 
■  re  one.  You  need  this  machine  in  your  work  ;  every  man 
needs  it  who  h«8  billing  to  do,  or  any  writing  and  adding  lo  do  on  the 
•amr  page.  It  savet  time,  saves  labor,  detects  enoi-.  prcvei.ts  cr:or>, 
givri  vou  a  mechanical  insurance  of  absolute  accuracy. 
We  [land  ready  to  give  this  machine  a  lest  on  your  work  ;  a  test 
which  will  convince  you  that  you  need  il. 

Remington  Typewriter  Company,  Limited 

144  Bay  Street,  Toronto,  Ontario 

7  Nofrr  Dnme  St.  We«t,  Montrenl,  Que.  * 
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Sarnia  Metal  Products   10 

Sheet  Metal  Products  Co  i.f.c. 

Smart  Mfg.  Co.,  .J»s   13 

Stanley  Rale  &  Level  Co   4 
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Steel  Company  of  Canada  . 
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Toronto  i.-'late  Glass  Impt.  Co.  »>'> 
W 

Wayne  Oil,  Tank  &  Pump  Co.  5!' 

Wright  Co.,  E.  T   li 


^iiCMfTiiki  MEASURING  TAPES 
riilW  and  RULES 

WILL  SELL  WELL 

Back  of  that  are  these  causes —  The  quality  put  into  the  goods —  The  reputation  they  bear 
among  users.    But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact 
THEY  WILL  MOVE.     Not  only  are  they  the  best,  but  they  are  recognized  at  such  by  users 
of  Measuring  Tapes  and  Rules.     More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 

THE fuFK/N Rule  ^o.  ofQanadaJtd, 

WiNDSOR,ONT. 


RED 


s 


BRAND 
WINDOW 
GLASS 


GLASS 
BENDERS 
TO 
THE 
TRADE 


THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 


Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
DON  ROADWAY  and  Ornamental  Glass 


TORONTO 


When  writina  to  advertisers  kindly  mention  Canadian  Hardware  Journal 
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Business  Expansion 
In  Sight 


Canada  has  stood  the  shock  of  war — of  business  depression 
following  the  collapse  of  a  boom  in  Western  Real  Estate. 

Business  has  been  contracted  all  along  the  line.  Railways, 
Banks,  and  even  Governments  as  well  as  ordinary  business 
houses  have  had  to  rearrange  their  basis  of  financing  because 
of  reduced  earnings. 

The  turn  of  the  tide  has  come.  Bank  clearings  are  increasing  ; 
railway  net  earnings  are  better ;  factories  that  were  shut  down 
are  starting  operations  again ;  the  farmers  of  Canada  have 
from  20  to  25%  larger  acreage  under  crop  and  prices  will  be 
higher  than  for  years,  even  if  the  war  ended  before  harvest. 

This  means  that  Hardware  dealers  in  the  cities,  the  towns 
and  the  villages  of  Canada  will  do  a  bigger  business  this 
year  than  last,  next  year  than  this.  Furthermore,  stocks  on 
retailers'  shelves  are  low ;  lower  than  for  ten  years. 

Not  only  will  the  retailers  do  a  bigger  business  but  they  will 
be  increasing  their  stocks. 

START  A   CAMPAIGN    FOR  BUSINESS 

Now  is  the  time  to  consider  the  question  of  advertising  your  goods  to  the  Canadian  Hardware  Dealers 
for  an  INCREASET)  FALL  TRADE. 

Canadian  Hardware  Journal  is  the  medium  through  which  you 
can  reach  the  live-wires  in  the  Hardware  trade  over  Canada. 


THE  COMMERCIAL  PRESS 

1.1  \i n  Ki I 

32   Colborne  Street 
TORONTO 

Ask  us  for  rates  on  advertising  space 


Trophies  and  Prize  Cups 


Prize  Cups 

Trophies 

Shields 

and 

Designs 
Suitable 


for 

Athletic 
Competition 

in  Plate 
and  Sterling 

is  a  Specialty 
with  us 


a/50  Presentation  Trowels 


If  interested  write  for  copy  of  Catalogue  No.  26 
which  contains  full  information. 


THE  CANADIAN  WM.  A.  ROGERS,  LIMITED 

Silversmiths  and  Manufacturers  of  Electro  Silver  Plate 

FACTORIES:     WEST    KING    STREET.  TORONTO 


is 


Published  by  The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

JVho  also  Publish  :  The  Retail  Grocer  and  Pro-visioner,  The  Retail  Druggist,  Canadian  Furniture  World  and  The  Undertaker,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worker,  Motoring,  Electrical  Dealer  and  Contractor, 
Good  Roads  of  Canada,  The  Machine  Shop,  The  Canadian  Nurse 
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Highest  Award 

ON    SAWS    AND  TOOLS 

Panama- Pacific 

International  Exposition 


HENRY  DISSTON  &  SONS,  LIMITED 
2-20  Fra«er  Avenue,  Toronto,  Ont. 
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No.  1. 

5126—283^"  X  I634:"  X  16"  high 
Finish  —  Galvanized  inside  and  out. 
Capacity — 20  lbs.  of  ice. 


No.  35. 

Size— 18;^"  X  12^^''  X  131^"  high 
Finish — white  enamel  inside  and  out 
Capacity— 10  to  15  lbs.  of  ice. 


There  is  a  demand  for  a  well-made  Ice  Box  in  your  territory  if  the 
price  is  within  reach.  This  is  what  you  have  been  looking  for 
to  fill  this  demand. 

No  1.  has  removable  ice  container,  deeply  recessed  bottom,  and  is 
made  so  that  the  ice- water  cannot  get  into  the  food. 

No.  35  has  rounded  corners,  seamless  covers,  and  because  of  very 
favorable  manufacturing  conditions  is  a  great  bargain  at  present 
prices. 

Both  of  these  Ice  Boxes  are  also  vermin-proof  containers  for  food  in 
the  winter  and  are  easily  cleaned. 

Stock  them  so  you  can  Sell  them 


Shipments  Made  Promptly 


THE  SHEET  METAL  PRODUCTS  CO.  °u'=m1teT 


MONTREAL 


TORONTO 


WINNIPEG 


July,  1915 


CANADIAN  HARDWARE  JOURNAL. 


3 


Order  Bamett  Refrigerators 
NOW  —  for  Quick  Selling 

Your  customers  want  refrigerators  now,  during  the  hot  weather. 
The  best  refrigerator  for  you  to  stock  is  the  BARNETT — 
a  made-in-Canada  refrigerator  that  stands  every  Government  test, 
and  has  given  absolute  satisfaction  to  thousands  of  users. 

Some  Special  Features  on  the  Barnett  that  make  sales  quick  and  sure 


1st.  Free  circulation  and  absence  from  odors 
on  account  of  the  regular  and  perfect  sys- 
tem of  circulation. 

2nd.   Pure  Dry  Air. 

3rd.   Cleanliness  and  ease  in  keeping  clean. 
4th.    Freedom  from  moisture. 

5th.  Coldness  and  low  uniform  temperature,  88 
ID  48  degrees. 


6th.  Economy  in  ice  consumption. 

7th.  Perfect  ventilation. 

8th.  Porcelain  Linings. 

9th.  Hygienic. 

10th.  Be  sure  and  fill  the  Ice  Chamber  first  and 
keep  same  full  and  you  will  save  Ice  by 
doing  so. 


All  standard  sizes  in  ash  and  oak  kept  in  stock  for  prompt  shipment. 


WRITE  FOR  PRICES 


We  also  carry  Sanderson-Harold  Refrigerators 


Heavy  Stock  of  SCREEN  DOORS  and  WINDOWS 

in  Stock  in  standard  sizes 


U.S.  Poultry 
Fence 


Keeps  chickens  in,  dogs 
and  cats  out.  Sell  only  reli- 
able Poultry  Fence  to  your 
customers.  It  pays  you  best 
and  you  make  money  on  repeat 
sales  to  satisfied  customers.  Our 
stock  in  best  selling  sizes  is  still 
complete,  in  I  and  2  in.  mesh. 


U.S.  Poultry 
Fence 

means  Sure  l^wfits  for 
you,  Satisfaction  for 
your  customers,  and 
an  evidence  of  your 
enterprise. 

WRITE  FOR  PRICES 


Rice  Lewis  &  Son^  Limited 


TORONTO 


ONTARIO 


When  WTltIn?  to  advortlsers  kindly  mention  Canadi.in  H.irdwaro  Joiiriiil 
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The  Handy  "Mechanic^' 

Has  Both  Steps  and  Rounds 


Made  regularly 
4  to  10  ft.,  and 
extra  heavy  10 
to  16  ft. 


The  legs  of  this 
handy  ladder  are 
connected  by 
rounds  so  that  the 
ladder  will  hold 
two  men.  Rounds 
and  legs  are  stag- 
gered to  support  a 
plank  every  six 
inches.  Steps  are 
trussed  the  same  as 
the  "Hercules" 
Step  Ladder. 

The  Mechanic 
has  a  big  sale 
for  shop  use. 


Write  for  prices. 


Stratford  Mfg.  Co.,  Limited 

Makers  of  Ladders,  Lawn  Swings.  Boyei's  Gliding  Settees,  Folding 
Chairs  and  Tables.  Chairs  for  Assembly  Seating,  Lawn  Camp  and 
Verandah  Furniture.  Kitchen  Cabinets,  ^Voodenware,  Paik  Seats,  etc. 


STRATFORD 


ONTARIO 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  yourcustom- 
ers  by  bringing  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for  our  complete 
ROLLING  LADDER 
CATALOGUE,  showing 
many  stylet  suitable  for 
all  kinds  of  shelving. 


MILBRADT  MANUFACTURING  CO. 


2400  N.  10th  Street 


St.  Louis,  Mo. 


"Bailey" 
Iron  Planes 


The  Standard  for  more  than  Fifty  Years. 


Made  by  the  most  skilled 
Plane  makers  in  the  world. 


The  average  Carpenter  invariably  demands 
a  "  Bailey." 

He  learned  his  trade  by  their  use  as  did  his 
father  before  him. 

You  never  have  to  "carry  over"  a  "  Bailey  ' 
Pltme.  They  are  always  in  demand,  and 
constitute  one  of  the  most  staple  articles  a 
Hardware  Dealer  stocks. 

Improvements  are  constemtly  being  made  in 
their  manufacture,  tending  to  make  them  daily 
more  popular  and  more  sought  after  by  dis- 
criminating Carpenters  and  Mechanics. 

If  you  do  not  carry  these  Planes,  arrange  to 
do  so  at  once.  You  will  be  surprised  how 
your  Plane  sales  will  increase. 


These  planes  are  manufac  tared 

at  Oar  Canadian  Works. 
Address  all  communications  to 


Stanley  Rule  &  Level  Co, 

New  Britain,  Conn.  U.S.A. 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Joomal 
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No.  281 
'  Pre»to"  Inspec- 
tion Lamp. 


No.  248 


Presto  Specialties 


No.  650.  Used  for  Step 
and  Cowl  Dash  Lamp. 


For  Automobiles  and  Motor  Boats 


No.  230.    "Presto"  Combination  Dajh 
and  Trouble  Lamp. 


SUPPLY  DEALERS  Join  the 
thousands  of  wide  awake  dealers 
who  catalogue  and  stock  these 
"Presto"  Specialties.  Quick  sales 
and  big  profits.  Write  for  terms 
and  complete  catalogue.  Gener- 
ous margin  of  profit  for  you. 


FOR  SALE  BY  ALL   CANADIAN  JOBBERS 


No.  1040. 


Metal  Specialties  Manufacturing  Co. 


730  738  W.  Monroe  Street 


CHICAGO,  III. 


No.  1000.    "Presto"  Hand 
Lamp  Attachment. 


The  Premier  Leader. 
Without  Reservoir  -High  Closet. 


Business  as  Usual,  No 

Business  much  better  than  usual.  The  demand  for  "  PREMIER  " 
Stoves  and  Ranges  is  rapidly  increasing.  The  present  year  will  be 
the  best  in  our  history.  This  speaks  volumes  for  the  durability  and 
efficiency  of  the  "  PREMIER."  Remember  "  PREMIER  "  on  a 
stove  or  a  range  stands  for  everything  the  word  signifies. 


The  Premier  Leader 


is  a  range  that  meets  the  demand  for  a  high  grade,  fully  guaranteed 
j  article  at  a  popular  price.  Made  with  or  without  reservoir — high 
1  B^closet  or  Persian  closet.  Space  will  not  permit  of  us  giving  all  the 
•■outstanding  features  of  this  range. 


Write  to-day  for  our  Premier  Leader  Leaflet  and  our  complete  Stove  Catalogue 

The  Thos.  Davidson  Manufacturing  Co.,  Ltd. 


Toronto 


Montreal 


Winnipeg 
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Some  Ads  that 
are  Boosting 


Business  for 
Dominion  Dealers 


First  Quality 
Always— 

Buy  Meakins'  Brushes 

for  what  they  repre- 
sent— First  Quality, 
Right  Price  andGood 
Service.  You'll  find 
no  other  better  in 
their  line. 

Catalog  on  Request. 


Good  Brush  Makers  for  63  Years 


We  Manufacture 

Scores  of  Styles  and  Qualities  of 

Brushes  for  Paint,  Varnish,  Alabastine.  White 
Wash,  Art  Work,  Kalsomine,  and  Washing  and 
Cleaning  Brushes  for  Household.  Paetory.  Office. 
Shop  and  Stable  use.   Brooms  of  hair,  bass,  steel 
wire,  cane  and  corn  for  all  purposes,  dusters  of 
lambs'  wool.  down,  corn,  hair,  feathers,  and  fibre. 
Baskets:  Apple  Pickers',  Clothes,  Deliveiy,  In- 
dian, Root.  Market,  and  Satchel. 
Washboards:  ^Nletal  and  Wooden. 
Woodenware:  Bake  Boards.  Bread  Boards.  Clothes 
Lines.    15ntter    ^loulds.    Knife    Boards.  Pastry 
Boards.  Skirt  Boards.  Sleeve  Boards.  Step  Lad- 
ders. Shii)ping  Boxes  and  Apple  Pickers'  Aprons. 
Door  Mats:  Alaconte,  Corn,  Rush.  Ratton.  Re- 
versible and  Cocoa. 


MEAKINS  &  SONS,  Limited 

Hamilton  •  Ontario 

Warehouses  :  TORONTO,  LONDON,  WINNIPEG 

Meakins'  Brush  Co.,  Limited,  Montreal 
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Galvanized  Steel  Sheets 


#<  DPEMIt6 


Do  You  Want  to  Save  Money 

Get  better  Service  and  Quality — in  Galvan- 
ized Steel  Sheets  } 

Just  send  us  a  card  to-day  with  your  name  and  address. 
It  will  pay  you. 

DOMINION  SHEET  METAL  CO.,  LIMITED  HAMILTON,  CANADA  11-Q 


99 


TIGER 
WHITE 
LEAD 


The  Lead  With  the  Spread 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  \2;.2.  25.  50.  100  LB. 
IRONS  AND  500  LB.  KEGS. 


The  Steel  Company  of  Canada,  Ltd. 

HAMILTON  MONTREAL         TORONTO  WINNIPEG 

VANCOUVER        VICTORIA  HALIFAX  ST.  JOHN 


WIRE  NAILS 


BEST  "•■ 


Quality 


BALING  WIRE 


There  will  be  larg-e 
quantities   of  hay 

Made  from  Special  Bessemer  Steel       baled    this  SCaSOn 

and  it  will  pay  you  to  feature  this  line. 

GET  OUR  PRICES 

The  Laidlaw  Bale-Tie  Co. 

HAMILTON,  ONT.  Limited 


G«o.  W.  Laidlaw 

Vancouver.  B.C. 


Harry  F.  Moulden 

Winnipeg,  Man. 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Juiiriial 


8 


CANADIAN  HARDWARE  JOURNAL. 


July,  1915 


MORRISON'S 

Stack  Gas  Water  Heater 

Will  bring  large  Profits  to  you  this  Summer 

A  tank  heater  that  gives  hot  water  at  the  taos  con- 
tinuously, one  minute  after  the  gas  is  lit. 

The  Stack  Heater  will  produce  more  hot  water 
for  a  given  amount  of  gas  than  any  other  heater 
of  similar  capacity. 

This  is  actually  the  most  durable  and  long-lived 
Copper  Coil  Gas  Water  Heater  made — it  is  the 
easiest  and  quickest  to  install. 

You  can  guarantee  your  customer  "Absolute  Satis- 
faction" to  the  hmit — we  stand  back  of  you. 

Write  us  to-day  for  Booklet  and  further  Inrormation 

The  James  Morrison  Brass  Mfg.  Co.,  Ltd. 

89-97  West  Adelaide  Street  -  Toronto,  Ontario 


GENUINE 

Armstrong  Stocks  &  Dies 


MALLEABLE  IRON  HINGED  PIPE  VISES 

WATER,  GAS  &  STEAM  FITTERS'  TOOLS 

MANUFACTURED  BY 

THE  ARMSTRONG  M'FG  CO. 

333  KNOWLTON  ST. 

BRIDGEPORT,  CONN. 

NEW  YORK  ■  -  248  CANAL  ST. 

CATALOGUE  MAILED  ON  REQUEST 


PUT  THIS  MONEY-SA  VER 
IN  YOUR  SHOP  NOW 

Now  is  the  time,  if  ever,  to  cut  down 
needless  waste  in  time,  money  and  ma- 
terial.    With  a 

(Chicago  S*^^^  Bending 

in  your  sheet  metal  department — you  can 
soon  save  its  cost,  turn  out  better  work 
and  make  better  pleased  customers. 

10,000  satisfied  users  vouch  for  the  effi- 
ciency of  the  "Chicago." 

Made  in  200  different  sizes. 

May  we  send  you  our  prices? 


The  Steel  Bending  Brake  Works 

Chatham,  Ontario 


UMTTED 
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The  "Handy  Andy" 
Improved  Force  Cup 


For  household  use, 
enables  anyone  to 
keep  the  drain  pipes 
of  sinks,  baths,  basins, 
tubs,  etc.,  free  and 
clear,  and  in  a  safe 
and  sanitary  condition. 

There's  a  Good 
Sale  for  Them 


Manufactured  solely  by 

Gutta  Percha  &  Rubber,  Limited 

Successors  to 

The  Gutta  Percha  &  Rubber  Mfg.  Co.  of  Toronto 

Limited 

TORONTO  MONTREAL  WINNIPEG 

CALGARY  VANCOUVER 


Read 
this  issue 
from  cover 
to  cover 

Then  you  will  agree 
that  this  paper  is 
worth  several  times 
the  price. 

$1.00  a  year 

Send  your  subscrip- 
tion in  to-day. 


The  Commercial  Press,  Limited 

32  Colborne  Street,  Toronto 


Builders'  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  largest  manufacturers  of  this  Hne  in  the 
Dominion.    To  dealers  only. 


ARE 
YOU  SURE 
IT^S  A 


LOAD? 


EIGHT  times  out  of  ten  the  sale  depends  on  your  answer 
to  that  question.  Good  shooting  requires  confidence 
in  one's  powder.  Eight  shooters  out  of  ten  insist  on 
Du  Pont  loads  because  they  can  depend  on  them  for 
never-failing  accuracy  and  uniformity. 

DU  PONT  DEPENDABILITY 

— the  result  of  118  j'ears  of  powder  making — has  made 
Du  Pont  Sporiing  Powdersstandard  throvighout  the  world. 

It  spells  satisfaction  to  shooters — constant 
demand  and  quick  sales  to  dealers. 

Why  not  permit  voi  r  store  to  profit  by  the  centurj'-old 
reputation  and  nation-wide  popularity  of  Du  Pont  Powders. 


rOK  8POUTIN0  POWDER  BOOKLETS,  ADVERTIS- 
ING HKLP.S  AND  BOOKLET  ON  TRAP-SHOOT- 
ING   CLfB    ORGANIZATION.    WRITE    DEPT.  499 


DU  PONT  POWDER  CO. 

Established  1802 

WILMINGTON,  DEL.,  U.S.A. 
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Time  to  Order 

FREEZERS 


Whether  you  stock  the  LIGHTNING,  GEM 
or  BLIZZARB,  you  get  a  Freezer  that  has  made 
good  for  more  than  a  quarter  of  a  century — one 
that  has  won  its  way  into  the  hearts  of  the 
housekeepers  by  service  that  satisfies — backed 
by  quality  that  creates  confidence  in  both  mer- 
chant and  manufacturer — one  that's  well  adver- 
tised and  In  demand — one  that  brings  trade  and 
helps  you  keep  it. 

The  BLIZZARD,  being  a  low-priced  Freezer, 
makes  a  good  running  mate  with  either  the  GEM 
or  LIGHTNING.  Now  is  the  time  to  place  your 
order.  Shipment  can  be  made  any  time  you 
specify. 


BE  SURE  to  IN- 
CLUDE the  LIGHT- 
NING ICE  CHIP- 
PER No.  1.  You  can 
sell  one  with  every 
Freezer.  It  chips  a 
block  of  ice  into 
small  uniform  pieces 
in  a  jiffy,  just  right 
to  pack  closely  around 
the  can  and  shorten 
the  time  of  freezing. 
So  much  easier  to 
make  Ice  Cream.  They 
help  the  sale  of 
Freezers. 

Your  Jobber  will 
Supply  You. 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


The  lantern  of  excellence 


The  Lantern  which  helps 
you  to  build  a  reputa- 
tion for   quality  goods. 


Made  in  Canada 

Ontario  Lantern  &  Lamp 
Company,  Limited 

Hamilton 
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Twill  Do  Your  Advertising 


Thi; 


his  new  book  on  advettiiing  will  tell  you  all 
you  want  to  know  about  advertising  in  the  store. 


Ffere's  the  Book  that 
will  be  Your  Ad.  Man 


Reta''.  , 


Retail  Advertising 
Complete 

By  FRANK  FARRINGTON 

$1.00  Postpaid 

With  this  book  on  your  desk  you  are 
never  at  a  loss  what  kind  of  advertising 
to  do,  or  how  to  do  it.  Every  kind  ol 
advertising  is  treated  fully: 

Chapters  on  Newspaper  Advertising 
Making  an  Advertisement 
Good  Specimen  Ready-made  Ads. 
Mail  Advertising 
Window  Trimming 
Advertising  Novelties 
Outdoor  Advertising 
Inside  the  Store  Advertising 
Advertising  Schemes 
Special  Sales 
Mail  Orders,  etc.,  etc. 

There  is  no  better  book  of  the  kind  at  any  price.  You  can't  afford 
to  get  along  without  it. 


272  ptiges 
Bound  in  Cloth 


Absolutely  New 


Just  Published 


Commercial  Press,  Limited 


32  Colborne  Street 

Toronto,  Ontario 


Store  Management 
Complete 


16  Full-Page 
Illustrations 


Store 


ANOTHER  NEW  BOOK 


By  FRANK  FARRINGTON 

A  Companion  Book  io 

Retail  Advertising  Complete 

$1.00  POSTPAID 

'  Store  Management — Complete  " 
tells  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 


Here  is  a  sample  : 

C  H AFTER  V.-THE  STORE  POUCY- 
What  it  should  be  to  bold  trade.  The 
money-back  j)lan.  Tnkinpback  Roods.  MeetinKcutrates.  Selling 
remnants.   I)cliverinK  Koods.  S>ibstitution.  Handlinfr telephone 
c&Uti.  Coifrtcsy.  Itcbatintr  railroad  furc.  (  ourtc-y  to  customers. 


272  Pane* 
Bound  in  Cloth 


Abtolutely  New 


Just  Published 


Commercial  Press,  Limited 

32  Colborne  Street 
Toronto,  Ontario 


The  TIME-The  PLACE 
"And  the  File  ? 

NOW  is  the  time  to  make  YOUR 
STORE  the  place  where  farmers 
flock  for  the  "  FAMOUS  FIVE  " 
Mower  Files  : 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

{Made  in  Canada) 

Bumper  crops  should  make  this 
year  the  best  ever  in  Mower  Files. 
And  the  fact  that  we  supply  90% 
of  Canada's  file  requirements 
gives  you  an  idea  of  what  you  can 
expect  with  the  "Famous  Five." 

Behind  them  are  50  years'  ex- 
perience —  5  great  plants  —  a 
60,000,000  yearly  output— and  a 
record  of  90%  of  the  country's 
file-trade.  No  wonder  the 
"  Famous  Five "  wifi  and  hold 
trade  Avherever  they  go  into 
service. 

NICHOLSON  FILE  CO. 


Jobbers  Everywhere 


Port  Hope 


Ontario 


1^ 
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HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  give  tatisfaction. 
WARRANTED  as  to  price. 

Plain  Bearings  and  Steel  Ball  Bearings. 
Enclosed  Cog  Wheels. 

'S'l360E  In^.^   .  .a  in  X  1"/-' 


Plain  Bearings        Steel  Ball  Bearings         Size  of  Rolls 
No.  340  E  No.  360  E  10  x  l^X  inches 

No.  341  E  No.  361  E  11  x  134^  inches 

We  make  the  largest  variety  of  Wringers  in  the  world. 

Send  for  oor  latest  Catalog  and  Price  List 

The  American  Wringer  Co. 

New  York,  U.  S.  A. 


BATH  ROOM 
FITTINGS 

Thai  you  will  be  proud  of 


Wrr<e  for  our 
latest  prices 

These  are 

MADE  IN  CANADA 
by 

Kinzinger,  Bruce  &  Co. 

NIAGARA  FALLS,  ONT.  Ltd. 


Step  Ladders,  Ladder 
Chairs,  Lace  Curtain 
Stretchers,  Ironing 
Boards,  Tub  Stands, 
Folding  Beds,  Chairs, 
Tables  for  Camps,  Per- 
forated Chair  Sets. 

You  will  save  money  by 
learning  our  prices  before 
placing  your  Order. 

Otterville  Mfg.  Co.,  Limited 
Otterville,  Ont. 


Japanned  Tin  Lunch  Boxes 


With  Round  Corners 

Size  8J"  long,  5"  wide,  (>',  high 
No.  2o-Ttan  No.  .50-Black 

Packed  I  dozen  in  carton. 


Can  be  padlocked 
SANITARY      LOW  PRICED 

E.  T.  Wright  Co.,  Limited 

Hamilton  Canada 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails.  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 


JENKINS  &  HARDY 

Assignees,  Chartered  .Accountants,  Estate  and  Fire 

Insurance  Agents 
15/^  Toronto  Street  52  Canada  Ufe  Building 

Toronto  Montreal 
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^SPORTSMEhTS^^ 
lEADQUARTEI 


Signs  of  Success! 


When  you  see  this  "Sports- 
men's Headquarters"  Symbol 
on  the  wmdow — 

These  catchy  Cards  and  Pyra- 
mids on  the  counter — 

These  handsome  Hangers  on 
the  wall — 


you're  looking  at  a  hustling 
store.  One  that  deserves  the 
success  it  enjoys.  Because 
it  stocks 


UMC 

ARMS    and  AMMUNITION 

and  advertises  the  fact 


Use  YOUR  Remington-UMC  Trade-Helps. 
It  costs  nothing  to  "look  '^e  part"  of  a  Success- 
ful Store.    And  "nothing  succeeds  lil^e success" 

Remington  Arms-Union  Metallic 
Cartridge  Co. 

(Conlraclors  lo  I  he  British  Imperial  and  Colonial  Qovernmenlt] 

Windsor,  Ontario 

LONDON,  ENG.  NEW  YORK,  U.S.A. 
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Leisure  reading  that  means 
more  dollars  when  you  work 


A  knowledge  of  the  big  problems  of  business, 
put  into  a  very  comprehensive  and  readable 
style,  helps  you  in  finding  easier  and  quicker 
ways  of  overcoming  them.  That's  what 
Frank  Farrington  does  in  these  two  books. 
You  will  like  the  way  his  mind  works.  The 
wide  scope  of  his  experience,  the  accuracy 
of  his  statements,  and  his  knowledge  of 
human  nature  all  combine  to  make  them  vol- 
umes that  will  be  read  not  only  for  the  enter- 
tainment they  afford,  but  for  their  practical 
worth  in  the  conduct  of  a  retail  store.  The 
busy  man  -wall  appreciate  these  books  for 
another  reason ;  they  are  written  in  concise 
form  and  he  may  start  reading  anywhere  and 
find  that  particular  chapter  complete  in  itself,  and  depending  in  no  wise  upon  those  which 
precede  or  follow.  Althonjrh  if  fnils  tn  roarl  pvery  one  of  them  he  is  depriving  himself  of 
a  privilege. 

Retail  Advertising 

■'Retail  Advertising  Complete"  covers  with 
a  comprehensive  grasp  such  subjects  as 
newspaper  advertising,  how  to  get  up  the 

ads.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 
tising, and  the  subject  of  novelties  is  thor- 
oughly discussed;  that  important  part  of 
advertising  which  is  done  inside  the  store 
is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 
as  bill  posting  and  other  means  of  reaching  outly- 
ing districts;  advertising  direct  by  mail  and  mail 
order  opportunities  and  advantages  are  gone  into 
carefully;  special  sales  as  business  getters,  and  some 
features  that  make  them  successful,  are  presented 
in  a  convincing  manner.  In  short,  this  book  is  the 
common  sense  psychology  of  advertising. 

266  Pages,  5x7  inches,  Cloth 
Price  $1.00  Delivered 


Store  Management 

In  "Store  Management  Complete."  which  is  well 
illustrated,  the  author  gives  a  clear  and  concise  pic- 
ture of  the  kind  of  man,  physically  and  mentally, 
that  the  successful  merchant  should  be;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 
sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 
vantages of  various  locations  are  discussed;  how 
to  make  the  most  of  a  poor  one,  and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  plan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
space,  and  systems  of  storing  extra  stock. 

An  interesting  chapter  on  "Clerk  Management" 
brings  out  the  advantage  of  knowing  people  and 
how  to  handle  them.  The  other  chapters  deal  with 
the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  premium  giving.  The  man 
and  the  business;  their  relation  and  success,  that's 
the  book. 


252  Pages,  5x7  inches,  Cloth 
Price  $1.00  Delivered 


Both  Volumes  $1.90  Postpaid 


The  Commercial  Press,  Limited 


Publisher*  of 

Canadian  Hardware  Journal 

The  Retail  Grocer  and  Provisioner 

Canadian  Furniture  World 

and  The  Undertaker 
Retail  Druggist  of  Canada 
The  Can,adian  Nurse 


32  Colborne  Street 

Toronto,  Canada 


Pablishers  of 

The  Canadian  Manufacturer 

The  Canadian  Builder  and  Carpenter 

The  Canadian  Claj-- Worker 

The  Machine  Shop 

The  Electrical  Healer  and  Contractor 
Motoring 

Good  Roads  of  Canada. 
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A  Big  Seller 
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It  is  easy  to  sell  your  customers  MORE  goods  if  you  have 
RIGHT  goods  to  sell  them. 

Increased  business  to  you  depends  on  your  having  a  quick,  assured,  easy-selling  line. 

^y^^^A^y  Lights,  Batteries  and  Lamps  are  exactly  right  as  Sales  Builders  because  they 
do  not  take  sales  away  from  other  lines.  They  DO  make  EXTRA  profits  for  you.  They  are  easy      \  . 
to  display  and  to  demonstrate.  They  beautify  your  windows,  store  or  show  case,  and  they  interest  your  \ 
customers.    Furthermore  they  bring  trade  for  all  kinds  of  other  goods  to  your  store  constantly.  \ 


A. 


\ 


Lights,  Batteries  and  Lamps 

Canadian  Made  for  Canadian  Trade 

The  use  of  EVERIi'tDY  Flashlights  is  increasing  by  leaps  and  bounds.  Every  doctor,  every  nurse,  every 
mother,  every  motorist,  every  sportsman,  every  home,  every  tradesman,  and  every  farmer  needs  from  one  to 
five  Flashlights.  Like  Safety  Razors  and  Kodaks,  EVER£Ai)\  sales  are  continuous.  You  sell  the  eVERIADY 
Light  and  then  always  afterwards  you  have  a  trade  to  supply  renewal  batteries  and  lamps. 

The  cVEREAcDY  Flashlight  is  made  by  the  oldest,  the  biggest,  and  the  strongest  company  in  the  world. 
It  IS  the  only  Flashhght  which  will  give  absolutely  satisfactory  service  to  your  customers. 

We  are  now  running  a  big  national  advertising  campaign  in  The  Saturday  Evening  Post,  1 0  women's 
publications,  32  farm  journals,  1  3  boys',  sportsmen,  medical,  nursing,  and  other 
publications.      We  will  create  an  enormously  increased  demand  for  all 
^VZMlP^y  goods. 

Get  this  big,  profitable  line  for  your  store  at  once.     Be  the  first  in  your 
locality  to  display  and  push  EVEi^/tDY  Lights,  Batteries  and  Lamps. 


\ 


Tear  off  and  send  the  Coupon  asking  for  Special  Proposition  and  Catalogue  giving 
complete  Hat  of  goods,  prices  and  discounts 

CANADIAN  EVER  READY  WORKS 

OF  CANADIAN  NATIONAL  CARBON  COMPANY 

Toronto        Ontario  Canada 


Whon  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 
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Effect  of  the  War  on  Lead  and  Its 
Products 

A  statement  was  recently  made  by  a  contemporary  to 
the  effect  that  it  was  all  nonsense  to  talk  of  the  war 
being  the  cause  of  the  advance  in  lead  "because  the 
amount  of  lead  used  for  munitions  is  not  a  great  con- 
sideration." Tn  its  opinion  manipulation  was  evidently 
the  cause. 

That  there  is  a  misunderstanding  here  of  the  situa- 
tion there  can  be  no  doubt.  In  all  probability  manipu- 
lation has  been,  and  may  still  be,  a  factor  in  appreciat- 
ing the  price  of  lead. 

But  while  this  may  be  true,  it  certainly  does  not 
qualify  the  statement  that  the  amount  of  lead  used  for 
munitions  is  not  a  great  consideration.  On  the  con- 
trary, it  is  a.  most  important  consideration. 

Engaged  in  this  present  war  are  more  than  a  dozen 
nations,  and  each  is  using  larger  amounts  of  munitions 
of  war  than  at  any  time  in  its  history.  Now,  lead  enters 
into  the  manufacture  of  practically  all  munitions  of 
war,  from  the  revolver  cartridge  to  the  shrapnel  shell. 
Tn  the  shrapnel  shell  there  are  nearly  three  hundred 
bullets  of  lead.  In  fact,  87  per  cent,  of  the  contents  of 
this  shell  is  said  to  be  lead. 

The  Canadian  Grovernment  alone  recently  purchased 
30,000  tons  of  lead  for  munition  purposes,  and  several 
factories  in  the  country  are  engaged  in  making  bullets 
for  shrapnel  shells.  Canada's  consumption  of  lead  for 
these  purposes  is.  doubtless,  relatively  speaking,  not  a 
great  deal.  But  it  must  be  remembered  that  both  the 
Allies  and  their  enemies  are  manufacturing  and  con- 
suming leacf  bullets  in  quantities  such  as  no  man  can 
even  approximately  compute.  And  then  tbere  is  the 
United  States  to  be  taken  ito  consideration.  That  coun- 
try i.s  not  at  war,  but  it  is  making  ammunition  for  the 
allies  and  selling  lead  to  them  in  enormous  quantities. 
Only  within  the  last  few  days  the  French  and  Riissian 
Governments,  between  them,  placed  orders  in  the 
United  States  for  50,000  tons  of  pig  lead,  which,  at 
the  time  of  writing,  has  again  caused  a  stiffening  in 
values. 

And  yet  in  the  face  of  all  this  we  are  told  that  "lead 
used  for  munitions  is  not  a  great  consideration." 

As  a  result  of  the  extraordinary  consumption  of  lead 
for  war  purposes,  and  the  consequent  higher  prices  rul- 
ing, values  in  dry  white  lead  and  in  lead  in  oil  have 
naturally  been  affected,  for  that  which  affects  the  first 
named  gradually  exerts  an  influence  upon  the  others. 

Tn  the  United  States  the  price  of  dry  white  lead  has 
appreciated  nearly  50  per  cent,  since  the  manu- 
facturers of  white  lead  last  fixed  their  quota- 
tions, and  the  other  day  a  prominent  manufacturer 
told  the  Paint,  Oil  &  Drug  Ileview,  of  Chicago,  that 
never  in  all  his  long  experience  could  he  recollect  when 
the  price  of  white  lead  was  as  high,  as  it  is  now.  In 
Canada  the  price  of  pure  white  lead  has  advanced  only 
about  16  per  cent,  during  the  last  month  or  two.  Pig 
lead  in  New  York  on  June  23  was  nearlj'-  48  per  cent, 
higher  than  on  the  corresponding  date  in  1914,  but 
prices  naturally  fluctuate  from  day  to  day,  according  to 
the  demand.  Lead  cannot,  of  course,  now  be  imported 
from  Great  Britain,  which  naturally  affects  the  world's 
market  to  some  extent. 

Owing  to  the  higher  prices  created  in  lead  when  the 
war  broke  out  lead  mining  properties  in  Canada  almost 
immediately  took  on  greater  value,  and  certain  mines. 


which  had  not  been  worked  for  some  time,  were  pur- 
chased by  manufacturers  who  had  large  orders  for 
bullets  on  hand. 

It  is  evident  that  the  war  is  having  an  important 
effect  upon  the  price  of  lead  and  its  products. 


SPARE  AND  DISCARDED  RAZORS  WANTED 

Owing  to  the  inability  of  the  manufacturers  in  Great 
Britain  to  turn  out  a  sufficient  quantity  of  razors  for 
the  army  and  navy,  owing  to  so  many  of  them  being 
engaged  in  turning  out  munitions  of  war.  the  Cutlers' 
Company,  of  Sheffield,  is  making  a  collection  of  spare 
or  discarded  razors  throughout  the  British  Isles. 

Up  to  the  first  week  in  June  J-ome  70.000  razors  had 
been  collected  in  this  way,  which,  after  being  put  in 
order,  were  sent  to  the  War  Office,  and  from  there 
fonvarded  to  the  troops.  But  still  more  razors  are 
wanted.  And  with  this  end  in  view  the  Master  Cutler, 
of  Sheffield,  has  written  to  Mr.  T.  B.  Lee,  30  Front 
Street  East,  Toronto,  asking  if  hn  would  consent  to  try 
and  secure  a  supply  of  spare  or  discarded  razors  in 
Canada.  This  Mr.  Lee  has  consented  to  do  without 
any  remuneration  whatever. 

Mr.  Lee  proposes  to  make  his  collection  through  the 
hardware  trade  in  different  towns  and  cities  through- 
out Canada,  and  is  sending  out  to  the  trade  attractive 
hangers,  which  can  be  placed  in  store  windows,  asking 
for  the  desired  razors. 

Incidentally,  this  should  lead  to  the  cleaning  up  of  a 
good  many  spare  and  discarded  razors  in  Canada,  so 
that  from  a  business,  as  well  as  from  a  patriotic,  stand- 
point, it  is  to  the  interest  of  every  hardware  dealer  to 
lend  his  co-operation  to  the  movement. 

Passing  Business  Thoughts 

By  W.  L.  E. 


Perseverance  is  a  good  thmg  as  long  as  one  per- 
severes in  the  ripht  direction. 


To  the  wide-awake  retailer  there  is  no  period  in 
the  year  when  to  cultivate  business  is  unseasonable. 


The  clerk  who  attains  success  in  life  is  he  "d'ho  is 
zealous  for  the  success  of  his  employer's  business. 


Advertising  that  is  not  backed  up  by  good  service 
in  the  store,  like  a  battleship  with  an  ineffective 
crew,  loses  much  of  its  effectiveness. 


J  J 'hen  a  business  man  gets  spring  fever  he  should 
chase  a  golf  ball  or  cast  flies  in  a  sylvan  trout 
stream. 

Those  who  practise  putting  off  till  to-morro^v  that 
which  should  be  done  to-day  have  a  weak  spot  in 
their  will  po'<ver. 
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Dealers— Handle  this  Fence 

rOUR  success  in  the  sale  of  fencinff  docs  not 
depend  so  much  on  your  sales  ability  as  on 
the  fencing-  you  sell.    It's  fence  service— not 
price — that  brings  you  customers.  Ours  is  a  fence  of  ser- 
,  vice— a  fence  of  repeat  orders.  We  have  letters  from  deal- 
ers all  over  the  Dominion  substantiating  these  statements. 

Peerless  Ornamental  Fencing 

not  only  protects,  but  bcauti.*ies  property  as  well.  Every  stay 
IS  made  of  strong,  stilt"  wire  that  will  not  sag.  Our  fenc-ing 
IS  made  from  galvanized  wire  and  in  addition,  is  "-iven  a 
coating  of  zmc  enamel  paint,  thus  forming  the  best  possib'e 
uisurance  against  rust.  Peerless  fence  is  e;isv  to  erect  and 
will  hold  Its  shape  for  years  to  come.  We  also  build  a 
lull  line  of  ornamental  gates. 

Send  for  Dealers'  Proposition 

Get  our  literature  showing  many  beautiful  de-  M^V!^ 
signs  for  lawns,  parks,  cemeteries,  etc.  Also 
ask  about  our  farm  fencing  and  gates. 

The  Banwell-Hoxie  Wire  Fence 
Company,  Ltd. 
Winnipeg,  Man.  Hamilton,  Onf. 
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HICAC 

iPiffi  mm 

REPUTATION 

The  Chicago  "Triplex"  Spring  Butt 


has  characteristic 
features  of  recog- 
nized  merit, 
handsome  in  ap- 
pearance and  de- 
pendable for  the 
most  severe  re- 
quirements. 


1^ 

o 


o 


This  article  has  a  reputation  and  selling 
force  which  commands  the  trade,  and 
your  stock  should  be  complete. 

Cljtcago  Springhalt  ffompaii$» 


CHICAGO    V<^)     NEW  YORK 

Send  for  Catalogue  S29 


BOMMER  SCREEN  DOOR  HINGES  ARE  THE  BEST 

WROUGHT  METAL 

Don't  wait  until  the  flies  are  here — put  in  your  stock  of  screen 
door  hinges  now — handle  the  right  sort — Bommer's  are  the 
best  quality  and  finish,  and  sell  on  sight. 


Style  900.  Has  two  bearing  joints, 
no  matter  which  end  of  hinge  is  upper- 
most, doubling  the  strength  and  dur- 
ability. The  best  and  handsomest 
screen  door  hinge  ever  produced. 


Style  960 — The  door  can  be  de- 
tached from  the  casing  without  un- 
•crewing.  Has  enclosed  oil-tempered 
steel  coil-ipring,  is  well  made  and  will 
give  you  good  service. 


Style  900 


Both  styles  also  packed  in  sels  with  hook  "nc/  eye  and  pall 

Bommer  Brothers,  Mfrs.,  Brooklyn,  N.Y. 

Canadian  Representative,  Alex.  Thurber,  446  St.  Paul  Street,  Montreal 


Style  960 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  iM"  C.it.il,>i,Mio  will  be  .sent  nee  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  RLE  CO. 
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THE  LAMP  WITH  A  NAME 

is  the  lamp  that  sells.  Rayo  Lamps  have  been  adver- 
tised for  years,  and  have  a  record  of  giving  perfect 
satisfaction  to  the  consumer.  Rayos  give  a  soft,  mellow^ 
light.  They  do  not  smoke  nor  smell.  They  do  not  flicker. 
They  provide  a  light  which  oculists  say  is  easiest  for  the 
eyes.  They  are  w^ell  made,  durable  and  attractive. 
You  give  real  value  to  your  customers  with  the  Rayo 
and  get  no  complaints. 

Stock  the  Rayo  now — the  lamp  with  a  name.  Prices 
and  full  information  at  our  nearest  branch. 

ROYALITE  OIL  (Extra  Refined  Kerosene)  gives 
best  results. 


THE  IMPERIAL  OIL  COMPANY 
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BRANCHES  IN  ALL  CITIES 
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A  Time  for  The  economic  streak   that  has 

Ginger  and  made  its  appearance  among  the 

Aggressiveness.  people  of  this  country  is  bound 

to  have  a  greater  or  less  effect 
on  the  purchaser  of  goods,  and  it  behooves  the  dealer 
at  this  time  to  put  forth  his  best  efforts  to  maintain 
sales  and  curb  any  inclination  of  profits  to  fall  off. 

Dealers  need  first  to  inject  more  ginger  and  pep  into 
their  work  of  going  after  business.  Aggressiveness 
should  be  their  watchword,  and  "business  as  usual" 
their  battle  cry.  Some  dealers  may  say  that  it  is  easy 
enough  to  talk  "business  as  usual,"  but  not  so  easy 
to  make  it  a  reality.  We  recognize  the  difficulty  that 
the  dealer  is  up  against  at  the  present  time,  but  it  is 
wonderful  the  much  better  results  that  can  be  secured 
by  adopting  the  fighting  .spirit  of  those  on  the  battle 
line  instead  of  surrendering  in  the  manner  that  many 
listless  dealers  are  inclined  to. 

Impress  customers  with  your  ginger  and  enthusiasm. 
Work  the  show  window  to  the  limit — give  more  care- 
ful attention  to  your  advertising — suggest  additional 
articles  to  customers  over  the  counter  and  telephone — 
play  up  the  sidelines  prominently — in  short,  bring 
your  full  force  of  selling  agents  into  play  in  their 
best  form  in  order  that  victory  for  "business  as  usual" 
may  be  assured. 

A  little  more  business  can  usually  be  obtained 
by  the  expenditure  of  a  little  more  effort. 

Survival  of  the  Business  is  a  fight.  The  resources 

Fittest.  of  one  merchant  are  continuously 

pitted  against  those  of  his  broth- 
er merchant  across  the  street.  The  merchant  cannot  re- 
main in  the  game  if  he  does  not  bring  his  abilities  into 
active  requisition.  He  must  ever  have  ammunition  in 
his  gun  with  a  few  cartridges  in  reserve.  The  principle 
of  the  survival  of  the  fittest  is  just  as  applicable  to  com- 
mercial affairs  as  to  biology  or  society.  The  merchant 
with  superior  commercial  capacities  will  be  sure  to  sur- 
vive the  fray.  His  moral  excellence  counts  for  much  as 
also  does  his  ingenuity,  perseverance  and  enduring 
power. 

It  is  fatal  to  underestimate  the  powers  of  the  other 
fellow.  The  man  who  does  is  liable  to  lose  the  battle. 
If  he  does  not  and  if  he  has  the  diplomatic  sense  to 


measure  it  in  its  fullness  and  make  ample  allowance 
for  its  activity,  he  is  very  apt  to  win  the  day. 

In  the  game  of  commercial  life  there  is  no  surer  way 
to  attack  the  other  man  at  the  opportune  moment  when 
his  hands  are  down  than  by  keeping  your  eyes  open.  If 
he  advertises  a  formidable  publicity  campaign  which 
looks  plausible  and  as  if  it  might  enhance  his  possibil- 
ity of  increasing  his  business  at  the  expense  of  yours, 
be  not  dismayed,  but  take  a  turn  through  your  mental 
stock  rooms  and  see  if  there  lurks  there  some  mighty 
idea  as  yet  unearthed,  and  bring  it  out  to  the  light.  It 
may  be  just  what  is  needed  to  disconcert  your  competi- 
tor. Ever  be  on  the  alert  for  new  ideas.  Have  your 
door  open  for  them,  give  them  a  glad  reception  and 
then  turn  about  and  make  them  serve  you  to  the  best 
advantage.  No  person  is  insensible  to  the  pleasurable 
sensation  he  experiences  when  he  has  outwitted  his 
competitor.  It  is  one  of  the  durable  satisfactions  of 
life.  One  cannot  expect,  however,  to  outwit  the  other 
fellow  every  time.  That's  impossible,  and  it  is  not 
necessary.  An  undisturbed  succession  of  victories  is 
not  good,  but  win  a  majority  of  victories  from  the  other 
fellow  by  keeping  your  eyes  open  for  new  ideas,  en- 
deavor to  conduct  your  business  on  a  perfectly  legiti- 
mate basis,  fill  your  newspaper  space  with  attractive, 
convincing  copy,  and  reap  well-deserved  success  and 
honor,  for  the  fittest  must  and  will  survive. 

To  push  Canadian-made  goods  is  to  help  the 
return  of  better  ti-ade  conditions. 

Know  Your  At   a   recent   trade  convention, 

Own  Costs.  held  in  one  of  the  American  cities 

of  the  Middle  Wp.st.  it  was  de- 
cided that  the  average  cost  of  conducting  a  retail  im- 
plement bi;siness  was  15  per  cent,  of  the  gross  sales. 
It  was  stated,  also,  that  the  cost  of  doing  business  in 
iiiilividual  eases  varied  from  8  per  cent,  to  22  per  cent. 

Fifteen  per  cent,  is  just  half  way  between  these  two, 
it  is  true,  but  the  adoption  by  the  convention  of  15  per 
cent,  as  a  fair  average  does  not  protect  those  dealers 
wiiose  cost  of  doing  business  is  greater. 

It  is  a  notorious  fact  that  there  are  many  nn'i-chants 
in  all  lines  of  trade  who  do  not  know  how  niueli  it  is 
costing  them  to  do  business.  Possibly  not  a  few  dealers 
wriit   lioiiii'   fi'oni   that   ennvciit  ion  satisfied   with  the 
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knowledge  that  it  costs  them  15  per  cent,  to  do  business. 
But  if  it  is  actually  costing  them  20  per  cent,  to  do 
business  they  are  .just  as  badly  oflF  as  they  were  before. 

No  dealer  should  adopt  a  report  as  applicable  to  his 
own  case.  What  he  should  do  is  to  ascertain  exactly 
his  own  cost  of  doing  business.  We  merely  wish  to 
impress  upon  readers  of  this  paper  the  importance  of 
each  dealer  knowing  his  individual  costs. 

One  thing  the  report  has  shown  conclusively,  and 
that  is,  if  it  is  costing  a  dealer  more  than  15  per  cent, 
to  do  business  ten  chances  to  one  it  is  costing  him  too 
much.  He  must  conduct  his  business  as  economically 
as  his  competitors  if  he  expects  to  be  able  to  compete 
with  them  profitably. 

Enthusiasm  in  business,  like  a  lubricant  in 
machinery,  aids  efficiency. 

Good  Outlook  for  Tourist  trade  in  Canada  this 
Tourist  Trade.  summer  ought  to  be  exceptionally 

good.  Many  Americans  wTio  for- 
merly spent  t'heir  vacation  in  Europe  will  either  have  to 
visit  Canada  or  stiay  within  the  boundaries  of  their 
own  country.  A  great  many  will  doubtless  .journey  to 
the  Panama  Exhibition  in  California,  but  the  number 
who  will  do  this  will  necessarily  be  relatively  small. 

For  those  who  do  not  spend  their  summer  vacation 
in  their  own  country,  Canada  is  practically  the  only 
available  territory  on  the  North  American  Continent. 

Authorities  in  the  United  States  estimate  that  the 
amount  annually  spent  in  Europe  by  Americans  who 
visit  that  part  of  the  world  on  pleasure  bent  is  between 
$75,000,000  and  $100,000,000. 

That  the  expenditure  of  such  a  large  sum  of  money 
will  hC;  transferred  to  Canada  no  one  for  a  moment 
believes.  But  that  a  good  portion  of  it  will  be  spent 
here  is  well  within  the  realm  of  possibility.  As  a 
matter  of  fact,  this  is  assured,  as  the  bookings  which 
have  been  made  by  Americans  for  accommodation  at 
the  leading  summer  hotels  in  this  country  are  already 
much  in  excess  of  that  of  previous  years. 

Retail  merchants,  and  particularly  those  whose  place 
of  biisiness  is  located  in  the  regular  routes  of  travel 
and  at  distinctively  summer  resorts,  are  naturally  not 
without  interest  in  the  promised  increased  invasion  of 
American  tourists.  Benefit  accrues  to  them  as  well  as 
to  the  hotelkeepers  and  the  transportation  companies. 

To  those  who  make  the  best  efforts  to  get  the  busdness 
which  arises  from  the  tourist  class  will  naturally  come 
the  best  results. 

There  are  two  kinds  of  merchants — those  who 
look  for  business  and  those  who  let  business 
look  for  them. 

Possibilities  of  the  It  pays  to  look  after  the  tourist 
Tourist  Trade.  trade,  not  only  for  the  immediate 

benefits  which  result  therefrom 
to  the  business  men  of  the  country,  but  for  the  possi- 
bilities of  the  future. 

All  over  this  country  there  are  places  to  which  Amer- 
icans return  year  after  year  because  of  the  treatment 
which  has  been  accorded  them  in  the  past. 

There  is  one  town  in  Ontario  which,  during  the  sum- 
mjer  months,  is  practically  owned  by  Americans  from 
the  Southern  States.  That  town  is  Cobourg.  And  the 
origin  of  their  coming  is  interesting.  It  got  its  start 
some  fifty  years  ago,  when,  at  the  outbreak  of  the  war 
between  the  North  and  the  South,  a  number  of  well- 


to-do  men  in  the  latter  part  of  the  Union  sent  their 
families  to  Cobourg  in  order  that  their  safety  might 
be  assured.  They  found  the  conditions  bo  congenial  that 
many,  year  in  and  year  out,  after  the  war  closed,  spent 
their  vacation  in  the  place  of  their  original  sojourn. 
And  the  generations  which  have  succeeded  them  have 
kept  up  the  practice.  Some,  in  fact,  have  become  per- 
manent residents. 

That  it  pays  to  cultivate  the  trade  of  the  tourist  as 
well  as  that  of  the  regular  customer  there  can  be  no 
doubt. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Now  for  the  summer  trade. 

•  •  • 

Keep  your  selling  effort  mounting  with  the  tempera- 
ture. 

•  •  • 

Prom  your  costs  only  should  you  base  your  selling 
prices. 

•  •  • 

There  are  mighty  few  signposts  on  the  road  to 
success. 

*  •  • 

Consider  now  the  question  of  shorter  working  hours 
during  the  .summer. 

#  *  • 

The  easiest  thing  in  the  world  to  make  is  a  mistake. 
The  next  easiest  is  trouble. 

#  •  * 

The  best  way  to  overcome  the  "dead  stock"  diffi- 
culty is  to  sell  goods  before  they  become  dead  stock. 

*  *  • 

Reading  in  the  trade  paper  about  a  good  window  dis- 
play isn't  going  to  help  business.  It  is  going  to  work 
and  making  such  a  window  display  yourself. 

*  *  * 

In  all  walks  of  life  it  is  commendable  to  put  up  a  good 
front,  and  this  is  especially  true  in  business.  The 
store  with  the  attractive  front  and  nicely  arranged 
window  has  an  asset,  of  much  value.  All  the  time  and 
attention,  however,  should  not  be  given  to  the  windows 
and  none  to  the  interior  of  the  store.  It  means  dis- 
appointment to  the  customer  as  much  as  a  residence 
with  a  20th  century  front  and  a  Queen  Anne  interior 
would  give  to  the  house  hunter.  The  eye  is  caught  and 
the  interest  aroused  and  then  the  interior  fails  to  carry 
out  its  part  of  the  work.  Good  windows  should  be  ar- 
ranged, and  these  should  be  backed  up  by  good  inter- 
ior display. 


MORE  PEP  IN  YOUR  WOEK 


OTION,  vigor,  ginger,  pep — whatever  you  wiah 
to  call  it — what  a  great  and  mighty  thing  it  Is, 
and  how  badly  it  is  needed  in  some  stores. 


Speed  up  a  little.  Speed  is  good  for  the  constitntion. 
It  irons  the  kinks  out  of  the  liver.  It  makes  the  diges- 
tive fluids  of  the  stomach  do  their  work..  It  rings  up 
the  curtain  of  the  brain,  making  the  mind  clearer  for 
the  day's  work. 

Speeding  up  doesn't  mean  tearing  around  aimlessly 
or  burning  up  your  energy  accomplishing  nothing. 
When  you  make  a  move,  be  sure  that  your  brain  is 
behind  it.  Your  body  is  a  great  machine,  but  you  must 
have  an  engineer  to  run  it.  This  engineer  U  your 
mind. 
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Finding  the  Weak  Spots  in  the  Sales  Department 

Written  for  Canadian  Hardware  Journal  by  F.  L.  Edman 


BURLESON  was  a  salesman  of  the  advanced  type. 
He  knew  how  to  meet  a  prospective  customer, 
how  to  sell  him  what  he  wanted,  plus  some  extras 
he  needed,  but  hadn't  thought  of.  He  had  the  faculty 
of  overcoming  all  reasonable  objections  and  putting  on 
the  clinchers  at  precisely  the  right  moment;  in  short, 
not  a  single  attribute  essential  to  successful  salesman- 
ship was  lacking  in  him.  He  loved  the  selling  game, 
too.  To  back  a  customer  into  a  corner  and  make  him 
say  "yess"  was  more  real  sport  for  him  than  duck 
shooting,  betting  on  the  races,  or  doing  the  tango.  But 
all  this  could  not  be  said  of  his  salesmen.  Burleson 
knew  perfectly  well  that  many  dollars  were  daily  pass- 
ing out  his  front  door,  simply  because  it  was  impossible 
for  him  to  give  each  caller  his  personal  attention. 
.  Now,  it  must  not  be  imagined  that  Burleson's  sales- 
men were  a  disgrace  to  his  store.  There  were  many 
poorer  ones  in  the  world.  Burleson  realized  that  they 
were  on  a  par.  perhaps  a  little  above  the  average  com- 
monly found  in  retail  stores ;  but  they  failed  to  measure 
up  to  his  idea  of  efficiency.  They  were  not  in  his  class 
at  all.  Beside  him  they  were,  to  say  the  least,  very  or- 
dinary. 

Burleson  spent  no  little  time  wondering  how  some 
real  salesman.ship  could  be  inoculated  into  his  men,  that 
two  profits  might  take  the  place  of  one.  To  corner  the 
hardware  trade  of  the  community  was  his  ambition,  and 
he  fully  realized  the  importance  of  a  high  grade  selling 
force  in  accomplishing  this. 

At  just  9  o'clock  one  morning,  the  long-sought  in- 
spiration came.  He  had  formed  a  definite  plan  of  pro- 
cedure, and  at  9.05  he  had  Thurston  before  him  in  his 
private  office. 

The  greatly  agitated  salesman  calmed  himself  when 
Burleson  pushed  a  box  of  cigars  toward  him,  and  his 
look  of  apprehension  changed  quickly  to  one  of  antici- 
pation. 

"You  can't  smoke  on  duty,"  smiled  the  boss,  ami- 
ably, "but  you're  going  to  be  off  duty,  at  least  so  far  as 
selling  goods  is  concerned,  for  the  next  half  hour  or 
so." 

Once  the  cigars  were  well  under  way,  Burleson  lost 
no  time  in  getting  down  to  brass  tacks. 

"Thurston,"  he  began,  "I  don't  want  you  to  think 
I'm  finding  fault  with  you.  but  I  have  some  suggestions 
to  offer  which  are  designed  to  increase  your  selling  ef- 
ficiency. From  now  on  I'm  going  to  make  every  effort 
to  build  up  a  selling  force  here  that  will  be  head  and 
shoulders  above  any  in  this  part  of  the  country.  I'm 
going  to  work  with  you — and  you  with  me.  It's  need- 
less to  say  you're  anxious  to  increase  your  earning  ca- 
pacity, and  it's  my  purpose  to  help  you  do  it  by  locat- 
ing your  weak  spots  and  assisting  you  to  overcome 
them.  The  result  will  be  mutually  profitable.  Multi- 
plied sales,  increased  profits,  added  prestige  will  be  my 
reward ;  yours  will  be  a  compensation  commensurate 
with  greater  efficiency.  Your  salary  limit  will  be  meas- 
ured only  by  your  own  capabilities. 

"Now,  I  notice  that  you  lose  a  sale  now  and  then  be- 
cause of  an  apparent  inability  to  overcome  a  price  ob- 
jection. Of  course,  you  can't  hope  to  sell  everyone,  but 
I'm  reasonably  certain  that  most  of  your  lost  sales 
could  have  been  closed  with  n  little  stronger  display  of 


salesmanship.  When  the  customer  objects  to  the  price 
of  a  high  grade  product,  right  then  is  when  you  want  to 
demonstrate,  in  an  unmistakable  manner,  the  real  econ- 
omy of  buying  that  particular  article,  even  at  a  slightly 
higher  price.  Before  you  can  do  this  you  must,  of 
course,  have  some  knowledge  of  the  product  you  are 
selling,  as  will  enable  you  to  intelligently  present  the 
special  points  of  merit  it  possesses  which  others  do  not. 

"Did  you  lose  that  gasoline  stove  sale  the  other  day 
because  the  price  was  too  high?" 

"I  did,"  admitted  Thurston. 

"Well,  now,  take  that  as  an  illustration,"  continued 
Burleson.  "That  stove  is  equipped  with  an  automatic 
cut-off — a  special  valve  which  automatically  shuts  off 
the  flow  of  gasoline  the  minute  the  light  is  out.  It  mat- 
ters not  whether  light  is  blown  out  by  the  wind,  or  how 
it  occurs,  a  positive  cheek  on  gasoline  is  effected.  This 
practically  eliminates  the  danger  of  explosion,  which  is 
ordinarily  the  chief  objection  to  the  gasoline  stove.  Had 
you  played  up  this  point  sufficiently  strong  at  the  time 
of  the  price  objection,  particularly  pointing,  out  that 
this  feature  alone  made  the  stove  worth  more  money 
than  any  other  on  the  market,  because  it  meant  safety 
to  life  and  property,  I  think  the  sale  could  have  been 
made.  The  desirability  of  a  gasoline  stove  that  is  acci- 
dent-proof would  certainly  overcome  the  difference  of 
a  fcAv  dollars  in  price.  You  must  study  your  lines  more 
carefully,  know  the  special  talldng  points  of  the  vari- 
ous commodities  you  are  selling,  and  so  forcibly  im- 
press these  particular  features  on  the  minds  of  prospec- 
tive customers  that  for  them  no  other  such  commodities 
exist.  Get  busy  along  this  line,  and  call  on  me  when 
you  need  help." 

Barrett  was  next  asked  to  appear  before  the  Grand 
Mogul.  After  being  thoroughly  introduced  to  Burle- 
son 's  new  efficiency  scheme,  he  learned  just  wherein  he 
fell  short  as  a  salesman. 

"Now,  Barrett,  you're  all  right  on  talking  quality. 
You  know  the  goods  well,  and  can  present  their  merits 
to  good  advantage,  but  you  have  one  fault,  and  while 
.you  succeed  in  making  a  great  many  sales,  yet  you  lose 
quite  a  number  because  of  this  failing.  Your  chief  trou- 
ble is  that  you  fail  to  properly  consider  the  buyer's 
viewpoint.  This  is  very  important,  especially  in  selling 
commodities  belonging  to  that  class  not  commonly 
known  as  necessities.  You  must  couple  up  your  pro- 
duet  with  the  buyer's  needs  and  desires.  Show  him  just 
how  it  is  to  his  interest  to  own  same.  Always  remem- 
ber that  he  is  not  nearly  so  interested  in  learning  about 
special  processes  of  manufacture — about  which  his 
knowledge  is  decidedly  limited — as  he  is  in  ascertain- 
ing how  he  may  utilize  the  article  to  advantage.  No 
farmer  is  going  to  buy  a  gasoline  engine  for  ornamental 
purposes ;  he  must  be  brought  to  realize  that  this  use- 
ful product  will  perform  many  laborious  duties,  and 
effect  a  substantial  financial  saving  in  the  hiring  of 
farm  help.  You  must  get  on  the  customer's  side  of  the 
fence.  Imagine  yourself  the  consumer — the  user  of  the 
article — and  then  produce  the  sort  of  argument  that 
would  be  most  apt  to  appeal  to  you. 

"You  failed  to  sell  Mrs.  Barry  that  electric  iron  the 
other  day,  not  because  you  didn't  convince  her  that  it 
was  the  best  on  the  market,  but  because  you  failed  to 
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make  hor  clearly  nndorstaiid  how  badly  she  needed  it — 
the  itieonvenience  of  doing  without  it.  Had  you  ex- 
])hiiiie<l  that  it  would  save  her  numberless  steps  in  do- 
infj  her  weekly  ironing:  how  it  would  enable  her  to  do 
the  work  in  at  least  half  the  time,  and  do  it  much  bet- 
ter, too,  because  the  iron  can  be  kept  at  an  even  tem- 
perature at  all  times,  she  would  doubtless  have  consid- 
ered the  matter  in  a  more  favorable  light. 

"Now.  just  try  out  this  suggestion  on  your  next  cus- 
tomer, and  let  me  know  results." 

Baker  was  next,  and  as  he  smoked  a  rich  Havana  on 
the  firm,  he  learned  of  a  very  serious  mistake  he  had 
made  recently,  which  his  crafty  boss  had  carefully 
made  note  of. 

"T*>aker.  you  sized  that  range  prospect  up  wrongly, 
didn't  you?  I'll  admit  he  didn't  look  very  promising, 
but  you  never  can  tell  by  anpearancf\  When  he  asked 
to  see  a  range,  you  imagined  he  was  the  sort  who  would 
want  one  of  the  cheaper  grades.  Yon  .showed  him  one 
of  tliis  kind  first,  and  so  completely  exhausted  your  sell- 
ing talk  on  it  tliat  when  you  discovered  he  would  really 
stand  for  something  higher  priced,  you  had  little  left 
to  say.   Result — you  lost  out  entirely. 

"Regardless  of  looks,  always  make  an  effort  to  sell 
the  better  grade  of  goods  first.  Tf  the  price  is  too  high, 
you  can  then  fall  back  on  the  cheaper  grades,  but  it's 
an  uphill  game  if  you  play  it  the  other  way.  and  it's 
risky,  too.  It's  always  better  to  sell  a  high  grade  arti- 
cle not  only  because  there  is  generally  a  better  profit 
in  it.  but  also  because  it  is  more  apt  to  give  the  sort  of 
service  that  satisfies  and  makes  permanent  customers." 

Koehler  was  called  in.  He  learned  that  Burleson 
knew  all  about  his  unsucces'sful  attempt  to  sell  Farmer 
Howell  a  churn.  He  was  also  enlightetied  as  to  the 
reason  why  he  failed  to  make  the  sale,  which  reason 
now  appeared  quite  logical,  although  he  had  never 
thought  of  it  before. 

"Howell  liked  that  Darmouth  Churn,  all  right."  de- 
clared Burleson,  confidently,  "and  he  wanted  to  buy  it, 
but  you  didn't  do  what  he  wanted  you  to.  What  he  ex- 
pected was  a  strong,  convincing  statement  from  you 
that  the  churn  was  AT  in  every  particular.  Your  action 
in  not  more  strongly  recommending  it  caused  him  to 
feel  that  you  yourself  lacked  confidence  in  it. 

"Now.  don't  hesitate  to  recommend  and  stand  back 
of  aTiything  we  have  in  the  store.  T  never  aim  to  buy 
goods  that  won't  stand  the  strongest  endorsement.  T 
expect  every  article  we  sell  to  give  the  buyer  his 
money's  worth  of  service  and  satisfaction,  if  it  fails, 
we'll  make  it  right.  By  all  means  get  confidence  in  the 
goods  you  are  selling.  It's  a  big  asset  to  successful 
salesmanship. " 

It  didn't  take  long  to  convince  Burleson  he  was  on 
the  right  track,  so  he  kept  up  the  good  work.  Talks 
between  proprietor  and  salesmen  became  common  oc- 
currences. When  necessary,  he  criticized  them  in  a 
friendly,  constructive  way,  and  he  was  .just  as  quick  to 
commend  their  virtues.  Within  a  year's  time  he  had  a 
force  of  really  top-notch  salesmen — the  sort  people  de- 
light to  meet.  And  tew,  indeed,  were  the  sales  lost  be- 
cause the  proprietor  wasn't  "Johnny-on-the-spot." 


FIRE  PROTECTION  AFFORDED  BY  WIRE  GLASS. 

The  efficiency  of  wire  glass  windows  as  protection 
against  fire  was  the  topic  of  discussion  at  a  recent  meet- 
ing of  the  Insurance  Society  of  New  York.  In  a  paper 
on  the  subject,  prepared  by  Henry  A.  Fiske.  he  said 


that  two  principal  considerations  had  to  be  borne  in 
mind,  first  the  general  utility  and  service  of  wire  glass 
as  compared  to  fire  retardants  such  as  shutters;  and. 
second,  the  actual  value  of  wire  glass  as  shown  by  the 
fire  record.  The  wire  glass  window  can  be  used  on  all 
classes  of  buildings  and  on  all  sides  of  buildings,  in- 
cluding fronts.  In  buildings  generally  now-a-days  it 
is  considered  essential  to  protect  floor  openings  and  at 
least  retard,  if  not  prevent,  fire  spreading  from  one  floor 
to  another,  and  yet  almost  no  protection  is  found  on 
one  or  more  sides  of  the  building  for  the  window  open- 
ings, and  fire  easily  finds  its  way  from  one  floor  to  an- 
other in  this  manner.  In  a  recent  fire  the  flames  start- 
ed on  the  eighth  floor  of  the  building,  while  the  loss  of 
life  was  on  the  ninth,  and  it  is  the  consensus  of  opinion 
of  experts  that  the  fire  spread  from  one  floor  to  the 
other  chiefly  by  way  of  the  windows,  and  that  it  is 
more  than'possible  that  few  or  no  lives  would  have  been 
lost  if  all  the  windows  had  been  protected  with  wire 
glass. 

The  wire  glass  window  is  ordinarily  closed  at  the 
time  of  fire.  If  open,  it  may  be  easily  and  quickly 
closed.  It  is  tested  as  often  as  it  is  opened,  and  if  not 
frequently  tested  it  is  because  it  is  kept  closed.  It  is 
susceptible  of  simple  automatic  closing,  which  should 
be  reliable.  Any  device  which  is  a  protection  against 
fire  only  will  not  receive  the  same  care  and  mainten- 
ance as  a  device  of  daily  necessity.  The  expense  of 
maintenance  is  important,  and  the  owner  will  natur- 
ally keep  the  expense  at  the  minimum.  Fire  shutters 
are  costly  to  maintain  as  compared  to  wire  glass  win- 
dows, which  latter  are  really  a  help,  the  upkeep  being 
less  costly  than  the  ordinary  window.  With  wire  glass 
fire  may  be  seen  from  the  outside.  It  may  be  broken 
easily  by  firemen  and  is  peculiarly  fitted  to  act  as  a 
shield  for  the  firemen  while  allowing  a  hose  nozzle  to 
be  poked  through  the  glass. 

These  are  perhaps  the  more  important  features  of 
wire  glass  which  have  been  shown  by  experience  to  he 
of  real  value,  and  they  are  borne  out  by  the  fire  record, 
leading  to  the  conclusion  that  wire  glass  is  generally 
adaptable  for  window  openings,  is  quite  certain  to  be 
in  place  when  needed,  and  will  necessarily  be  main- 
tained in  somewhere  near  its  original  condition. 


Do  you  fully  realize  that  advance  on  cost  does  not 
mean  the  same  percentage  on  sales?  There  is  a  vast 
difference.  For  instance.  25  per  cent,  on  cost  only 
means  20  per  cent,  on  sales — and  the  latter  is  what 
you  figure  your  expenses  on.  In  a  recent  issue  we 
gave  a  short  method  table  showing  how  to  proportion 
profit  on  selling  price  to  cost.  You  should  keep  that 
table  in  a  convenient  place.  It  is  valuable  in  setting 
the  selling  price  of  goods. 


THE  WAY  TO  SUCCESS 

"The  secret  of  success,"  the  stamp  said,  "is  stick- 
ing to  it." 

"To  succeed,"  said  the  knife,  "be  bright  and 
sharp." 

"Keep  up  to  date,"  said  the  calendar. 
"Aspire  to  greater  things,"  said  the  nutmeg. 
"Don't  knock — it's  old-fashioned,"  said  the  electric 
bell. 

"Do  a  driving  business,"  said  the  hammer.  And 
the  barrel  added:  "Never  lose  your  head." 

"Make  light  of  everything,"  the  fire  observec 
cynically. 

"But  always  keep  cool,"  said  the  ice. 
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Safety  Razors  an  Important  Line  for  Hardware  Dealers 

Big  opportunities  for  sale  of  safety  razors  in  hardware 
stores — A  line  that  should  be  played  up  prominently 


THE  love  of  the  home  shave  still  lingers.    The  ad- 
vantages of  home  shaving  are  so  great  for  most 
men  that  they  prefer  it  much  more  than  the  pub- 
lic shop,  and  another  feature  that  carries  a  good  deal 
of  weight  is  the  fact  that  it  is  less  expensive. 

This  being  so.  tlierc  is  ojiened  np  to  hardwaremen 
who  ai't'  awake  to  their  opportimities  a  chance  to  in- 
crease sales  to  a  considerable  extent,  and  to  do  so  with- 
out incuring  any  aditional  overhead  expense  in  the  way 
of  rent,  clerk  hire,  light,  etc. 

Realizing  this,  aggressive  dealers  have  been  getting 
behind  the  razor  trade  strongly- — not  only  stocking  the 
line,  but  playing  it  up  prominently  in  window  and  in- 
terior display  as  well  as  in  tlieir  advertising. 

Are  You  Getting-  Your  Share  of  the  Trade. 

The  (|uestion  for  you  to  ask  yourself,  Mr.  Dealer, 
is:  "Am  T  getting  my  share  of  the  trade  that  is  pass- 
ing in  safety  razors?"  If  you  are  not,  what  is  the 
reason?  The  explanation  probably  lies  in  the  fact  that 
you  have  not  been  making  a  strong  enough  bid  for  this 
business.  It  is  not  enough  that  you  should  stock  the 
line,  but  in  order  to  secure  the  best  results  it  is  essen- 
tial that  you  get  strongly  behind  it,  not  in  a  half- 
hearted, but  in  an  enthusiastic  manner. 

The  greatest  success  in  building  up  a  successful  razor 
department  begins  A^^th  a  realization  that  the  demand 
for  razors  is  not  a  set  quantity  by  any  means — and  this 
is  particularly  true  with  high-grade  razors.  If  there  is 
anything  that  detracts  from  the  good  features  of  home 
shaving,  it  is  a  poor  razor,  and  it  is  just  this  fact  that 
opens  up  possibilities  for  the  dealer.  The  purchase  of 
a  really  good  razor  will  mean  a  greater  comfort  in  shav- 
ing, as  well  as  a  saving  of  time.  These  are  features  that 
will  appeal  to  any  man,  and  should  be  played  up  strong 
in  advertising,  window  cards,  and  personal  talks. 

The  Possibilities  of  Personal  Salesmanship. 

Just  here,  it  will  not  be  out  of  the  way  to  say  a  word 
about  the  possibilities  of  increasing  razor  sales  by  the 
use  of  personal  salesmanship.  Because  a  man  does  not 
ask  to  see  a  razor  does  not  say  that  he  is  not  interested 
in  the  article,  for  the  chances  are  ten  to  one  that  he  is. 
It  is  a  good  plan  to  keep  a  small  display  of  razors  near 
at  hand.  and.  after  you  have  served  a  gentleman 
customei'.  and  he  does  not  apjieai-  to  be  in  a  Inicrv. 
to  introduce  one  of  your  latest  and  best  models.  Don't 
begin  in  a  way  that  would  look  like  as  if  you  were  push- 
ing strong  for  a  sale,  but  rather  as  if  you  merely  Avished 
to  explain  the  operation  and  good  featiires  to  him.  Few 
men  will  resent  your  advance.  Most  men  will  appreci- 
ate your  interest  in  them  and  your  willingness  to  take 
time  to  explain  the  featiires  of  a  razor  to  them. 

A  good  many  sales  can  be  made  in  this  way,  and  even 
if  a  sale  is  not  made  at  the  time  the  salesman  should  not 
be  discouraged,  for  in  a  good  many  sneh  instances  a 
sale  follows  at  a  later  date. 

Make  Use  of  Manufacturers'  Sales  Helps. 

Window  and  counter  display  is  a  good  means  of  sow- 
ing the  seed  of  interest  in  the  ownership  of  a  good  razor 
in  customers.   Sometimes  that  seed  of  interest  blossoms 


immediately  into  a  sale,  while  in  other  cases  a  customer 
may  have  to  see  such  a  display  several  times  before  his 
interest  develops  into  a  desire  and,  eventually,  into  a 
sale.  This  shoAvs  the  need  of  giving  continuous  promi- 
nence to  the  line,  and  in  this  regard  manufacturers 
of  safety  razors  have  many  sales  helps  that  can  be  se- 
cured free  by  the  dealer,  and  which  should  be  taken 
advantage  of  and  made  full  use  of.  They  will  be  found 
a  material  help  in  arranging  displays  and  creating  sales. 


NOVEL  SHAVING  BRUSH  SHOW  CARD. 

Quite  a  novel  form  of  show  card  for  advertising 
shaving  brushes  was  used  in  the  window  of  a  Toronto 
dealer  recently.  It  was  intended  to  catch  the  atten- 
tion of  the  busy  man.  and  serve  as  a  reminder  to  him 
of  his  needs  along  this  line. 

The  card  was  abotit  two  feet  square,  and  in  the 
centre  was  the  inscription:  "Buy  your  shaving  brush 
to-day."  Around  the  rim  of  the  card  various  styles 
and  makes  of  shaving  brushes  were  fastened  on  by 
passing  a  thread  around  the  handle,  passing  it  through 
the  card,  and  tying  it  behind.  Underneath  each  brush 
the  price  was  noted. 

This  proved  an  excellent  means  of  bringing  shaving 
brushes  to  the  notice  of  the  men.  The  same  idea  could 
well  be  worked  out  with  other  lines  by  dealers. 


How  He  Got  Even 

A  travelling  man  who  stutters  spent  all  afternoon  in 
trying  to  sell  a  grouchy  business  man  a  bill  of  goods, 
and  Avas  not  very  successful. 

As  the  salesman  Avas  locking  up  his  grip  the  grouch 
was  impolite  enough  to  observe  in»  the  presence  of  his 
clerks: — "You  must  find  that  impediment  in  j^our 
speech  very  inconvenient  at  times." 

"Oh,  n-no,"  replied  the  salesman.  "Every  one  has 
his  p-peculiarity.  S-stammering  is  mine.  What's 
.y-yours  V 

"Im  not  aAvare  that  I  haA^e  any,"  replied  the  mer- 
chant. 

"D-do  you  stir  y-your  coffee  Avith  your  r-right 
hand?"  asked  the  salesman. 

"Why,  yes,  of  course,"  replied  the  merchant,  a  bit 
puzzled. 

"W-Avell,"  Avent  on  the  salesman,  "t-that's  your  p- 
peculiarity.     Most  people  use  a  teaspoon." 


HINTS  FOR  SELLING  SAFETY  RAZORS. 

KEEP  your  stock  di.splaycd  jironiinently  and  keop 
it  in  good  conditiion.    Make  use  of  the  sales 
helps  and  adA-ertising  matter  supplied  by  man- 
ufacturers. 

Study  the  line  of  razors  handled,  and  so  be  able  to 
talk  intelligently  to  customers  about  them. 

WheneA'er  the  opportunity  is  presented  talk  about 
vour  razors  to  customers. 

Point  out  the  comfort  and  economy  in  owTiflug  a  good 
safety  razor. 

Back  your  talks  on  razors  up  by  demonstratioms. 
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EFFECTIVE  SAMPLING  OF  LAWN  MOWERS. 

Frank  F.  Austin,  Chicago,  writes  in  Iron  Age-Hard- 
ware that  in  stores  where  lawn  mowers  are  handled 
it  frequently  is  a  problem  to  find  a  suitable  place 
to  sample  a  number  to  advantage.  Even  where  this  is 
possible  they  are  down  in  the  dust  where  the  sprinkler 
may  spot  them.  He  then  illustrates  a  plan  adopted  by 
an  Ohio  concern.  They  provide  a  carpet  on  top  of  a 
taible  or  counter  on  which  the  lawn  mowers  are  placed. 
This  affords  an  opportunity  to  closely  examine  them  in 
detail.  Tn  place  of  the  regular  handles,  short  sections 
are  used. 

The  action  of  the  lawn  mowers  can  be  shown  to  good 
advantage  on  the  carpet,  as  they  do  not  make  a  noise,  as 


is  the  case  where  they  are  run  on  the  floor.  This  plan 
has  been  found  an  easy  means  by  which  to  make  sales, 
and  it  is  offered  as  a  possible  solution  for  dealers  who 
are  planning  to  clean  up  their  lawn  mower  stock. 


^   "THE  PUBLIC  IS  ALWAYS  RIGHT." 

"Do  not  let  a  dissatisfied  customer  leave  your  store 
if  you  can  possibly  avoid  it,  even  though  the  cost  seems 
great,"  stated  Jas.  McGregor,  of  Oakville,  in  a  conver- 
sation with  a  representative  of  Canadian  Hardware 
Journal  recently.  And  in  connection  therewith  he  men- 
tioned an  incident  which  took  place  in  his  store  a  little 
while  ago. 

It  seems  the  municipality  is  building  a  $3,000  bridge 
across  the  river  at  Oakville,  and  a  number  of  the  bridge 
builders  and  carpenters  from  Toronto  and  Hamilton 
are  working  on  the  job.  One  Saturday  lately  two  of 
the  carpenters  entered  Mr.  McGregor's  store  and  asked 
to  get  a  certain  kind  of  hatchet.  It  was  produced  b.v 
the  clerk,  and  the  price,  85  cents,  being  quoted,  one  of 
the  men  said  he  could  get  the  same  article  in  a  certain 
Toronto  hardware  store  for  75  cents.  The  clerk  dis- 
puted this,  saying  it  was  not  possible  to  get  it  at  that 
price  because  the  hatchets  had  been  bought  right,  and 
he  knew.  An  incipient  dispute  was  on,  and  it  looked 
as  though  the  clerk  was  going  to  lose  a  sale,  when  Mr. 
McGregor,  who  was  in  another  part  of  the  store  and 
overheard  the  dispute,  came  forward. 

He  told  the  clerk  the  man  was  right,  as  he  had  seen 
this  hatchet  in  the  Toronto  store  for  75  cents.  But 
turning  to  the  carpenter  he  said,  "Of  course,  you  know 
that  Toronto  store  makes  a  specialty  of  builders'  and 
mechanics'  tools,  and  selling  larger  quantities  of  these 
are  able  to  get  them  at  better  prices  than  we  can,  who 
buy  fairly  large,  but  not  at  all  in  such  quantities.  They 
can  thus  sell  at  75  cents  a  hatchet  that  we  must  ask  85 
cents  for  to  get  a  margin  of  profit  on."  This  was  a 
reasonable  explanation,  and  the  men  went  away  satis- 
fied with  the  hatchet.  More  than  that,  the  two  came  in 
on  Monday  and  purchased  a  saw,  and  before  the  week 
was  out  two  additional  saws  were  sold.  Besides  this, 
other  tools  were  sold  to  men  on  the  bridge  while  the 
work  lasted,  McGregor's  hardware  store  having  re- 


ceived a  boost  in  the  good  words  spoken  for  it  by  the 
men  who  came  in  to  buy  the  hatchet. 

The  public  is  always  right,  has  been  the  rule  of  many 
a  successful  business  house.  Clerks  should  be  made  to 
understand  what  bearing  a  dissatisfied  customer  has 
upon  the  returns  from  an  advertising  appropriation. 
Point  out  the  importance  of  maintaining  a  mental 
calmness  and  do  not  be  afraid  to  let  the  customer  have 
his  way  unless  it  should  violate  some  fixed  rule  of  your 
business. 


ADVERTISING  FLOAT  ARRANGED  BY  CLERK 

In  a  certain  small  town  in  Ontario,  Dominion 
Day  is  always  celebrated,  a  big  feature  of  the  day 
being  a  monstrous  procession  in  which  the  local  mer- 
chants generally  have  floats.  This  clerk  built  a  big 
canvas  shaped  arrangement  to  fit  on  the  delivery- 
wagon  and  on  this  painted  a  number  of  rhyming  verses 
which  he  composed  himself  on  various  lines  of  goods 
handled  by  the  store. 

In  those  towns  where  any  big  days  are  celebrated  by 
a  procession  of  merchants'  floats,  the  clerk  will  find  the 
arrangement  of  these  floats  interesting  work  as  well 
as  good  advertising  for  the  store.  Keep  this  in  mind, 
Mr.  Clerk,  and  when  you  get  a  chance,  please  the  boss 
by  suggesting  that  he  allow  you  to  arrange  a  float 
for  the  store.  When  you  get  his  permission  go  into 
the  work  with  all  your  heart,  to  show  the  boss  just  what 
you  can  do. 


DISPLAY  STAND  FOR  SUMMER  GOODS. 

The  stand  illustrated  herewith  was  published  in 
Hardware  Age.  It  is  18  in.  wide,  8  ft.  long,  and  5  ft.  2 
in.  high.  The  first  shelf  is  26V2  in.  from  the  floor.  Five 
lawn  mowers  are  displayed  on  each  side.  The  space 
between  mower  handles  allows  the  taking  out  of  freez- 
ers without  taking  mowers  down.    Mowers  swung  this 


way  also  allows  of  sweeping  under  them  and  displays 
three  lines  where  otherwise  only  mowers  could  be 
shown. 

The  tag  above  each  mower  gives  the  name,  size,  and 
selling  price ;  the  board  on  the  end  has  a  list  of  water 
coolers  and  ice  cream  freezere,  size,  cost,  and  selling 
price. 

In  the  winter  time  a  shelf  put  half  way  between 
the  top  and  bottom  shelf  can  be  used  to  display  roasters, 
food  choppers,  and  other  seasonable  goods. 
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Skimming  the  Cream  of 

Under  this  heading  "Motor  World"  gives  some  of 
the  methods  of  the  Martin-Evans  Co.,  dealers  in  motor 
accessories,  by  which  they  have  secured  and  hold  a 
large  trade.  The  methods  adopted  may  be  best  under- 
stood by  a  study  of  the  following  diagram  and  the 
things  which  influence  a  customer  to  buy  and  how 
profits  are  made. 

Trade  has  been  built  up  by  having  attention-com- 
pelling window  displays  changed  once  a  week;  by  send- 
ing business-getting  letters  and  circulars  to  the  motor- 
ists within  the  territory  from  time  to  time,  and  through 
the  ac(iuisition  of  agency  rights  for  several  well-known 
accessories. 

Treatment  of  Customers 

W.  D.  Martin,  of  the  Martin-Evans  Co.,  gives  the 
following  outline  of  how  the  customers  are  held:  "Once 
a  man  becomes  a  customer  his  trade  is  held  by  offering 


him  an  attractive  sctore  and  by  treating  him  fairly. 
There  is  one  price  to  all  customers ;  no  goods  are  sold 
at  cut  prices,  and  when  a  customer  is  dissatisfied  his 
money  is  returned  without  question.  The  pleasing 
appearance  of  the  store  persuades  the  customer  to  re- 
main, look  around  and  purchase  more  than  he  would 
have  if  less  attention  were  given  to  order  and  neatness. 
Furthermore,  the  appearance  of  the  store  plays  an  im- 
portant part  in  influencing  the  new  customer's  impres- 
sion of  it;  the  result  is  that  he  comes  back. 

"A  fair  profit  is  insured  by  careful  purchasing,  and 
most  important  of  all,  by  close  check  on  the  business 
by  means  of  a  perpetual  inventory  which  shows  the 
standing  of  the  company  daily. 

"These  are  the  methods  that  have  built  up  the  Mar- 
tin-Evans Company  into  a  tower  of  strength  in  the 
Brooklyn  accessory  trade  and  have  placed  it  in  a  posi- 
tion practically  to  defy  competition.  Tt  gets  the  cream 
of  the  trade." 

Arrangement  of  Goods 

Thought  is  given  to  the  store  arrangement. 

Naturally,  the  most  attractive  goods  are  placed  at 
the  front  of  the  store.  Also  at  the  front  are  ^ch 
articles  as  are  featured.  The  first  two  show  ca.ses  at  the 
left  of  the  entrance  are  entirely  for  display  and  hold 
various 'articles  to  (\Ttch  the  customer's  eye.   The  same 


the  Auto  Supply  Trade 

policy  is  pursued  in  dressing  these  cases  that  is  used  in 
the  windows.  They  are  changed  once  a  week  and  the 
articles  in  the  cases  are  carefully  arranged. 

The  third  show  ease  on  this  side  is  given  over  to 
Ford  accessories,  and  the  fourth  is  a  sort  of  bargain 
counter,  where  slow  selling  goods  are  placed. 

At  the  right  of  the  entrance  there  are  two  show  cases 
and  a  table.  The  eases  contain  horns,  lamps,  speed- 
ometers and  clocks,  and  the  table  has  a  horn  display, 
and  the  spark  plug  tester.  Behind  these  cases  are 
glass  cabinets  containing  lamps  and  tools. 

Important  Supplies  Up  Front 

From  the  foregoing  it  may  be  seen  that  there  is 
space  at  the  front  of  the  store  for  everything  that 
should  be  displayed  prominently.  The  important  acces- 
sories, such  as  horns  and  lamps,  are  there,  and  the 
smaller  things,  such  as  spark  plugs  and  small  tools  are 
also  in  plain  sight. 

Although  most  of  the  small  accessories,  such  as  spark 
plugs,  gaskets,  bolts,  switches,  and  so  forth,  are  housed 
neatly  in  small  drawers  back  of  these  cases  for  the 
sake  of  neatness  and  convenience,  there  is  no  objection 
to  covering  them  up  in  this  manner,  because  practically 
every  article  that  requires  displaying  is  found  in  one 
of  the  show  cases.  Stocks  of  spark  plugs,  tools,  etc.,  are 
carried  in  the  cabinets  above  and  below  the  drawers. 

Simple  Stock  Indexing 

All  drawers,  cabinets  and  bins  are  numbered,  and 
there  is  a  catalogue  which  contains  the  name  of  every 
article  and  the  location  number.  The  number  and  name 
of  the  article  in  a  given  drawer  is  placed  on  a  small 
card,  which  is  inserted  in  a  holder  on  the  front  of  the 
drawer.  The  price  of  the  article  is  painted  on  the  right 
side  of  the  drawer  and  is  therefore  only  visible  when 
it  is  pulled  out.  With  the  aid  of  the  catalogue  and  the 
prices  plainly  marked  on  the  drawers  it  is  a  simple 
matter  to  break  in  a  new  salesman. 

The  left  side  of  the  store  to  the  rear  contains  bins 
about  one  foot  square  extending  all  the  way  from  the 
floor  to  the  ceiling.  Articles  too  large  for  the  drawers 
are  placed  in  these.  Box  and  package  goods,  such  as 
oils,  greases  and  paint-s,  are  stored  in  this  section,  as  are 
jacks,  tii'e  tools  and  pint  and  quart  measures.  There 
is  also  a  cabinet  for  brake  lining. 


METAL  SPECIALTIES  CO.  ENLARGING 

Tlie  Metal  Specialties  i\Ifg.  Co.,  730-738  W.  :\ronroe 
St.,  Chicago,  TIL,  have  recently  doubled  their  factory 
and  office  space  in  order  to  accommodate  the  large 
increase  since  January  3  in  their  business.  They  manu- 
facture the  well  known  line  of  "Presto"  specialties, 
including  "Presto"  electric  cigar  lightei-^.  "Presto" 
dash  lamps,  "Presto"  inspection  lamps  and  trouble 
lamps,  "Presto"  combination  dash  and  trouble  lamps, 
"Pre.sto"  battery  hand  lamps,  and  "Anchor"  Edi-swan 
ty|)('  connectors,  all  for  the  automobile  supply  and 
motor  boat  trade.  The  high  (piality  of  their  products 
is  known  among  jobbers  and  dealei-s  in  ai;tomol)ile  ac- 
cessories and  electrical  goods.  Nearly  every  month  two 
or  three  new  articles  are  mbli'il  to  their  list. 


Probl  ru<. 

Solutions. 

DRAW  CUSTOMER^= 

.  ^WINDOW  DISPLAY 

 -DIRECT  ADVERTLSmG 

sN^CXCLUSrVE  AGEirCIES 

vV^ArrRAcrivE  store 

)(y>GOOD  LOCAriON 
/X/>GOOPS  ^ELL  DISPLArnD 
Vjj^COMPLETE  STOCK 

HOLD  CUSTOMER 

 rAII5  TREArMCNT 

~ — NGN EY- BACK  POLICY 

,  ^NO  PRICE -CLXrriN'G 

MAKE    PROFIT  ■eCCT^ 

 CARCrUL  PURCHASING 

■       GOOP  BUSINESS  SYSTEN 
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Dealers  Promote  Electrical  Business 

The  H.  Newman  Electric  Co.,  Kingston,  are  inviting 
the  public  to  see  their  special  bargains  in  motor  boat 
and  automobile  supf)lies,  such  as  batteries,  spark  plu^s, 
spark  coils,  bulbs,  flashlights,  headlights,  low  and  high 
tension  wire,  volt  meters,  etc.  These  goods  are  particu- 
larly seasonable  at  this  time  of  year.  As  Kingston  is 
on  the  waterfront,  the  motor  boat  supplies,  especially, 
are  bound  to  be  in  demand. 

Chatham  Concern  Advertises  Low  Prices. 

Sandliam  &  Roberts,  Chatham,  Ont.,  are  making 
kno^vn  the  fact  that  the  installation  of  electrical  fix- 
tures is  now  placed  within  easy  reach  of  everyone. 
They  are  taking  advantage  of  the  "hard  times"  to 
bring  before  the  residents  of  their  city  that  now  is  the 
lime  to  have  work  like  this  done,  on  account  of  lower 
prices. 

An  Eastern  Concern's  Methods. 

Now  that  the  inspection  of  wiring  in  connection  with 
electrical  installations  is  becoming  compulsory,  "W.  A. 
MacKay  &  Co.,  of  Sydney,  N.S.,  advertise  as  follows: 
"If  the  wiring  inspector  demands  that  you  make 
changes  in  your  wiring,  send  the  notice  to  us  and  wo 
shall  sec  that  it  comes  up  to  the  standard  required." 
An  advertisement  like  this  hits  home. 

Alberta  Concern  Goes  Out  of  Business. 

The  Trusts  &  Guarantee  Co.,  Limited,  Calgary,  are 
fuelling  the  stock  of  the  Alberta  Electric  Co.,  Medicine 
Hat,  which  recently  went  out  of  business.  The  stock 
includes  lighting  fixtures  and  parts,  shades  and  lamps, 
supplies,  furniture,  fittings  and  tools. 

Kingston  Rates  to  be  Reduced. 

The  cost  of  electric  power  in  Kingston  is  soon  to  be 
reduced  and  both  of  the  live  dealers  there — Messrs. 
Halliday  and  H.  W.  Newman — are  advertising  this  fact 
and  pointing  out  the  value  of  putting  in  new  fixtures. 

A  New  Firm  in  St.  Mary's. 

Messrs.  Etherington  &  Vanstone  have  opened  an 
electrical  store  on  Water  Street,  St.  Mary's,  Ont.,  and 
are  carrying  on  an  effective  advertising  campaign  and 
doing  a  good  business.  House  wiring  and  motor  in- 
stallation is  their  specialty,  but  they  also  carry  a  hand- 
some line  of  fixtures  and  fixture  parts. 

Windsor  Firm  Clearing  Winter  Stock  at  Low  Price. 

George  H.  Barnes,  in  an  endeavor  to  create  new  busi- 
ness, is  advertising  that  for  the  next  while  he  will  pive 
a  discount  of  20  per  cent,  off  all  fixtures.  In  his  ad- 
vertising, he  shows  a  handsome  display  of  his  fixture 
department  and  invites  the  public  to  come  and  inspect 
his  stock. 


ADVERTISE,  BUT  HAVE  A  PLAN. 

Is  it  better  for  your  business  of  living  to  overeat 
one  day  and  then  go  without  food  for  two  days?  Or 
to  eat  moderately  every  day?  It's  the  constant,  regu- 
lar nourishment  that  keeps  you  going  without  break- 
downs. 

Likewise  it's  the  constant,  regular,  sticking  adver- 
tising that's  the  best  nourishment  for  your  business. 
Plan  to  keep  yourself  before  your  customers  and  pro- 
spective customers  all  the  time. 

Statistics  show  that  it  is  safe  to  appropriate  from  one 
to  three  per  cent,  of  your  total  year's  business  to  ad- 


vertise a  retail  store.  Use  the  last  year's  total  for 
figuring  this  year's  appropriation.  With  your  increase 
of  business  this  year  the  amount  to  spend  in  sales  effort 
next  year  increases. 

And  do  not  spend  your  whole  appropriation  in  one 
month  and  let  the  public  forget  you  for  the  next  eleven. 
Keep  at  it.    Plan  for  a  little  extra  spurt  erery  so 


TOAST 

TO  THE 

TASTE 


Let  every  one  make 
their  own  toast. 

The  electnc  toaster 
toasts  on  the  table. 

The  electric  toaster 
toasts  to  the  taste. 


A  Cape  Breton  electric  toaster  advt.  which 
makes  a  reader  want  to  purcha-se. 

often,  yes.  But  in  between  times  don't  let  your  sales 
efforts  lag. 

You  know  it's  the  constant  drop,  drop,  drop  of 
water  that  will  wear  a  hole  in  the  rock.  It's  the  eon- 
sfant,  persistent  sales  effort  that  wears  a  hole  in  the 
other  fellow's  business. 

Advertising  is  simply  sales  effort.  Decide  on  a  plan 
and  stick  to  it. 


Passing  Thoughts  on  Business  Matters 

By  W.  L.  E. 

Spare  time  is  never  lost  time  when  it  is  titilized 
for  arranging  the  stock  and  developing  business- 
getting-  ideas. 

He  7vho  keeps  his  summer  goods  where  they  "will 
most  readily  catch  the  eye  of  the  customer  on  enter- 
ing the  store  will  turn  his  stock  over  much  more 
rapidly  than  he  who  makes  no  effort  in  this 
direction. 

If  the  promising  character  of  the  crops  may  be 
taken  as  a  criterion  Nature  is  evidently  doing  all 
it  can  to  bring  about  prosperous  conditions. 

Judging  from  the  way  deposits  are  piling  up,  the 
banks  of  the  country  will  have  an  adequate  supply 
of  funds  in  the  fall  for  the  moving  o  f  crops  and  the 
financing  of  legitimate  business  enterprises. 


It  is  quality,  not  price,  that  determines  the  mea- 
sure of  success  in  business. 
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DISIM.AV  OF  AI.I  MIXU.M  KITCHEN  WAKE  MADE  BY  A  U.S.  DEALER.      THE  WINDOW  COST  PRACTICALI.T  NOTHING  THE  GOODS  BEI^G  TAKEN 
FROM  STOCK.    RED  VTILVET  WAS  USED  AS  A  BACKGROUND  FOR  UTENSILS.     A  ROAST  AND  A  CAKE  WERE  SHOWN  IN  THE  OVEN. 


Making  the  Window 

To  get  all  the  extra  profits  coming  the  hardware 
dealer  should  take  advantage  of  the  many  window  trims 
which  manufacturers  supply  with  their  aluminum  Avare 
specialties.  There  are  many  things  of  proven  worth 
exploited  in  this  way.  By  so  doing  you  get  the  full 
advantage  of  the  manufacturers'  advei'tising  cam- 
paigns. The  public  has  already  been  interested  through 
these  mediums,  and  are  looking  for  an  opportunity 
to  examine  and  get  acquainted  with  the  article  boosted. 

This  is  the  age  of  labor  saving  devices,  and  in  no 
field  can  fuller  appreciation  be  found  than  in  that  per- 
taining to  the  house.  Uc  one  of  the  first  to  show  up 
innovations.  You  will  not  lack  the  opportunity  to 
make  a  sale,  if  you  place  a  sign  in  your  window  setting 
forfli  the  advantageous  claims  of  the  specialties  dis- 
played. Don't  tell  a  long  story,  but  state  facts,  which 
you  have  taken  the  trouble  to  prove  for  yourself  fiivst. 

In  displaying  such  goods  as  aluminum  ware,  devote 
the  larger  part  of  your  window  space  to  items  for 
which  there  is  the  most  frequent  call.  See  that  it  is 
most  completely  illustrative  of  wide  ranges  of  sizes 
in  such  goods  as  sauce  pots,  dish  pans,  coffee  and  tea 
pots,  fry  pans,  etc.;  then  fill  in  with  otlier  goods  to 
eoniplett"  the  line. 

Always  l)uild  on  the  most  sal;il)lf  goods  no  matter 
what  you  show.  It  is  not  worth  while  wasting  space 
on  those  of  infrequent  use.  You  want  to  get  the  public 
inside,  and  you've  got  a  chance  to  push  the  s:\]r  df 
anything  you  liave  a  mind  to.  after  they  entri-  yoiii- 
doors. 

Indoor  Selling  Displays. 

The  problem  that  presents  itselt'  with  regard  to  an 
inside  selling  display  is  entirely  different  from  that 


Sell  Aluminum  Goods 

presented  by  the  window.  The  main  idea  in  a  window 
display  is'  to  induce  the  public  to  enter  the  store  for 
some  one  article  or  so ;  in  the  interior  display  you 
seek  to  interest  with  the  largest  amount  of  goods  in 
the  shortest  space  of  time.  How  can  you  best  accom- 
plish it? 

All  articles  of  a  very  bulky  chai-acter  usually  dis- 
played on  the  floor  should  be  represented  by  samples 
only,  so  as  to  keep  the  floor  space  as  free  as  possible 
to  allow  moving  around.  Let  your  stock  be  as  acces- 
side  as  possible.  All  shelves  within  easy  reach  be- 
come display  fixtures,  and  a  customer  is  likely  to  be 
reminded  of  many  things  which  might  otherwise  be 
forgotten. 

Keep  your  stock  sorted  according  to  the  purpose 
for  Avhich  the  articles  are  to  be  used.  This  enables  you 
to  push  the  sale  of  the  better  goods,  and  keeps  dilatory 
clerks  fi-om  overlooking  the  more  expensive  lines. 

Tn  your  middle  aisles  have  some  tables  covered  Avith 
trays  containing  the  small  handy  articles,  and  delegate 
some  others  to  special  lines. 

Tt  is  a  good  plan  to  divide  up  your  interior  display 
amongst  your  sales  force,  and  encourage  them  to  take 
iiitiM'cst  ill  iimking  a  good  showing  of  the  stock  which 
they  are  detailed  to  look  after.  This  is  also  elTective 
in  keeping  goods  from  being  overlooked. 

The  Place  for  Demonstrations. 

The  proper  place  for  demonstration  is  on  your  main 
eount(n-s.  so  that  it  is  easy  for  your  clerks  to  draw 
attention  to  them  after  the  customer  has  made  all  in- 
tfiulcil  purchases.  .;  Many  people  appreciate  the  atten- 
tion of  liaving  new  ideas- brought  to  their  notice. 
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Hints  for  the  Dealer  on  Advertising 

The  Why  and  How  oj  publicity 

MODERN  advertising  is  a  science  and  requires  a 
good  deal  of  thought  and  brains  to  make  it  a 
paying  proposition.  The  three  most  important 
points  to  be  considered  are,  when,  how  and  what  to 
advertise.  A  merchant  who  strives  to  make  his  busi- 
ness a  successful  and  profitable  one  keeps  pushing  all 
the  time  and  needs  to. 

The  moment  he  lets  things  drift  with  the  tide,  he  goes 
on  the  downward  path  and  the  result  is  a  failure  in  the 
end. 

The  same  terms  may  be  applied  to  advertising.  Push, 
interest  and  observation  are  required  to  make  a  success- 
ful advertiser. 

Observation  is  another  essential  point  in  successful 
advertising.  Observe  what  the  other  man  does  and  im- 
prove on  his  methods  as  well  as  upon  your  own.  By 
close  observation  of  the  advertising  which  appears  in 
the  papers  every  day  a  man  can  gain  more  practical 
knowledge  of  the  advertising  proposition  than  in  any 
other  way.  The  first  point  to  be  considered  is  when  to 
advertise.  A  good  many  merchants  have  the  spasmodic 
advertising  habit,  and  instead  of  keeping  at  it  continu- 
ously they  take  now  and  then  a  large  space,  insert  a 
big  advertisement  and  then  let  matters  slide  along  un- 
til they  again  get  the  notion  to  take  another  plunge. 


TO  THE  PUBUC 


NEW  HARDWARE  STORE-FORMAL 
OPENING  SATURDAY,  APRIL  17th 


.  t.iii> 


iiUl  II 


.lri.<li<l  n 


three-itotry  hi.iWiriK  A  full  l,nr  n\  ih^ 
hn\  of  pvcrvtKini:  in  ghetf  and  heavy 
hardwo'e.  paintn  and oil§,  garden 
tool*  of  every  description,  the 
famous  "Longford  Collars"  for 
horses,  baby  carriages,  bicycles, 
silverware,  brass  goods,  fishing 
supplies,  refrigerators,  stoves, 
etc.,  arr  now  i.-.vU  (oi  vout  inipfclion 


OF  SPECIAL  INTEREST 
TO  WOMEN 


Everybody  fiead 
Thit 


SPECIALS  FOR  SATURDAY 


A  Spedd  W(r4  Aboal  du  S(«e. 
Hill  Suites 


REMEMBER    THE    DATE      SHTURDAV.    APRII.    ITth      At.1.  DA 


^  BARTON  &  FISHER  — 


How  a  Fort  Art  liur  hard  ware  tiriii  used  a  p.iKc  in  a  local  daily 
to  advertiMO  their  new  .store's  opening. 

This  sort  of  advertising  is  not  a  paying  proposition,  and 
the  sooner  it  is  dropped  the  better  for  the  firm. 

A  merchant  must  keep  his  name  and  goods  before  the 
people  all  the  time,  and  to  do  this  means  a  continual 
advertising  campaign — a  campaign  that  will  mean  to 
go  at  it  and  keep  at  it  as  long  as  business  is  expected  to 
keep  up  and  increase. 

There  are  a  good  many  advertisers,  and  a  large  per- 
centage of  them  are  retail  merchants  who  do  not  use 
space  in  the  newspapers  regularly  but  will  bite  at  some 


scheme  such  as  special  editions,  church  papers,  show 
bills,  etc.  Those  advertisements  are  practically  worth- 
less. They  are  seldom  read  by  the  public,  and  even  if 
they  were,  they  are  immediately  forgotten,  and  the 
money  spent  is  wasted. 

A  merchant  once  said  to  the  solicitor  for  a  newspaper 
that  he  could  not  afford  to  advertise  now  as  business 
was  dull  and  sales  were  not  up  to  the  standard;  a  bad 


CET  ACQUAINTED  WITH  THIS  BK;STOftE 


FOR    THE    BEST    1%    HAROW.vRE  ,  ,  , 

I  WTttN  r^vlkMk  •!  }Uri*.r&  ib.ak      ASHDOWfCS,       txg  H^H.m  Stor*  -Mr*  1  Z.  -"^^ 
fvplMOk  th»  -yiiiiify  4  the  l>«s'  (h*  prw«   •      .  ..    _  I 


ASHDOWN'S 


EL  um-STOvo 


Example  of  a  series  of  page  advertisements  laid  out  by  C.  H. 
Smith  for  the  Ashdown  Hardware  Co.,  Winnipeg. 

mistake  on  the  part  of  the  merchant.  The  most  import- 
ant time  to  advertise  is  when  business  is  dull. 

Advertising  is  the  means  to  bring  business,  and  the 
time  to  go  after  it  with  energy  is  the  time  when  it  is 
dull. 

A  merchant  who  does  a  clean  and  square  business 
and  is  not  afraid  to  back  up  his  goods  with  his  name 
and  reputation  is  the  man  who  can  afford  to  advertise. 
The  only  people  who  cannot  afford  to  invest  their 
money  to  bring  to  the  public's  notice  the  good  points  of 
their  goods  are  those  who  have  not  confidence  enough 
in  their  goods  to  back  them  up  with  printed  claims  con- 
cerning them.  The  time  to  advertise  is  right  now  and 
every  day,  and  do  not  put  it  off  until  to-morrow.  How 
to  advertise  depends  a  great  deal  upon  the  class  of  peo- 
ple the  advertising  reaches  in  the  community. 

Certain  kinds  of  advertising  will  appeal  to  some  com- 
munities, while  in  another  it  will  be  a  failure,  accord- 
ing to  the  sentiment  of  the  people. 

The  mereliant  and  the  clerk  who  understand  adver- 
tising force  will  welcome  the  help  which  advertising 
gives  them.  The  real  salesman  reads  the  manufac- 
turer's advertising  and  so  learns  the  quality  and  the 
selling  points  of  the  advertised  goods  which  he  sells, 
and  uses  these  facts  for  himself  and  his  store.  More 
and  more  is  the  consumer  being  informed  about  the 
([uality  of  merchandise.  Advertising  is  creating  many 
new  needs — ^is  pointing  the  way  toward  high  <iuality 
rather  than  low  price,  toward  beauty  rather  than 
ugliness,  toward  modern  labor-9a%'ing  methods  as 
against  old-time  work  and  worry.  Advertising  is  lead- 
ing the  retailer  into  paths  where  lie  real  and  constant 
uniform  profits. 
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Collins'  Course  in  Show  Card  Writing 


20th  of  a  series  of 
articles  specially  prepared 
for  this  journal.  A  con- 
venient work  table. 


COLOR  MIXING.  In  last  lesson  we  gave  formulae 
for  mixing  colors  for  outdoor  use.  These  are 
what  may  be  termed  "oil  colors,"  although  they 
do  not  contain  (juite  so  much  oil  as  colors  used  for 
house  painting. 

As  every  card  and  sign  writer  will  find  it  necessary 
to  have  different  tints  and  shades  of  color  for  the 
different  work  he  will  be  called  upon  to  do,  the  fol- 
lowing table  will  be  found  very  useful.  By  the  com- 
bination of  different  colors  various  shades  are  obtain- 
able. In  this  table  the  color  or  shade  required  is  men- 
tioned first  and  the  next  color  mentioned  is  used  as  a 
base  or  in  the  greater  quantity. 


Color  Required 
Pink 
Flesh 
Cream 
Blue  (light) 
Brown 


Colors  to  mix. 
White  and  red. 
White,  yellow  and  red. 
White  and  yellow. 
White  and  blue. 

Red  and  black.    Yellow  may  also 
be  used  in  considerable  quantity 
with  the  red  and  black. 
Green  Yellow  and  blue. 

Orange  Yellow  and  red. 

Grey  White  and  black.    A  little  blue 

ma.y  improve  it. 
Purple  Red  and  blue. 

Violet  Blue  and  red. 

The  above  tints  and  shades  may  be  lightened  or 
darkened  by  adding  the  lighter  or  darker  colors.  With 
a  little  care  and  practice,  rich  effects  may  be  obtained, 
and  it  is  quite  necessary  to  know  how  to  make  these 
shades,  for  borders,  ornaments,  letter  shading,  etc., 
should  always  be  done  in  a  subdued  or  weaker  color. 
Grc}-  is  a  good  tint  to  shade  reds  and  black.  Pale  green 
for  black,  red.  blue  and  brown.  Pale  blue  for  dark 
blue,  black  and  red. 

Cotton  or  Muslin  Signs 
Card  writers  are  being  calliNl  on  more  and  more  to 


produce  cotton  signs.  In  fact,  card  and  cotton  signs 
seem  to  go  hand  in  hand.  No  doubt  this  is  because  the 
cotton  sign  and  the  card  are  both  in  the  temporary  sign 
list.  As  a  rule  cotton  signs  are  wanted  in  a  hurry, 
and  the  card  writer  seems  to  be  in  the  best  position  to 
fill  these  rush  orders.  Cotton  signs,  if  neatly  lettered 
and  properly  put  up,  make  very  attractive  advertising. 
They  should  be  stretched  on  a  frame  made  of  2-inch 
by  %-iiich  stuff.  Use  the  formulae  given  last  month 
for  outside  colors.  Sign  writers'  cotton  or  muslin  may 
be  obtained  now,  which  is  a  good  grade  of  cotton  with 
a  very  heavy  sizing  or  glazed  surface.  This  is  very 
easy  to  work  on  and  gives  exeellene  results.  Should 
this  special  material  not  be  obtainable,  use  ordinary 
white  or  bleached  cotton,  and  dampen  it  where  the 
letters  are  to  be  with  a  Avet  sponge  .just  before  paint- 
ing. Letter  at  once  while  the  cotton  is  damp.  There 
are  two  advantages  in  this.  One  is  that  the  oil  paint 
works  better  on  a  dampened  surface  of  cotton,  as  dry 
cotton  extracts  the  moisture  from  the  paint,  prevent- 
ing it  from  working  freely.  The  other  advantage  is 
that  it  prevents  the  oil  in  the  paint  from  running,  or 
''greasing  out"  around  the  letters. 

The  general  method  for  painting  a  cotton  sign  is  to 
tack  it  on  some  wall.  This  may  be  a  good  way  if  a 
wall  is  convenient,  but  blank  walls  are  not  always 
obtainable.  An  excellent  substitute  for  a  wall  is  to 
have  two  strips  of  wood  about  21/2  inches  wide  by  %  of 
an  inch  thick.  A  good  time  saver  is  to  have  brads 
driven  through  these  so  that  the  points  will  pro.iect 
about  half  an  inch,  similar  to  those  on  curtain 
stretchers.  They  should  be  about  every  six  inches 
apart,  and  driven  so  those  in  the  upper  piece  will  slant 
upwards  and  those  in  the  lower  piece  slant  downward 
when  in  position.  They  should  be  about  %  of  an  inch 
from  the  edge  of  the  strips.  The  strips  can  be  clamped 
with  quilting  frame  clamps  to  uprights  of  about  the 
same  size.   These  uprights  should  be  about  6  feet  apart 


STUVWXY 


Alphabet  of  Tuscan  l)lock  with  outlino,  capita  8. 
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Aliilialiet  of  Tuscan  block  with  outline,  lower  case. 


and  the  fraiiic  when  clniiii)e(l  together  shouhl  slant  out 
at  the  top.  The  object  of  this  is,  that  if  any  paint 
should  drop  from  the  brush  when  you  are  painting  it 
will  not  drop  on  to  the  sign.  The  strips  may  be  moved 
to  suit  any  width  of  cotton.  In  placing  the  cotton  on 
the  frame,  simply  hook  the  edges  over  the  brads,  which 
is  a  much  (|uieker  and  more  convenient  method  than 
tacking.    Place  the  end  uprights  so  that  the  ends  of 


A  f Wmin.^  Gift 
for  tKe^  ^Tid<L^ 


Siiiiplo,  but  cllVi  iii  e.  window  card 


the  cotton  may  be  tacked  to  them.  This  will  give  you 
a  nice,  taut,  smooth  surface  to  paint  on. 

The  alphabet  shown  this  month  is  one  suitable  for  the 
main  line  or  display  line  of  a  cotton  sign.  The  letters 
are  easily  formed  with  a  brush  and  if  done  in  red  with 
the  outline  in  a  light  blue  or  light  green  it  will  be  very 
effective.  The  outline  should  not  be  less  than  %  of  an 
inch  if  the  letters  are  six  inches  high  or  over.  The 
other  lines  of  the  sign  may  be  in  smaller  letters  and 


in  some  easily-executed  style  that  is  of  the  onf'-^itroke 
type. 

Sample  Card 

The  sample  card  is  one  made  with  a  dark  mat  and 
an  oval  cut  in  it,  and  the  white  card  is  pasted  to  the 
mat  on  the  back.  The  lettering  is  then  done  on  the 
white  card.  The  price  is  the  main  feature  of  the  layout. 
The  lettering  is  in  black  and  the  figures  in  red.  The 
shading  and  ornamentation  are  in  a  grey,  to  harmonize 
with  the  grev  mat. 


METAL  ROOFS  AS  INSURANCE  FACTOR 

Xot  long  ago  an  official  of  one  of  the  merieau  states 
gave  an  interesting  lecture  before  an  underAvriteis' 
association  on  the  commercial  suicide  conner-ted  with 
wood  shingle  roofs.  The  address  wrs  inspired  by  the 
great  financial  loss  following  the  disastrous  fire  at 
Chelsea,  Mass. 

In  striking  that  keynote  he  struck  the  proverbial  nail 
on  the  head,  and  that  his  opinion  is  shared  by  many  is 
evident  from  the  present  small  demand  for  wood 
shingle  roofs  and  the  eorrespondinsly  increased  de- 
mand for  metal  roofs. 

Millions  of  dollars  have  been  lost  by  fire  becau.se  of 
defective  or  wooden  roofs.  This  was  made  plain  by  the 
official  who  took  as  an  ob.iect  lesson  the  fortun*^  eaten 
uf)  by  flames  in  the  great  Chelsea  fire.  While  metal 
roofs  are  all  fireproof,  those  who  have  invested  have 
found  that  fireproofing  alone  is  not  enough — that  dur- 
ability in  the  metal  is  essential  for  perfect  protection 
at  all  times. 

^Hiile  fire  is  a  concealed  enemy  which  suddenly  pre- 
eipitate.s  itself  upon  its  weak  victims  and  destroys  or 
damages  that  which  is  not  protected  against  it.  there 
are  other  elements  of  destruction.  One  of  the  most 
menacing  is  lightning.  It  is  therefore  also  essential 
that  the  fireproof  metal  roof,  which  also  possesses  its 
complement  of  durability,  must  be  lightning  proof. 
Statistics  show  that  there  are  fewer  accidents  from 
lightning  where  there  are  many  metal  roofs  than  where 
there  are  none  or  where  there  are  but  a  few.  But  the 
acme  in  metal  roof  construction,  which  is  thoroughl.v 
appreciated  and  always  taken  into  consideration  in 
writing  insurance,  is  the  metal  roof  that  is  not  onlv 
fireproof  and  durable,  but  also  invulnerable  to  destruc- 
tive lightning  shafts. 

Insurance  companies  are  coming  to  the  point  of  de- 
preciating the  risk  in  insuring  buildings  where  wood 
shingle  roofs  are  still  adhered  to.  They  have  made  it 
plain  that  the  owner  is  protecting  him.self  and  at  the 
same  time  i)rotecting  the  insurance  company  by  in- 
stalling all  metal  roofs  of  sutficient  durability  to  resist 
rust  and  withstand  corrosion. 
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Making 
The  Wind  ow 
Sell  Paint 


Sample  window  display  designed  by 
Mai  tin  Senour  Co.  at  Montreal  office 
for  instruclion  of  their  salesmen. 


Any  liai'dwart'  dealer  of  eoiise(iueiice  who  handle.s 
I)aiiits  under.stands  that  his  window  is  one  of  his  best 
publicity  getter.s.  It  has  always  been  a  question  as 
to  what  proportion  of  the  store's  rent  a  window  should 
bear.  While  the  proportions  vary,  it  has  never  been 
questioned  that  the  window  brings  more  than  half  the 
rent  to  the  store  counter. 

A  windoAV  can  make  or  break  a  dealer,  as  it  tells  the 
story  of  the  dealer  himself,  his  goods,  and  his  methods. 
How  important  then  that  the  window  should  always  be 
clean,  neat  and  tastily  dressed.  By  keeping  this  one 
point  uppermost  it  is  more  than  likely  that  the  rest  of 
the  store  will  be  well  looked  after  also. 

Every  dealer  is  trying  to  get  all  the  business  he  can, 
of  course.  Where  he  has  pleased  a  buyer  in  many 
cases  he  has  secured  a  regular  jiatron.  But  in  these 
latter  days,  with  a  constant  shifting  of  the  pouulation 
and  in  towns  where  nearly  always  there  are  newcomers, 
it  is  essential  that  this  new  clientele  be  catered  to,  and 
the  passerby  attracted.  What  more  natural  method 
can  do  this  than  the  window — the  i^yes  of  the  store? 

The  first  impression  ciratcd  im  a  person  is  made 
through  the  dealer's  window,  and  to  create  a  good 
and  lasting  impression  should  l)c  tlie  idea  behind  eveiy 
trim  that  is  jjlaeed  in  tlie  window.  It  slioiiM  lie  a 
seasonable  display  also,  something  that  the  people  are 
needing  to-day  or  this  week. 

■  Paint  is  a  seasonable  line  just  now  for  any  and  eveiy 
dealer.  Paint  can  be  put  lo  no  numv-  ami  \;ii-ie(l  u^^'n 
tliaf  the  more  suggestions  the  dealei'  links  up  with  his 
displays  the  more  sales  he  may  reasonably  e.xpeet  to 
eoine  his  way.  Let  \]\r  display  hr  ne;it.  simple  inid 
striking.  A  trimmei-  need  not  be  an  e.xjiert  or  ;in  arils', 
to  make  a  striking  display,  but.  granted  tlie  mumi  who 
trims  his  window  has  a  little  taste,  if  lie  ke.  ps  Ins  mind 
on  the  season  and  any  popniar  moxemmt  tint  mav 
be  passing  a  ili.splay  will  evolve  that  w  ill  surprise  Idm- 
self  and  give  an  approval  stamp  in  tiie  minds  of  the  on- 
looker to  his  store.     Moie  ih.-in  that,  it  will  briiiLr 


much  added  business  to  the  store  that  the  dealer  will 
be  convinced  of  the  value  of  his  window  as  a  sales- 
getter.    Try  it. 


PAINTING  A  NEW  HOUSE 

To-day  most  lumber  is  kiln  dried.  This  means  that 
seasoning  has  been  artificially  forced.  The  pores  of 
the  wood  are  open  and  will  soak  up  moisture.  Besides 
it  contains  all  the  salts  and  acids  of  the  wood  in  con- 
centrated form,  which,  if  not  removed  in  some  way, 
will  prove  detrimental  to  the  durability  of  the  paint. 
For  this  reason,  it  is  generally  thought  advisable  to  al- 
low a  new  building  to  stand  for  a  month  or  two  un- 
painted,  so  as  to  permit  washing  out  of  the  surface  cells, 
and  allow  for  the  closing  of  the  pores  which  have  been 
unnaturally  opened.  Then,  after  a  dry  spell,  which  will 
remove  any  moisture  absorbed  by  the  wood,  is  the  ideal 
time  to  apply  the  priming  coat. 


ASIATIC  FLAXSEED  SENT  TO  AMERICA 

Twelve  hnndi'ed  tons  of  Manchurian  flaxseed,  the 
fii'st  iinpoi'talion  of  the  soi't  brought  to  the  Pacific 
coast  from  the  Orient,  ai'i'ived  at  Portland,  Ore.,  about 
the  middle  of  ^lay  aboai'd  the  liritish  steamer  "Ha'-cel 
Dollai-.'"  Tiu'  seed,  the  largest  single  shipment  ever  to 
he  sent  to  that  city  from  any  (piarter  of  the  globe,  was 
consigned  to  the  Portland  Linseed  Oil  woi-ks.  The 
same  firm  expects  to  engage  much  of  the  space  on  one 
or  two  other  steamers  to  bring  Far  Eastern  flaxseed 
to  I'ortlanii.  It  is  announced  the  pooi'  yii'ld  of  the  crop 
i_M'own  in  tlie  I'nited  States  last  season  accounts  for 
till'  hea\\   importations  being  made  aei'oss  the  Pacific. 


Don't  give  your  show  windows  any  days  off.  They 
ask  none  and  need  none.  They  are  willing  to  work 
everv  dav  and  all  dnv. 
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Keep  Sorting  Up  the  Paint  Stock 

A 'I'  this  time  of  year  it  is  an  easy  matter  for  dealers 
to  run  out  of  some  particular  color  or  line  of 
paint  unless  some  regiilar  system  of  keeping 
stock  is  followed.  A  customer  coming  into  the  store 
and  wanting  some  particular  color  of  paint  is  apt  to  be 
disappointed,  and  the  dealer  is  .just  as  apt  to  lose  a 
customer,  because  he  did  not  know  until  then  that  that 
particular  color  was  out  of  stock. 

An  exchange  tells  of  a  lady  customer  who  went  into 
a  hardware  store  some  little  time  ago  trying  to  pick 
out  a  suitable  color  of  paint  to  be  used  on  her  verandah 
floor.  Tt  took  her  considerable  time  to  decide  on  which 
color  she  liked  best.  There  were  three  colors  on  the 
sample  card  that  -she  thought  would  be  suitable  for  the 
purpose,  but  she  seemed  very  particular,  and  took 
a  long  time  to  decide  which  of  the  three  she  would 
select.  She  finally  picked  on  a  dark  slate  color,  and 
that  she  would  take  a  half-gallon  can.  The  clerk  pro- 
ceeded to  get  the  paint,  and  found  that  the  stock  of  this 
color  in  both  quart  and  half-gallon  sizes  had  been  sold 
out.  A  search  of  the  reserve  stock  revealed  the  fact 
that  this  color  was  completely  out.  Tt  was  quite  ap- 
parent that  it  was  a  good  seller,  and  this  thought  no 
doubt  struck  the  customer  when  she  was  informed 
that  they  Avere  ".iust  out"  of  that  color.  The  clerk 
then  tried  to  switch  the  customer  to  one  of  the  other 
two  colors  which  she  had  previously  considered,  but 
she  would  not  consider  them.  She  was  quite  positive 
that  the  color  she  had  decided  on  Avas  the  only  one  that 
would  look  good  on  her  porch  floor  and  she  would  not 
take  a  substitute.  The  clerk  said  they  could  order  the 
paint  and  have  it  in  a  few  days,  but  the  lady  said  she 
could  not  wait,  and  the  sale  was  lost.  The  chances  are 
that  if  she  had  taken  one  of  the  other  colors  she  would 
not  have  been  satisfied  with  it  and  would  have  thought 
that  it  did  not  look  as  nice  as  the  color  she  had  at  first 
decided  upon. 

Here  is  a  case  where  a  little  foresight  on  the  part 
of  the  merchant  or  bis  stock-keeper  would  in  all  prob- 
ability have  saved  a  customer.  It  may  turn  out  that 
the  customer  will  go  back  for  other  goods,  but  on 
the  other  hand,  if  she  gets  prompt  service  and  courteous 
treatment  in  an  opposition  store  she  may  become  a 
permanent  customer  with  that  opposition  firm. 

To  have  a  successful  paint  department  and  to  get  the 
most  profit  out  of  the  paint  business  it  is  necessary  to 
have  a  stock  sufficient  to  meet  the  immediate  demands 
of  your  customer.  The  buying  public  to-day  demands 
prompt  service.  If  a  customer  decides  to  do  some  paint- 
ing, be  generally  wants  to  get  the  material  without  de- 
lay and  have  the  work  completed  as  soon  as  possible. 
Nothing  is  more  annoying  to  a  paint  customer  than  to 
spend  considerable  time  selecting  colors  and  then  find 
that  the  goods  are  not  in  stock,  and  that,  if  they  wait, 
there  will  be  several  days'  delay. 


SALES  OPPORTUNITIES  IN  INSECTICIDES 

It  is  stated  by  agricultural  statists  that  North  Amer- 
ican orchards  and  gardens  stand  annually  a  loss  of 
$5,000,000,000  through  the  ravages  of  destructive  in- 
sects. This  means  that  each  farmer's  profits  are  cut 
down  from  $5  to  $1,250.  according  to  the  size  and  loca- 
tion of  each  farm. 

These  losses  atford  an  opportunity  for  hardware  anrl 
paint  dealers  to  increase  profits.  The  ravages  of  over 
600  different  species  of  insects  in  orchard  and  garden 
have  increased  rapidly  of  late  years,  until  now  infec- 


tion has  passed  along  into  new  territory,  and  destnic- 
tive  insects  and  diseases  are  found  in  every  commercial 
and  home  garden  and  orchard.  This  condition  makeg 
spraying  an  absolute  necessity. 

The  dealer's  opportunity  depends  on  his  readine.<»3 
to  take  advantage  of  this  condition  and  pu-sh  sales  of 
insecticides  like  arsenate  of  lead,  lime-?njlphur  solu- 
tion, Paris  green,  and  other  similar  products.  Study 
up  the  conditions  and  needs  of  your  locality,  get  to 
know  the  farmers'  ref(uirement^  and  ask  your  paint 
manufacturer  to  post  you  and  help  you  in  bringing  the 
right  remedy  to  the  source  of  the  trouble. 


TURNING  STUMPS  INTO  HARDWARE  SALES. 

A  drive  through  the  country-  districts  will  direct 
attention  to  fields  that  would  be  more  productive  and 
valuable  if  the  owner  con.sidered  the  stump  proposi- 
tion as  he  should.  Every-  acre  of  stump  land  cleared 
boosts  the  sale  of  implements  and  articles  usually  car- 
ried in  an  up-to-date  hardware  store.  The  more  atten- 
tion the  hardware  man  pays  to  the  stumps  in  his  terri- 
tory, the  greater  his  profits  will  be.  Many  a  farmer  has 
let  the  stumpy  fields  of  his  farm  go  untouched  for 
years,  waiting  for  time,  money  or  for  some  one  to' call 
his  attention  to  the  loss  he  is  each  year  having.  This 
year's  reports  show  that  many  a  farmer  has  realized 
the  financial  advantages  of  putting  this  land  under 
cultivation,  and  is  using  dynamite  to  get  rid  of  the 
troublesome  stumps.  In  some  cases  the  hardware  man 
knowing  that  the  sale  of  dynamite  is  only  the  first  item 
through  which  he  can  derive  profit,  has  prevailed  upon 
the  farmer  to  act  now.  In  other  cases,  the  high  mar- 
ket value  of  farm  products  has  put  into  the  farmer's 
pocket  the  additional  cash  that  he  has  been  waiting 
for. 

No  matter  what  causes  the  stumps  to  be  removed, 
once  out  of  the  way  the  hardware  man  naturally 
cashes  in  more  profits  on  seeds,  fertilizers,  implements, 
etc.,  for  the  more  acreage,  the  more  business.  Powder 
manufacturers  find  that  some  jobbers  and  dealers  have 
been  under  the  impression  that  the  place  where 
djmamite  for  stump  blasting  is  most  needed  is  in 
forest  and  cut-over  land  districts.  But  this  year,  on 
account  of  hig*h  prices  for  farm  products,  the  sales 
in  settled  districts  have  increased  in  rapid  order  which 
shows  that  while  cut-over  lands  do  need  dynamite, 
settled  districts  offer  another  valuable  opportunity 
which  heretofore  has  been  neglected. 


WHERE  THE  WEST  BEGINS 

Out  where  the  smile  dwells  a  little  longer, 
Where  friendship's  grasp  is  a  trifle  stronger, 
That's  where  the  West  begins. 

Out  where  the  sun  shines  a  little  brighter. 
Where  the  snow?  that  fall  are  a  trifle  whiter 
And  the  bond  of  home  ties  are  a  wee  bit  tighter, 
That's  w^here  the  West  begins. 

Out  where  the  skies  are  a  little  bluer. 
Where  friendship's  ties  are  a  trifle  truer. 
Where  there's  music  in  every  streamlet  flowing, 
Where  there's  more  of  reaping,  less  of  sowing, 
That's  where  the  West  begins. 

Out  where  the  world  is  still  in  the  making. 
Where  fewer  hearts  with  despair  are  breaking, 
Where  there's  more  of  singing,  less  of  sighing, 
Where  there's  more  of  giving,  less  of  buying, 
Where  a  man  makes  friends  without  half  trying, 
That's  where  the  West  begins. 
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Gas  Stoves  for  Summer  Use 

With  the  warmer  weather  dealers  should  turn  partic- 
ular attention  during  the  next  two  months  to  a  line 
that  is  becoming  more  popular  each  year  for  summer 
use.  We  refer  to  gas  stoves  and  ranges,  goods  that  are 
now  in  more  or  less  general  demand  during  the  hot 
months  of  summer.  Most  people  now  realize  the  use- 
fulness of  the  gas  stove,  but  there  are  still  many  who 
may  be  a  little  suspicious  of  them  in  view  of  the  fact 
that  this  is  a  comparatively  new  line.  We  see  on  all 
sides  about  us  many  who  are  going  along  in  the  same 
old  way,  cooking  with  a  wood  or  coal  range  through  the 
entire  snmmei-.  It  is  to  such  people  as  these  that  a 
dealer  should  direct  his  attention  specially.  They  can 
be  made  to  understand  the  advantages  of  the  gas  stove 
during  the  hot  weather.  Many  of  them  can  be  per- 
suaded to  buy  if  the  right  arguments  are  advanced. 

Must  Understand  Gas  Stoves 

It  is.  of  course,  necessary  that  the  dealer  have  a 
thorough  laiowledge  of  the  subject  of  gas  stoves.  It  is 
very  necessary  in  the  case  of  this  class  of  goods,  pos- 
sibly more  so  than  with  any  other  kind.  Buyers  are 
usually  anxious  to  know  even''  detail  in  connection  with 
the  operation  of  these  stoves.  They  do  not  care  to  take 
any  risks  by  finding  these  things  out  for  themselves  by 
experiments,  as  they  would  do,  perhaps,  if  necessary  in 
the  ease  of  a  coal  or  wood  range.  The  feeling  that 
there  are  certain  dangers  in  handling  gas  must  be 
overcome  in  the  minds  of  possible  buyers  if  these  stoves 
are  to  be  sold  to  them. 

Effective  advertising  will  do  a  great  deal  in  bring- 
ing people  to  undei'stand  the  advantages  of  these  goods 
and  in  bringing  them  to  the  store  to  make  a  careful  in- 
spection. Once  a  possible  customer  is  brought  to  the 
store  for  the  purpose  of  seeing  these  goods,  the  sales- 
man will  find  that  his  chances  of  making  a  sale  are  far 
greater  if  he  is  a'ble  to  fully  demonstrate  the  working 
of  these  stoves.  A  salesman  should  make  sure  that  a 
buyer  has  been  thoroughly  informed  about  every  de- 
tail of  their  working  mechanisms,  as  it  may  save  trouble 
for  the  future  and  will  ensure  better  satisfaction  all 
round. 

Some  Argfuments  for  the  Gas  Stove 

There  are  many  arguments  that  the  dealer  can  ad- 
vance on  behalf  of  the  gas  stove.  In  the  first  place 
there  is  the  saving  of  time  and  labor,  and  there  are  no 
tedious  methods  required  to  prepare  the  fire,  all  that 
is  needed  is  the  lighted  match.  Considering  the  fuel 
that  is  used  by  the  wood  and  coal  ranges,  the  use  of 
gas  stoves  is  certainly  a  pajnng  investment  from  an 
economical  standpoint. 

Then,  there  are  the  improved  facilities  for  getting 
quick  meals.  There  is  the  absence  of  heat  also,  which 
in  the  case  of  the  coal  and  wood  range,  is  added  to  the 
temperature  out-of-doors.  This  in  itself  is  .so  intense  as 
to  be  decidedly  uncomfortable,  and  is  always  present 
in  the  case  of  the  wood  or  coal  fire.  A  great  deal  of 
heat  is  necessary  in  getting  the  coal  fire  up  to  the  point 
of  being  effective,  and  then,  again,  before  it  cools  down. 
The  gas  stove  is,  therefore,  a  good  propo.sition  from  the 
standpoint  of  comfort  to  the  user. 

Demonstrations  Are  Most  Effective 

If  a  dealer  desires  to  demonstrate  these  stoves,  which 
is  undoubtedly  one  of  the  best  selling  methods  possible, 
it  will  be  necessary  to  have  one  connected  up  in  some 
part  of  the  store  where  demonstrations  can  be  made 


without  interference  with  any  of  the  other  departments. 
A  demonstration  of  this  nature  will  be  of  more  use  in- 
the  way  of  explanation  to  a  possible  buyer  and  assist- 
ance to  one  who  has  already  purchased  than  anything 
else  that  could  he  said  or  done. 

Summing  up,  therefore,  the  different  important  points 
in  the  gas  stove  business,  it  would  seem  that  practical 
demonstrations  are  advisable  in  order  to  initiate  cus- 
tomers into  proper  methods  of  using  and  handling  them. 
The  next  few  weeks  is  the  real  gas  stove  season,  and 
now  is  the  time  to  push  their  sale. 


NOW  FOR  REFRIGERATORS 

Refrigerators  are  a  line  of  goods  that,  while  they  are 
saleable  during  the  entire  year,  are  more  especially 
summer  goods.  If,  therefore,  dealers  are  stocking 
them  do  not  fail  to  make  up  an  attractive  window  from 
time  to  time  during  the  next  few  weeks.  The  margin 
of  profit  on  this  class  of  furnishings  is  good,  and  while 
they  are  fairly  cumbersome  to  handle  in  some  instances, 
they  are  a  splendid  line  to  show  in  connection  with 
summer  stoves. 

Refrigerators  should  be  brought  well  to  the  front  for 
the  next  two  months  especially.  Let  the  public  at  least 
knoAv  that  you  have  them  in  stock  if  you  carry  them. 
They  are  a  legitimate  line  of  house  furnishings,  just 
as  much  as  the  stove  or  oven.  The  stove  is  for  heating 
food;  the  refrigerator  is  for  cooling  it.  Both  are  a 
necessary  line  of  housefurnishings.  The  present  is  the 
opportune  time  to  feature  refrigerators,  for  now  the 
stove  and  range  season  is  on  in  dead  earnest. 


The  steel  range  peddlers  are  abroad  in  the  land  and 
making  themselves  felt  every^vhere.  Why  is  it?  asks 
Enterprise  News.  Certainly  not  because  of  the  excel- 
lence of  their  goods  or  their  low  prices — quite  the  re- 
verse. Their  prices  are  high  for  the  class  of  stoves 
they  offer,  which  do  not  compare  at  all  favorably  with 
standard  lines  that  are  sold  by  legitimate  dealers  at 
a  good  deal  less. 

Then,  why,  it  may  be  asked,  are  they  so  successful  in 
placing  their  stoves  in  farmers'  homes?  fs  it  not  almost 
entirely  through  personal  canvass-salesmanship-push  ? 


THE  GAME  OF  BUSINESS  AS  I  SEE  IT 
Observations  of  the  Delivery  Boy 

Work  and  wait,  but  don't  wait  for  work. 

Anyone  can  make  a  promise.  It's  carrying  them 
out  that  counts. 

Even  if  the  clerk  does  call  his  position  a  berth,  it's 
no  place  to  go  to  sleep  in. 

The  reason  hard  luck  overtakes  some  fellows  is  that 
they  don 't  move  fast  enough  to  keep  ahead  of  it. 

Business  is  like  an  automobile — there's  no  telling 
what  ma^'  happen  when  a  fool  gets  into  it. 

The  early  settlers  may  have  founded  the  country, 
but  those  who  settle  on  the  first  of  each  month  keep 
it  going. 

Don't  think  you're  the  whole  works.  This  world 
ran  before  you  arrived  and  will  keep  going  a  long 
time  after  you  leave. 

Fortune  is  said  to  favor  the  brave,  but  it  frequently 
takes  misfortune  to  ascertain  if  a  man  really  is  brave. 

Human  nature  varies  to  such  an  extent  that  tact  and 
diplomacy  are  necessary  in  the  collection  of  accounts. 
One  man  is  highly  indignant  when  you  ask  him  to 
pay  an  account  that  is  five  months  old,  for  goods  that 
were  bought  on  thirty  days  time,  while  another  apol- 
ogizes when  he  pays  a  bill  that  is  thirty  days  old  be- 
cause it  was  not  paid  before.  I  believe,  however,  that 
the  first  class  is  in  the  majority. 
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Appearance  a  Big  Factor  in 
Salesmanship 

By  Patrick  Dougall 

IF  you  were  to  ask  one  hundred  people  what  a  sales- 
man is,  ninety  of  that  hundred  would  probably  tell 
you  that  a  salesman  is  a  man  who  sells  something. 
They  are  right  as  far  as  they  go,  but  they  don't  go  far 
enough.  A  salesman  is  a  man  who  sells  goods  at  a 
profit.  The  ninety  people  left  out  the  most  important 
part  of  a  salesman's  duty — to  sell  goods  at  a  profit. 
You  will  notice  there  is  no  limit  to  the  quantity  of 
goods  sold,  so  the  salesman  sells  as  much  as  he  can  at  a 
profit. 

Now,  how  are  we  to  get  the  best  results  as  salesmen? 
In  the  first  place,  appearance  plays  a  very  prominent 
part.  Why?  Because  no  customer  will  listen  to  a 
salesman  who  has  not  a  clean  appearance.  A  slovenly 
salesman  will  repel  a  customer  rather  than  attract  one. 
But  to  go  a  little  deeper  into  appearance,  what  is  it 
really  composed  of?  How  does  it  help  the  salesman  to 
be  successful  with  his  customer? 

Why  Appearance  is  Important 

A  salesman  with  good  fitting  clothes,  clean  linen,  well 
brushed  hair,  clean  teeth,  and  unaffected  breath  is  at 
leisure  to  talk  practically  as  long  as  he  desires  to  his 
customers.  It  is  a  pleasure  for  the  customer  to  listen 
to  him,  while  on  the  other  hand,  a  clerk  or  salesman 
with  dirty  hands  or  face,  foul  breath,  and  dirty  linen 
never  experiences  the  pleasure  of  being  able  to  make 
an  extra  sale,  for  the  customer  will  never  buy  more 
than  what  she  actually  recjuires  when  waited  upon  by 
the  slovenly  salesman. 

A  clean  and  neat  appearance  seems  to  make  a  sales- 
man better  able  to  talk  because  he  has  not  the  inclina- 
tion to  hurry  the  customer  away,  while  when  one  is  not 
clean  it  is  natural  to  keep  out  of  sight  as  mufh  as  pos 
sible.  He  is,  by  the  help  of  his  cleanliness,  able  to  talk 
fluently  and  usually  able  to  talk  right  to  the  point 
Take  the  best  salesman  in  Toronto,  put  a  dirty  collar 
and  tie  on  him,  and  he  will  be  under  a  great  disadvan- 
tage. He  simply  cannot  work  as  before,  because  the 
dirty  collar  and  tie  is  uppermost  in  his  jnind,  and  he 
■cannot  forget  the  fact,  which  gives  him  very  little  time 
to  think  of  his  work.  That  is  easily  remedied,  you  say. 
Yes  it  is,  but  how  often  is  it  that  when  you  go  into  a 
store  you  will  find  the  clerks  untidy?  Appearance, 
after  all,  is  a  great  thing,  and  it  would  be  a  good  thing 
for  us  to  pay  attention  and  take  heed  if  we  wish  to  be 
classed  as  salesmen  and  be  able  to  dispose  of  goods 
at  a  profit. 


HOW  CLERK  CAN  HELP  WHEN  TRADE  IS  QUIET 

When  times  are  a  trifle  dull,  the  dealer  has  to  look 
after  the  expense  account,  and  in  this  the  clerk  caji 
help  him  to  a  considerable  extent.   Here  are  some  hints. 

Lighting  bills  may  be  cut  down  by  a  little  thought. 
Lower  the  gas  light  or  shut  off  the  electric  lighr  when 
not  in  use.  This  precaution  applies  more  particularly 
to  the  basement  or  the  storeroom  or  the  cooler.  Get 
the  habit. 

Before  you  realize  it  you  will  be  as  economically  in- 
clined in  the  store  as  you  are  at  home,  where  expense 
touches  your  own  inside  pocket. 

"Even  balance  is  just  weight."  When  you  live  up 
to  that  you  are  doing  .justice  to  two  people.  The  habit 
of  correct  weighing  is  one  of  the  very  important  habits 


to  form.  It  means  a  lot  to  your  employer.  It  means 
a  lot  to  you  if  you  desire  to  keep  your  self-respect. 

Increasing  volume  means  lowering  expense.  It's  an- 
other phase  of  it,  of  course.  A  new  customer  repre- 
senting a  family  of  half  a  dozen  is  a  big  help.  T17  and 
get  that  new  customer. 


PITHY  POINTERS  FOR  THE  CLERK 

THE  clerk  who  always  has  a  pleasant  smile  for  a 
customer  is  worth  twice  the  salary  of  the  one  with 
a  chronic  grouch.  In  the  big  scheme  of  the  uni- 
verse there  may  be  some  place  for  the  grouch,  but  that 
place  certainly  is  not  behind  the  counter  of  a  store.  It 
pays  to  be  pleasant. 

•  #  * 

The  right  way  of  doing  things  may  be  harder  to 
learn,  but  it  is  easier  to  do  after  it  is  learned,  and  it  is 
a  big  time-saver  in  the  end. 

•  *  • 

New  people  are  coming  to  your  town.  Do  you  know 
that  the  winning  of  these  people  is  largely  in  the  hands 
of  your  boys?  Personal  attention  to  the  filling  of  their 
orders  and  courtesy  at  all  times  will  help  you  win. 

•  •  • 

There  are  not  enough  show  cards  used  in  the  ma- 
jority of  stores.  Why  don't  you  see  that  more  are 
used?  Even  if  the  work  is  not  the  best,  it  is  better 
than  none.  In  the  meantime,  follow  our  course  on 
show  card  writing  and  try  to  improve  your  efficiency 
in  this  direction. 

•  •  • 

The  clerk  who  regards  himself  as  a  part  of  the  firm 
may  seem  to  his  fellows  to  take  himself  too  seriously, 
but  he  will  get  ahead  when  the  others  are  lagging  be- 
hind. 

•  *  • 

If  your  store  or  your  windows  do  not  seem  light 
enough,  it  may  not  be  more  light  that  is  needed,  but  a 
better  distribution  of  what  light  you  have. 

•  •  • 

If  you  want  more  wages  or  salary,  just  bear  in  mind 
that  the  burden  of  proof  is  on  you.  You  must  first 
show  your  employer  you  are  worth  it. 

•  •  • 

Never  slight  a  stranger's  trade  just  because  he  is  a 
stranger.  You  never  know  who  a  stranger  is  or  what 
he  may  be  able  to  do  for  you. 

•  •  • 

No  matter  how  anxious  you  may  be  to  make  the  sale, 
don't  say  anything  that  may  result  in  dissatisfaction 
when  the  goods  are  used. 


MAKING  YOUK  EMPLOYER'S  ENTEEESTS  YOURS 

It's  all  right  to  keep  Saturday  night  and  pay  day  in 
mind,  but  look  even  farther  ahead — into  your  own  fu- 
ture. It  will  bring  you  back  to  the  present  and  the 
realization  of  the  need  of  putting  forth  your  best  ef- 
forts if  you  expect  to  achieve  success  and  independence 
some  day. 

A  means  towards  that  end  is  to  constantly  make  your 
employer's  interests  your  own,  striving  to  accomplish 
the  best  results  in  the  matter  of  sales  and  profits,  just 
as  if  the  business  were  your  own.  It  will  make  you  of 
greater  value  to  your  employer,  and  put  you  in  a  posi- 
tion to  earn  more  money.  In  addition,  you  will  have 
the  satisfaction  of  having  done  your  best — and  that  is 
something  of  much  value. 
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Increasing  Retail  Hardware  Association  Membership 


THE  campaign  For  increasing  the  mem'bership  of 
the  O.R.H.  &  S.D.A.  is  now  in  full  swing  and  forg- 
ing ahead.    Secretary  Maepherson  reports  a  satis- 
factory number  of  applications  coming  in,  from  hard- 
ware dealers  and  from  travelers. 

The  captains  of  the  various  districts  have  got  down 
to  work  and  are  also  making  progress.  A.  J.  "Wright, 
Hamilton,  lias  cireulavized  all  the  hardwaremen  in  his 
district,  and  with  each  circular  enclosed  application 
forms  for  dealers,  elei-ks,  and  travelers.  A  number 
of  enthusiastic  replies  promising  help  were  sent  him. 
Tn  almost  every  case  the  travelers  filled  in  the  applica- 
tion form  immediately.  The  hot  summer  months  may 
not  be  the  best  time  to  solicit  members,  hut  it  is  es- 
sential that  the  work  be  kept  up.  and  with  Mr.  "Wright 
this  is  evidently  the  case.  ""We  are  piling  up  am- 
munition," he  sa.ys,  "for  the  purpose  of  serviijg  our 
heavA'  artillerv  for  our  campaign  in  Niagara  Penin- 
sula.'" 

Roff.  F.  Scott.  Guelph,  and  R.  Hawkins.  Smiths  Falls, 
are  also  doing  their  part  in  making  the  effort  to  build 
up  a  large  association  membership.  And  so  with  the 
other  captains. 

But  Avhat  are  the  members  of  the  rank  and  file  doing 
to  help  the  association  in  their  own  immediate  locality 
and  district?  The  most  effective  way  to  increase  as- 
sociation membership,  say  the  secretaries  of  hardware 
trade  organizations  across  the  line,  is  by  personal 
solicitation.  This,  of  course,  is  expensive  when  left  en- 
tirely to  the  secretary  or  other  officers  to  look  after, 
but  when  the  members  become  interested  sufficiently  to 
share  the  work  this  expense  can  be  greatly  cut  down. 

Secretary  E.  E.  Lewis,  secretary-treasurer  of  the 
Pacific  Northwest  Hardware  and  Implement  Associa- 
tion, Inc..  Spokane.  "Wash.,  in  a  letter  to  Canadian 
Hardware  Journal,  giving  his  experiences  of  efforts 
made  to  increase  the  membership  of  his  association, 
says : 

"The  most  offectivi'  way  of  increasinsr  the  associa- 
tion membershii)  is  by  personal  solicitation  from  the 
secretary  or  other  officers.  This  is.  of  course,  the  most 
expensive.  A  good  sized  membership  committee  so 
selected  that  each  portion  of  the  territory  is  repre- 
sented can  accomplish  ninch  by  letter  writing  and 
personal  canvassing. 

"Another  means  we  have  used  has  been  personal 
letters  from  the  officers  and  directors.  For  instance, 
the  secretary  would  ask  each  member  of  the  board 
to  write  iust  such  a  letter  as  he  would  address  to  a 
non-member,  outlining  benefits  of  association  member- 
ship and  gi\nng  reasons  why  the  non-member  should 
join.  These  letters  are  multigraphed,  headed  in,  en- 
velopes addressed,  stamps  attached  and  expressed  to 
the  writer  ready  to  sign  and  mail  from  his  own  post 
office.  They  are  so  timed  that  the  non-members  re- 
ceive one  each  week  for  several  weeks. 

"Ry  talking  to  dealers  in  their  own  and  near-by 
towns  the  rank  and  file  could  do  much  more  toward 
increasing  membership  than  they  seem  to  realize," 

The  seeretai-y  of  the  National  Retail  Hardware  As- 
sociation uses  both  the  mails  and  personal  solicitation. 
Thev  have  the  hardware  mutual  fire  insurance  com- 
panies in  the  United  States,  which  during  the  last 
fourteen  years  have  grown  to  immense  proportions. 
The  state  secretaries  frequently  mail  circular  letters. 


sent  by  the  National  Association,  to  lists  of  prospects. 
State  secretaries  also  take  trips  into  undeveloped  ter- 
ritory calling  on  retailers,  sometimes  taking  with  them 
some  member  who  may  be  located  in  the  territory. 

The  National  office  also  works  with  the  state  secre- 
taries, and  if  one  of  the  latter  happens  to  be  either  can- 
vassing a  certain  territory  or  circularizing  it,  the  Na- 
tional seeretary  will,  upon  request,  send  a  circular 
letter  from  headcjuarters  backing  up  the  statements 
of  the  secretary. 

"Also."  says  Arthur  E.  Towne,  editor  of  the  Na- 
tional Hardware  Bulletin,  "we  will  send  literature  des- 
criptive of  the  service  which  the  National  has  to  offer, 
and  as  well  we  send  sample  copies  of  the  Bulletin.  This 
we  follow  up  quite  steadily  and  we  find  it 
brings  results.  The  best  results  are  obtained  hy  a 
vigorous  campaign  .iust  a  few  weeks  prior  to  the 
annual  convention  and  among  the  letters  sent  to  the 
prospects  is  one  containing  an  invitation  to  the  con- 
veiition,  copy  of  programs,  etc. 

"A  great  many  dealers  respond  to  such  an  invita- 
tion, and  when  once  they  come  to  a  convention,  get  a 
glimpse  of  the  exhibit,  and  take  in  a  meeting  or  two, 
they  almost  invariably  take  out  a  membership.  Some 
states  employ  traveling  hardware  salesmen  as  solici- 
tors, giving  them  a  commission  on  all  new  members 
they  secure.  Tn  some  cases  they  get  up  a  contest 
sriving  a  prize  to  the  salesmfln  who  secures  the  largest 
number  of  new  memhers.  "We  believe  it  is  Michigan 
which,  on  several  occasions,  has  given  a  $25  sample 
case  as  first  prize." 


NEW  YORK  HELPING  IN  FINANCIAL  DISTRESS. 

At  the  recent  convention  of  the  .New  York  Retail 
Hardware  Association,  says  the  National  Hardware 
Bulletin,  President  Boyee  suggested  a  plan  whereby 
the  association  could  assist  members  who  were  in  finan- 
cial distress.  In  case  of  .such  an  emergency  officers 
or  a  special  committee  of  the  association  could  take 
up  the  affairs  of  the  distressed  merchant  with  the 
manufacturers  and  iobbers  with  whom  he  was  doing 
business  and,  wherever  feasible,  secure  adjustment 
whereby  the  dealer  would  be  saved  his  business,  and 
secure  for  his  creditors  at  least  as  large  a  dividend, 
if  not  larger,  than  they  would  receive  from  a  bank- 
ruptc.y  court.  A  number  of  jobbers  expressed  them- 
selves favorable  toward  the  idea. 

The  idea  is  worth  trying  out.  It  would  help  to  keep 
within  regular  business  channels  much  that  is  now 
wasted  in  costly  court  proceedings.  Much  of  this 
waste  could  undoubtedly  be  eliminated  by  simply 
getting  together  and  haA'ing  an  understandinsr.  Ac- 
cording to  the  usual  procedure,  when  a  failure  occurs 
the  merchant  loses  everything:  in  the  closing  out  of 
the  stock  and  the  accounts  there  is  usually  a  heav.v 
shrinkage  in  value,  and  after  the  court  expenses  are 
settled  the  creditors  are  lucky  if  they  realize  twenty- 
five  cents  on  the  dollar.  If  failure  cannot  be  avoidr-d 
it  Avould  still  be  desirable  to  have  the  largest  possible 
dividend  go  to  the  creditors,  and  an  association  that 
could  arrange  to  have  such  a  business  disposed  of 
would  be  performing  a  service  that  would  be  a  credit 
to  itself  and  its  members. 
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Wisdom  of  Co-operating 

By  Edward 

BEFORE  we  look  forward,  let's  look  backward. 
In  the  old  days — the  picturesque  days — when 
salesmen  were  not  so  popular  as  the  old-fash- 
ioned "Drummer,"  it  was  the  manufacturer's  ambition 
simply  to  load  up  the  dealers.  He  cared  little  or  noth- 
ing about  how  the  dealer  was  going  to  get  his  goods 
across  his  counter  to  the  consuming  public.  Drummers 
wore  sent  out  from  the  big  manufacturing  centres  and 
from  the  big  wholesale  jobbing  houses  to  call  on  the 
trade — and  load  them  up. 

No  matter  whether  it  was  the  grocery  trade,  dry 
goods,  hardware,  or  what  not,  the  tactics  were  about 
the  same.  The  drummer  came  into  town,  visited  with 
the  dealer,  bought  him  dinners,  cigars,  and  some  other 
things,  and  got  his  order  more  on  the  basis  of  con- 
viviality and  friendship  rather  than  on  the  basis  of 
good  salesmanship.  Naturally,  goods  sold  this  way 
did  not  stay  sold  as  they  should. 

With  the  rise  of  our  present  economic  and  competi- 
tive epoch  in  business,  these  old-fashioned  dealers 
found  themselves  overloaded  with  stock.  The  younger 
competitor  around  the  corner  might  be  a  source  of  a 
good  deal  of  trouble  because  he  did  business  on  the 
modern  basis.  Perhaps,  the  old-fashioned  dealer's 
credit  would  begin  to  weaken.  He  might  be  obliged 
to  return  the  goods  after  they  were  out  of  date,  or  in 
lieu  of  this,  perhaps  seek  longer  extension  of  credit, 
which  in  the  aggregate  affected  seriously  the  funda- 
mental credit  and  standing  of  the  manufacturers  them- 
selves. 

The  old  regime  was  bad  at  the  core.  Naturally,  it 
could  not  last,  and  it  did  not  last.  With  increasing 
population,  increasing  competition,  increasing  demand 
for  goods,  come  the  development  of  keener  manufac- 
turers, keener  salesmen,  and,  of  course,  keener  and 
better  dealers. 

At  about  this  same  time  we  see  the  beginning  of  ad- 
vertising as  we  know  it  in  its  modern  sense. 

The  New  Era  in  Business. 

Business  men  of  vision  and  long-range  imagination 
coming  to  be  heads  of  old  institutions  realized  the  im- 
portance of  the  dealer.  They  realized  that  the  dealer 
is  the  pivot  in  practically  all  sales  campaigns  except 
those,  of  course,  where  the  manufacturer  sells  direct  to 
the  consumer.  A  board  of  directors  down  East  might 
instruct  their  president  or  general  manager  to  manu- 
facture and  sell  a  certain  automobile  or  a  spark  plug, 
or  even  a  tire,  on  a  certain  basis.  Perhaps  the  company 
might  go  ahead  and  make  elaborate  arrangements  for 
the  manufacturing.  Large  quantities  of  raw  material 
would  be  ordered,  expensive  machinery  installed,  and 
factory  hands  employed.  A  sales  department  would  be 
organized,  accounting  department,  shipping  depart- 
ment, etc.  When  the  product  began  to  come  through 
and  find  its  way  out  into  the  channels  of  trade,  it  would 
meet  with  a  cold  reception  unless  the  dealers  had  been 
properly  advised  and  cultivated  in  connection  with  the 
new  product. 

The  dealer  is  the  last  link  between  the  manufacturer 
and  his  consuming  public.  He  can  make  or  break  the 
manufacturer  in  his  territory.  He  it  is — the  dealer — 
who,  with  his  activity,  his  integrity,  and  his  business 


With  the  Retail  Dealer 

S.  Babcox 

promotion,  can  advance  the  manufacturer's  interests 
more  than  any  other  force  in  his  territory. 

Realizing  these  things,  then  it  is  only  natural  that 
the  modern  manufacturer  should  realize  the  pivotal 
importance  of  the  dealer  and  endeavor  to  do  every- 
thing possible,  not  only  to  sell  the  dealer,  but  to  help 
the  dealer  sell  the  goods  to  the  public. 

So,  we  find  to-day  that  when  salesmen  from  the 
big  factories  come  out  and  call  on  the  retail 
dealers  with  their  varioiis  lines,  we  find  these  salesmen 
talking,  not  so  much  about  selling  the  dealer  as  about 
what  the  factory  is  going  to  do  to  help  the  dealer  in 
his  local  personal  sales. 

And  in  it  all,  advertising  has  a  large  hand. 

Advertising  is  the  megaphone  of  business,  and  is  the 
great  composite  voice  which  speaks  the  policies  of  the 
institution  to  millions  and  millions  of  people  who  see 
the  publicity  country-wide. 

Business  executives  to-day  appreciate  the  need  of 
building  strong  and  deep.  They  realize  that  their 
organizations  to  be  permanent  must  be  built  on  a  sound 
basis.  A  mushroom  grows  up  overnight,  but  it  takes 
years  to  grow  an  oak  tree. 

Christopher  Columbus  was  a  business  man  of  more 
than  ordinary  importance  as  an  example  of  present- 
da.y  business-builders. 

He  started  with  a  purpose.  He  wanted  to  find  the 
most  direct  way  to  market.  The  Far  East  offered  the 
market,  but  the  long  trip  around  the  great  unknown 
southern  continent  ate  up  profits.  Columbus  believed 
that  by  sailing  directly  west  he  could  reach  the  east- 
ern shores  of  Asia.  To  use  modern  terms,  he  carried 
his  idea  to  the  firm  of  Ferdinand  &  Isabella,  who 
were  in  the  government  business  in  Spain,  and  secured 
an  advertising  appropriation  which  he  thought  was 
sufficient  to  carry  the  firm's  message  to  the  Eastern 
buying  public.  Not  having  enough  to  engage  in  a 
campaign  of  general  publicity,  he  invested  all  he  had 
in  three  media — otherwise  known  as  ships — called  the 
Santa  Maria,  the  Pinta.  and  the  Nina.  He  loaded  these 
ships — or  filled  his  advertising  space,  if  you  want  it 
that  way — with  copy  that  would  bring  in  the  orders.. 

You  know  the  rest.  He  kept  his  purpose  in  mind. 
He  was  no  human  weather  vane.  "To-day  we  sailed 
westward,  which  is  our  course,"  he  wrote  each  day  in 
his  log.  No  matter  what  advisers  said  to  him,  no  mat- 
ter how  mutinous  the  crew.  Columbus  kept  his  purpose 
in  mind,  and  doggedly  wrote,  "To-day  we  sailed  west- 
ward, which  is  our  course." 

Then,  on  the  7th  of  October,  as  the  history  books 
have  it,  Martin  Alonzo  Pinzon,  commanding  the  Pinta, 
came  aboard  the  Santa  Maria  and  pointed  out  that 
birds  were  flying  south-east,  and  that  land  must  be  in 
that  direction.  Columbus  wavered.  He  betrayed  his 
faith  in  his  theory — in  his  purpose.  The  course  was 
altered.  He  landed  on  a  little  island.  Had  he  sailed 
directly  west — had  he  followed  his  theory — had  he 
held  to  his  purpose — he  would  have  reached  Florida  or 
one  of  the  present  Carolinas. 

Many  a  business  man.  starting  with  a  definite  pur- 
pose, feeling  with  a  definite  purpose,  feeling  absolute 
confidence  in  his  theory,  never  doubting  his  ability 
to  win.  has  traveled  toward  a  great  business  success, 
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and,  by  listening  to  fool  advice,  has  turned  aside  and 
landed  on  an  island  instead  of  the  mainland  of  achieve- 
ment. 

Yes,  we  have  got  to  steer  a  straight  course,  and  keep 
our  eye  always  on  the  target — the  destination. 

Dealers  more  and  more  are  becoming  to  be  regarded 
as  an  important  and  large  factor  in  many  organiza- 
tions. They  are  regarded  as  they  should  be- -as  neces- 
sary and  important  links  in  the  chain  of  development. 

A  certain  automobile  company  in  Detroit  realizes 
the  importance  of  the  dealer  situation.  This  concern 
is  to  market  a  new  car  this  fall.  Up  to  date,  no  dealer 
in  the  United  States  has  seen  this  ear  or  even  a  picture 
of  it  so  far  as  T  know.  Yet,  because  of  their  straight- 
forward methods,  their  proposition  has  proved  most 
magnetic,  and  already  over  7,000  dealers  have  ex- 
pressed a  willingness  and  desire  thi'ough  the  medium 
of  a  signed  contract  to  handle  this  car.  You  may 
be  sure  that  when  the  sales  campaign  of  this  particu- 
lar institution  is  completely  launched  that  the  dealers 
will  receive  most  careful  and  helpful,  courteous  con- 
sideration. 

How  greatly  this  plan  differs  from  the  old-fashioned 
idea,  which  led  manufacturers  to  believe  that  their  job 
was  done  after  they  had  manufactured  their  car  and 
got  it  on  the  dealer's  floor! 

Specific  Examples  of  Co-operation. 

You  ask  me  now  what  can  the  automobile  and  auto- 
mobile accessory  dealer  of  to-day  expect  in  the  way 
of  specific  co-operation  from  the  factories  he  repre- 
sents. 

There  are  many,  many  things  which  he  should  not 
only  demand,  but  use  and  capitalize. 

In  the  first  place,  before  putting  in  a  line  at  all,  he 
should  be  sure  that  it  is  a  standard,  advertised  line, 
because  that  means  it  will  be  much  easier  to  sell. 
People  believe  in  Ivory  Soap,  Tiffany  Silver,  Colgate's 
Shaving  Cream  much  more  confidently  than  they  do 
in  some  unbranded  goods  which  have  not  back  of  them 
the  educational  campaigns  necessary  to  familiarize  the 
public  with  them. 

"With  such  a  product,  well  advertised  and  well  estab- 
lished in  the  general  public  mind,  your  sailing  will 
be  much  simpler  than  with  a  brand  new,  unknown 
product,  whether  it  be  automobile,  carburetor,  spark 
plugs,  or  tires. 

This  general  advertising  is  the  heavy  artillery  of 
business.  .  But  in  the  make-up  of  the  business  army 
there  must  be  the  infantry,  which  means  that  there 
must  be  specific  local  advertising  and  sales  assistance 
if  the  dealer  is  to  make  the  most  progress. 

Perhaps  you  have  a  mailing  list  of  possible  custom- 
ers. Your  factory  .should  assist  you  in  circularizing 
this  list  with  suitable  matter  which  would  be  to  your 
interest.  Printed  matter,  such  as  folders  and  booklets 
for  enclosing  in  your  nuf going  mail  should  be  sought, 
secured,  and  used  regularly.  If  there  be  any  dealer 
who  is-  contemplating  a  special  campaign,  to  which  he 
is  willing  to  contribute  part  or  all  of  the  cost,  he  should 
certainly  find  in  these  enlightened  days  of  business 
activity  that  one  or  more  of  his  manufacturers  will 
give  him  expert  assistance  and  advice  through  tlio 
medium  of  its  advertising  and  promotion  departinonls. 

Do  not  get  the  idea  that  the  advertising  which  you 
do  in  your  local  territories  is  not  helpful.  Do  not  get 
the  idea  that  the  general  advertising  of  the  manufac- 
turer is  not  helpful. 

Advertising  works  .ins*  like  this:  Each  little  ad- 
vertisement reaches  a  few  people,  and  each  succeeding 


advertisement  reaches  a  few  more,  and  pretty  soon  you 
have  leavened  the  territory  you  are  covering,  whether 
it  be  local  or  national,  with  a  knowledge  of  your  goods. 
This  is  the  kind  of  assistance  and  co-operation  which 
dealers  have  a  right  to  expect  from  all  manufacturers, 
and  when  you  get  it,  you  will  find  that  the  public  you 
are  trying  to  reach  will  not  seem  so  distant  nor  hard 
to  get  at. 

After  all,  the  great  light  which  is  shining  brightest 
in  the  commercial  heavens  these  days  is  showing  manu- 
facturers that  the  ultimate  consumer  is  the  man  to 
be  reached.  Dealers  know  this,  and  by  co-operation 
manufacturers  and  dealers  are  achieving  splendid  re- 
sults. 

General  advertising  is  like  a  great  national  business 
card,  which  is  handed  to  your  customers  and  prospects 
before  you  call  on  them.  You  see  actual  traceable 
results  of  this  advertising  whenever  you  call  on  a 
man  and  he  says,  "Yes,  I  know  your  proposition,  and 
I  am  glad  to  hear  you  are  handling  in  this  territory." 


DEALER  BELIEVES  CREDIT  BUSINESS  IS  BEST. 

There  has  been  much  said  in  the  past  a.s  to  the  re- 
spective merits  of  cash  and  credit  systems  of  doing 
business.  One  firm  that,  after  a  trial  of  both,  state  their 
preferment  of  the  credit  system,  is  Reeks  &  Co.,  of  St. 
Thomas,  Ont. 

Why  He  Believes  It  Best. 

"There  may  be  some  losses  connected  with  the  credit 
business,"  stated  Mr.  Reeks  to  one  of  the  editors  of  this 
paper,  "but  I  believe  it  is  much  more  profitable  in  the 
end.  .1  started  out  on  a  cash  basis  and  went  along  for 
two  years,  at  the  end  of  which  time  I  found  we  were  not 
making  satisfactory  progress.  We  switched  over  to 
credit  and  we  now  do  practically  as  much  cash  business 
as  before  and  have  the  credit  trade  in  addition. 

"To  conduct  a  cash  business  and  get  the  trade,"  he 
continued,  "you  have  to  offer  some  price  inducements. 
If  a  customer  can  get  the  convenience  of  credit  at  an- 
other store,  they  are  not  going  to  pay  you  cash  with- 
out some  inducement,  and  if  you  cut  prices  yoiir  pro- 
fits are  rediiced.  T  find  also  that  cut  prices  attract  only 
that  class  of  people  who  are  shopping  around,  and  who 
buy  only  those  lines  that  are  reduced. 

"I  also  consider  the  credit  business  best."  says  Mr. 
Reeks,  "because  it  gives  you  steady  customers,  while 
the  ones  who  pay  cash  are  running  all  over.  In  addi- 
tion the  credit  customer  buys  more  goods  than  the  per- 
son who  is  paying  out  cash  for  each  purchase.  They 
are  not  so  much  inclined  to  practise  economy." 

It  is  pointed  out,  however,  that  it  is  neeessaiy  to  be 
watchful  in  the  extension  of  credit  in  order  to  guard 
against  bad  accounts.  Mr.  Reeks  knows  a  good  many 
of  those  in  St.  Tliomas  and  eliniinates  the  doubtful  ones. 
"If  a  customer  comes  in  from  an  outside  point,  we  fre- 
(piently  have  to  run  a  certain  degree  of  chance."  he 
states,  "but  when  people  from  toAvn  ask  for  credit,  we 
iii(|uire  where  they  previously  dealt,  and  so  find  out 
whether  they  are  reliable  or  not. 

"Tf  they  don't  pay  up  at  the  ai)poiuted  tinu\  we  cut 
tlieiii  out  and  start  in  to  collect  the  account.  If  a  man 
is  i-cmIIv  honest,  a  dealer  ran  give  him  more  leeway.  For 
instiiiii'c.  T  recall  one  ease  \\lii'i-t'  ;i  iii;in.  drawing  only 
•+t.")  ;i  month.  Fell  sick  when  he  owed  us  an  account  of 
'^]00.  It  ran  up  to  $132,  but  we  gave  it  to  him  because 
we  did  not  like  to  refuse  him  under  the  circumstances, 
and  because  we  felt  he  was  honest.  He  got  well  and 
jiaid  up  every  cent  he  owed.  Tf  a  man  is  really  honest, 
a  dealer  runs  a  good  chance  of  getting  his  money." 
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Hints  on  How  to  Make  Circular 
Letters  Pay 

By  Edward  H.  Schulze 

Don't  fool  yourself  in  the  belief  that  your  letters  are 
not  pulling  because  of  industrial  conditions.  The  time 
to  put  more  highly  efficient  ideas  into  your  letters  is 
when"  the  returns  are  poor. 

*  •  * 

Don't  use  cheap-looking  letterheads  and  printed  mat- 
ter unless  you  want  to  give  the  impression  that  yours  is 
a  cheap  organization. 

*  *  * 

Don't  write  long  sentences  or  long  paragraphs. 
Make  your  letter  easy  to  read. 

*  *  * 

Don't  furnish  return  postage  to  business  men  when 
asking  for  business  and  expect  this,  in  itself,  to  bring 
you  more  replies.  If  the  buyer  is  really  interested  and 
wants  to  do  business  with  you,  he  will  not  let  a  penny 
or  two-cent  stamp  stop  him.  On  the  other  hand,  if  he 
is  not  interested,  just  at  this  time,  a  two-cent  stamp  or 
postal  card  isn't  going  to  tempt  him  to  spend  money 
buying  your  products.   Think  of  the  waste. 

*  *  * 

Don't,  on  the  other  hand,  neglect  to  supply  postage 
when  asking  anyone  for  information.  That  is  common 
courtesy. 

*  *  * 

Don 't  ever  neglect  to  make  it  easy  for  the  prospect 
to  reply.  The  less  effort  the  prospect  has  to  put  forth, 
to  show  you  that  he  is  interested,  the  more  responses 
you  will  receive.  Such  closing  paragraphs  as  "Merely 
return  the  enclosed  card  and  we  will  send  you"  and 
"Don't  bother  to  write  a  letter,  but  just  pin  a  dollar 
to  this  one  and  return"  are  the  kind  that  get  business. 

*  *  * 

Don't  expect  follow-up  letters  to  pull  returns  when 
they  all  present  your  proposition  from  the  same  angle. 
Make  each  letter  different.  Make  each  explain  the 
proposition  from  a  new  angle.  No  one  letter  will  ap- 
peal to  all  of  your  prospects.  The  reason  of  the  fol- 
low-up is  to  present  the  proposition  in  so  many  dif- 
ferent ways  that  eventually  you  will  appeal  to  all  of 
your  real  prospects. 

*  *  * 

Don't  overlook  the  fact  that  the  average  prospect 
must  have  some  reason  why  he  should  act  now.  People 
are  naturally  inclined  to  "put  things  aside."  You 
must  overcome  this,  or  take  less  business  than  is  right- 
fully yours. 

m    *  * 

Don't  neglect  complaints.  More  business  is  lost 
through  lack  of  consideration  in  handling  complaints 
than  in  any  other  way.  We  give  so  much  thought  to 
getting  new  business  that  we  oftentimes  are  indifferent 
to  the  needs  of  the  old. 

*  *  * 

Don't  just  tell  a  man  that  you  are  sending  him  a 
catalogue  or  booklet  because  he  requested  you  to  do 
so.  Arouse  interest  in  the  catalogue  by  telling  him,  in 
your  letter,  to  turn  to  page  — ,  where  he  will  find  a 
description  of  the  —  he  is  most  interested  in.  Then 
tell  him  to  turn  to  page  — ,  where  he  will  find  what 
others  say.    Give  your  letter  human  interest. 

*  *  * 

Don't  lack  confidence  in  your  own  product.  Give 
every  chance  for  the  prospect  to  prove  to  his  own  satis- 


faction that  the  goods  are  what  you  claim  they  are. 
This  is  the  day  when  goods  are  sold  "on  examination." 

•    •  • 

Don't  forget  that  the  proper  use  of  "testimonial  let- 
ters" is  just  as  effective  to-day  as  it  ever  was.  It  is 
human  nature  to  be  influenced  by  what  others  say  about 
the  goods  we  think  of  buying. 


A  LETTER  WHICH  SELLS 

How  letter  writing  grows  oar,  of  letter  planning  will 
be  easy  to  see  if  we  consider  for  a  few  minutes  that  we 
are  seated  across  the  desk  from  a  certain  copy  man  of 
the  Middle  West.    A  conference  is  on. 

"We  have  figured  out."  says  the  copy  man,  "that 
we  want  to  run  some  advertising  in  the  newspapers  to 
sell  gas  ranges.  The  idea  is  to  make  our  talk  against 
using  a  worn-out  stove — that  is  our  story,  the  advan- 
tage of  the  new  over  the  old.  Some  of  our  sales  may 
be  made  by  mail  or  'phone,  but  the  action  we  are  push- 
ing for  is  to  have  the  prospect  come  in  to  some  of  our 
sales  rooms  and  pick  the  style  that  suits." 

"It's  going  to  take  considerable  persuasion  to  make 
people  do  that,"  you  suggest,  "a  stove's  a  stove." 

"Suppose  then  that  we  contrast  the  cost  for  fuel 
month  by  month,"  someone  suggests. 

"That  wouldn't  be  bad."  the  copy  man  answers, 
"but  very  few  families  watch  their  costs  closely.  If, 
however,  we  can  make  the  man  of  the  house  realize  how 
much  extra  trouble  he  is  putting  upon  his  wife — " 

"And  how  much  poor  cooking  he  has  to  eat — " 

"Then  why  not  picture  the  man  and  his  wife  across 
the  table  from  each  other  with  a  spoiled  meal  between 
them,  and  a  certain  amount  of  nervous  tension,  for  all 
of  which  the  old  stove  is  entirely  responsible?" 

With  that  example  of  the  advantage  of  the  new  range 
over  the  old  one,  the  copy  man  actually  secured  a  draw- 
ing and  worked  out  this  easy,  informal  piece  of  copy, 
which  would  have  been  almost  equally  strong  as  a  sales 
letter : 

Let  friend  wife  declare  war  when  she  is  'blamed  for  a  punk 
dinner — that  should  be  charged  to  a  worthless,  worn-out  range. 

No  husband  has  a  right  to  criticise  his  wife's  cooking 
unless  he  is  sure  she  has  a  "Composite"  gas  range  in  her 
kitchen. 

Used  according  to  directions  a  "Comiposite"  will  cook  an 
entire  meal  with  one  fire  burning. 

"Composite"  Ranges  are  built  to  our  order  by  the  ten  lead- 
ing makers — every  stove  a  composite  of  features  that  have 
proved  best  in  thousands  of  comparative  tests  ip  our  labor- 
atories. You  can  select  one  to  fit  your  space  and  your  require- 
ments from  our  stock  of  fifty  styles — at  any  branch  store  or 
at  our  big  down-town  salesroom. 

What  this  writer  did  in  order  to  make  his  reader  see 
the  proffered  value  in  its  true  setting  was  to  pick  a  situ- 
ation he  was  sure  of  and  to  put  it  up  to  the  average 
reader  as  his  own  experience.  This  is  a  safe  and  often 
effective  way  to  dress  up  your  proposition. 


WHAT  SYSTEM  DOES  FOB  THE  DEALER 

SYSTEM  introduced  into  business  works  for  greater 
profit  because  it  guards  against  losses  and  keeps 
the  merchant  acquainted  with  the  standing  and 
progress  of  his  business.  This  refers  to  system  used 
in  connection  with  book-keeping,  and  in  keeping  .track 
of  sales,  stock,  book  accounts,  etc. 

System  in  looking  after  stock  and  orders,  in  handlio!: 
of  customers,  and  similar  work,  lessens  the  amount 
of  labor  in  connection  with  it,  and  this,  of  course,  h.-is 
;i  bearing  on  profit,  because  it  allows  the  maximum 
amount  of  business  to  be  done  at  a  minimum  cost. 
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Increased  Business  Follows  Concentration  Methods 


Two  methods  hcive  been  followed  by  Henry  Disston 
&  Sons,  Toronto,  in  increasing  the  sales  of  the  lines 
manufactured  by  them.  These  include  saws  of  all  kinds. 
The  increase  in  sales  on  all  lines  for  the  first  six  months 
of  1914  over  the  same  period  for  1913  amounted  to  32 
per  cent.  On  three  particular  lines  the  business  secured 
during  the  first  six  months  of  this  year  equaled  the 
total  amount  for  those  same  lines  in  1913. 

Concentration  of  Salesmen  on  Certain  Lines 

Sales  staffs  are  maintained  in  the  various  provinces, 
and  they  were  instructed  to  concentrate  on  specific 
lines  at  certain  times  dui'ing  the  year.    Previous  to 


.S.  V.  DiX'iEE. 

General  iManager,  Henry  Disslon 
&  Sons,  Toronto. 


their  calls  the  advertisements  told  their  story  about 
the  same  lines,  and  thus  a  very  effective  sales  campaign 
was  carried  on.  resulting  in  an  increase  of  business  in 
these  particular  lines. 

Building  Up  a  "Quality"  Line 

When  the  writer  was  in  the;  office  of  the  general 
manager,  Mr.  S.  Y.  Dingee,  the  mail  was  brought  to 
him.  One  order,  which  was  a  generous  repeat  one,  con- 
tained a  letter  congratulating  him  on  the  quality  of 
the  goods.  Before  being  filed,  this  letter  was  shown  to 
the  man  in  the  factory  responsible.  This  is  a  practice 
which  has  been  found  to  be  effective  in  securing  the  co- 
operation of  the  foremen. 

The  co-operation  of  the  men  is  secured  by  making 
them  feel  a  personal  interest  in  their  work.  One  way 
by  which  this  is  done  is  by  letting  them  know  some- 
thing about  the  orders  received.  Thus,  the  men  in  the 
shop  have  become  as  much  interested  in  increasing  the 
sales  as  the  salesmen  or  the  men  in  the  office.  Thus, 
when  experiments  were  started  with  the  idea  of  im- 
proving the  (|uality,  where  possible,  it  was  easy  to 
secure  the  interest  of  the  workmen  in  the  work. 

In  the  disposal  of  waste  wood,  the  men  were  also 
considered.  The  waste  could  easily  be  sold  for  $1  or 
$1.50  per  load,  but  married  men  are  given  loads  of 


waste  in  turn  as  it  collects,  the  men  arranging  for  its 
removal  from  the  factory. 

Mr.  Dingee  shows  a  personal  interest  in  the  men,  and 
at  six  o'clock  he  is  frequently  at  the  door  saluting 
them  as  they  pass  out. 

The  manufacture  of  "quality"  goods  began  with  the 
employment  of  expert  workmen  in  charge  of  depart- 
ments and  putting  men  under  them  who  were  willing  to 
learn  the  business.  This  was  followed  by  a  checking 
up  of  methods  and  processes  as  described  in  the  follow- 
ing paragraph. 

Material  Used  Dependent  on  Work  to  be  Done. 

The  saw  blanks  are  brought  from  the  United  States 
factory  steel  mills.  They  are  arranged  in  racks  accord- 
ing to  size  and  composition.  When  an  order  comes  in 
for  a  saw  of  certain  size  to  do  certain  work,  the  blank 
is  selected  from  the  rack  containing  those  of  the  com- 
position which  practice  has  shown  to  be  the  best  for 
the  work  for  which  it  is  intended. 

Heat  Measuring  Devices  to  Ensure  Results. 

Experiments  are  being  continually  carried  on  to  en- 
sure the  quality  of  the  steel.  In  the  furnace  depart- 
ment are  two  heating  furnaces,  three  tempering  fur- 
naces, and  two  oil  stiffening  furnaces.  Each  heating 
and  tempering  furnace  is  equipped  with  an  electric 
pyrometer  and  indicating  thermometer,  so  arranged 
that  the  charge-man  can  read  either  end  of  the  furnace 
as  desired. 

In  the  manager's  office  is  a  recording  thermometer 
on  which  the  heat  of  any  one  of  the  furnaces,  as  de- 
sired, is  recorded.- 

An  oil  preparation  is  used  in  tempering,  and  a  uni- 
form density  at  a  certain  heat  is  maintained  by  testing 
continuously  with  a  hydrometer. 

When  a  saw  is  put  into  a  furnace,  pieces,  such  as 
the  centre  or  edge  cut  from  the  same  blank,  are  heated 
with  it  and  put  through  exactly  the  same  treatment. 
When  the  piece  is  sent  to  the  office  it  is  numbered  to 
show  to  which  saw  it  belongs.  Here  it  is  broken  into 
two  parts.  One  part  is  tested  under  the  scleroscope 
and  put  in  an  envelope  with  the  information  gained 
from  such  a  test.  The  duplicate  piece  is  put  in  another 
envelope,  numbered,  and  sent  to  the  chemist  at  the 
United  States  factory,  where  further  tests  are  carried 
on  and  reports  made.  By  thus  watching  the  condition 
of  manufacturing,  the  effect  of  heat,  the  structure  of 
the  steel,  etc.,  improvements  have  been  made  which 
resulted  in  an  excellent  product. 

This  constant  endeavor  to  improve  the  quality  of 
the  product  has  been  the  means  of  bringing  forth  many 
letters  such  as  the  one  quoted,  and  thus  "quality"  has 
been  linked  up  with  "concentration"  as  a  reason  for 
the  growth  of  the  business. 

Business  is  Taken  Seriously. 

Another  reason  for  the  increase  of  business  is  that 
the  general  manager  believes  in  taking  business  seri- 
ously. Since  he  accepted  the  management  two  years 
ago,  Mr.  Dingee  has  made  a  practice  of  being  at  the 
office  from  seven  to  six.  The  manager's  door  is  always 
open  for  hearing  suggestions  or  complaints.  The  result 
is  that  there  are  no  misunderstandings,  and  that  many 
improvements  have  been  made  possible.  The  foremen 
also,  feel  freer  to  discuss  questions  of  importance  with 
the  manager  before  arriving  at  a  decision. 
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Moore  Bros.,  hardware  dealers  at  Hensall,  Out.,  have 
sold  their  business. 

The  Canada  Malleable  &  Steel  Range  Mfg.  Co.,  Ltd., 
has  been  registered  at  Montreal. 

Cluff  Ammunition  Co.,  Ltd.,  capital  $100,000,  has 
been  incorporated  with  head  office  at  Toronto. 

Ontario  Ammunition  Co.,  Ltd.,  has  been  incorporated 
with  a  capital  of  $500,000.    Headquarters  at  Toronto. 

The  roof  of  the  Gurney  Foundry  Co.'s  plant  at  West 
Toronto  was  partly  blown  off  and  many  of  the  windows 
broken  recently  when  a  car  on  a  nearby  siding  con- 
taining gas  tanks  for  lighthouse  service  exploded. 
$2,000  damage  was  done. 


News  From  Western  Canada 


C.  J.  Loewen  has  sold  his  hardware  business  at  Wald- 
heim,  Sask. 

W.  A.  Brady  intends  rebuilding  his  hardware  store, 
burned  recently  at  Reston,  Man.,  at  once. 

W.  A.  Ha  mil  is  removing  his  hardware  business  from 
Edmonton  to  Lashburn,  Sask. 

A.  H.  Jackson's  hardware  store  at  Scotsguard,  Sask., 
was  damaged  by  fire  recently. 

The  F.  R.  Murray  Co.,  Ltd.,  have  removed  their 
office,  warehouse  and  sample  room  at  Vancouver  from 
1118  Hamilton  Street  to  117  Pender  Street  West.  This 
concern,  among  other  lines,  are  British  Columbia  dis- 
tributors for  a  large  niimber  of  Canadian,  British  and 
United  States  hardware  and  paint  manufacturers. 

G.  St.  James  has  been  appointed  manager  of  the 
hardware  department  of  the  Hudson  Bay  Co 's  store 
at  Winnipeg. 

Jas.  A.  Moir.  of  Beatty  Bros.,  Ltd.  (Fergus),  Win- 
nipeg office,  has  enlisted  with  the  44th  Battalion,  Win- 
nipeg, and  is  now  in  camp  at  Sewall,  Man. 


BUSINESS  CHANGES 


Waldheim — C.  J.  Loewen,  hardware,  sold  to  J.  Simon 
Peters. 

Saltcoats — T.  G.  Ctossley,  hardware  and  imple- 
ments, succeeded  hy  T.  J.  &  A.  Warren. 

Melville — R.  Garvin  &  Son.  hardware,  sold  to  E. 
Smith  Hardware  &  Electric  Co. 

Bawlf — Molstead  &  Anderson,  hardware,  sold  to 
D.  A.  Fraser. 

Wawanesa — L.  R.  Cotton,  hardware,  succeeded  by 
Cotton  &  Loonen. 

Thorold — Jas  Wilson,  hardware  and  groceries,  sold 
to  A.  Wilson. 

Toronto — Joseph  Owen,  hardware,  sold  to  R.  D.  Ross. 

Sherbrooke^ — Frye  &  Cross,  hardware,  registered. 

Toronto — A.  Winch  &  Co.,  hardware  and  paints,  dis- 


solved. Alfred  J.  Barrett  will  continue  the  hardware 
business  and  Annie  K.  Winch  the  paint  end  of  the 
business. 


REMINGTON  ARMS  PLANT  NOT  FOR  SALE 

Recently  there  have  been  persistent  rumors  to  the 

effect  that  Germany  was  seeking  to  purchase  American 
ammunition-making  plants,  not  so  much  on  ac- 
count of  any  shortage  of  ammunition  for  its  own 
armies  as  with  a  view  to  putting  an  end  to  the  tremen- 
dous shipments  which  are  going  forward  to  the  Allies. 
The  Remington  Arms-Union  Metallic  Cartridge  Com- 
pany and  the  Bethlehem  Steel  Company  have  both  been 
specially  named  as  objective  points  of  the  German 
efforts.  It  now  appears,  however,  that  there  is  not  the 
slightest  chance  of  Germany  securing  a  dollar's  worth 
of  interest  in  either  of  these  two  great  concerns. 

Samuel  F.  Pryor,  vice-president  and  general  manager 
of  the  Remington  Arms-Union  Metallic  Cartridge  Co., 
was  seen  in  regard  to  these  persistent  rumors,  and  he 
was  very  emphatic  in  asserting  that  there  was  not  the 
slightest  foundation  for  them.  ]\Ir.  Pryor  stated  that 
no  sum  which  might  be  offered  for  the  properties  would 
afford  the  slightest  temptation  to  the  owner  to  dispose 
of  them  and. thus  prevent  the  performance  of  existing 
contracts.  He  was  equally  emphatic  in  asserting  that 
the  additions  to  the  plants  did  not  constitute  a  mere 
temporary  expedient,  but  were  largely  made  in  accord- 
ance with  the  general  policy  of  expansion  adopted  by 
the  company  before  the  outbreak  of  the  European  war, 
and  that  this  policy  would  not  be  interfered  with,  even 
if  the  war  were  to  come  to  an  end  to-morrow.  The  addi- 
tions to  the  plants,  now  under  construction,  are  of  the 
most  modern  type  and  of  the  most  substantial,  durable 
and  permanent  character. 


Hardware  traveler 
at  the  battle  front— 
Lieutenant  W.  C. 
Sterling.  4th  Bat- 
talion, formerly  city 
traveler  for  The 
Sheet  Metal  Pro- 
ducts Co.  of  Canada 
Ltd.,  covering  the 
east  end  of  Toronto 
for  that  firm  for  six 
or  seven  years. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadiein  Hardwcire  Journal 


The  Canadian  Ever  Ready  Works,  86-90  Chestnut 
Street,  Toronto,  arc  otlVTinir  a  line  of  liandsouu'  niekcl- 
plated  solid  metal  case  tubular  flashlights  for  motor- 
ists, the  plumher,  and  the  steamfitter.  These  lights  are 
water  and  oil  proof  and  cannot  be  short-circuited  by 
contact  with  metal  tools,  etc.  They  are  made  in  all 
standard  sizes  in  straight  tubular  types,  also  with 
large  parabolic  retiector  for  general  outdoor  use.  They 
are  C(iuipped  with  the  famous  Eveready  "Tungsten" 


guaranteed  battery  and  the  Eveready  mazda  lamp. 
The  ease,  the  battery,  and  lamp  are  "made  for  each 
other."  thus  insuring  the  maximum  of  efficiency. 

The  Canadian  Ever  Ready  Works  have  been  manu- 
facturing in  Toronto  since  July,  1914,  and  state  that  in 
spite  of  war  conditions  their  business  has  shown  a  most 
gratifying  growth. 


Manufacturers*  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


Henry  Disston  &  Sons,  Inc.,  Philadelphia,  have  re- 
cently put  out  a  64-page  book  entitled  "The  Saw  in 
History."  It  handles  in  a  comprehensive  way  the 
development  of  the  saw  from  its  prehistoric  origin  to 
its  present  highly  perfected  form.  Practically  every 
type  of  saw  is  covered,  descriptions  of  the  more  modern 
developments  being  especially  complete.  The  text  is 
supplemented  with  profuse  illustrations. 

The  preparation  of  the  book  involved  a  vast  amount 
of  research  among  libraries,  private  records,  original 
manuscript,  etc.,  and  "The  Saw  in  History"  is  claimed 
to  be  the  first  complete  chronological  record  of  the 
development  of  this  tool.  The  facts  are  presented 
in  an  interesting,  readable  manner,  and  its  penisal  will 
prove  valuable  to  anyone,  especially  to  those  in  inti- 
mate touch  with  the  present  day  application  of  this 
universal  tool.  A  copy  may  be  had,  free  of  cost,  by 
application  to  Henry  Disston  &  Sons,  Inc.,  Philadel- 
phia, Pa. 


PREPARING  FIBRE  FOR  ROPE-MAKING 

A  ro[)(^  expert  once  said:  "Any  manufacturer  can 
make  rope — it  is  a  .simple  operation;  but  very  few  can 
make  good  rope,  because  few  are  willing  to  devote  the 
necessary  amount  of  pains  to  each  of  the  little  opera- 
tions in  the  process." 

Probably  the  expert  referred  to  tlie  preparatory 
operations,  for  in  rope-making,  as  in  so  many  other 
indnstrii's.  adequate  pre|)aration  is  said  to  be  the  secret 
of  success.    Tracing  the  process  from  the  receipt  of 


the  raw  hemp,  just  as  it  leaves  the  hands  of  the  native 
Filipino  laborer  to  the  draw  frames  from  which  the 
sliver  is  delivered,  is  an  interesting  one.  The  machines 
are  arranged  in  series,  usually  as  follows :  A  first  and 
second  breaker,  a  coarse  and  a  fine  spreader,  and  a 
draw  frame.  The  treatment  is  varied  to  suit  the  par- 
ticular requirements  of  different  hemps  or  ropes  by 
a  prolonging  or  shortening  of  the  series  and  by  th& 
adjusting  of  individual  machines,  but  the  method  is  al- 
ways essentially  the  same.  The  purpose  of  the  first 
breaker  is  to  form  the  primary  sliver,  or  "roping," 
as  it  is  sometimes  called.  The  hanks  of  fibre — some- 
w'hat  matted  if  they  have  been  oiled— are  fed  by  hand 
into  the  machine,  several  at  a  time.  Steel  pins  fitted 
to  a  slowly  revolving  endless  chain  grasp  the  mass, 
while  a  second  set  of  pins,  moving  more  rapidly,  draws 
out  the  individual  fibres  and  combs  them  into  a  con- 
tinuous form.  The  operations  which  follow  are  very 
similar.  A  number  of  "ropings"  are  allowed  to  feed 
together  into  a  first  slowly  revolving  set  of  pins  and 
are  drawn  out  again  by  a  iiigh-speed  set  into  a  smaller 
sliver,  the  pins  becoming  finer  on  each  succeeding 
machine  until  the  draw  frame  is  reached.  Here  the 
fibre  is  pulled  from  a  single  set  of  pins  between  two 
rapidly  moving  leather  belts  called  aprons.  On  all 
of  these  machines  the  fibre  passes  between  rollers  as  it 
goes  on  to  and  leaves  the  pins,  and  the  sliver  is  given 
its  cylindrical  form  by  being  drawn  through  a  circular 
opening. 

A  finished  sliver  must  conform  to  the  special  size 
desired  for  spinning.  Different  sizes  are  secured  by 
changing  the  number  of  "ropings"  which  are  alloAved 
to  feed  into  the  fine  spreader.  When  "rule  of  thumb" 
standards  of  measurement  were  practised,  the  size  of 
the  sliver  Avas  tested  by  the  number  of  turns  which 
could  be  clasped  in  the  hand  betvreen  the  ends  of  the 
thumb  and  forefinger.  If  the  workman's  hand  chanced 
to  be  different  from  the  official  hand,  he  made  allow- 
ances accordingly.  At  best,  this  was  a  rough  and  ready 
method,  but  through  long  practice,  the  men  could  be- 
come surprisingly  expert.  Mechanical  grips  or  clasps 
are  now  used  because  they  are  more  convenient  and 
afford  greater  accuracy. 


MOTOR  TRUCK  PROVED  EFFICIENCY 

In  a  recent  report  of  the  chief  engineer  of  the  Cana- 
dian Builders'  Supply  Company,  Vancouver,  proof  of 
the  abundant  hauling  etficiency  of  a  motor  truck  when 
handled  scientifically  was  given.  He  states:  "In  a  sin- 
gle workday  our  three-ton  truck  covered  a  distance  of 
72  miles,  carrying  99  yards  of  fine  gravel  and  6  yards 
of  washed  sand,  making  an  estimated  weight  of  183 
tons  for  a  day's  work.  This  haul  was  made  in 
hours  on  a  gasoline  consumption  of  10  gals."  The  fig- 
ures quoted  show  to  what  extent  the  latent  energy  can 
be  utilized  when  operating  on  an  etficiency  basis. 


THE  MAN  WHO  WOULD  NOT  ADVERTISE 

There  was  a  man  in  our  town, 
And  he  was  wondrous  wise, 

He  swore  by  all  the  dogs  that  he 
He  would  not  advertise. 

At  last  one  day  he  advertised. 

And  thereby  hangs  a  tale: 
The  ad.  was  set  in  nonpareil 

And  headed  "Sheriff's  Sale." 
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BOMMER  SPRING  HINGES  AT  FRISCO. 

Bomnier  Brothors,  of  Brooklyn,  N.Y.,  have  an  at- 
tractive display  at  the  Panama-Pacific  International 
Exposition  at  San  Francisco,  in  the  Palace  of  Manufac- 
tures, near  the  main  south  entrance.  The  display  is 
very  complete  and  embraces  the  well-known  Bommer 
single  and  double  action  spring  butt  hinges,  Bommer 
floor  spring  hinges  of  all  types,  such  as  horizontal, 
vertical  and  mortise  floor  spring  hinges,  having  hold- 
back, release  and  double  release  features  as  well  as 
the  plain  floor  mortise  spring  hinge,  Bommer  lava- 
tory spring  hinges,  strikes  and  bolts.  Bommer  screen 
door  hinges,  door  springs,  door  holders,  and  garage 
and  engine  house  spring  hinges,  bolts  and  latches. 

A  striking  innovation  in  their  line  of  single  and 
double  action  spring  butt  hinges  is  the  new  "dome 
tip"  pattern  which  Bommer  P»rothers  have  recently 
put  on  the  market.  These  hinges,  while  embodying 
all  the  mechanical  principles  of  the  new  Bommer  spring 
butt  hinges  of  the  ball  tip  style,  have  a  somewhat 
plain  but  singularly  pleasing  design,  giving  a  mas- 
sive appearance.  In  the  floor  surface  spring  hinges, 
new  improvements  are  shown,  viz. :  a  very  simple  yet 
positive  release  which  permits  the  door  to  swing  free; 
oil  holes  in  the  side  plates  connected  with  channels 
allowing  easy  lubrication  of  all  bearings  and  friction 
surfaces,  eliminating  the  necessity  of  removing  the 
side  plates  for  lubricating;  and  beveled  oblong  side 


not  known,  but  oid-timf-rs  in  Southington.  Conn.,  say 
it  was  1850. 

The  earliest  bit-brace  was  entirely  cast  iron,  with  a 
thumb-screw  in  the  chuck  end  to  hold  the  taper  square 
shank  bits.  The  head  was  riveted  to  the  sweep  so  as 
to  allow  it  to  turn  on  the  rivet.  There  was  no  centre 
or  haridlf  on  the  .sweep  to  keep  it  from  blistering  the 


hand.  Fifteen  years  passed  before  any  important  de- 
velopment was  shown  in  brace-making.  This  was  a 
"ball" — now  known  as  a  centre — which  revolved  on 
the  rod  and  made  using  a  brace  less  painful  by  elimi- 
nating hand  blistering.  This  brace  was  much  lighter 
than  any  made  before,  having  a  wrought  iron  rod  and 
wooden  head.  Fourteen  years  later,  in  1886,  came  the 
adjustable  steel  jaw  to  fit  different  .sizes  of  taper  and 
s(|uare  shanks. 


BOMMER   SPRING  HINGES. 


plates  to  match  the  door  hardware  now  so  extensively 
used. 

It  has  long  been  the  policy  of  this  firm  to  make 
exhibits  as  a  means  of  publicity,  and  numerous  medals 
awarded  them  at  the  expositions  held  in  Liege,  Paris, 
Chicago,  Buffalo,  St.  Louis,  and  other  cities  are  in- 
eluded  in  their  display  and  add  their  testimony  to 
the  merits  of  their  goods. 


HISTORY  OF  BIT-BRACE. 

An  odd-looking  old  tool  is  the  one  pictured  here- 
with, but  it  looked  mighty  good  to  the  carpenter  of 
sixty  to  sixty-five  years  ago.  Its  appearance  marked 
the  beginning  of  a  new  era  in  brace-making,  for  it 
was  the  fii-st  manufactured  in  America.  The  exact 
date  on  which  this  original  brace  was  produced  is 


From  J8rtG  to  1897  improvements  in  braces  were 
chiefly  refinements  of  existing  feature^  but  in  1897 
The  Peck,  Stow  &  Wilcox  Co.  announced  its  Samson 
brace,  which  marked  another  important  development. 
The  Samson  has  ball-bearing  chuck,  alligator  jaw. 
cocobolo  steel-clad  head  with  dustproof  ball-bearings, 
solid  steel  sweep,  cocobolo  centre,  etc.  The  ball-bear- 
ing chuck  is  perhaps  the  most  important  addition  ever 
made  to  a  brace.  It  will  hold  round,  square,  or  taper- 
shank  drills.  Tenpenny  nails  held  in  the  Samson  have 
bored  through  solid  oak.  Five-sixteenths  inch  rods, 
with  one  end  held  in  a  vise,  have  been  twisted  to  the 
breaking  point.  It  is  tightened  by  hand  and  though 
it  grips  like  a  bull-dog  it  can  be  (piickly  and  easily 
released.  The  Samson  forged  steel  jaw  interlocks  ac- 
curately, adjusts  itself  perfectly  to  the  shape  of  the 
drill-shank  and  has  no  complicated  spring  connection. 
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GORDON 

Wrou&ht  bronze  or 
steel."  iy/s  by  S'/s. 
Back  set  2-'/  inch. 


Introduce  Them  to 
Your  Trade 

These  two  new  and  beautiful  designs  in 
wrought  bronze  or  steel  are  shown  in  the  new 
P.S.  &  W.  catalog  of  Locks,  Knobs  and  Build- 
ers' Hardware.  They  suggest  the  variety  and 
beauty  of  the  entire  line  of  Pexto  lock  sets. 
And,  remember,  any  of  the  Pexto  designs  will 
interchange  with  those  of  other  big  makers  as 
to  knob  and  key  spacing  and  back  set. 

In  the  new  catalog  all  lock  sets  of  the  same  design 
are  grouped  together  for  quick  reference.  Illustrations 
are  clear.  Description  underneath  each  picture  is  short, 
to  the  point — giving  all  the  facts  you  want  to  know  in  a  hurry. 
All  goods  shown  in  the  book  are  made  in  Cleveland. 

Your  customers  will  he  interested  in  the  new  additions  to  our 
line  of  builders'  hardware,  locks,  inside  and  front  door  mortise 
sets,  store  door  handles  and  locks,  drop  handle  drawer  pulls,  etc. 

Write  to-day  for  r\ew  catalog 


The  Peck,  Stow  &  Wilcox  Co. 


SOUTHINGTON,  CONN. 


CLEVELAN 


Address  all  correspondence  to  Cleveland 


 ^ 


FOREST 

Wrought  bronze  or 
steel.  4^  by  3>^. 
Back  set  2^4  inch. 


mm 


The  Complete  Line 

■•MADE  IN  CANADA"  ' 
Under  the  trade  mark  ot  lhi«  house    which  has 
been  established  since  1842.  is  manufactuted 
everything  tor  the  use  of  the  painter  or  the 
man  who  does  hii  own  painting. 
Ramsay'*  Ready  Mixed  Paints  are  Dominion- 
standard— they  cover  the  most  area—  give  un- 
usually long  wear—  and  make  a  Iriend  lor  you 
of  every  user  you  sell  them  to. 
IV rile  us  for  prices  on  you  r  requirements  for 
"The  Right  Paint  to  Paint  Right" 

A.  RAMSAY  &    SON  CO. 

Montraal 

Branches  at  167  Render  St.  W..  Vancouver, 
B.C. ;  48  Colborne  St.,  Toronto 


When  writing  to  advertisers  Icindiy    niention  Canadian  Hardware  Juiirual 
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Hardware  Markets.  Tlie  inontli  of  June,  as  a  wholo, 
was  not  so  brisk  in  business  as 
was  anticipated,  due  principally  to  the  cool  weather. 
In  this  regard  it  was  exceptional.  Dealers  did  not  bu.v 
so  largely  and  ordered  only  when  stock  was  completely 
run  out. 

At  the  beginning  of  the  month  there  were  a  number 
of  price  changes,  not  altogether  expected.  Galvanized 
wares,  lead  pipe,  black  sheets,  and  similar  commodi- 
ties, went  to  higher  (|uotatioiis.  owing  to  the  higher  cost 
of  raw  metals. 

Brass  and  copper  products  also  went  ni)  in  the  early 
days  of  the  month,  and,  in  fact,  nearly  all  goods  made 
of  metal  are  either  duoted  at  higher  prices  or  are  shap- 
ing for  advance.  oAving  to  scarcity  of  raw  material  or 
higher  charges  and  costs  on  same. 

Towards  the  close  of  the  month  a  number  of  liufs 
came  up  for  price  changes — all  of  them  advances. 
Among  these  were  hinges,  ammunition,  tinned  iron, 
nickeled  ware,  and  snow  shovels.   Brass  rods  are  scarce. 

#    *  # 

Metal  Markets.  Metals  showed  the  most  interest- 

ing trade  developments  of  the 
past  month.  Nearly  all  metals  are  scarce,  and  as  there 
is  a  big  demand  for  some  of  those  in  the  making  of 
shells  and  shrapnel,  higher  quotations  ruled  almost 
immediately. 

Spelter,  which  lias  been  soaring  at  record  prices  for 
some  time,  is  still  tending  upward,  with  stocks  very 
scarce.  The  lowest  price  ever  recorded  for  this  metal 
was  3  cents,  away  back  in  1895.  Just  a  year  ago  it  was 
4.80  cents  per  pound.  At  the  commencement  of  the 
European  war  spelter  took  a  drop,  strange  to  say,  on 
account  of  large  stocks;  but  before  August,  1914,  was 
out  the  price  began  to  go  up  until  the  present  high 
nuotations  began  to  rule. 

The  etTect  of  the  spelter  market  made  for  higher 
prices  on  galvanized  sheets,  and  during  the  early  days 
of  June  a  higher  quotation  was  asked  on  all  galvanized 
products.  Similar  products  in  metals  also  began  to  be 
held  firm,  with  some  of  them  at  higher  prices.  These 
increases,  due  to  the  rise  in  spelter,  have  been  among 
the  striking  features  of  the  metal  market  during  this 
war  period. 

Spelter,  which  is  zinc  with  a  small  amount  of  le^d 
is  one  of  the  essentials  in  the  manufacture  of  brass  for 
cartridge  eases  and  other  ammunition  purposes.  The 
reason  for  the  remarkable  advance  is  that  Germany 
and  Belgium  produce  almost  half  of  the  world's  annual 
supply.  With  that  supply  shut  ot¥  the  allies  have  had 
to  turn  to  the  American  market  for  their  needs,  which 
are  much  greater  than  the  supply.  The  result  is  that  all 
of  the  big  American  producers  are  sold  un  for  their 
complete  supply  to  the  end  of  the  year  and  are  work- 
ing at  ton  sneed  of  production.  This  continent  is  now 
sending  to  England  and  France  spelter  at  the  rate  of 
about  15.000  tons  a  month. 

The  Amej'ican  Zinc.  Lead  and  Smelting  Co.  has  sold, 
it  was  reported.  1,000.000  pounds  of  spelter  for  delivery 
in  October,  November  and  December,  at  19  cents  a 
pound.  It  is  uiulerstood  that  the  sale  of  a  similar 
amount  at  20  cents  a  pound  is  being  negotiated. 

In  iron  and  steel  the  heavy  buying  of  railway  equip- 
ment b.y  Russia  and  France  in  the  V.  S..  the  continued 


heavy  demand  for  mnnition.s,  the  moderate  improve- 
ment in  domestic  demand  for  nearly  all  iron  and  steel 
products,  and  the  prospect  for  the  development  of  a 
ifirgc  amount  of  business  of  various  kinds  in  the  near 
future  have  added  materially  to  the  improvement  in 
conditions  recently  noted.  In  the  ca.se  of  steel  bars, 
plates,  and  .structural  shapes,  several  of  the  largest  con- 
cerns have  advanced  cjuotations  $1  per  ton,  and  are  so 
well  supplied  with  orders  for  the  next  three  or  four 
months  that  they  are  not  seeking  business  for  that 
period.  As  a  natural  result  of  the  continued  heavy  de- 
mand for  certain  machine  tools,  especially  lathes  and 
screw  machines,  prices  on  these  machines  have  again 
been  advanced  about  10  per  cent.,  and  prices  are  now 
approximately  20  per  cent,  higher  than  they  were  when 
war  was  declared. 

In  the  case  of  lead  it  is  somewhat  remarkable  that 
this  commodity  did  not  increase  prices  until  now.  as 
this  metal  constitutes  88  per  cent,  of  the  alloy  of  which 
bullets  are  composed.  The  other  constituent  is  anti- 
mony, which  is  present  usually  to  the  amount  of  12 
per  cent.,  although  there  is  some  variation.  Antimony 
has  been  greatly  affected,  and  brands  such  as  Hallett's 
and  Cookson's,  which  are  largely  used  in  making  bab- 
bitts, are  now  almost  equal  to  tin  in  price,  although  in 
antebellum  days  they  were  pretty  steady  around  10 
cents  per  pound. 

Tin  is  steady  here  in  Canada,  but  the  L".  S.  market 
has  shown  a  few  fluctuations,  and  aluminum  has  about 
doubled  in  price. 

Old  rubbers,  .junk,  etc.,  are  qiiiet.  and  in  good  supply. 

Rubber  boots  and  shoes,  according  to  trim,  5c.  to  6c : 

auto  tires,  3c.  to  4c.;  bicycle  tires,  2c.  to  3c.;  lead, 

heavy,  3c.  to  4c. ;  tea  lead,  2c.  to  3c : :  brass,  heavy.  9e. 

to  10c. ;  light,  6c.  to  7c. ;  copper,  heavy,  9c.  to  12c. ; 

light,  10c.  to  10%c. ;  zinc.  2i4c.  to  4c. 

*    *  * 

Paint  Markets.  The  expected  has  come  in  the 

paint  field.  Lead,  which  was  ex- 
pected months  ago  to  go  to  higher  prices,  has  now 
brought  about  increased  costs  of  paint  lines.  Dry 
white  lead,  at  the  commencement  of  June,  went  up  75 
cents  a  hundred,  and  within  a  w-eek  white  lead  in  oil 
went  up  $1.50  a  hundred.  Red  lead,  too,  went  up  at  the 
same  time. 

These  newer  costs  sent  up  practically  all  ready- 
mixed  paints.  House,  floor  and  porch  paints  are  now 
increased  20  cents  a  gallon ;  barn,  bridge,  and  roof 
paints,  10  cents;  and  flat  oil  paints.  15  cents.  All  these 
new  prices  on  lead  and  paints  are  held  firm. 

Turpentine  and  oil  held  strong  during  the  early  part 
of  the  month,  but  an  easing  off  was  noted  towards  the 
middle  of  June.  Not  many,  however,  were  prepared 
for  the  drop  of  6  cents  a  gallon  on  linseed  oil.  noted  a 
week  ago.   This  has  brought  about  an  unsettled  feeling. 


Mr.  Edward  C.  Johnstone  has  been  invited  to  join 
the  Toronto  staff  of  the  Dominion  Paint  Works.  Lim- 
ited. 'Mr.  Johnstone  will  relieve  Mr.  Warner,  the 
eastern  representative  of  the  company,  of  that  part  of 
the  business  pertaining  to  the  repainting  of  factories, 
ot^iee  buildings,  etc.,  which  has  grown  very  fast. 


.Ai  counl.int,  credit  man,  office  m.-inager.  Young  man,  2^S  years 
of  Af^e,  open  for  position  as  ribove,  12  years'  experience,  mostly  in 
Hardware  Trade.  First-class  references.  Box  304,  Canadian 
Hardware  Journal. 

W.-WTED — To  hear  from  owner  of  good  Hardware  store  for  sale. 
State  cash  price.    D.  F.  BusH,  Minneapolis,  Minn. 
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The  Responsibility 
of  Science 


Not  every  user  of  Paint  is  in  a  position  to  protect 
himself  by  scientific  tests  of  the  material  he  uses. 

Not  every  dealer  of  paint  can  carry  out  a  series  of 
testing  experiments  in  the  interests  of  his  customers. 

The  makers  of 

B-H  "ENGLISH"  PAINT 

have  accepted  this  responsibility,  and  their  guarantee  of  the  correct  scien- 
tific proportions  of 

B-H  "ENGLISH"  PAINT 

can  be  accepted  absolutely  by  the  Trade  and  the  Consumer. 

The  ideal  proportions  of  70%  Brandram's  B.  B.  Genuine  White  Lead 
and  30  Pure  White  Oxide  of  Zinc  as  the  basis,  is  not  a  lucky  hit ;  it  is  a 
final  deduction  from  scientific  data  and  demonstration. 

Scientific  certainty  is  a  strong  selling  point. 


RRAN  DRAM -HEN  PERSON 

*  — ■ — I   A  M  HMi^HaHHi^anBaMaH^^  LIMITED 


Montreal 


Halifax 


St.  John 


Toronto 


Winnipeg 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 
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PREVAILING  MARKET  PRICES 

Toronto. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is  re- 
quested in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS 

Aluminum,  ingots    0  32 

Antimony,   per  lb  0  40 

Brass  rods,  V&  to  1  inch..  0  24 
Sheets,  up  to  20  gauge.  0  83 
Tubing,   1  inch  base...  0  26 

Copper,  ingots,  casting.  .  .  0  22 
Sheets,  plain,  14  oz. 

base  0  29 

Sheets,   tinned,   14  oz. 

base   0  30 

Sheets,  planished,  14  oz. 

base   0  37% 

Sheets,  braziers    0  29% 

Bars,  round  %  to  2  in.  0  27  % 

Black  Sheets,  28  gauge  base, 

Toronto    2  90 

Montreal   3  00 

Canada  Plates — 

Ordinary,  52  sheets,  To- 
ronto   3  25 

All  bright,  52  sheets.  .  4  50 
Galvanized  Apollo  Ordinary 
18x24x52  ....  6  00  6  00 
60  ....  6  25  6  2.5 
20x28x80  ....  6  25  6  50 
20x28x80    ....  12  50       12  50 

Galvanized  Sheets  (Corrugated) 
10  p.c.  off. 

22  gauge,  per  square. 
24  gauge,  per  square.  , 
26  gauge,  per  square.  , 
28  gauge,   per  square.. 
Galvanized  Sheets.  Fleur 
de  Lis 


6  75 
5  50 
4  25 
4  00 
Queen's 
Head 

3  90 

4  10 
4  85 
4  60 

Toronto 
3  70 
3  80 


16-20  gauge  .  .  3  65 
22-24  gauge  .  .  3  75 
26  gauge   ....  4  10 
28  gauge   ....  4  30 
Apollo  brand 
24  gauge,  American  . 
26  gauge,  American  ...  „  „„ 
28   gauge    (26   English)  4  30 
10%    oz.,    equal    to  28 

Eng  4  50 

Toronto 

Bar  Iron,  per  100  lb.   ...  2  00 

Forged   iron    2  35 

Refined  horseshoe  iron..  2  40 
Sleigh  shoe  and  mild 

steel  2  25 

Iron  finished  steel  ....  2  50 

Tire  steel    2  20 

High  speed  steel    0  65 

Lead,   Canadian  pig   5  75 

Bar  pig    6  00 

Sheets,  base,  2%  lbs.  sq. 

^.ft  '7  50 

Pipe  and  waste   12  25 

Traps  and  bends    25  p.c. 

Solder,   half  and  half,  lb.  0  33 
Spelter,    foreign,    per  100 

„ .'l"  14  00 

Sheet  zinc   15  qq 

Tin,   ingots,   100  lbs.    ...  50  00 

Tin  Plates,  charcoal — 

MLS,  Famous  (equal  Bradley) 
,  „  Per  box 

I  C,   14x20  base    7  00 

I  X,  14x20  base    8  00 

I  X  X,  14x20  base  ...  9  25 

"Dominion    Crown    Best" — Re- 
tinned. 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base  ....  9  50 

"Allaway's  Best"  —  Standard 
Quality. 

I  C,  14x20  base    5  00 

I  X,  14x20  base    6  00 

I  X  X,  14x20  base   7  00 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  75 

Terne  Plates. 

I  C,  20x28,  112  sheets  9  25 
I  X,  Terne  Tin    9  40 

Tinned  Iron. 

72x30  up  to  24  gauge, 

case   lots   10  25 

72x30  up  to  26  gauge, 

case  lots   10  75 


scrap  Metal, 
Prices — 

Heavy  Copper  and  Wire, 

lb  

Light  copper  bottoms.  . 

Heavy  red  brass   

Heavy  yellow  brass   .  .  . 

Light  brass   

Heavy  lead   

Tea  lead   

Scrap  zinc   

No.  1  wrought  iron.  .  .  . 
Machinery  cast  scrap 

No.  1   

Stove  plate   

Malleable  

Miscellaneous  steel  .  .  .  . 


Dealers'  Buying 


0  12% 
0  10 
0  09 
0  08% 
0  07 
0  04 
0  03% 
0  05 
6  00 

10  00 

9  00 

9  00 

6  00 


Iron  Pipe,  per  100  feet — 

Black  base,  1  inch  ....  4  59 
Galvanized  base,   1  inch  7  99 

Iron  Pipe  Fittings — 

Canadian  maJleable,  40;  cast 
iron,  65;  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65;  nipples, 
77%;  malleable  lipped  unions, 
65;  plugs,   60  and  10. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  65  and  10;  7  and 
8  in.  pipe,  45. 

PAINTS  AND  GLASS 

Barn  Paint,  barrel  lots — 

Gallon  tins    80  95 

Chemicals,  in  casks,  per  lb. — 

Arsenate  of  lead    0  09 

Sulphate  of  copper  (blue 

.stone)    0  07 

Litharge,   ground    0  07- 

liitharge,  flaked    0  07% 

Green    copperas  (green 

vitriol)   0  01 

Sugar  of  Lead    o  09 

Colors  in  Oil — 

Venetian  red,  1  lb.  tins, 

pure   0  16 

Chrome,  yellow,  pure  .  .  0  24 

Golden  ochre,  pure   ...  0  15 

French  ochre,  pure   ...  0  14 

Chrome  green,  pure  ...  0  12 
French  permanent  green, 

„Pi!'"e   0  16 

Marine    black,     25  lb. 

^.irons    0  08 

Signwriters'  black,  pure  0  22 

Glue,  in  sheets  ...  0  10  015 

1  lb.  pkgs  (Brantford) .  0  25 

Petroleum — 

Can.  prime  white,  gal..  0  13 

U.S.   water  white    ....  0  17  " 

U.S.  Pratt's  astral  ...  0  17% 
Castor   oil,    per   lb.,  in 

bbls   0  08  0  08% 

Motor    Gasoline,  single 

hbis   0  14% 

Benzine,  per  gal.,  single 

bbls   0  14% 

Putty- 
Bulk,   100  lb.  drums...  2  70 
Bladders  in  barrels  ...  2  90 

Ready  Mixed  Paints — 

Per  gal.,  qt.  tins  1  65    2  10 

Red  Lead    (Dry)  — 

Genuine,   560  lb.  casks, 

per  cwt  10  00 

Genuine,    100   lb.  kegs, 

per  cwt  10  62  % 

Shingle  Stains — 

In  5-gallon  buckets  ...  1  15 

Turpentine  and  Linseed  Oil — • 

Pure  Turpentine,  single 

barrels   0  65 

Linseed  Oil,  single  bar- 
rel, raw    0  79 

Linseed  Oil,  single  bar- 
rel,  boiled    0  82 

Rosin,    "G"    grade,  bbL 

per  280  lbs   7  00 


Varnishes,  per  gal.  cans — 

Carriage,  No.  1    1  50 

Pale  durable  body   ....  8  SO 

Finest  elastic  gearing.  .  .  3  00 

Elastic  oak    l  50 

Furniture,    polishing    .  .  2  00 

Furniture,  extra    1  20 

Furniture,  No.  1    1  15 

Light  oil  finish    1  35 

Gold  size  japan    2  00 

Turps  brown  japan    ...  1  35 

Baking  black  japan  ...  1  85 

Crystal  Damar    2  50 

Pure  asphaltum    1  40 

Oilcloth   1  50 

Lightning  dryer    1  05 

Pure  white  shellac  var- 
nish, in  barrels   ....  2  00 
Pure  orange  shellac  var- 
nish, in  barrels   ....  1  90 

White    Lead — 
Canadian  pure, 

ton  lots   10  45     10  75 

Canadian  pure, 
less  than  tons.  10  75    10  80 
Zinc — 

Extra    Red    Seal,  V.M. 

(dry)   100  lb.  kegs. .  0  18 
Pure,  in  25-lb.  irons  (in 

oil)    0  17 

Window  Glass — 
United  Inches  Star  D.D. 

Under  26    6  50      8  60 

26  to  40    7  00     10  00 

41  to  50    7  40     11  70 

51  to  60    8  00     12  00 

61  to  70    8  75     12  75 

71  to  80    9  50     18  85 

81  to  85   10  50     17  50 

86  to  90    18  85 

91  to  95    19  20 

95  to  100    22  75 

Toronto,  20  p.c. 

Miscellaneous — 

Beeswax,  per  lb   0  40 

Orange  mineral,  100  lb. 

kegs   0  10 

Pine  tar,  %  pt.  tins,  doz.  0  60 

Plaster  of  Paris,  bbl...  2  25 

Paris  white,  bbls   1  10 

Whiting,   gilders,   bolted  1  00 

Whiting,    plain    0  90 

HEAVY  HAEDWAEE 

Anvils.   Taylor-Forbes    ...  0  05% 
Chain — Proof  coil,  per  100  lb.:  % 
in.,   $8.00;   5-16  in.,   $5.35;  % 
in.,   $4.60;   7-16   in.,   $4.30;  % 
in.,   $4.05;   9-16   in..   $4.05;  % 
in.,  $3.90;  %  in.,  $3.85;  %  in 
$3.65;   1   in.,  $3.45. 
Stall   fixtures.   35;   trace  chain, 
45;  jack   chain,   iron,   50;  jack 
chain,   brass,   50:   cow  ties,  40; 
halter    chains,    50    and    5;  tie 
outs.  75;  coil  chain.  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 
Forges — 

Blacksmith's  portable, 

135  lbs   9  85 

Horse   Nails — 

$3.00  per  box  base  No.  9  and 
larger;  Sampson  No.  10  base 
$2.25. 

Horseshoes  —  Iron,  light  and 
medium  No.  1  and  smaller, 
$4.15:  No.  2  and  larger,  $3.90: 
snow  pattern.  No.  1  and  smaller. 
$4.40;  No.  2  and  larger,  $4.15: 
"X.L."  new  light  steel.  No.  1 
and  smaller,  $4.10;  No.  2  and 
larger,  $3.35:  "X.L."  feather- 
weight steel.  No.  0  to  4.  $5.75; 
special  countersunk  steel.  No.  6 
to  4,  $6.25  pkg. ;  toe-weight,  all 
sizes.  $6.75. 

Toecalks  Standard,  J.P.  &  Co., 

"Blunt"  No.  1  and  smaller. 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller. 
$1.75;  No.  2  and  larger,  $1.50 
per  box.     25-lb.  boxes. 

Wire  Nails,  base    2  35 

Cut  nails — Montreal,  $2.50;  To- 
ronto, $2.70. 

Miscellaneous  wire  nails.  75  p.c. 
Coopers'   nails,  33  1-3  p.c. 
Pressed  spikes.  %  diameter,  per 
100  lbs.,  $3.00. 

Hay  Baling  Wire — No.  12  and  13, 
$4:  No.  13%,  $4.10:  No.  14 
$4.25;  No.  15.  $4.50,  in  lengths 
6  ft.  to  11  ft..  30  per  cent., 
other  lengths  20c.  per  100  lbs. 
extra. 

Clothes  Line  Wire — No.  19  $2  95 
per  100  ft. 


Coiled  Spring  Wire  

V^^Kot'^^^i  *2.*0;  No. 

.?2.5.->,  Montreal. 
Fine  Steel  Wire— 25  per  cent. 
Galvanized      Wire— From  .toek. 

0°  ^,  K""';;**'— 100    Ibi.,  Mo! 

»,    ^2  20.    base.     In    ear  lot* 

straight  or  mixed. 
Poultry  Netting— 45  p.c.  off. 
Smooth    Steel    Wire— Base,  |2.80 

o!i.  ^""i'^'v         lots— Toronto 
Ualvanized,   barb    .  .        2  75 
Galvanized,    plain    twist  2  70 

{■ence  Staples — Bright,  $2.65-  mI- 
vanized,   $3.00  ' 

Wire  Rope— Galvanized,  1st  grsde, 
6  strands,  24  wires,  %  $5  1 
inch,  $16.80. 

Black,  lat  grade,  6  strands,  1» 
wires    %,  $.5;  inch,  $15.10  Per 
100  feet  f.o.b.  Toronto. 
Wrought  Staples — 

Galvanized    3  qo 

Plain    ...  2  nk 

Vises,  per  lb.  o  12 

Hinged  pipe  vise,  25  lbs.  3  55 

l?''/'^?.-  ;  ■*  50    5  00 

Blacksmiths',    60;    parallel.  45 
per  cent. 

,  ,    GENEEAl  HAEDWAEE 

Adzes — Carpenters' 

,  per  doz   12  50     14  00 

Axes— Single  bit, 

^  "1',  '^°?-  ■  •  •     8  75      9  00 
Double  bit,  per 

j>A°l   10  50     12  50 

Bench  axes  .  .  9  00  12  00 
«road  axes  .  .  22  75  25  00 
annters  axes.  5  00  6  00 
Boys  axes  . .  5  75  6  50 
Lathing 

Q.,''**f''t"  V     ■*  '^0     10  00 
shingle  hatchets    1  45      6  75 
Claw  hatchets.     I  70      6  00 
Barrel  hatchets     5  50      6  85 
Ammunition  —   "Dominion"  Rim 
tire   Cartridges  and   C.B.  caps. 
■^0.    10   &   2%    per  cent.;  BB 
caps.  oO,  10  and  2%  per  cent! 
,^5  o  J'"  Cartridges.  20 

and  2%  per  cent.:  Centre  Fire 
Sporting  and  Militarv  Cart- 
ridges.   10   per  cent.;  Primers. 

2%    per   cent.:  Bras, 
Shot    Shells.   45   and    121-4  per 

^^"V  S''C'n<^'""*''''^^"-  dis'coSnt 
same  as  ball  cartridges. 

(Jrown  Black  Powder  "Sov- 
Smokeless  Pow- 
der. "Regal"  Dense.  Smoke- 
Wh  r'Tu"-  Vr™P"ial"  Shells. 
PoJ^^  """^""^  Smokeless 
u^I^T  ^"""'y  Shells  all  30 
and  10  per  cent. 

Ordinary  drop  shot.  AW  to 
dust  $7..50  per  100  lbs.:'  net 
extras  as  follows;  chilled  4fic  • 
buck  and  seal  80c.;  No.  28  ball 
.$1.20  per  100  lbs.:  bags  less 
than  25  lbs.  %c.  per  Ib^  f.o  b 
Montreal.  Halifax  and  St.  .Tohn! 
f.o.b  Toronto.  Hamilton  and 
London,  add  25c.  per  100  lbs 
.Vueers— Ford's  auger  bits.  30  and 
II':  Jrwin's  auger.  45:  Gil- 
monr  s  auger.  70:  Rcckford's 
^"^"•50  and  10;  Gilmour's 
car,  47%;  Clark's  expansive, 
40.     .Tennines'  Gen.  auger  net 

-"V  u^^l^  ^'-^  Speed,  50  and 
a.  Tobin  Never-Choke.  50  and  5. 
Barn  Door  Hangers — 
Double  straphangers,  doz 

sets   g  50 

Standard  jointed  Iisngers 

doz.  sets    6  45 

Steel,  track,  1  x  3-16  in 

(100    ft.)     .  .  .  '  3  o.: 

Bolts  and  Nuts- 

C'arriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts.   »4   and  smaller 

and  10  per  cent. 
Carri.iee    Bolts.    7-16    and  up. 
■■'2  %   per  cent. 

Carriaee  Bolts.  Norway  Iron  ($3 
list\   60  per  cent. 
Machine  bolts.    H   and  less.  70 
per  cent. 

Machine    bolts,    7-16    and  up, 
60  per  cent. 

Plough  Bolts,  55  and  10  per 
cent. 

Bolt  Ends.  60  per  cent. 
Blank  Bolts.  57%  per  cent 
Sleieh  Shoe  Bolts,   s^,  and  iess. 
62%  per  cent. 

Sleigh    Shoe    Bolts,    7-16  and 
larger.  50  and  12%  per  cent. 
Coach  Screws,  new  list,  75  and 
per  cent. 

Nuts,  square,  all  sizes,  4  H  c.  per 
lb.  off. 
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GOOD  ADVICE  FOR  THE  PERSON  WHO  SELLS 

Those  rules,  hammered  into  the  mind  of  every  em- 
ploye in  a  large  department  store  in  the  West,  are 
worthy  of  adoption  in  every  mercantile  establishment: 

"You  must  be  helpful  and  thoughtful  and  agreeable, 
not  only  to  customers,  but  to  your  co-workers  as  well. 
If  your  ability  be  of  the  highest  and  rarest  order,  but 
your  disposition  is  oblique,  you  can't  stay  here. 

"You  must  be  pleasant — or  prepare  to  leave.  The 
rules  are  simple  and  just — obey  them  or  quit.  Your 
associates  are  sure  to  take  your  measure,  and  if  they 
find  a  dejected  and  dissatisfied  spirit,  you'll  not  care  to 
linger.  We  believe  in  the  cohesive  power  of  sunshine. 
Let  your  heart  smile  as  well  as  your  lips.  Christmas 
dies  with  the  day,  but  the  cheery  must  be  active  here 
during  the  entire  twelve  months. 

"What  is  your  attitude  toward  the  patrons  of  this 
store?  We  hope  your  interest  doesn't  centre  in  induc- 
ing them  to  make  a  purchase.  Don't  let  that  be  your 
thought. 

"Every  man,  woman  and  child  who  comes  beneath 
this  roof  is  a  guest.  Get  that  fixed  in  your  mind.  In  a 
way,  your  social  tact  is  tested  every,  time  you  wait  on  a 
visitor.  Show  goods  graciously  and  give  a  sample  as 
courteously  as  you'd  write  a  check  for  a  big  sale. 

"Be  well  bred.  Politeness  is  an  outward  manifesta- 
tion of  blue  blood;  patience  is  proof  of  mental  poise. 
We  had  much  rather  have  you  create  a  fine  impression 
and  miss  a  sale  than  the  reverse. 

"Be  conscientious.  You  can  only  serve  the  store 
when  you  serve  the  customer.  Don't  think  you  are 
.  here  to  do  all  you  can  for  us  and  for  yourself.  You  owe 
the  largest  obligation  to  the  people  who  buy  here.  Let 
them  see  that  they  can  trust  you  completely. 

"Nothing  arouses  our  sorrow  and  indignation  more 


Would  you  be 
interested  ? 

If  a  maa  came  to  your  desk 
and  showed  you  a  pen  or 
pencil  that  would  add  or 
subtract  as  it  writes  ? 

Of  coarse  you  would; 
anybody  would  ! 


We  have  no  such  pen  or  pencil,  but  we  have  some- 
thing better.  We  have  a  typewriter  which  does  all 
this,  and  you  know  that  the  typewriter  is  three  times 
as  fast  as  any  pen  or  pencil.     This  typewriter  is  the 

Remington 

Adding  and  Subtracting  Typewriter 

(Wahl  Adding  Mechanism) 

This  machine  adds  or  subtracts  and  writes  ;  not  only  that, 
but  it  adds  or  subtracts  when  it  writes.  Both  operations 
arc  one.  You  need  this  machine  in  your  work;  rvcry  man 
needs  it  who  h*»  billina  to  do.  or  any  wtilir  g  and  addina  to  do  on  the 
ume  page.  It  »avet  limr,  wvf »  labor,  drlcct*  cfror*.  prevents  errors, 
gives  you  a  mechanical  insurance  of  absolute  accuracy. 
We  stand  ready  lo  give  this  machine  a  test  on  your  work  ;  a  test 
which  will  convince  you  that  you  need  it. 

Remington  Typewriter  Company,  Limited 

144  Bay  Street,  Toronto,  Ontario 
7  Notre  Dame  St.  West,  Montreal,  Que. 


than  to  discover  a  clerk  who  has  two  sets  of  personal- 
ities— one  for  rich  and  one  for  poor  customers.  The 
clerk  who  cringes  and  fawns  to  a  wealthy  patron  and 
is  arrogant  and  acid  to  a  poor  one  is  contemptible  and 
disgusting. 

"Our  methods  are  staple  and  stable  They  are  not 
adopted  lightly  or  carelessly.  We  place  a  cold  hand 
on  the  pulse  of  every  question  and  render  a  verdict  in 
accordance  with  strict  justice. 

"The  master  thought  is  to  do  everything  we  can  to 
deepen  and  enrich  the  customers'  allegiance  to  the 
store.  Sometimes  our  decisions  are  against  them. 
That's  because  we  firmly  refuse  to  '3stablish  a  prece- 
dent unless  it  can  be  shared  by  all.  We  cut  off  all  spe- 
cial privileges.  This  is  a  public  institution.  We  make 
no  exceptions.  Rules  cannot  be  violated  to  meet  your 
particular  demand.  This  ruffles  you  at  times,  but  it  is 
the  biggest  and  squarest  and  finest  thing  in  this  whole 
business. ' ' 


James  Simmonds,  president  James  Simmonds,  Ltd., 
M^holesale  and  retail  dealers  in  hardware  and  furni- 
ture at  Halifax,  N.S.,  died  recently. 

Universal  Stove  &  Fxirnace  Co.,  Ltd.,  Toronto,  capi- 
talized at  $500,000,  has  been  incorporated  to  take  over 
the  assets  and  good  will  of  the  Wizard  Furnace  Co., 
Ltd.,  and  to  make  stoves,  grates,  furnaces,  gas  and  elec- 
ti'ic  heaters,  etc. 

The  Ontario  Specialties,  Limited,  OttaAva,  Ontario, 
successors  to  Aluminum  Castings,  Limited,  has  been  in- 
corporated to  manufacture  and  deal  in  metal  special- 
ties, by  W.  B.  Russel,  president ;  GT.  F.  Perley,  vice- 
president,  and  I.  H.  Wright,  secretary-treasurer;  cap- 
ital, $]  00,000. 


DOUBLE  YOUR 

PAINT 

SALES 

Your  store  stands  or  falls  by  the  reputation  of  the  goods 
you  sell.  There's  a  bigger  profit  in  "repeat  sales "  from 
a  truly  high  class  article  than  there  is  from  any  other 
kind.    When  you  sell  PAINT— Sell  Moore's. 

MOORE'S 

PURE   LINSEED  OIL 

PAINTS 

The  kind  that  keeps  on  selling 

We  ask  dealers  who  are  interested  in  getting  and 
giving   the  best   in  the  trade,  to  ir^quire  from  us. 

Benj.  Moore  &  Co.,  Limited 


THE  SQUARE 
DEAL  PEOPLE 


Mfrs.  of  Paints  and  Varnishes 

West  Toronto 


When  writing  to  advertisers  kindly  mention  Cin-idinn  H-nrdwarc  Journal 
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Nutg,    hexagon,    all    sizei,  4% 

per   lb.  oflf. 

Stove  rods,  per  lb.,  5%c.  to  6c. 
Stove  bolts,   82  >4   per  cent. 

Bells — Door  bells,  push  and  turn, 
45  and  10  per  cent. 
Cow  bells,  65  per  cent. 
Sleigh   bells,    shaft   and  hames, 
pair.  22c.  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Karra  bells.    No.  1,  $1.65. 


Building  Paper,  Etc. — 

Tarred  slater's  paper,  per 

roll   0  95 

O.K.  paper,  No.  1.  per  roll  0  95 
Plain  Fibre,  No.  1,  per  400 

n.  roll    0  50 

Tarred   Fibre,   No.   1  per 

400  ft.  roll    0  92 

Tarred  Fibre,  Cyclone,  25 

lb.,  per  roll    0  62 

Dry  Cyclone,  15  lbs  0  50 

Plain  Surprise,  per  roll.  .  0  42 
Resin  sized  Fibre,  per  roll  0  43 
Asbestos    building  paper, 

per  100  lbs   3  50 

Heavy    straw,    plain  and 

tarred,  per  ton   36  00 

Carpet  Felt,  per  100  lbs..  2  60 
Tarred   wool    roofing  felt, 

per  100  lb   2  00 

Pitch,   Boston   or  Sydney, 

per  100  lbs   0  85 

Pitch,  Scotch,  per  100  lbs.  0  85 
Heavy   Fibre,    32   and  60, 

100    lbs   2  00 

2  ply  Ready  Roofing,  per 
square   0  75 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply  complete,   per  roll.  1  15 

3  ply  complete,  per  roll.  1  35 
Liquid    Roofing  Cement, 

bbls.,   per  gal  0  17 

Liquid   Roofing  Cement, 

tins  0  19 

Crude  Coal  Tar,  per  barrel  4  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   5  00 

Shingle  Varnish,  per  bbl..  5  00 

Caps,  per  lb  0  05 

Nails,    per  lb  0  05 

Mop,  cotton,  per  lb  0  17 


Butts — Plated,    bower     barff  and 
nickel.   45  per  cent. 
Wrought  brass,  45  per  cent.  oflP 
revised  list. 

Cast  iron  loose  pin,  60  per  cent. 
Wrought  steel,  fast  joint  and 
loose  pin,  70  and  5  per  cent. 

Cement — Portland,  bags 

per    bbl   1  55     1  63 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  doz..  .  .  2  50 

Conductor  Pipe — 

2  inch,  in  10  ft.  lengths.  .  3  45 

3  ••  ••  .  .   4  20 

4  ••  .  .   5  53 

5  ••  "  .  .   7  60 

6  ■•  .  .  9  25 

Door     Knobs — Canadian,    45  per 
cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list,  plus  5c. 

Door  Sets — Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 


Door  Hangers  (Parlor)  — 

Single   sets,    each    1  80 

Double  sets,   each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — • 

Carpenters'  6  inch.  doz...  5  25 

Holding  handles,  8  in.,  doz.  1  80 

Folding  handles,  8  in.,  doz.  1  80 


Escutcheon    Pins — Steel,  discount 
50  per  cent.    Brass,  50  per  cent. 


Eavetrough — 

8  in.  in  100  ft.  lengths.  .  3  02 

10  "  "  .  .  3  30 

12  "  "  . .  3  88 

15  "  ••  .  .  5  53 


Factory  Milk  Cans — 

Milk  cans  and  pails,  35  p.c. 
Hand     delivery    and  creamery 
cans.  35  p.c. 

Railroad    and    cream    cans  and 
taps,    40   and   12%  p.c. 
Creamery  trimmings,  20. 

Piles  and  Rasps — 

Disston's.  Great  Western,  Amer- 
ican, Kearney  &  Frost,  Globe,  all 
75;  Black  Diamond  66  2-3,  and 
Nicholson  66%;  Jowett's  (Eng- 
lish list)  27%,  Delta  65. 


Hammers — Tack,  iron,  doz..  0  35 
Ladies'  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

Adze  eye.   hickory  handle 

1  lb.,  doz   6  26 

Adze  eye,  straight  claw,  1 

lb.,    doz  7  00 

Farriers'  hammers,  10  oz., 

doz  5  50 

Tinners'    setting,    Vfe  lb., 

doz  4  50 

Machinists',  %  lb.,  doz...  8  20 
Sledge,    Canadian,    5  lbs. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over  0  06 

Sledge,   Napping,  up  to  2 

lbs  0  09 

Harvest  Tools,  50  p.c. — 


Samson,  best  quality,  40,  7% 
per  cent. 

Sidewalk  and  stable  scrapers, 
net,  $2.25. 

Wood  hay  rakes,  40  and  10  per 
cent. 

Lawn  rakes,  net. 
Hinges — Blind,  50  per  cent. 

Heavy  T  and  strap  discount,  40 

and  10  per  cent. 

Light  T  and  strap,  70  p.c. 

Screw   hook    and   hinge,  $4.25, 

$5.00. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring) — Per  gross — No. 
5,  $18.00;  No.  10,  $19.50;  No. 
20,  $8.50;  No.  50,  $24;  No.  51, 
$9.60;   No.   120,  $17.40. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove  pipe  eyes,  kitchen  and 
square  hooks,  60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz..  $7.00. 
Lift  Tubular  and  Single  Plain, 

per  doz.,  $5.25. 

Japanning.  50c.  per  dozen  extra. 
Prism  Globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade, 
70  and  10. 

Locks  and  Keys — Canadian  50  and 

10  per  cent. 
Mallets — Tinsmiths',    2%  x 

5%  in.,  per  doz  1  65 

Carpenters',    round  hick- 
ory, 6  in   1  95 

Lignum    Vitae,    round,  5 

inch  2  40 

Caulking,  No.  8,  oak   ...15  00 
Mattocks — 6  lb.,  18  inch,  $6  doi. 
Picks,  6  to  7-  lb.,  $4.65  doz. 
Pick   handles,    $1.85  dozen. 
Prospectors'     hammers,     16  %c. 
per  lb. 

Drilling  hammers,  6  cents  per  lb. 
Crowbars,  3%  cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,  5  gallon,  per  dor., 
$10.00. 

Davidson  oilers,  45  p.c. 
Zinc  and  tin.    45  p.c. 
Coppered  oilers.   45  p.c. 
Brass  oilers.  45  p.c. 
Malleable,  25  p.c. 
Planes — Wood     bench,  Canadian, 
15,  American,  25  p.c. 
Wood,  fancy,  30  to  35  per  cent. 


Rope  and  Twine — 

Sisal  rope    0  10% 

Pure  Manilla  rope  ....  0  14% 

"British"  Manilla  ....  0  12% 
Cotton,  316  inch  and 

larger    0  21 

Russia  Deep  Sea    0  28 

.Tute   0  12% 

Lath  Yarn,  single   0  08% 

Lath  Yarn,  double  ...  0  09% 
Sisal  bed  cord.  48  feet, 

per  dcz   0  72 

Sisal  bed  cord,  60  feet, 

per  doz   0  90 

Sisal  bed  cord.  72  feet, 

per  doz   1  08 

Cotton   clothes  line,   18  off. 


Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton,  3-pl7 

twine    0  19 

Wrapping,   cotton,  4-ply 

twine    0  21% 

Mattress  twine,  per  lb..  0  45 

Staging  twine,  per  lb...  0  35 

Rivets    and    Burrs — Iron  Rivets, 


black  and  tinned,  72%. 
Iron  Burrs,  72%  per  cent. 
Copper  Rivets,  usual  proportion 
burrs,  35  and  5  per  cent. 
Copper  burrs  only,  15  per  cent. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.  Potts,  No. 

55,  polished,  per  set  ...  0  85 
Mrs.     Potts,     No.  50, 

plated,   per   set    0  90 

Mrs.    Potts,  handles, 

japanned,  per  gross.  .  9  00  ■ 

Common,  plain   5  00 

Common,  plated    5  50 

Asbestos,  per  set    1  50 

Sand  and  Emery  Paper,  40  p.c. 
Sash  Weights — 

Sectional,    %    lb.  each, 

per  100  lbs   2  25 

Solid,  3  to  30  lbs  1  60 

Sash  Cord — No.  3,  per  lb.  0  30 
Screws — Wood,  F.  H.,  bright 

and  steel   ....   85  10  7%  10 
Wood.     R.  H., 

bright    80  10  7%  10 

Wood,     F.  H., 

brass   *  75  10  10 

Wood,     R.  H., 

brass    70  10  10 

Wood,     F.  H., 

bronze    70  10  10 

Wood,     R.  H., 

bronze    65  10  10 

Drive  screws    65  10  10 

Set,  case  hardened.  .  .60  and  10 

Square  cap   50  and  05 

Hexagon    cap  45 

Bench,  wood,  per  doz.,  $5.00 
Bench,    iron,   per  doz.,  $4.25 
Screws  (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister  head,  iron,  30  ;  brass, 

25  per  cent. 
Shovels  and  Spades — 

Canadian    No.    1,    60  ;    No.  2 
grade.  55  and  2%  p.c. 

No.  3  and  4  grade,  45  per  cent. 
Soldering  Irons — 

Base,  per  lb.,  28  cents. 


Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per   1,000    6  00 

Eureka  tinned  steel  hooks, 

per  1,000    8  00 

Staples — 

Poultry  netting,  100  lbs..  6  70 
Bed,  100  lbs.,  No.  14....  6  75 

Blind,   per  lb  0  12 

Coopers'    staples,   45  per  cent. 


Bright  spear  point,  75  per  cent. 
Stovepipes — 

5  &  6  in.,  per  100  lengths  8  50 
7  inch,  per  100  lengths.  .  9  00 
Nestable.  40  per  cent. 
5  and  6  inch  elbows,  per 

doz   1  46 

7  inch  elbows,  per  doz..  .  .  1  64 
Thimbles,  70  p.c. 
Carpet  Tacks — Blued,  80  and  10; 
tinned,  80  and  15:  (in  kegs), 
40;  cut  tacks,  blued,  in  dozens 
only,  80  and  10;  %  weights.  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens, 
75  and  10;  Swedes,  upholsterers', 
bulk,  90 ;  brush,  blued  and  tin- 
ned, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japan- 
ned, 82%;  zinc  tacks,  35; 
leather  carpet  tacks.  35:  copper 
tacks,  45;  copper  nails.  50: 
trunk  nails,  black,  65  and  10: 
trunk  nails,  tinned  and  blued. 
65  and  10;  clout  nails,  blued 
and  tinned.  65  and  10 :  chair 
nails.  35  and  10;  patent  brads. 
40  and  10;  fine  finishing,  40  and 
10;  lining  tacks,  in  papers,  net; 
lining  tacks,  in  bulk.  16:  lining 
tacks,  solid  heads,  in  bulk,  75; 
saddle  nails,  in  papers.  10: 
saddle  nails  in  bulk.  15:  tufting 
buttons.  22  line  in  dozens  only, 
60:  zinc  glaziers'  points.  5: 
double  pointed  tacks,  papers.  90 
and  10:  double  pointed  tacks, 
bulk.  55;  clinch  point  shoe 
rivets.  45  and  10:  cheese  box 
tacks.  87%:  trunk  tacks.  80 
and  20;  strawberry  box  tacks. 
80  and  10. 


Thermometers — Tin  case  and  dairy, 

75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cant. 

Plain  and  retinned.  72  and  5. 
Traps  (steel  game) — Newhouse.  40 

per  cent. 

Hawley  &  Norton,  57%  per  cent. 

Victor,  70  per  cent. 

Oneida  .Tump   (Star),  65  p.e. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  23  50 

Garden,  steel  wheel,  doz.  36  00 
Wrought  Iron  Washers — Canadian, 

45  per  cent. 
Wire   Cloth — Painted    Screen.  In 

100  ft.  rolls.  $1.50  per  100  »q. 

ft.:    in   50-ft.   rolls,   $1.55  per 

100   sq.  ft. 
Wire   Door  Mats — 16  x  24.  do«., 

$9.00. 

HOUSErOENISHINOS 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves   and    ranges,    50   and  5 
per  cent. 

Furnaces,  45  per  cent. 
Registers,   70  and  10  per  cent. 

Range  Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy,  $7.00. 

Kitchen  Sinks — Cast  iron.  16  x  24, 
$1;  18x30.  $1.15:  18x36.  $1.95. 
Flat  rim  enameled  sinks  16x24, 
$2.65;  18x30.  $3.10;  13x36. 
$4.15. 

Enameled  Ware — White  ware,  75 

per  cent. 

London  and  Princess,  50  per 
cent. 

Canada.  Diamond,  Premier.  5C 
and  10  p.c. 

Pearl.  Imperial,  Crescent  and 
granite  steel,  60  and  10  per  cent. 
Premier  steel  ware,  60  and  10 
per  cent. 

Star  decorated  steel  and  white. 
33%   per  cent. 

Hollow  ware,  tinned  cast,  40 
per  cent.  off. 

Enameled  street  signs,  50  per 
cent. 

Copper  Ware — Copper  boilers, 
kettles,  50  p.c. 

Copper  tea  and  coffee  pots.  50 
per  cent. 

Copper  pitts,  30  and  5  per  cent. 

Galvanized  Ware — Dufferin  pattern 
pails  42%    per  cent. 
Flaring  pattern.  42%  per  cent. 
Galvanized  washtubs,   42%  p.c. 

Pieced  Ware.  35  per  cent. — 

Copper  bottom  tea  kettles  and 

boilers,  35  per  cent. 

Coal  hods.  40  per  cent. 

Boiler  and  tea  kettle  pitts.  40 

per  cent. 
Stamped  Ware — Plain,  72%  and  5 

per  cent. 

Retinned.  72%  and  5  per  cent. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11:  No.  4.  $13: 
No.  5,  $16:  f.o.b.  Toronto.  Ham- 


ilton. London,  and  St.  Marys, 
40  per  cent.:  f.o.b.  Ottawa, 
ston  and  Montreal.  37  per  cent. 

Washing  Machines —  Each 

Dowswell    5  00 

New  Century,  Style  A...  9  00 

Ideal   Power    16  00 

Stephenson                 (net)  6  00 

Puritan   Motor    16  00 

Low  Presure  Water 

Motor  Washer    16  00 

Connor  Ball  Bearing. 

with  rack    10  25 

I  X  L    10  00 

Gem   8  75 

Winner   8  00 

Connor  Improved    5  00 

Discount,  25  p.c. 

Wringers — 

Roval   Canadian,    11  in., 

doz   45  25 

Eze,  10  in   51  75 

Bicvcle,  11  inch    56  25 

Tro'jan,  12  inch   100  00 

Unexcelled.   104-E    72  00 

Favorite  511E  and  521E  57  75 
Domestic  531E  and  541E  63  00 


Challenge  311E  and  321E  51  00 

Ottawa  331E  and  341E..  56  25 

Sunlight  lllE  and  121E  44  25 

Sunlight    111    42  00 

Royal  Canadian  151  ....  45  25 
Discount.  20  p.c. 
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BUYERS'  DIRECTORY 


WHEN  WRITING  TO  ADVERTIS- 
ERS KINDLY  MENTION  THE 
CANADIAN  HARDWARE  JOURNAL 


ABEASIVE  WHEELS 
Taylor-Forbes  Co.,  Quelph. 

AOOOTJNT  EEGISTEES 
B»rr  Register  Co.,  Trenton. 
Dominion    Register    Co.,  Toronto. 

ADVERTISING  SIGNS — Metal 
MeCl»r7  Mfg.  Co.,  London. 
Thoi.  Dtvideon  Mfg.  Co.,  Montreal. 
Sheet  Metkl  Products  Co.,  Toronto. 
ADZES 

AlUn  Hills  Edge  Tool  Co.,  Oslt. 

ALABASTINE 
The  Alkbsstiue  Go.,  Paris,  Ont. 

ALUMINUM 
Northern   Aluminum   Co..  Toronto. 

ALUmNUM  WARE 
McClary  Mfg.  Co..  London. 
Northern  Aluminum  Co.,  Toronto. 
Sheet  Metal  Pn'ducts  Co.,  Toronto. 
W«re  Mfg.  Co.,  Oskville.  Ont. 

AMMUNITION 
Dominion  Cartridge  Co.,  Montreal. 
Bemlngton    U.M.C.    Co..  Windsor. 
KTnoeh,   Ltd.,  Birmingham,  Eng. 

ANVILS 
Taylor-Forbes  Co..  Guelph. 

ASH  CANS 
MeFarlane-Douglas  Co.,  Ottawa. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 
MeClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
J.  Samuels.  Tnrorito. 

ASH  SIFTERS 
Bnrrowes  Mfg.  Co.,  Toronto. 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
J.   Samuels,   Toronto,  Ont. 
Soren  Bros.,  Toronto,  Ont. 
Fairereive   Mfg.   &   Stamping  Co., 
Toronto. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toronto. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

AUGERS — Post  Hole 
Taylor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co.,  Otterville,  Ont. 

AUGER  BITS 
Peek,  Stow  &  Wilcox  Co.,  Sotith- 

Ington,  Conn. 
Smith  ft  Hemenway^  New  York. 

AUTO  SHEET  inETAL  PARTS 
Burrowes  Mfg.  Co.,  Toronto. 

AUTOMOBILE  ACCESSORIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Knhne-Anderton    Mfg.    Co.,  Port 
Hope. 

Kiniinger  A   Bruce   Co.,  Niagara 
Falls. 

McKinnon  Dash  Co.,  St.  Catharines. 

AWLS — Sewing 
0.  A.  Myer  Co.,  Chicago,  111. 
AWLS 

Stanley   Rule    ft    Level    Co.,  New 
Britain.  Conn. 
AXES — Safety  Pocket  ard  Belt 

Marble   Arms   &    Mfg.   Co.,  Glad- 
stone, Mich. 

AXES 

James  Smart  Mfg.  Co.,  Broekville. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Allan  Hills  Kdge  Tool   Co.,  Gait. 

AXE  WEDGES 
Tiylor-ForbfB  Co..  Guelph. 

AXLE  PULLETS 
Taylor-Forbes  Co..  Guelph. 
Springer  Lock  Mfg.  Co.,  Belleville. 

BABBITT  METAL 
Canada  Metal   Co..  Toronto. 

BAGS  AND  SACKS 
Scythes   ft   Co..  Toronto. 

BAKE  AND  PASTRY  BOARDS 
Wm.  Cane  ft  Son,  Newmarket. 
Stratford   Mfg.   Co.,  Stratford. 
Meakins  A  Sons.  Ltd.,  Hamilton. 
Taylor  Fnrb'H  Co  .  Onclph 

BALE  TIES 
Laidlaw  Bale-Tie   Co..  Hamilton. 
Stanley  Works.  New  Britain,  Conn. 

BARBELS  — Gasolene  Storage 
Winnipeg   Celling   ft    Roofing  Co., 
Winnipeg 
BARN    DOOR  HANGERS 
Oanada    Steel    Goods   Co.,  Hamil- 
ton. 

Taylnr  Forben  Co.  Gnelph. 


Richards-Wilcoz      Canadian  Co., 

London. 

Chicago  Spring  Butt  Co.,  Chicago. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

BARS  AND  SHUTTERS 
Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

BARN  EQUIPMENT 
Bi'att.v  JJros.,  Fergus,  Ont. 
Steel   Trough     &     Machine  Co., 
Tweed. 

BASKETS — Clothes 
Meakins  &  Sons,  Hamilton. 

BATHROOM  PITTINGS 
Gendron  Mfg.  Co.,  Toronto. 
Kinzinger  &  Bruce,  Niagara  Falls. 
Canada  Metal  Co.,  Toronto. 
Landers,  Frary  &  Clark,  New  Brit- 
tain,  Conn. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS— Ship-gong  BeUs  and  Pnllt 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

BELLS — Door 
Springer  Lock  Mfg.  Co.,  Belleville. 

BELLS — Farm 
Taylor-Forbes  Co.,  Guelph. 
Exeter   Mfg.    Co.,  Exeter. 

BELTING — Cotton  Dnck 
Dominion  Belting  Co.,  Hamilton. 

BELTING — Rubber 
Gntta  Percha  &  Rubber  Ltd.,  To- 
ronto. 

BELTING — Leather 
Sadler  &  Haworth,  Montreal. 

BIRD  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
BITS 

McKinnon  Dash  Co.,  St.  Catharines. 
BLOCKS — Chain  Hoisting 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BOAT  TRIMMINGS 

McKinnon  Dash  Co.,  St.  Catharines. 
BOILERS — Kitchen  Range 

Canada  Metal   Co.,  Toronto. 

James    Morrison   Brass   Mfg.  Oo., 
Toronto. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILERS  AND  RADIATORS 

Bowes,   Jamieson,   Ltd.,  Hamilton. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  ft  Heater  Co.,  Ham- 
ilton. 

Pease   Foundry    Co.,  Toronto. 

Taylor-Forbes  Co.,  Guelph. 

BOLTS — Door  and  Window 

Bommer  Brothers,  New  York. 

Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BOLTS  AND  NUTS 

Stanlpv  Works,  New  Britain.  Conn. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

BOX  HINGES  AND  STRAPPING 
Stanley     Works,      New  Britain, 

Conn. 

BOX  OPENERS 
Charles  Morrill.  New  York,  N.T. 

BRACES   AND  BITS 
E.  C.  Atkins  ft  Co.,  Indianapolis. 
Peck,  Stow  ft  Wilcox  Co.,  Sonth- 

ington.  Conn. 
Stanley   Rule    ft    Level    Co.,  New 

Britain,  Conn. 
North  Bros.  Mfg.  Co.,  Philadelphia. 

BRACKETS— Shelf 
Stanley  Works,  New  Britain,  Conn. 
Tavlor-Forbes  Co.,  Guelph. 

BRASS  GOODS 
Canada    Metal    Co.,  Toronto. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

Kinsinger.   Bruce   &   Co..  Niagara 
Falls. 

BREAST  DRILLS 

North  Br<'s..  Philadelphia. 
Stanley   Rule    ft    Level    Co.,  New 
Britain,  Conn, 

BRICK    AND    TILE  BLOCK 
MACHINES 
Exeter  Mfg    rv,  .  Fxeter. 

BRUSHES 
Boeekh  Bros.   Co.,  Toronto. 
Meakins  ft   Sons.  Hamilton. 


Canada  Brush  Co.,  St.  John,  N.B. 

Sanderson  Pearcy  &  Co..  Toronto. 
BUCKLES 

McKinnon  Dash  Co.,  St.  Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BURLAPS 

Scythes  &  Co.,  Toronto. 

Dominion  Oil  Cloth  Co.,  Montreal. 
BUILDERS'  HARDWARE 

Stanley  Works,  New  Britain,  Conn. 

James  Smart  Mfg.  Co.,  Broekville. 

Cowan  &  Britton,  Ltd.,  Ganaaoque. 

Hamilton  Stove  ft  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  OriUia. 

Peck,  Stow  ft  Wilcox  Co.,  Cleve- 
land, Ohio. 

Bommer  Brothers,  New  York. 

Taylor-Forbes  Co.,  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Chicago  Spring  Butt  Co.,  Chicago. 

Springer  Lock  Mfg.  Co.,  Belleville. 
BURNERS 

Ontario  Lantern  ft  Lamp  Co.,  Ham- 
ilton. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

BUTCHER  KNIVES 
Arch.  McFarlane,  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

BUTTS — Spring 
Bommer  Bros.,  Brooklyn,  N.Y. 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chicago- 
Taylor-Forbes  Co..  Guelph. 

BUTTS   AND  HINGES 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chicago. 
Cowan  ft  Britton,  Ltd.,  Qananoque. 
Taylor-Forbes  Co.,  Guelph. 

CAMP  STOOLS  AND  CHAIRS 
Stratford  Mfg.  Co.,  Stratford. 
McKinnon  Dash  Co.,  St.  Catharines. 
Otterville  Mfg.  Co..  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary   Mfg.  Co.,  London. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CANS— Milk 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 

CANT  HOOKS 
Lachute  Shuttle  Co.,  Lachute  Mills, 
Que. 

Allan  Hills  Edge  Tool  Co.,  Gait. 

CARBON  LAMPS 
Canadian    Sunbeam    Electric  Co., 
Toronto. 

Canadian     Tungsten     Lamp  Co., 

Hamilton.   

CARPENTERS'  CLAMPS 
Taylor-Forbes  Co.,  Guelph. 

CARRIAGE  HEATERS 
Chicago  Flexible  Shaft   Co.,  Ohi- 
cago. 

CARTRIDGES — Metallic 

Remington    Arms — Union  Metallic 

Cartridge  Co.,  Windsor. 
Dominion  Cartridge  Co.,  Montreal. 

CASEMENT  ADJUSTERS 
Canadian    Yale    ft    Towne,  Ltd., 

St.  Catharines. 
Springer  Lock  Mfg.  Co.,  Belleville. 

CASTERS — Stove  and  Range 
Chicago    Hardware    Foundry  Co., 

Chicago,  111. 
Moffat  Stove  Co.,  Weston. 

CATTLE  LEADERS 
Taylor-Forbes  Co.,  Guelph. 

CHAIN  BOLTS 
Tavlor-Forbes  Co..  Guelph. 
Stanley  Works,  New  Britain,  Conn. 

CHAIR  LADDERS 
Taylor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 
CHAIN 

Antl-skld,    Coll,    Cow-tie,  Halter, 

Trace,  Hammock,  Logging. 
McKinnon  Chain  Co.,  BufTalo,  N.Y. 

CHAIN — Brass  &  Copper 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

CHAINS— Steel 
Steel   Co.   of  Canada.  Hamilton. 
B.   Greening   Wire   Co.,  Hamilton. 
CHALK 

A.  RamsBT  4-  Son  Co.,  Montreal. 
Sanderson   Pearcv  .t  Co..  Toronto. 


CHIMNEY  TOPS 
Gurney  Foundry  Co.,  Toronto. 

CHISELS— Wood 
Allan  Hills  Edge  Tool  Co.,  Gait. 

CHURNS — Barrel  or  Revolving 
Beatty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  ft  Sons,  Ottawa. 
Oucimer-Dowswell    Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 

CLAMPS 
Taylor-Forbes  Co.,  Guelph. 
National  Machinery  ft  Supply  Co., 

Hamilton. 
Henry  Disston  k  Sons,  Toronto. 
CLOCKS 

Western  Clock  Mfg.  Co.,  La  Salle, 
III. 

CLOTHES  DRIERS 
James  Smart  Mfg.  Co.,  Broekville. 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co.,  Guelph. 

CLOTHES  LINE  PULLETS 
Taylor-Forbes  Co.,  Quelph. 

CLOTHES  MANGLES 
Cummer  Dowswell,  Ltd.,  Hamilton. 
Maxwell's,   Ltd.,   St.  Mary's. 
Tavlor-Forbes  Co..  Guelph. 

CLOTHES   BARS   AND  RACK 
Wm.  Cane  ft  Son,  Newmarket. 
McFarlane  Ladder  Works,  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford   Mfg.  Co.,  Stratford. 

CLOTHES  LINE  PROPS 
McFarlane  Ladder  Works.  Toronto. 
Otterville  Mfg.  Co..  Otterville. 

CLOTHES  LINE  WIRE 
Steel  Oo.  of  Canada,   Ltd.,  Ham- 
ilton. 

CLOTHES  REELS 
Taylor-Forbes  Co..  Guelph. 

CLOTHES  PINS 
Wm.  Cane  ft  Sons  Co.,  Newmarket. 

COAL  CHUTES 
Clare  Bros.,  Preston. 
Gait   Stove  ft   Furnace  Co.,  Gait. 
Steel   Trough   ft     Machine  Co., 
Tweed. 

Winnipeg  Ceiling  ft  Roofing  Co., 
Winnipeg. 

Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

COAL  SCREENS 
Canada  Wire  ft   Iron   Goods  Co., 
Hamilton. 

COBBLER  SETS 
Taylor-Forbes  Co.,  Guelph. 

COMPASSES 
Marble   Arms   &   Mfg.   Co.,  Glad- 
stone, Mich. 
CONCRETE    BLOCK  MACHINES 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CONDUCTOR  PIPE 
See  Eavetrough. 

COPPER  WARE 
Thos.  Davidson  Mfg.  Co.,  Montrasl. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

CORDAGE  AND  TWINE 
Scythes  &  Co.,  Toronto. 
Consumers  Cordage  Co.,  Montreal. 

CORNICE  BRAKES 
Steel      Bending      Brake  Works, 

Chatham. 
Brown  Boggs  Co.,  Hamilton. 

COTTER  PINS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

COTTON  DUCK  AND  WASH 
Scythes  ft  Co..  Toronto. 

COUNTERS 
Walker  Bin  ft  Store  Fixture  Co., 

Berlin. 

COUNTER  CHECK  BOOKS 

Dominion  Register  Co.,  Toronto. 

COUNTER  TARD  MEASURES 
Lufkin  Rule  Co.,  Windsor. 
Taylor-Forbes  Co..  Guelph. 

COW  EASE 
Carpenter,     Morton     Co.,  Bostom, 

Mass. 

COW  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co.,  Ham- 
ilton. 

McKinnon  Chain  Co.,  St.  Cathar- 
ines. 

CRANES 

Canadian  Yale  ft  Towne,  Ltd.,  St. 

Catharines 

CROWBARS 
Welland  Vale  Mfg.  Co.,  St.  Catk 
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OULVEBTB — OorrncBtM  M«Ui 

Winnipeg  Ceiling  A  Roo&nf  Co., 
Winnipag. 

The  Pedlar  People,  Oih«wa. 
CUBBT  OOMBS 

Steel    Equipment    Co.,  Pembroke. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

Barrow,  Stewart  A  Milne,  Hamil- 
ton. 

OUBTAIN  STBETOHEBS 
Otterville  Mfg.  Co.,  Otterrill*. 

Landers,  Frary  &  Clnrk,  New  Bri- 
tain. Conn. 

OUTLEET 
Arch.  McFarlane,  Montreal. 
Canadian  Rogers  Co.,  Toronto. 
Dorken  Bros.,  Montreal. 
Oneida  Community,   Ltd.,  Niagara 

Falls.  Ont. 
Landers.  Frary  &  Clark,  New  Brit- 
ain. Conn. 
Sanderson  Pearcy  &  Co.,  Toronto. 

OUT  SOLES 
Beardmore  A  Co.,  Toronto. 

DAMFEBS 
Enreica  Damper  Co.,  Montreal. 
Oarney  Foundry  Co.,  Toronto. 
MeClary  Mfg.  Co.,  London. 
James  Smart  Mfg.  Co.,  BroekTlIla. 
Taylor-Forbes  Co..  Guelph. 
Channell  Chemical  Co.,  Toronto. 
Ronnk,  Ltd.,  Toronto. 

DEEP  WELI,  POWER  HEADS 
Dayton  Pump  &   Mfg.   Co.,  Day- 
ton, Ohio. 

DISINFECTANTS 
Williams    Chemical    Co.,  Russell, 

DISPLAY  AND  WALL  OASES 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

Cameron  k  Campbell,  Toronto. 

DISPLAY  RACKS 
Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

DIES 

Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

DOOR  CHECKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 
Keating  Brass  Works,  Toronto. 
Taylor-Forbes  Co..  Guelph. 

DOOR  HANGERS— Parlor 
Canada    Steel    Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co..  Guelph. 
Bichards-Wilcox      Canadian  Co., 
London. 
DOOR  MATS — Cocoa  Fibre 
Meakins  &  Sons,  Hamilton. 

DOOR  MATS— Rubber 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

DOOR  MATS — Wire 
Enhne  &  Anderton,  Port  Hope. 
Canada   Wire  &   Iron   Goods  Co., 

Hamilton. 
Barton  Netting  Co.,  Windsor. 

DOORS  AND  WINDOWS 
McFarlane-Douglas  Co.,  Ottawa. 
A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 
Allan  Hills  Edge  Tool  Co.,  Gait. 

DRILLS — Breast  and  Bencb 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

DRY  COLORS 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
G.  P.  Stephens  &  Co.,  Winnipeg. 
Brandram-Hendcrson,    Ltd.,  Mont- 
real. 

A.  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

DRIVE  WELL  POINTS 
Otterville  Mfg.  Co.,  Otterville. 

DUSTLESS  DUSTERS 
Tarbnx   Bros.,  Toronto. 
BAVETROUOH   AND  CONDUCT- 
OR PIPE 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McFarlane-Douglas  Co.,  Ltd.,  Ot- 
tawa. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

A.  Welch  &  Son,  Toronto. 

Winnipeg  Ceiling  &  Roofing  Cc, 
Winnipeg. 

E.  T.  Wright  Co.,  Ltd.,  Hamil- 
ton. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

EDGE  TOOLS 
Allan  Hills  Edge  Tool  Co.,  Qalt. 
Jamea  Smart  Mfg.  Co.,  Brockvilla. 

Peck.  Stow  &  Wilcox  Co.,  South- 
incton.  Conn. 

Welland  Vale  Mfg.  Co..  St.  Cath- 
arines. 


EOQ  CRATES 
Wm.  Cane  A  Son,  Newmarket. 

ELECTRIC  FLASHLIGHTS 

Canadian  Ever  Ready  Works,  To- 
ronto. 

Interstate    Electric    Novelty  Co., 

Toronto. 

Mpfnl  Sporlaltics  Co.,  Chicago,  III. 

ELBOTBIO  LIGHT  FIXTURES 
James    Morrison   Brass   Mfg.  Co., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

ELECTRIC  IRONS,  ETC. 
Ideal   Electric  Mfg.   Co.,  Wallaea- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ban- 
frew. 

Chicago  Flexible  Shaft  Co.,  Chi 
cago. 

Landers,     Frary    A     Clark,  N«w 

Britain,  Conn. 

Duncan  Electric  Co.,  Montreal. 

Radiant    Electric   Co.,  Grimsby. 
ELECTRIC  LAMPS 

Northern  Electric  Co.,  Montreal. 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto, Ont. 

Ontario    Lantern    &     Lamp  Co., 
Hamilton. 
ELECTRIC  MANTEL  ORATES 

Radiant  Electric  Co.,  Grimsby. 

Barton  Netting  Co.,  Windsor. 
ELECTRIC  RADIATORS 

Radiant  Electric  Co..  Grimsby. 

Ideal  Electric  Mfg.  Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELECTRIC  RANGES 
Radiant  Electric  Co.,  Grimsby. 
Ideal   Electric  Mfg.   Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELECTRIC  BATTERIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Radiant  Electric  Co..  Grimsby. 

EMERY  GRINDERS 
James    Morrison    Brass   Mfg.  Co., 
Toronto. 

EMERY  POWDER 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams    Co.,  Montreal. 
G.  F.  Stephens  A  Co.,  Winnipeg, 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 

ENAMEL  SIGNS 
McClary  Mfg.  Co.,  London. 

ENAMELED  WARE 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co..  Toron- 
to. 

Stamped  &  Enameled  Ware,  Hes- 
peler. 

ESCUTCHEON  PINS 
Steel  Co.  of  Canada.  Ltd.,  Hamil 
ton. 

EXPANSION  BOLTS 
Bichards-Wilcox      Canadian  Co., 

London. 

EXPRESS  WAGONS — Boys' 
Canadian   Buflfalo   Sled   Co.,  Prea- 
ton. 

Gendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Works,  Toron- 
to. 

FARM  TANKS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock,  Ont. 

FARM  TROUGHS 
Wayne    Oil    T.mk    &    Pump  Co., 
W<iodstork.  Out. 
FASTENERS — Door,  Sash 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co..  Guelph. 

FENCING — Woven  Wire 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Steel  Company  of  Canada,  Hamil- 
ton. 

Banwell  Hozie  Wire  Fence  Co., 
Hamilton. 

Canadian  Steel  A  Wire  Co.,  Ham- 
ilton. 

FENCING — Picket  Wire 
McFarlane  Ladder  Works,  Toron- 
to. 

FILES  AND  RASPS 
Henry  Diseton  A  Sons,  Toronto. 
Nicholson  File  Co.,  Port  Hope. 
O.  A  H.  Barnett  Co.,  Philadelphia. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

FILTERS— Water  and  Oil 

James   Morrison   Brass    Mfg.  Co., 

Toronto. 

FIREPROOF  DOORS  AND  WIN- 
DOWS 

McFarl  ane-Douglas   Co..  Ottawa. 
Winnipeg  Ceiling   A    ,iBofing  Co.. 
Winnipeg. 


FIBEFLAOE  QBATEB 
Ckadwick  Brass  Co.,  Hamilton. 
Enterprise  Fonndry  Co.,  SaekvilU, 

N.B. 

Barton  Netting  Co.,  Windaor. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Taylor  Forbes  Co..  Guelph. 
Canada  Wire   A   Iron   Goods  Co., 

Hamilton. 

FIEE  BUCKET  TANKS 
Metal  Shingle  A  Siding  Co.,  Praa- 

ton. 

A.  B.  Ormaby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

FIRE  DOOR  HABDWARE 
Winnipeg   Ceiling   A   Roofing  Co.. 

Winnipeg. 
Richards-Wileox      Canadian  Co., 

London. 

Stanley  Works,  New  Britain,  Conn. 
Taylor-Forbes  Co..  Guelph. 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

FIRE  EXTINGUISHERS 
Metal  Shingle  A  Siding  Co.,  Prea- 
ton. 

FLAGS 
Scythes  A  Co.,  Toronto. 
J.  J.  Tomer  A  Son,  Peterboro. 
FLOOR  AND  WALL  THIMBLES 
Metal  Shingle  A  Siding  Co.,  Prea- 
ton. 

FORCE   CUPS- Rubber 
Gutta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

FOUNDRY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada  Wire   A   Iron  Goods 

Hamilton. 

FOEKS— Hay 
Welland  Vale  Mfg.  Co.,  St.-  Cath- 
arines. 

FOOD  CHOPPERS 
Maxwells,  Ltd.,  St.  Mary's. 
Peck.   Stow  &  Wilcox  Co.,  Sonth- 

ingfon.  Conn. 
McClary  Mfg.  Co.,  London. 

FOOT  WARMERS 
Chicago  Flexible   Shalt   Co.,  Chi- 
cago. 

FURNA  OES— Plumbera ' 
James    Morrison   Brass   Mfg.  Co., 

Toronto. 

FURNACES— Hot  Air 
Bowes,  Jamieaon,  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Can.   Heat   A   Vent.     Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Specialty  Mfg.  Co.,  Grimsby. 
Gait  Stove  A  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, 

N.B. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  A  Heater  Co., 
Hamilton. 

Hall  Zryd  Foundry  Co.,  Heapeler. 

Kir-Ben,  Ltd.,  Almonte. 

McClary  Mfg.  Co.,  London. 

Pease  Foundry  Co.,  Toronto. 

Jas.  Smart  Mfg.  Co.,  Brockville. 

Jas.  Stewart  Mfg.  Co.,  Wood- 
stock. 

FURNITURE  SLIDES 
Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

B.  A  S.  H.  Thompson,  Montreal. 
M.  A  L.  Samuel,  Benjamin  A  Co., 
Toronto. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

McFarlane-Douglas  Co.,  Ottawa. 

A.  Welch  A  Son,  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co..  Hamilton. 

GARAGES- Metal 
The  Pedlar  People.  Oshawa. 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

GARBAGE  CANS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 
Steel     Trough     A     Machine  Co., 

Tweed. 

GARDEN  AND  PARK  SEATS 
Stratford  Mfg.  Co..  Stratford. 

GARDEN  HOSE 
Gutta  Percha  A  Rubber,  Ltd.,  To 

ronto. 

OAS  IRONS 
McClary  Mfg.  Co..  London. 


OAS  OVENS 
FairgrleTe  Metal  A  Stamping  O*., 

Toronto, 

OAS  BANOES 
Burrow,   Stewart  A  Milne,  HaatU- 

ton, 

Bowes.  Jamieaon,  Ltd.,  Hamilton. 
Fairgrieve  Metal  A  Stamping  C*^ 

Toronto. 
Ourney  Foundry  Co.,  Toroitto. 
Hamilton    Stove    A  Heater 

Hamilton. 
McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Supreme  Heating  Co..  Welland. 

OAS  FIXTURES 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

Barton  Netting  Co.,  Windsor. 
OAS  WATER  HEATERS 

Moffat  Stove  Co.,  Weaton. 

McClary  Mfg.  Co.,  London. 

Gumey  Foundry  Co.,  Toronto. 

Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Bowes,  Jamieaon,  Ltd.,  Hamiltoa. 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 

GASOLINE  LIGHTING 
H.  W.  Knight  A  Bros..  Toronto. 

GASOLINE  &  OIL  PUMPS 
Wayne    Oil    Tank    A    Pump  Co, 
Woodstock.  Ort. 

.  GASOLINE  STOVES 
James   Stewart    Mfg.    Co  .  Wood- 
atock. 

GATES — Farm 
Steel  Co.  of  Canada.  Montreal. 
McGregor  Banwell  Fence  Co.,  W»l- 
kerville. 

Banwell    Hoxie    Wire    Fence  Co, 

Hamilton. 
James   Morriaon   Brass   Mfg.  O*^ 

Toronto. 

GAUGES 
Stanley   Rule   A    Level    Co.,  New 
Britain.  Conn. 

GAUGE  COCKS 
Penberthy  Injector  Co..  Windsor. 
James   Morrison   Brass    Mfg  Co, 
Toronto. 

GLASS 

Consolidated  Plate  Glass  Co..  To- 
ronto. 

Hobbs  Mfg.  Co.,  London. 
Toronto  Plate  Glass  Imp.  Co..  To- 
ronto. 

A.  Ramsay  A  Son  Co.,  Montreal. 

GLASS — Bent 
The  Toronto  Plate  Glass  Import- 
ing Co.,  Toronto. 
GLASS  CUTTING  BOARDS 
Lufkin  Rule  Co.  of  Canada.  Wind- 
sor. 

A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co..  Toronto. 

GLAZIERS'  TOOLS 
Smith  &  Hemenwav.  New  York. 

GRASS  CATCHERS 
Taylor  ForbpR  Co..  Guelnh. 

GRINDSTONES 
Taylor-Forbes  Co..  Guelph. 
Richards-Wilcox      Canadian  Co, 
London. 
GRINDSTONE  FIXTURES 
Taylor-Forbes  Co..  Guelph 

GUNS   AND  RIFLES 
Remington  U.M.C.  Co.,  Windsor. 
Ross  Rifle  Co.,  Quebec. 

HACK  SAW  BLADES 

E.  C.  Atkins  A  Co..  Hamilton. 
Simonds   Canada   Saw   Co..  Mont- 
real. 

HALTERS — Leather 
G.  L.  Griffith  A  Son.  Stratford. 

HAMMERS 
James  Smart  Mfg.  Co.,  Brockville. 
Stanley   Rule   A    Level    Co.,  New 

Britain.  Conn. 
Allan  Hills  Edge  Tool  Co..  Gait. 

HAMMOCKS 
Dominion    Hammock    Co.,  Dunn- 
ville. 

Gait  Robe  A  Hammock  Co..  Gait. 
HANDLES — Door,     Drawer  and 
Store 

Taylor-Forbes  Co..  Guelph. 
Stanley     Worka,       New  BriUln, 
Conn. 

Canadian  Yale  A  Towne,  Ltd,  St. 

Catharines. 
HANDLES — Axe,  Pick,  etc 
Lachute  Shuttle  Mfg.  Co.,  Lschute 

Mills.  Que. 
Drayton  ifills.  Ltd..  Drayton.  Ont. 
Turner,      Day.    Woolworth  Co, 

Lonisville,  Ky. 

HARNESS  AND  BLANKETS 
G.  L.  Griffith  A  Son,  Stratford. 
Burlington    Windsor   Blanket  Co, 

Toronto. 
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HASPS  AND  LATCHES 
Taylor-Forbei  Co..  Ouelpb. 
Stanley     Worki,     N«w  Britala. 

Conn. 

Cowan  &  Britton,  Ltd.,  Oananoan*. 
Jamei  Smart  Mfg.  Co.,  BrookTUla. 

HATCHETS 
Jamei  Smart  Mfg.  Co.,  BrookvUU. 

HAY  KNIVES 
Welland  Vale  Mfg.  Co..  St.  Cath- 
«rinei. 

HINGES 

Stanley     Works,      New  BrltaU, 
Conn. 

Sprlncar    Lock    Mfg.    Co.,  BalU- 
Tille. 

Canada  Steel  Qoods  Co.,  Hamilton. 
Cowan  &  Britton,  Ltd.,  Oananoqaa. 
Taylor-Forbes  Co..  Guelph. 

HINGES — Spring    and  Floor 
Taylor-Forbes  Co..  Guelph. 
Bommer  Brothers,  Brooklyn,  N.T. 
Canadian  Yale  &  Town*,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 

HOCKEY  STICKS 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Oath- 


Oanadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

HOBSE    CLIPPING  MACHINES 

B.  &  S.  H.  Thompson,  Montreal. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

HOBSE  SHOES  AND  NAILS 
Steel  Co.  of  Canada.  Hamilton. 

HOESESHOE  CALKS 
Steel  Co.  of  Canada.  Hamilton. 

HOUSE  CLEANING  UTENSILS 
Invincible  Renovator  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

HOSE  REELS 
Outta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOOKS — Coat  and  Hat,  Kitchen 
Steel  Co.  of  Canada,  Hamilton. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co..  Guelph. 

HOOKS  AND  EYES 
Steel  Co.  of  Canada,  Uamilton. 
Stanley     Works,      New  Britain, 

Conn. 

ICE  SHAVES 
McClary  Mfg.  Co.,  Loudon. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 
ICE    CEEAM  FEEEZEES 
McClary  Mfg.  Co.,  London. 
North  Bros..  Philadelphia,  Pa. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

ICE  BOXES  AND  CHESTS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

INJECTORS — Automatic 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

INGOT  METALS 
U.  &  L.  Samuel,  Benjamin  &  Oo., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
IBONING   AND    BAKE  BOARDS 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co..  Guelph. 
Otlerville  Mfg.  Co..  Otterville. 

JACK  CHAIN 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Ontario  I>antern  &  Lamp  Co., 
Hamilton. 

JOIST  HANGERS 
Taylor-Forbes  Co..  Guelph. 

KEY  BLANKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Cathsrines. 

KITCHEN  CABINETS 
E.  T.  Wright  Co..  Ltd..  Hamilton. 

KITCHEN  WOODSNWARE 
Stratford  Mfg.  Co..  Stratford. 
MeFarlane  Ladder  Co.,  Toronto. 

KNIVES— Draw 
Allan  Hills  Edge  Tool  Works,  Gait. 
Peck.  Stow  &  Wilcox  Co.,  South- 

Ington.  Conn. 
KNIVES — Planer,  Paper-cnttlng 
Slmonds   Canada    Saw   Co.,  Mont- 
real. 

Henry   Dissfon   &   Sons,  Toronto. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
MeFarlan"  Ladder  Co..  Toronto 

LADDERS  —Store 
Jamrs    Morrison    Brass    Mfg.  Co., 
Toronto. 

Mllbradl  Mfg    C"  .  St    T.ouln.  Mo. 
LAMPS 

Canadlai  Sunbeam  Lamp  C>.,  To- 
ronto Ont. 

L.^MPS — Incandescent 

Canadian  .Snnbearo  Lamp  Co.,  To- 
ronto Ont. 


LAMPS — Tnngstan 
Oanadian  Sunbeam  Lamp  Co.,  To- 
ronto. Ont. 

LAMPS  AND  BURNERS 
Ontario     Lantern     &     Lamp  Co., 

Uamilton. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LAMPBLACK 
L.  Martin  Co.,  New  York. 

LANT£BN» 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 

Sheet  Mulal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LATCHES 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Richards-Wileox      Oanadian  Oo., 

Loudon. 
Taylor-Forbes  Co.,  Guelph. 
Bommer  Brothers.  Brocklyn. 

LAUNDRY  TUBS 
James   Morrison   Brass   Mfg.  Oo., 

Toronto. 

LAVATORIES 
James   Morrison   Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel     Trough     &     Machine  Co., 
Tweed. 

LAWN  FENCING 
McGregor  Baiiwell  Fence  Co.,  Wal- 
kerville. 

B.  Greening  Wire  Co.  Hamilton. 

LAWN  HOSE 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LAWN    SEATS   AND  SWINGS 
Stratford  Mfg.  Oo.  Stratford. 

Canadian  Buffalo  Steel  Co.,  Pres- 
ton. 

LAWN  MOWERS 

Maxwells,   Ltd.,  St.  Mary's. 

Taylor-Forbes  Co.,  Guelph. 

James  Smart  Mfg.  Co.,  Brockville. 
LAWN  SPRINKLERS 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

Taylor-Forbes  Co.,  Guelph. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LEAD  PIPE 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 

LETTER  BOXES 
Taylor-Forbes  Co..  Guelph. 

LEVELS 
Frank  Sand  Mfg.  Co.,  Windsor. 
Stanley   Rule    &    Level    Co.,  New 
Britain,  Conn. 

LEATHER — Soles,  Etc. 
Beardmore  &  Co.,  Toronto. 

LINOLEUMS 
Dominion  Oil  Cloth  Co.,  Montreal. 

LINSEED  OIL 
Sherwin-W'illiams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Cnnnda  Paint  Co..  Montreal. 

LITHOGRAPHED   TIN  BOXES 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
LOCKS,  KNOBS,  ETC. 

National  Hardware  Co.,  Orillia. 

Peck.  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Taylor-Forbes  Co.,  Guulph. 

Canadian  Yale  &  Towne,  Ltd.,  8t. 
Catharines. 

Springer  Lock  Mfg.  Co.,  Belle- 
ville. 

LUMBERING  TOOLS 
Allan  Hills  F.dge  Tool   Co.,  Gslt. 

MACHINE  KNIVES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons.  Toronto. 

MALLETS 
Stanley    Rule    &    Level    Co.,  New 

Britain,  Conn. 
MANUAL    TRAINING  BENCHES 
Richards- Wilcox      Canadian  Co., 
Ltd.,  London. 

MANGLES 
Cummer-Dnwswell.   Ltd.,  Hamilton. 
Maxwells.   Ltd.,  St.  Mary's. 
Taylor-Forbes  Co..  Guelph. 
.lames  .Smnrf  ^ffc.  Cn,,  Rrnckville. 

MANTELS— Wood 
Barton  N'ctlinc  f'r>  ,  Windsor. 

MAPLE  EVAPORATORS 
Steel     Trough     k     Machine  Co., 
Twei>d. 

MARINE  SUPPLIES 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

Consumers'  Cordage  Co..  Toronto. 

MATCH  STANDS  (Safety) 
Chicago    Hardware    Foundry  Co., 
Chicago.  111. 


MATTOCKS 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

MEASURING  PUMPS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock.  Ont. 

METALS 
Canada  Metal  Co.,  Toronto. 
McClary  ilig.  Co.,  Loudon. 
Sheet  Meiul  Products  Co.,  Toron- 
to. 

M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

B.  &  S.  H.  Thompson,  Montreal. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 

METAL  CEILINGS  AND  WALLS 

McFarlane-Douglas  Co.,  Ottawa. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 

°"'  METAL  POLISHES 
Canada  Paint  Co.,  Montreal,  Que. 
Nickel    Plate     Stove   Polish  Co., 

Windsor,  Ont. 
Sherwin-Williams  Co.,  Montreal. 

METAL  WASHBOARDS 
Ifeakint  &  Sons,  Hamilton. 
METAL    GARAGES    AND  SILO 
BOOFS 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

METAL  LATHS 
Pedlar  People,  Oshawa. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 

MILL  SUPPLIES 
Oanadian      Fairbanks-Morse  Co., 

Montreal. 

MIRRORS 
Toronto  Plate  Glass  Imp.  Co.,  To- 
ronto. 

Oonsolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinzinger  &  Bruce  Co.,  Niagara 
Palls. 

Hobbs  Mfg.  Co.,  Ltd.,  London. 

MITRE  BOXES 
Stanley   Rule   &    Level    Co.,  New 

Britain,  Conn. 
E.  0.  Atkins  &  Co.,  Hamilton. 

MOPS,  MOP-CLOTHS 
Channell  Chemical  Co.,  Toronto. 

MOP  WRINGERS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

MORTAR  COLORS 
Manton  Bros.,  Toronto. 
Sanderson  Pearcy      Co.  Toronto. 

MOTOR  BOAT  SUPPLIES 
Canadian      Fairbanks- Morse  Co., 
Montreal. 

MOTOR  ACCESSORIES 
Oanadian      Fairbanks-Morse  Co., 
Montreal. 

NAILS  (Cut) 
Cowan  &  Britton,  Ltd.,  Gananoque. 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

NAILS  (Wire) 

H.  S.  Howland,  Sons  &  Co.,  To- 
ronto. 

Imperial  Steel  &  Wire  Co.,  CoUing- 
wood,  Ont. 

P.  L.  Robertson  Mfg.  Co.,  Milton. 

Laidlaw  Bale-Tie  Co.,  Hamilton. 

Parmenter  Bulloch  Co.,  Gananoque. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Oanadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

NAIL  PULLERS 
Smith  &  Hemenway,  New  York. 
Chas.  Morrill,  New  York,  N.Y. 

NECKYOKES 
Dravtnn  Mill,";,  Ltd.,  Dravton.  Ont. 

NICKEL-PLATED  WARE 
Landers,    Frary     &    Clark,  New 
Britain,  Conn. 

NUT  CRACKERS 
Chicago    Hardware    Foundry  Co., 
Chicago,  111. 

OAKUM 
A.  Ramsay  &  Son  Co.,  Montreal. 
Scy'.hes  &  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

OILS — Linseed 
Oanada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS— Boiled 
Canada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS — Varnish 
Cnnada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 
OIL   AND   GASOLINE  TANKS 
Steel     Trough     k     Machine  Co., 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Metal  Shingle  A  Siding  Co..  Pres- 
ton. 


OIL  STOVES  AND  HEATERS 
Bowes,  Jamieson,   Ltd.,  Hamilton. 
Imperial  Oil  Co.,  Toronto. 
Thos.    Davidson   Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London, 
Sheet  Metal  Products  Co.,  Toron- 
to. 

James    Stewart    Mtg.    Co.,  Wood- 
stock. 

OIL   STORAGE  SYSTEMS 

S.  F.  Bowser  &  Co.,  Toronto. 
Heller-AUer  Co.,  Windsor. 
Steel     Trough     &     Machine  Oo^ 
Tweed 

Wayne  Oil     Tank  &  Pump  Co., 
Woodstock. 
OILERS — Engine    and  Machln* 

Thos.   Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

OILED  CLOTHING 
Scythes  &  Co.,  Toronto. 

OIL  CLOTHS 
Dominion  Oil  Cloth  Co.,  Montreal. 

OIL  CANS 
Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

OILY  WASTE  CANS 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

McFarlane-Douglas  Co.,  Ottawa. 

ORNAMENTAL  IRON 
Oanada   Wire  &   Iron  Goods  Co., 
Hamilton. 

PAILS — Wood 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

PAINTS  AND  OILS 
Brandram-He»^''erson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Ottawa  Paint  Co..  Ottawa. 
R.  C.  Jamieson  &  Co.,  Montreal. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin  Senour  Co.,  Montreal. 
Benj.  Moore  &  Co.,  West  Toronto. 
Pratt  &  Lambert,  Buffalo. 
Pinchin-Johnson  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  C!o.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 

PAINT  SPRAYING  MACHINES 
A.  Ramsay  &  Son  Co.,  Montreal. 

PAINTERS'  TRESTLES 
Stratford  Mfg.  Co.,  Stratford. 
A.  Ramsay  &  Son  Co.,  Montreal. 
MeFarlane  Ladder  Works,  Toron- 
to. 

Walker  Bin   &   Store  Fixture  Co., 
Berlin. 

PAPERHANGERS'  TOOLS 
Sanderson  Pearey  &  Co.,  Toronto. 
A.  Ramsay  &  Son  Co..  Montreal. 

PARIS  GREEN 
Sherwin-Williams   Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 

PARLOR  DOOR  HANGERS 
Richards-Wilcox      Canadian  Co., 

Ltd.,  London. 
Canada  Steel  Goods  Co.,  Hamilton. 
"Taylor- Forbes  Co..  Guelph. 

PERFORATED  METALS 

B.  Greening  Wire  Co.,  Hamilton. 
Canada   Wire   &   Iron   Goods  Co., 

Hamilton. 

PICKS 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

PIG  IRON 
Steel  Co.  of  Canada,  Hamilton. 
Samuel,  Benjamin  &  Co.,  Toronto. 

PIPE    CUTTERS    AND  VISES 
Armstrong    Mfg.    Co.,  Bridgeport, 
Conn. 

James   Morrison   Brass   Mfg.  Oo., 

Toronto. 

PIPE      AND      FITTINGS — Black 

and  Galvanized 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 
PLANES 

Stanley    Rule   &    Level    Co.,  New 

Britain,  Conn. 
National    Mach.     *    Supply  0«, 

Hamilton. 

PLASTER 
Alabaatine  Co..  Ltd.,  Paris. 

PLASTER  OF  PARIS 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 
Alabaatine  Co..  Ltd.,  Paris. 
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PLATES     AND  HOOKS 
C»n«di»n  Y»le  *  Towne,  Ltd.,  St. 

Cathsrinei. 
Bommer  Brother!,  Brooklyn. 

PLOWS — Grading 
Meaford    Wheelbarrow    Co..  Mea- 

ford. 

PUEBS 

Oreaeent  Tool  Co.,  Jameatown,  N. 

Y. 

Jamea  Morriaon  Brass   Mfg.  Co., 

Toronto. 
Bmith  A  Hcmenway.  New  York. 

PLUMBS  AND  LEVELS 
Stanley   Role   &    Level    Co.,  New 

Britain,  Conn. 

PLUMB  BOBS 
Taylor-Forbes  Co.,  Quelph. 
Stanley  Rale  &   Level   Co.,  New 

Britain,  Conn. 
POLISHES — rurnltnra  and  Wood 
O.  F.  Stephens  &  Co.,  Winnipeg. 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 
Martin-Senour  Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 
Stuart  &  Foster,  Toronto. 
POLISHES— Metal      and  Store 
Sherwin-Williama  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
Nickel  Plate  Polish  Co.,  Windaor. 
Ronuk,  Ltd.,  Toronto. 

POLISHING  BRUSHES 
Boeckh  Bros.,  Ltd.,  Toronto. 
Meakins  &  Sons,  Hamilton. 

POST  HOLE  DIGGERS 
Otterville  Mfg.  Co.,  Otterville. 
POULTRY  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 
Imperial  Steel  &  Wire  Co.,  Colling- 

wood. 

McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

PULLETS 
Canadian      Fairbanks-Morae  Co., 

Montreal. 
Taylor-Forbes  Co..  Guelph. 

PUMPS 

Metal  Shingle  &  Siding  Co.,  Prea- 
ton. 

Jamea   Morrison   Brass   Mfg.  Co., 

Toronto. 
Beattv  3ro.s.,  Fergus,  Ont.  , 
Heller-AUer  Co.,  Windsor. 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Dayton  Pump  &  Mfg.  Co.,  Dayton, 

Ohio. 

BASES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

RASPS 

Nicholson  File  Co.,  Port  Hop*. 

RAZORS 
Arch.  McFarlane,  Montreal. 
Dorken  Bros.,  Montreal. 
Geneva  Cutlery  Co.,  Geneva,  N.T. 
REFRIGERATORS       AND  lOB 

CHESTS 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Sanderson-Harold  Co.,  Paris. 
REGISTERS — Hot  Air  Furnace 

Canadian  Heating     &  Ventilating 
Co,.  Owen  Sound. 

Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Clare  Bros.,  Preston. 
Gurney  Foundry  Co.,  Toronto. 
McOlary  Mfg.  Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
James   Stewart   Mfg.   Co.,  Wood- 
atoek. 

Gait  Stove  &  Furnace  Co.,  Gait. 
Kir-Ben,  Ltd.,  Almonte. 
Tnttle  &  Bailey  Mfg.  Co.,  Bridge- 
bnrg. 

Hamilton  Stove     &  Heater  Co., 
Hamilton. 

RIVETS 

Parmenter  Bulloch  Co..  Gananoqne. 
Steel  Co.  of  Canada,  Hamilton. 

RIFLES — Sporting  and  MlUtuy 
Ross  Rifle  Co.,  Quebec. 
See  also  Guns  and  Rifles. 

ROD  COUPLINGS 
Otterville  Mfg.  Co.,  Otterville. 
ROPE 

Scythes  &  Co.,  Toronto. 

Consumers'   Cordage  Co.,  Toronto. 
ROOFING  BRACKETS 

Stanley  Rule   &   Level   Co.,  New 
Britain,  Conn. 

ROOFING  (Prepared) 

Brentford  Roofing  Co.,  Brantford. 

Patterson  Mfg.  Co.,  Toronto. 

H.  S.  Howland  Sons  A  Co.  To- 
ronto. 

Canadian    Supply    Ss  Cont7Sctin( 

Co.,  Toronto. 

ROOFING  SUPPLIES 
B.  T.  Wright  Co.,  Ltd.,  Hamilton. 


ROOFERS'  FELT 
Winnipeg   Ceiling   *   Roofing  Co., 

Winnipeg. 
McFarlane  Douglas  Co.,  Ottawa. 

RUBBER  GASKETS 
Outta  Percha  k  Rubber,  Ltd.,  To- 
ronto. 

RULES  AND  TAPES 
Lnfkin     Rule     Co.     of  Canada, 
Windsor. 

Stanley    Rule   ft    Level    Co.,  New 
Britain,  Conn. 
RUBBER  BOOT  REPAIRS 
Marble   Arms   &   Mfg.   Co.,  Glad 
stone,  Mich. 

RULES — Boxwood 
Lnfkin     Rule     Co.     of  Canada, 
Windsor. 

Stanley   Rule   k    Level    Co.,  New 

Britain,  Conn. 
SAD  IRONS — Mrs.  Fotta' 
Taylor-Forbes  Co.,  Guelph. 

SAD  IRONS — Gas  and  OaaoUne 
McOlary  Mfg.  Co.,  London. 
H.  W.  Knight  &  Broa.,  Toronto. 
Taylor-Forbes  Co.,  Guelph. 

SAD  IRONS — Asbestos  Lined 
Dover  Mfg.     Co.,   Canal  Dover, 

Ohio. 

Chicago    Hardware  Foundry  Co., 
Chicago.  III. 

SAFES  AND  VAULTS 
Canadian      Fairbanks-Morse  Co., 

Montreal. 

J.   &    T.  'luylor  Safe   Works,  To- 

SAFETY  RAZORS  AND  BLADES 

Gillette   Safety   Razor   Co.,  Mont- 
real. 

Auto-Strop  Safety  Razor  Co.,  To- 
ronto. 

SALAMANDERS 
Gurney  Foundry  Co.,  Toronto. 
SANDPAPER 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire  &   Iron   Goods  Co., 
Hamilton. 

SANITARY  CLOSETS 
Superior  Mfg.  Co.,  Hagersville. 
Stoel     Trough     ge     Machine  Co., 
Tweed 

SAP  SPOUTS  AND  BUCKETS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Taylor-Forbes  Co.,  Guelph. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 

SASH  CENTRES 
Taylor-Forbes  Co.,  Guelph. 

SASH  LIFTS 
Stanley     Works,     New  Britain, 
Conn. 

SASH  PINS 
Steel  Co.  uf  Canada,  Ltd.,  Hamil- 
ton. 

SASH  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 
SAWS 

E.  C.  Atkins  &  Co.,  Hamilton. 
Slmonds  Canada  Saw  Co.,  Mont- 
real. 

Shurly-Dietrich  &  Co.,  Gait. 
Henry  DisBton  &  Sons,  Toronto. 

SAW  HORSES— Folding 
McFarlane  Ladder  Works,  Toron- 
to. 

SAW  SETS 

Taylor-Forbes  Co.,  Guelph.. 
Slmonds  Canada  Saw  Co.,  Mont- 
real. 

Henry  Diaston  &  Sons,  Toronto. 

Chas.  Mor'ill,  New  York. 

E.  C.  Atki.-is  &  Co.,  Hamilton. 
SCALES— Weighing 

Ccnadian      Fairbanks-Morse  Co., 
Montreal. 

Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

SCRAPERS 
Stanley   Rule   &   Level   Co.,  New 

Britain,  Conn. 
Meaford  Wheelbarrow     Co.,  Mea- 

ford. 

Tavlor,   Forbes   Co..  Guelph. 

so!been   and   storm  doob 

LATCH 

Taylor-Forbes  Co..  Guelph. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

SCREEN  DOORS  AND  WINDOWS 
Sanderson  Hnrold  Co.,  Paris. 

SCREEN  DOOR  SETS 
Stanley     Worka,     New  Britain. 

Conn. 

Taylor-Forbes  Co..  Guelph. 
Bommer  Brothers.  Brooklyn. 

SCREWS 
P.  L.  Robertson  Mfg.  Co.,  Milton. 
Steel  Co.  of  Canada.  Hamilton. 

SCREWS — Bench  and  Jaek 
Tavlor-Forbes  Co..  Guelph. 

SCREW  CLAMPS — AdJnsUhla 
Taylor-Forbes  Co..  Guelph. 


SCREW  DRIVERS 
Cowan  *  B-itton,  Ltd..  Oananoque. 
Henry  Disiton  &  Sons.  Toronto. 
North    Bro^.    Mfg.    Co.,  Philadel- 
phia. 

Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

SCREW  PLATES 
Wells  Bros.  &  Co.,  Ltd.,  Gait. 
Bntterfleld  Co.,  Rock  Island,  Qua. 

SCYTHES  AND  HAY  KNIVES 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

SHEARS — Sheet  Metal 
Feck,   Stow  &  Wilcox  Co.,  Cleve- 
land. Ohio. 
SHEET  METAL  SPECIAL  riES 
Burrowes  Mfg.  Co.,  Toronto. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 
Soren  Bro<>.,  Toronto. 

F,  T.  Wright  Co.,  Ltd..  Hamilton. 
SHELF  BOXES  AND  CABINETS 
Cameron  ft  Campbell.  Toronto. 
Walker  Bin  &  Store  Fixture  Co., 

Berlin. 

SHELF  SUPPORTS 
Chicago    Hardware    Foundry  Co., 

Chicago,  III. 
SHEEP    SHEARING  MACHINES 
Chicago    Flexible    Shaft    Co,  Chi- 
cago. 

SHEEP    MARKING  LIQUID 
Sherwin-Williams  Co.,  Montreal. 
SHOT 

Steel  Co.  of  Canada,  Hamilton. 

SHOTGUNS — Repeating 
Remington     Arms       U.M.C.  Co., 
Windsor. 

SHOT  SHELLS 
Remington     Arms      U.M.C.  Co., 
Windsor. 

Dominion     Cartridge   Co.,  Mont- 
real. 

SHOVELS  AND  SPADES 
Lundy  Shovel  &  Tool  Co.,  Peter- 
boro. 

Canadian  Shovel  &  Tool  Co.,  Ham- 
ilton. 

SILVERWARE 
Canadian  Rogeis  Co..  Toronto. 
Oneida   Community,   Ltd.,  Niagara 
Falls,  Ont. 

SKATE  STRAPS 

G.  L.  Griffllh  &  Son,  Stratford. 
Owen     Sound     Steel     Press  Co., 

Owen  Sound. 

SKYLIGHTS 
Metal  Shingle  &  Siding  Co.,  Pres 
ton. 

Wheeler  &  Bain,  Toronto. 
McFarlane-Douglas  Co.,  Ottawa. 
Winnipeg   Ceiling   &   Roofing  Co., 
Winnipeg,  Man. 

SLEDGES 
Taylor-Forbes  Co.,  Guelph. 

SLEDS 

Canadian   Buffalo  Sled  Co.,  Pres- 
ton. 

Richards- Wilcox     Canadian  Co., 
Ltd.,  London. 

Oendron  Mfg.  Co.,  Toronto. 
SNOW  SHOVELS 

Canadian   HulTalo  Sled   Co.,  Pres- 
ton. 

Sheet  Metnl  Products  Co.,  Toron- 
to. 

Canada   Steel   Goods   Co.,  Hamil- 
ton. 

SOAP  URNS 
Chas.  Morrill,  New  York,  N.Y. 

SOLDER 
Canada  Metal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg  Coiling  &  Roofing  Co., 

Winnipeg. 
McOlary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Boggs  Co..  Hamilton. 

SPIKES 
Steel  Co.  of  Canada,  Hamilton. 

SPOKESHAVES 
Stanley   Rule   A    Level    Co.,  New 
Britain,  Conn. 

SPONGES 
A.  Ramsay  &  Son  Co..  Montreal. 
Sanderson  Pearcy  Ss  Co..  Toronto. 

SPORTING  GOODS 
Dominion     Cartridge   Co.,  Mont- 
real. 

Marble  Arms  Mfg.  Co.,  Gladstone, 
Mich. 

SPOONS    AND  FORKS — Tin 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

SPRAYERS 
Sherwin-Williams  Co..  Montreal. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Canadian     Fairbanks-Morae  Co., 

Montreal. 
Specialty  Vfg.  Co..  Grimsby. 

SPRI.'IOS  AND  AXLES 
Guelph  Spring  &  Axle  Co.,  Gaelph. 
Taylor-Forbes  Co..  Gaelph. 


SPRING  HINGES 
Pommer  Brothers,  Brooklyn. 
Chirago  Soring  Bntl  Co..  Cbieage. 

ftPBINKLERS — Aatoma^lc,  Fire 
James    .Morrison    Brass    Mfg.  Co, 

Toronto   

SPRINKLERS — Laws 
Taylor  Korbes  Co..  Guelph. 
Jamea    Morrison  Broaa  Mfg.  Ce.. 
Toronto. 

SQUARES — Try    and  Mitre 

Stanley   Rale   k    Level    Co.,  Nev 

Britain.  Conn. 
STALLS,      STANCHIONS,  AND 

COW-BOWLS — Metal 
Metal  Shingle  *  Siding  Co.,  Prea- 

ton. 

Steel  Trough  A  Mfg.  Co.,  Tweed. 
Bpatty   Bros.,  Fergus. 

STAIR  PLATES 
Steel     Equipment     Co.,  Ottawa, 

STAPLES 
Steel  Co.  <•(  Canada.  Hamilton. 
Canada  Steel  Goods  Co.,  damlltoa. 
Cowan  &  Britton,  Gananoqne. 
Laidlaw  Bale-Tie  Co.,  HsmUtoa. 

STORAGE  BATTERIES 
Canadian     Fairbanks- Morse  Co., 
Montreal. 
STORM  WINDOW  HINGES 
Watroua     Acme     Mfg.     Co.  Dee- 
Moines.  Iowa. 

STEEL  RULES— Machlnlati* 

Lnfkin  Rule  Co.  of  Canada.  Wind- 
sor. 

STEP  LADDERS 
McFarlane  Ladder  Works.  Toronte. 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.  Co..  Otterville. 

STOVE  TEIMMIN08 
Radiant  EUctric  Co.,  Grimsby. 

STOVES  AND  RANGES 
Bowes,  .Tamieson,  Ltd..  Hamilton. 
Bfaeh  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Canadian    Heating    A  Ventilating 

Co.,  Owen  Sound. 
Ci.pp  Stove  Co.,  Fort  William. 
Clare  Bros.  &  Co.,  Preston. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Gait  Stove  A  Furnace  Co..  Gait. 
Enterprise  Foundry  Co..  SackviUa. 

N.B. 

Specialty  Mfg.  Co.,  Grimsby. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall  Zryd  Foundry  Co..  Hespeler. 
Hamilton     Stove   A  Heater  Oo„ 

Hamilton. 
Kir-Ben,  Ltd.,  Almonte. 
McClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 

Jas.  Smart  Mfg.  Co.,  Broekville. 
Jas.  Stewart  Mfg.  Co..  Woodstoek. 
Harriston  Stove  Co.,  Harriston. 
Supreme  Heating  Co..  Welland. 

STOVE  BOARDS 
McClary  Mfg.  Co.,  London. 
Sheet   Metal     Products     Co.,  To- 
ronto. 

E.  T.  Wright  A  Co.,  Hamilton. 
Gurney  Foundry  Co..  Toronto. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

STOVE  PIPE  DAMPERS 
Eureka  Damper  Co..  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

STOVE    PIPE  SUNDRIES 
McClary  Mfg.  Co.,  London. 
E.  T.  Wright  Co..  Ltd.,  Hamiltoa. 
Sheet  Metal  Products  Co..  Toron- 
to. 

Thos.    Davidson    Mfg.    Co..  Mont- 
real. 

STOVE  AND  RANGE  CASTER! 
Chicago   Hardware   Foundry  0«, 

Chicago.  III. 
Moffat  Stove  Co.,  Weston. 

STOVE  POLISH 
Duncan  Electric  Co.,  Montreal. 
Nlckel-Plafe   A   Stove   Polish  Oe, 
Windsor,  Ont. 

STOCKS  AND  DIES 
Armstrong    Mfg.    Co.,  Bridgeport, 
Conn. 

STORE  LADDERS 
Rlehards-Wilcox     Canadian  Oa, 

London. 

Milbradt  .Mfg.  Co..  St.  Louis,  M*. 

STORE  FRONTS — M^ 
Consolidated  Plate  Glass  flt,  To- 
ronto.   

SWINGS — Lawn 
Stratford  Mfg.  Co..  Stratford. 

TABLE  OUTLBRT 
Arch.  McFarlane.  Montreal. 
Oneida   Community,    Oneida.  N.T. 
Canadian  Rogers  Co..  Toronto. 
TACKS 

Steel  Co.  of  Canada.  Hamilton. 
Parmenter      Bulloch      Co.,  Gaa- 
anoque. 

TANKS 

Metal  Shingle  A  Siding  Co„  Pree- 
ton. 
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Warn*  Oil   Tank   A   Pomp  Co., 

Wooditock. 
Steel    Trough    A    Maohlne  Oo., 

'Pweod 

TANK  AND  SILO  TTJQS 
OttervlUe  Mfg.  Co..  Otterrille. 

TAPE  S — Measnrlng 
Lofkin     Rule     Oo.     of  Canada, 
WlndBor. 

TUB  STANDS 
OttervlUe  Mfg.  Co.,  OttervilU. 
J.  H.  Connor  is  Son,  Otta^ra. 

TENTS  AND  AWNIN03 
Bmart  Woods  Co..  Ottawa. 

THEBMOMETEBS 
Jamei  Morrison    Braai    Mfg.  Oo.i 
Toronto. 
TINSMITHS'  UAOHINBSY 
Peek,  Stow  &  Wilcox  Co.,  Sonth- 

incton,  Conn, 
■teal     Bending  k  Brake  Worki, 
Obatham,  Ont. 

TINSMITHS'  SHBABS 
Peek,  Stow  &  Wilcox  Co.,  Sonth- 
Ington,  Conn. 

TINWAEE 
Falrgrieve  Metal  A  Stamping  Co., 

Toronto. 
Bee  alBO  iCuamelware. 

TOOLS — MeelianlCB' 
North  Broi.,  Philadelphia,  Fa. 
Peek,  Stow  &  Wilcox  Co.,  South- 

Ington,  Conn. 
Stanley  Bale   &   Level   Oo.,  Naw 
Britain,  Conn. 

TOOL  GEINDEBS 
Taylor-Forbes  Co.,  Guelph. 

TEAPS — Lavatory 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 

TBAPS — Animal 
Oneida  Community,  Ltd.,  Niagara 

Falls,  Ont. 
Peek,  Stow  &  Wilcox  Co.,  Oleva- 
land,  Ohio. 

TBAPS— Eat 
Canada  Wire   k   Iron  Goods  Co., 
Hamilton. 

TEAPS — Steam 
James    Morrison    Brass  Mfg.  Oo., 
Toronto. 

TBEE  TBIMMEES 
Tsylor  Forbf 8  Co..  Guelph. 

TBOWELS 
I.  0.  Atkins  Is  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

TEUOKS — Wareboase 
Canadian      Fairbanks-Morse  Co., 
Montreal. 


Barrow,  Stewart  Ss  Milne,  Hamil- 
ton. 

UMBEELLA  HOLDEES 
Springer  Loc-k  Mfg.  Co.,  BollaTllU. 

VAOUTJM  OLEANEES 
Onward  Mfg.  Co.,  Berlin. 

Invincible  Renovator  Co.,  Toronto. 
Clements  Mfg.  Co.,  Toronto. 

VARNISHES 
Benj.  Moore  &  Co.,  Toronto. 
Lowe  Bros  ,  Ltd.,  Toronto. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Faint  Co.,  Montreal. 
Sanderson  Pearey  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
Martin-Senoar  Co.,  Montreal. 
A.  Ramsay  Ss  Son  Oo.,  Montreal. 
Ottawa  Varnish  Oo.,  Ottawa. 
R.  C.  Jamieson  &  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Wm.  Harland  &  Son,  Toronto. 

VE  NTILATOES— Metal 
Metal  Rooilnr  A  Siding  Co.,  Pres- 
ton. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

Sarnia    Metal    Products    Co.,  To- 
ronto. 

McOIary  Mfg.  Co.,  London. 

VATS — Steel  Cheese 
Steel    Trough    A    Machine  Co., 
Tweed. 

VISES 

Stanley  Rule  A   Level   Co.,  New 

Britain,  Conn. 
National   Machine  A   Supply  Co., 

Hamilton. 
Taylor-Forbes  Co.,  Guelph. 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

Armstrong   Mfg.    Co.,  Bridgaport, 

WAGON  JACKS 
Riehards-Wileoz      Canadian  Co., 
New  York. 

WAGON  WATER  TANKS 
Steel  Trough     A     Machine  Co., 
Tweed. 

WAFFLE  IRONS 
Taylor-Forbes  Co.,  Guelph. 

WA.SH  BOAEDS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
Conn. 

Cnmmer-Dowrwell,     Ltd.,  Hamil- 
ton. 

WASH  TUBS 

Wm.  Cane  &  Sons  Co.,  Newmarket. 


WASTE — Cotton  and  Wool 

Scythes  &  Co.  Toronto. 

WASHEES 
Steel  Oo.  of  Canada,  HamiltOD. 
Taylor-Forbes  Co.,  Guelph. 
Canada  Metal  Co.,  Toronto. 
Gntta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

WASHING  MACHINES 

Beatty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  A  Son,  Ottawa. 
Ct.mmer-Dowsweli  Oo.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Geo.  0.  Kaitting  A  Sona,  Gait. 
Nineteen    Hundred    Washer  Co., 

Toronto. 
Taylor-Forbes  Co.,  Onelph. 
One  Minute  Mfg.  Co.,  'Toronto. 

WATER  SERVICE  SYSTtMB 
Dayton     Pump  A   Machine  Co., 

Dayton,  Ohio. 
WATER  AND  HOG  TROUGHS 
Steel    Trough    A    Machine  Co^ 

Tweed. 

Metal  Shiusle  A  Siding  Co.,  Pres- 
ton.   

WEDGES 

Taylor-Forbes  Co..  Guelph. 

WELL  CURB — Corrugated  Metal 

Winnipeg  Ceiling  A   Roofing  Co., 
Winnipeg. 

WHEELBARROWS 

Maxwells,  Ltd.,  St.  Mary's. 

Meaford  Wheelbarrow     Co.,  Mea- 
ford. 

WHIFFLETREES 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 

WHIP  RACKS 
Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

WILLOW  BASKETS 
Meakins  &  Sons,  Ltd.,  Hamilton. 

WINDOW  SETS — Basement 
Taylor-Forbes  Co.,  Guelph. 
Stanley  Works,  New  Britain,  Oonn. 

WIEE  CLOTHES  LOCKERS 
Canada  Wire  A  Iron  Goods  Co., 
Hamilton. 

WIRE  DOOR  MATS 
Canada  Wire  A  Iron  Goods  Co., 

Hamilton. 
Euhne-Anderton    Mfg.    Oo.,  Port 
Hope. 

WIRE 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Steel  Co.  of  Canada,  Hamilton. 


WIRE  DOOR  PULLS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

WIRE  CLOTH 
B.  Greening  Wire  Co.,  Ltd..  Hamil- 
ton. 

Canada  Wire  A  Iron  Goods  Co., 
Hamilton. 

WTRE  FENCING 
Banwell-Hoxie  Wire     Fenee  Oo,, 

Hamilton. 
McGregor,     Banwell     Fence  Co., 
Walkerville. 

WIRE  FENCE  STRET0HEB8 
Richards-Wileox      Canadian  Oe^ 

London. 

McGregor     Banwell     Fenes  Ce„ 

Walkerville. 

Otterville  Mfg.  Co.,  Ottervm*. 
WIRE  GOODS 

B  Greening  Wire  Co.,  Hamilton. 

McClary  Mfg.  Co.,  London. 

Canada  Wire  A  Iron  Goods  Oo^ 
Hamilton. 

E   T.  Wright  Co.,  Ltd.,  Hamilton. 

Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

WHITE  LEAD 
Benjamin  Moore  A  Co.,  Toronto. 
Brandram-Henderson,   Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Steel  Co.  of  Canada,  Hamilton. 
Lowe  Bros.,  Ltd.,  'Toronto. 
Martin-Senoar  Co.,  Montreal. 
A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearey  A  Co.,  Toronto. 

WOODENWARE 
Wm.  Cane  &  Son,  Newmarket. 
Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Meakins  A  Sons,  Hamilton. 

WRENCHES. 
Crescent    Tool     Co.,  Jamestown, 
N.Y. 

WRINGERS— Clothes 
American  Wringer  Co.,  New  York. 
Cummer-Do ws<f  ell,  Ltd.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Guelph. 

WRINGER  ROLLS 
Gutta  Perctia  A  Rubber,  Ltd.,  To- 
ronto. 

ZINO  ORNAMENTS 
Winnipeg  Ceiling  &   Roofing  Co., 
Winnipsii. 


'Twill  Do  Your  Advertising 

This  new  book  on  advertising  will  tell  you  all 
you  want  to  know  about  advertising  in  the  store. 


Here's  the  Book  that 
will  be  Your  Ad.  Man 


Rctoii. 


Retail  Advertising 
Complete 

By  FRANK  FARRINGTON 

$1.00  Postpaid 

With  this  book  on  your  desk  you  are 
never  at  a  loss  what  kmd  of  advertising 
to  do,  or  how  to  do  it.  Every  kind  of 
advertising  is  treated  fully: 

Chapters  on  Newspaper  Advertising 
Makinff  an  Advertisement 
Good  Specimen  Ready-made  Ads. 
Mail  Advertisins 
Window  Trimming 
Advertising  Novelties 
Outdoor  Advertising 
Inside  the  Store  Advertising 
Advertising  Schemes 
Special  Sales 
Mail  Orders,  etc.,  etc. 

There  i?  no  better  book  of  the  kind  at  any  price.  You  can't  afford 
to  gel  along  without  it. 


272  pages 
Bound  in  Cloth 


Abiolutrly  Ncv 


Just  Publi.,hcd 


Commercial  Press,  Limited 


32  Colborne  Street 

Toronto,  Ontario 


REAP  THE  BENEFITS 


of  the 


System 


Prepare  to  Serve  the 

MOTORISTS 

There  will  be  a  great 
number  of  Automo- 
bile Tourists  visit 
Canada  and  they  will 
certainly  need  gasoline. 

This  Wayne  Street  Pump  is  built  of  the 
best  grade  of  material  throughout.  The  work- 
ing parts  of  the  pump  are  completely  housed 
by  heavy  cast  doors,  securely  locked,  to  with- 
stand outdoor  wear  and  tear.  An  extra  swing 
nozzle  if  supplied  (or  filling  small  cans. 

Wayne  Storage  Tanks  are  guar- 
anteed to  be  leak  and  evaporation 
proof.     Write  for  particulars. 

Wayne  Oil  Tank  and 
Pump  Co.,  Limited 

Woodstock  -  Ontario 

Install  a  WA  YNE  and  get  the  trade 
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INDEX  TO  ADVERTISEMENTS 


A 

American  Wringer  Co   12 

Armstrong  Mfg.  Co   8 

B 

Banwell  Hoxic  Wire  Fence  Co.  17 

Barnett  Co..  G.  &  H   17 

Boramer   Bros   17 

BrnMdrani-Hcndprsnn,    I,td   45 

0 

Can.  Wm.  A.  Rogers,  Ltd.  ...o.b.c. 

Can.  Ever  Ready  Works   15 

Chicago  Spring  Butt  Co   17 

Cummer-Dowswell.  Ltd   14 

D 

Davidson  Mfg.  Co.,  Thos   5 

Disston,  Henry,   &  Sons  ....o.f.c. 

Dominion  Cartridge  Co   6 

Dominion     Sheet     Metal  Pro- 
ducts,  Ltd   7 


Duncan   Electric  Co   9 

Du  Pont  Powder  Co   9 

O 

Gutta  Percha  &  Rubber,  Ltd..  .  9 
J 

Jenkins  &  Hardy    12 

K 

Kinzinger,  Bruce  &  Co   12 

L 

[.aidlaw  Bale-Tie  Co   7 

Lufkin  Rule  Co   .54 

M 

Manton  Bros   9 

Meakins  &  Sons    6 

Metal  Specialties  Mfg.  Co.  ...  5 

Metal  Shingle  &  Siding  Co....  11 


Milbradt  Manufacturing  Co....  4 

Moore  &  Co.,  Benjamin    47 

Morrison  Brass  Mfg.  Co.,  Jas.  8 

N 

Nicholson  File  Co   11 

North  Bros.  Mfg.  Co   10 

O 

Ontario  Lantern  &  I>anip  Co..  .  10 

Otterville  Mfg.  Co   12 

P 

Parmenter  Bulloch  Co.,  The...  12 

Peck.  Stow  &  Wilcox  Co   43 

S 

Ramsay  &  Son  Co.,  A   43 

Remington  Typewriter  Co   47 


Remington  -Vrms  C'^  13 
Rice  I.,ewis  Sc  Son  .3 


S 

Sheet  Metal  Products  Co  i.f.c. 

Stanley  Rule  &  Level  Co   4 

Steel  Company  of  Canada  ....  7 
Steel  Bending  Brakp  Wrrki  ..  » 
.Stratford  Mfg.  Co  4 


T 

Toronto  Plate  Glass  Impt.  Co.  .■)4 
W 

Wayne  Oil,  Tank  &  Pump  Co.  53 
Wright  Co.,  E.  T   12 


MEASURING  TAPES 
and  RULES 

WILL  SELL  WELL 

Back  of  that  are  these  causes — The  quality  pat  into  the  goods — The  reputation  they  bear 
among  users.  But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact  — 
THEY  WILL  MOVE.  Not  only  are  they  the  best,  but  they  are  recognized  as  such  by  users 
of  Measuring  Tapes  and  Rules.    More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 


V^I/VDSOR,ONr. 


RED 

s 

BRAND 
WINDOW 
GLASS 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 


GLASS 
BENDERS 
TO 
THE 
TRADE 


DON  ROADWAY 


Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
and  Ornamental  Glass 


TORONTO 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Joarnal 
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Business  MUST  Expand 
in  Canada 

^  Last  iiioiitli  on  this  page  we  published  an  advertisement  showing  that 
business  expansion  in  Canada  is  now  in  sight. 

C|J  We  have  received  a  letter  from  Vancouver  criticizing  this  opinion, 
though  not  supporting  the  writer's  contention  in  any  way. 

This  critic  is  probably  "up  against  it."  and  sees  in  liis  home  city 
a  very  bad  situation,  growing  out  of  the  recent  boom  there. 

^  What  he  forgets  is  that  Canada  is  an  enormous  country,  and  that  the 
business  of  the  country  may  expand  very  materially  without  affect- 
ing one  city  where  abnornuil  conditions  exist. 

^  The  fact  is  that  in  the  Maritime  Provinces,  Quebec,  and  Ontario, 
the  crops  have  been  normal,  prices  have  been  high,  and  credit  condi- 
tions sound.  Li  the  West,  crops  last  year  were  below  average,  yet 
the  high  prices  brought  the  year's  earnings  of  the  farmer  up  to  the 
average.  Credit  conditions  there  have  been  unsound  for  years,  and 
the  excess  earnings  of  the  last  year  or  two  in  the  West  have  gone 
toward  liquidating  debts,  with  the  result  that  there  has  been  much 
less  money  spent  in  buying  hardware,  furniture,  building  supplies, 
etc.,  than  has  been  customary. 

^  Practically  all  Canadian  cities  had  a  building  boom.  This  boom 
"burst"  long  before  war  was  declared.  The  result  has  been  almost 
a  cessation  of  building  operations  for  a  year  or  two.  This  activity 
will  be  resumed  in  a  moderate  way  in  the  near  future. 

^  This  year  should  l)ring  Canada  a  record  crop,  both  as  to  amount 
and  to  price.  This  will  be  followed  by,  in  fact  is  being  preceded  by, 
a  general  awakening  of  confidence.  Retailers'  stocks  are  low  and 
their  debts  to  their  banks  have  been  li(iuidated  in  large  measure. 
Over  and  above  all  this,  the  vast  sums  of  money  being  spent  in 
Canada  foi'  all  classes  -of  e(iuipment  and  munitions  must  improve 
business  in  pi-aetically  every  city  and  in  most  of  the  towns  of  Eastern 
Canada. 

^  All  these  conditions  point  to  business  expansion  from  now  on — and 
there  is  not  one  condition  that  indicates  a  further  contraction  of 
business. 

^  The  Enterpi'ising  Business  Man  Will  Start  His  Advertising  Cam- 
paign This  Fall — Before  His  Competitors  Do. 


THE  COMMERCIAL  PRESS 

I.IMI  11  I) 

32  Colborne  Street 
TORONTO 


iP! 


New  Designs  in  Every  Line  of  Our  Manufacture 


W ait  to  see  what  we  have  to  offer  before  placing 
your  orders  elsewhere 


No.  1  103.    One  of  our  New  Flower  Baskets 


CANADIAN  WM.  A.  ROGERS,  LIMITED 

factories  and  salesrooms  : 
WEST  KING  STREET,  TORONTO 

IVinnipeg  salesrooms  :       HAMMOND  BUILDING,  ALBERT  STREET 


Circulates 
in  every 
Canadian 
Province 


Covers  the 
Stove  and  Heating 
Metal  Working 
and  Paint  Trades 


Published  by  The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


fVho  also  Publish  :  The  Retail  Grocer  and  Provisioner.  The  Retail  Druggist,  Canadian  Furniture  World  and  The  Undertaker,  Canadian  Manufacturer, 
Canadian  Budder  and  Carpenter,   The  Canadian  Clay-Worker,  Motoring,  Electrical  Dealer  and  Contractor, 

Good  Roads  of  Canada,  The  Canadian  Nurse 


Vol.  7 
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No.  8 


MARK 


Here  are  Some~ 
of  Our  Boosters 

Each  one  is  thoroughly  familiar  with  Arms  and  Ammunition.  They 
are  all  experienced  shots  with  Rifle,  Revolver  and  Shot  Gun.  They 
organize  Trap  Shooting  Clubs  and  Rifle  Clubs  ;    and  help  lay  out 
I  grounds  and  ranges.     Each  of  them  has  had  long  experience  in  the  woods  and  marshes. 

Men  like  those  wlio  uiulerstaiid  the  mamifactiiie  of  ammunition,  who  have  had  the  practical  experience 
with  all  its  uses  and  know  how  to  sell  ;  should  be  of  invaluable  iielp  to  you.  Are  you  getting'  the  help  you 
should  from  your  Dominion  representative  ?  It  should  pay  you  to  know  these  men  and  thus  get  into  the 
shooting  spirit  for  then  you  are  better  able  to  sell  ammunition  and  hunters'  supplies. 

Dominion  Quality  and  Dominion  Enthusiasm 

are  at  your  service.     That's  why  we  get  letters  like  this  one : 

"  IVe  have  bean  told  that  we  have  always  been  pretty  good  sapporters  of  '  Dominion  '  goods.      This  has 
been  due  tm  the  quality  of  the  goods,  and  the  good  fellows  you  have  employed  to  sell  them.   " 


Dominion  Cartridge  Company,  Limited 


Montreal,  Que 
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Alienist,  in 


ISIS 


Here's  some  light  on  new 
business  and  more  profits  for  you 

A  line  that  will  increase  your  sale 
to  present  customers ;  bring  you  new 
ones;  with  a  big  renewal  sale  feature. 


FLASHLIGHTS 

''Canadian  Made  for  the  Canadian  Trade  " 

They  are  bij^  sellers  with  the  trade  everywhere;  turn  o\er  .]viickly,  pay  a  pood 
profit  and  a  profit  that  steadily  increases  because  each  EVEl^fi'tDY  A'lshlig-ht  sold 
sells  others  and  keeps  the  customers  coming'  back  for  renewal  batteries  and  lamps — 
the  same  as  they  do  for  razor  blades  and  camera  supplies. 

Dealers  in  general  find  ^Vfjj^f^'ji^JY  '1'*''hli.Erhts  profitable  to  feature,  because  they 
are  widely  and  persistently  adveilised,  useful  to  everybody,  and  sell  easily — strictly 
quality  merchandise,  the  kind  that  means  a  pleased  customer  every  time  a  sale  is  made. 

£]\ApJ^j!Af^Y  Fl'islilishts,  Tunysten  Batteries  nnd  Mazda  Lamps  are  the  original 
flashlight    line,  made  and  jjiiaranteed  by  the  largest  manufacturers  of  flaahlights  in 


the  world. 


Send  for  Catalog  No.  42,  iUuatrating  and  deacribing 
the  entire  line,  75  slylet,  from  75c.  to  $7.50.  Also  out 
interesting  terms  to  the  trade.     A  post  card  will  do. 

CANADIAN  EVER  READY  WORKS 

of  Canadian  National  Carbon  Co.,  Limited 


90  CHESTNUT  STREET 


TORONTO,  ONTARIO 
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Hunters'  Supplies 

Now  is  the  time  to  get  your  stock  into  good  shape 
in  view  of  the  approaching  Hunting  Season.  Our 
stock  is  replete  with  a  great  choice  of  hnes  by  the 
foremost  makers  in  the  world.  Write  for  particu- 
lars and  prices — your  enquiries  will  receive  pains- 
taking attention  whether  large  or  small. 

SKftf  P'linQ  Single  and  double  barrel  Repeating  Shot  Guns 
OllUi  UUIl^     -Remington,  Winchester,  Stevens  and  Marlin. 

Rifl6S     f^cmington,  Winchester,  Stevens  and  Marlin — all 
calibres. 

Ammunition 


Full  lines  carried, 
of  shot. 


Every  load  and  size 


Accessories 


Decoy  Ducks,  Reloading  Tools,  Axes, 
Knives,  Lamps,  Gun  Cleaners,  Duck-back 


Waterproof  Coats  and  Pants,  Sweaters  and  Sweater  Coats, 
Shoe  Packs,  Moccasins,  Snowshoes,  Dunnage  Bags,  Compasses, 
Canoes,  and  Tents. 


REFRIGERATORS 

Write  for  special  pnces  on  our  Sanitary  Refrigerators.  They  are 
endorsed  by  hundreds  of  physicians  in  all  parts  of  the  continent. 
There's  a  lot  of  selling  still  ahead — have  your  stock  replenished. 


Rice  Lewis  &  Son 


Toronto 


Limited 


Ontario 
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Hercules 


Step 
Ladder 


Stratford  Step  Ladders 

Lead  in  Serviceability 

We  manufacture  a  variety  o(  $tyle$  lot  painters  and  general 
use,  which  are  guaranteed  to  give  the  very  best  service.  We 
alto  make  any  special  shape  or  size  ladder  to  suit  your 
trade.  Try  the  Stratford  Line — they  are  made  to  earn 
your  approval. 

Catalog  of  our  lints  on  requett. 
Better  have  one   for  your  fylem. 

Stratford  Mfg.  Co.,  Limited 

Malcert  of  Ladders,  Lawn  Swingi.  Boyer's  Gliding  Settees,  Folding 
Chairs  and  Tables.  CKairi  for  Assembly  Seating,  Lawn  .Camp,  and 
Verandah  Furniture.  Kitchen  Cabinets.  Woodcnwafe,  Park  Seats,  etc. 


STRATFORD 


ONTARIO 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  your  custom- 
ers by  bringing  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for  our  complet. 
ROLLING  LADDER 
CATALOGUE,  .howint 
many  style,  (uit.ble  for 
all  kinds  of  sheWins. 


MILBRADT  MANUFACTURING  CO. 

2400  N.  10th  Street  St.  Louis.  Mo. 


N°12  -l6oz 


Ipr 

NO|3-N-l6o2. 


NO  K  NM-I60Z. 


Stanley  Handeled 
Hammers 

For  Carpenters,  Machinists, 
Bricklayers,  Farmers,  Tinners, 
Blacksmiths  and  Engineers. 

The  heads  are  made  of  special  steel, 
carefully  forged,  hardened  and  tempered. 

The  handles  are  of  selected  second 
growth  white  hickory. 

The  improved  method  of  fastening  the 
heads  to  the  handles  makes  it  practically 
impossible  for  the  head  to  fly  off. 

The  above  features  together  w  ith  their 
specially  fine  finish  make  them  a  very 
attractive  Ime  to  carry. 

Stanley  Rule  &  Level  Co, 

New  Britain,  Conn.  U.S.A. 
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Time  to  Order 

FREEZERS 


Whether  you  stock  the  LIGHTNING,  GEM 
or  BLIZZARD,  you  get  a  Freezer  that  has  made 
good  for  more  than  a  quarter  of  a  century — one 
that  has  won  its  way  into  the  hearts  of  the 
housekeepers  by  service  that  satisfies — backed 
by  quality  that  creates  confidence  in  both  mer- 
chant and  manufacturer — one  that's  well  adver- 
tised and  in  demand — one  that  brings  trade  and 
helps  you  keep  it. 

The  BLIZZARD,  being  a  low-priced  Freezer, 
makes  a  good  running  mate  with  either  the  GEM 
or  LIGHTNING.  Now  is  the  time  to  place  your 
order.  Shipment  can  be  made  any  time  you 
specify. 


BE  SURE  to  IN- 
CLUDE the  LIGHT- 
NING ICE  CHIP- 
PER No.  1.  You  can 
sell  one  with  every 
Freezer.  It  chips  a 
block  of  ice  into 
small  uniform  pieces 
in  a  jiffy.  Just  right 
to  pack  closely  around 
the  can  and  shorten 
the  time  of  freezing. 
So  much  easier  to 
make  Ice  Cream.  They 
help  the  sale  of 
Freezers. 

Your  Jobber  will  /i^SliilZ^iJj 
Supply  You. 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


No.  200 


$3.50 


No.  204  Presto  Ford  Lighter 

aud  Holder  $2.50 

No.  205  Presto  Star  Lighter 

and  Holder  2.50 


No.  281  Full  reflector,  3-inch 
diameter,  nickel  plated,  10 
ft.  Black  cotton  cord,  Edi- 
Swan  lamp  socket,  6  volt 
i  c.p.  bulh  $100 

No.  286  Same  as  No.  281  but 
with  fuU  reflector,  nickel 
plated  highly  polished  3- 
Inch  bull's  eye  lens.  1.25 


No.  2'JO  Combination  Trouble 
Lamp  and  Search  Light, 
with  powerful  bull's  eye 
lens  and  lamp  bulb,  black 
handle  and  cord,  heavy 
brass,  nickel  plated.  Com- 
plete with  battery  ter- 
mlnals,  no  bulb.  $2.00 


A  Triple  Purpose  Device 

is  our  No.  200.  "Light  up"  in 
the  most  powerful  wind  with 
THE  PRESTO  ELECTEIC 
CIGAR  LIGHTER.  Just  push 
the  button — and  there's  your 
light.  Wind — speed — rain — 
don't  interfere.  No  matches — 
no  fire  danger.  Has  pure  plat- 
inum wire  tip.  Always  ready 
— never  out  of  order. 

Look  for  that  motor  trouble 
with  the  PRESTO  ELECTRIC 
REPAIR  LAMP.  Very  handy 
— uses  little  current.  Always 
within  reach. 

.Vise  light  your  lamps  in  anv 
weather  with  the  PRESTO 
ELECTRIC  CIGAR  LIGHTER. 
Safe — convenient — reliable. 

For  Double  Duty 

Use  No.  202.  THE  PRESTO 
ELECTRIC  CIGAR  LIGHTER 
and  ACETYLENE  LAMP 
LIGHTER  are  just  right.  Ready 
when  wanted.  All  parts  brass, 
nickel  plated.   Price  only  $2. .50. 

Car  Owners  Who  Smoke 

like  the  PRESTO  FORD  or 
STAR  WATCH  TYPE  CIGAR 
LIGHTER.  FORD  TYPE  for 
Ford  cars — STAR  for  other 
makes.  Just  press  the  stem — 
and  smoke  I 

For  General  Repair  Work 

PRESTO  INSPECTION  and 
TROUBLE  LAMPS  are  very 
efficient.  lOU  p.c.  light.  Simple 
in  construction  and  in  operatiun. 

"Presto"  Search  Light 
and  Trouble  Lamp 

Very  satisfactory  fur  use  ou 
country  roads,  reading  signs, 
repair  work,  etc.  Handy  switch 
for  either  momentary  or  steady 
light.  Powerful  lamp  and  bull's 
eye  lens. 

All  "Presto"  Goods 

allow  generous  profits.  Easy 
to  sell.  Carry  full  guarantees. 
I'RESTO  CIGAR  LIGHTERS 
are  made  with  pure  platinum 
wire  tips.  Last  four  times  as 
long  as  common  wire  tip  light- 
ers. All  other  PRESTO  Goods 
of  great  merit.  Our  literature 
and  dealer's  proposition  are 
ready  for  you.  Write  for  them 
NOW. 


All  Good  Jobbert  Handle  Our  Line 

METAL  SPECIALTIES  MFG.  CO. 

740Weit  Monro*  St.,  Chicago,  III. 
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The  "STERLING" 

Washing  Machine 


Made  of  galvanized  iron  and  is  there- 
fore absolutely  rust  proof.  it  is  very 
strongly  built  and  there  being  no  parts 
to  wear  out  a  machine  will  last  a  lifetime. 
It  is  a  very  efficient  washer  and  easy  on 
clothes. 

It  does  not  absorb  the  dirty  water,  has 
no  corners  or  pockets  to  hold  the  residue 
of  soap  suds  or  filth.  Will  not  attract 
the  flies  like  the  wooden  washers. 
The  Sterling  is  the  most  sanitary  washer 
on  the  market.     IV rite  for  particulars. 


THE 


MADE  IN  CANADA 


Thos.  Davidson  Mfg.  Co.,  Limited 

Toronto        Montreal  Winnipeg 


~mE.AKINS 


CONDON 


When  Thoroughness  Tells 

THE  appearance  of  an  article  is  not  what  finally  deter- 
niinos  its  worth. 
Its  real  value  lies  deeper  than  that. 

Neither  is  it  "selling  talk"  that  makes  a  commodity  ser- 
viceable, but  intrinsic  merit — something  real. 
The  value  of  a  Meakins'  Paint  or  V^arnish  Brush  comes 
out  in  the  use.  Its  smooth,  even  spread  and  remarkable 
wearing  qualities  commend  it  to  all  users  of  paint  and 
varnish  brushes.  They'll  tell  you  that  they're  leaders. 

Write  for  Catalog 

MEAKINS  &  SONS,  LIMITED 

Hamilton  Ontario 

Warehouie.  :  TORONTO,  LONDON,  WINNIPEG 


Meakin.  Bru.h  Co.,  Limited,  Montreal 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 


August,  1915  CANADIAN  HARDWARE  JOURNAL 

—BEWARE — = 

to?heavay  Z  Galvanizcd  Sheets  at  Present  Prices  ! 

Until  prices  are  more  nearly  normal  we  would  sugg^est  extreme  caution.  Buy 
your  sheets  as  you  need  them.     Use  our  stock  of  "Made-in-Canada" 


MADE  IN  '^^^ 

<«!> 


CANADA 


Galvanized  Steel  Sheets 

Quick  Service.         Clean  Shining  Stock.         At  the  lowest  Market  Price. 

Saves  You  Capital — Space — Worry. 

DOMINION  SHEET  METAL  COMPANY,  Ltd.,  Hamilton,  Canada 


THE  SECRET  OF  POWER  IN 

The  Stack  Gas  Water  Heater 


Why  can  the  STACK  produce  a  hot  water  service 
which  is  far  in  advance  of  any  other  tank  heater? 
The  answer  is  so  simple  and  apparent  as  to  be 
easily  missed. 

Hot  water  naturally  rises  immediately  upward — 
not  sideways,  but  up— straight  up. 
The  STACK  IS  built  more  nearly  to  allow  this 
direct,  straightway,  upward  movement  than  any 
other  heater. 

Test  yourself  the  truth  of  this  statement. 


Write  for  Booklet. 


EASILY  SOLD 


BIG  PROFITS 


James  Morrison  Brass  Mfg.  Co.,  Limited 


93-97  Adelaide  Street  West,  TORONTO 


Whou  wriltug  to  ailvortlsors  kiudly  montiou  Canadian  Hardware  Journal 
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Genuine  Armstrong 

Stocks  and  Dies 

arc  so  well  known  to  the  steam  and  gas  fitting 
trade  that  it  is  to  every  hardware  dealer's 
advantage  to  stock  this  line. 

The  Genuine  Armstrong  Stocks  and  Dies  of 
which  we  are  sole  manufacturers  are  built 
with  great  care  and  mechanical  supervision 
and  guarantee  the  user  complete  satisfaction. 

Write  for  Catalogue  TO-DAY 

The  Armstrong  Mfg.  Co. 

333  Knowlton  St.      Bridgeport,  Conn. 

Manufacturert  of 

Water,  Gas  and  Steamfitter's  Tools 


How  Long  Will  YOU  Do 
without  this  Money-Saver  ? 

The  sheet  metal  department  that  is  not 
equipped  with  the  best  Bending  Brake 
is  positively  losing  money  every  month. 

The 

Chicago  ^tee\  Rending  Rrake 

has  proven  beyond  all  doubt  its  ability  to 
produce  work  cheaper,  faster  and  better 
than  any  other  brake  on  the  Canadian 
market.    Made  in  200  different  sizes. 

Write  for  oar  Proposition 

The  Steel  Bending  Brake  Works 

Chatham,  Ontario 


UftUTEO 


The  "Handy  Andy" 
Improved  Force  Cup 


For  household  use, 
enables  anyone  to 
keep  the  dram  pipes 
of  sinks,  baths,  basins, 
tubs,  etc.,  free  and 
clear,  and  in  a  safe 
and  sanitary  coixlition. 

There's  a  Good 
Sale  for  Them 


Manufactured  solely  by 

Gutta  Percha  &  Rubber,  Limited 

Succeston  to 

The  Gutta  Percha  &  Rubber  Mfg.  Co.  of  Toronto 

Limited 

TORONTO  MONTREAL  WINNIPEG 

CALGARY  VANCOUVER 


Builders'  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  largest  manufacturers  of  this  line  in  the 
Dominion.    To  dealers  only. 


August,  1915 


CANADIAN  HARDWARE  JOURNAL. 


9 


Scan 
Your  Stock 


This  is  the  time  to  closely  scan 
every  item  in  your  stock.  To  see 
that  every  line  on  your  shelves  is 
paying  you  the  MAXIMUM  net 
profit. 

Take  your  file-stock  for  instance. 
By  concentrating  on  one  of  the 
"  Famous  Five  "  : 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

{Made  in  Canada) 

you  can  cut  down  your  file-stock  to 
the  minimum — and  yet  meet  every 
demand  of  your  trade.  You  have 
our  factory-stock  of  4,000  patterns 
at  your  disposal .  And  you  can  turn 
your  small  stock  o\er  many  times 
yearly — reaping  a  nice  net  profit  on 
every  "turn." 

N'ou  have  the  tratle-winning^  QUALITY 
and  f'RIiSTIClE  of  our  50  years  success- 
ful experience — our  5  great  factories  filled 
with  modern  cH|u  pmcnt  —  our  complete 
control  of  every  nianuf.icturing-step  from 
furnace  to  finished  file. 

Vou  have  a  line  that  supplies  00  per  cent, 
of  Canada's  file-requirements.  And  you 
have  an  endless  campaign  of  advertising 
— working  day  in  ai)d  day  out  to  dig  up 
more  trade  and  new  customers  for  YOUR 
store. 

NICHOLSON  FILE  CO. 

Port  Hope  Ontario 

Jobbers  Everywhere 


MADE  IN  CANADA 


Have  you  ordered 
your  stock  to  fill 
the  Fall  demand. 


Ontario  Lantern  &  Lamp 

Company,  Limited 


Montreal 


Hamilton 


Winnipeg 
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HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  Rive  latiafaction. 
WARRANTED  as  to  price. 

Plain  Bearings  and  Steel  Ball  Bearings. 
Enclosed  Cog  Wheels. 


Plain  Bearings        Steel  Bali  Bearings        Size  of  Rolls 
No.  340  E  No.  360  E  10  x  1  ^4  inches 

No.  341  E  No.  361  E  11  x  1',  inches 

We  make  the  largest  variety  0/  Wringers  in  the  world. 

Send  (or  our  latest  Catalog  and  Price  List 

The  American  Wringer  Co. 

New  York,  U.  S.  A. 


The  System  You  Should  Have 


Wayne  Pumps  are 
a  guarantee  against 
waste.  Theydeliver 
the  exact  quantity 
desired  and  count 
each  gallon  as  it  is 
drawn. 


When  you  install,  a  Wayne  Sys- 
tem you  eliminate  fire  risk* — 
no  dirty  measures  and  funnels — 
nothing  exposed  to  catch  fire. 

The  storage  lank  it  placed 
under  ground  where  most 
convenient.  The  filter  re 
moves  all  water  and  foreign 
substance  before  it  reaches 
the  pump. 

Write  Us  for  Literature 
and  Prices 

Wayne  Oil  Tank  &  Pump  Co.,  Limited 

Woodstock  Ontario 


BOOK  UP  NOW 

for  your  Winter  requirementt 


IN 


Scheip's  Patent  Stove  Pipe.  Rivelted 
Stove  Pipe.  Cooper  Stove  Pipe  El- 
bows. O  H  Stove  Pipe  Elbows. 
Furnace  Elbows.  Furnace  Pipe. 
Tapers,  Tees,  Dampers,  Damper 
Lengths,  Stove  Pipe  Collars,  Flue 
Stoppers.  Thimbles,  Plugs,  Chimney 
Caps,  Ridge  Pipes,  Side  Roof  Pipes, 
Stove  Pipe  Register!,  Stove  Casters, 
Fire  Backs,  Stove  Pipe  Shelves,  Stove 
Scrapers,  Stove  Lid  Litters,  Stove 
PoLers,  Stove  Hoatds. 


Everything  that  is  needed  to  fix  up  th 

Our  Stove  Pipe  Elbows  are  made  in  two 
in  all  sizes    3.  4,  5.  6,  7,  8.  9,  10  an. 

E.  T.  Wright  Co.,  Ltd.,  Hami 


JENKINS  &  HARDY 


Assignees, 


Fire 


Chartered  Accountants,  Estate  and 
Insurance  Ag^ents 
ISyi  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Coppar  RiTets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  RiTcts,  Wire  Nails,  Copper  and  Steal  Boat  and  Canoe  NaiU, 
Escutcheon  Pins,  Leather  Shoe  and  OTershoe  Buckles,  Felloe  Plates. 


When  writing  to  advertisers  kiudly  mention  Canadian  Hardware  Joninal 
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Your  Customers  Know 

The  PERFECTION 

and  what  it  stands  for.  Our  extensive  ad- 
vertising has  taught  them  the  true  merits  of 


1 


PERFECTION 


SMOKELE^^^  HEATERS 


They  know  that  the  Perfection  is  the  best  oil  heater 
on  the  market — that  it  is  made  by  a  company  that 
manufactures  only  the  highest  -  grade  oil -burning 
devices. 

The  Perfection  trademark  alone  is  a  sales  clincher 
— and  that  trademark  will  be  displayed  this  year 
more  than  ever  before  in  magazine  and  newspaper 
advertising  all  over  Canada. 

The  Perfection  Oil  Heater  givei  abundant  heat, 
where  you  want  it,  when  you  want  it.  It  burns  9 
hours  on  a  gallon  of  Royahte  Oil,  our  extra  refined 
kerosene. 

If  you  have  not  already  stocked  the  Perfection  Oil 
Heater,  ask  our  nearest  office  about  it. 


THE  IMPERIAL  OIL  COMPANY 

Limited 

BRANCHES  IN  ALL  CITIES 
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DISSTON  FILES 


Our  plant  produces  a  greater 
assortment  of  files  than  any 
other  plant  in  the  world. 


Uniformly 

High 

Quality 

because  constant  use  in 
the  manufacture  of  saws 
affords  us  unlimited  and 
continuous  opportunity 
for  the  study  and  per- 
fecting of  Disston  Files. 


DISSTON  "MAGNETO"  FILES 

r,ir  ronl...  I  Po.iKi.  Sp^tk  Pliii>«.  Coik.  Mj',n<-ln^ 


Magneto  File 
Display  Card 

A  convenient,  attractive  dis- 
play card  holding  one  dozen 
Disston  "Magneto"  Files. 
These  files  are  especially  de- 
signed for  cleaning  Magne- 
tos, Ignition  Coils,  Spark 
Plugs,  Spark  Gaps,  Contact 
Points,  etc.,  and  are  an  in- 
dispensable item  in  motor 
equipment. 


HENRY  DISSTON  &  SONS,  LIMITED 

2-20  Fraser  Avenue,  Toronto,  Ont. 


The  Cheapest  and  the  Best 
The  VERILITE 

Battery  Attachment 

sells  at  $1.00  and 
costs  you  $7.80  per 
dozen.  Besides  be- 
ing the  cheapest  it 
is  the  most  efficient. 
Every  one  is  guar- 
anteed. 

PLACE  A 

TRIAL  ORDER 

TO-DAY 
Mad*  in  Canada  hy 

The  Duncan  Electrical  Mfg.  Co. 


86  Grey  Nun  St.,  Montreal,  P.Q. 


Limitad 


SalmM  Agant*  : 
Saunderi  &  Wainwright,  St.  NichoUt  Bld(.,  Montreal 


TIGER 
WHITE 
LEAD 


The  Lead  With  the  Spread 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  I2,'2.  25.  50.  100  LB. 
IRONS  AND  500  LB.  KEGS. 


The  Steel  Company  of  Canada,  Ltd. 


HAMILTON 
VANCOUVER 


MONTREAL 
VICTORIA 


TORONTO 
HALIFAX 


WINNIPEG 
ST.  JOHN 
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100  YEARS  doing  the    RIGHT   thing   the    RIGHT  way  wrought  this  change  : 

From   the  one-man   shop  of  1816 — to  four  great  plants  and 
thousands  of  experts. 

Producing  Guns  and  Rifles  of  many  patterns — Ammunition  to 
fit  all  standard  arms. 

Every  piece  the  best  that  money  can  buy  or  build. 

RKMINGTON-UMC  Arms  and  Ammunition  are  World-Standard.     Used  everywhere 
—with  the  absolute  certainty  that  "  If  it's  REMINGTON-UMC— it's  RIGHT  !  " 

You  take  PRIDE  and  PROFIT  in  the  Remington-UMC  line. 

REMINGTON  ARMS-UNION  METALLIC  CARTRIDGE  COMPANY 

LONDON,  ENG.  (^Contractor*  to  the  British  Imperial  and  Colonial  Govemmenf)  NEW  YORK,  U.S.A. 

WINDSOR,  ONTARIO 


Whoa  wrlUug  to  advertlseis  kiudly  mention  Oanadlau  Hardware  Journal 
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Do  You  want  50c.  or  $200 

WHICH  WILL  IT  BE? 

It's  up  to  you.  We'll  pay  you  any 
amount  you  want  if  you  will  sell       :  : 

PRESTON  SAFE 
LOCK  SHINGLES 


Tliore  are  prospects  in  your  territory,  ami  you 
can  j^et  the  business  if  you  go  after  it.  Safe  Lock 
Shingles  matce  friends  for  you  because  tlioy  give 
satisfaction.  Each  order  makes  a  pleased 
cusfonier    and    tiiat   means    more    orde^rs  and 

MORE  MONEY 


Write  u*  mbout  your  prospects. 
Oar    travellers   help    you  sell. 

The  Metal  Shingle  &  Siding  Co. 

Limited 

Preston  -  Ontario 


Wire  Nails,  Baling  Wire 
and  Bale-Ties 


OF  THE  BEST  GRADE 


&  1 

1 

!<WlKNAIL3r 


COMMOM 


There  will  be  large  quantities  of  hay  baled 
this  season  and  it  will  pay  you  to  feature 
our  line  of  baling  wire  made  from 
special  Bessemer  Steel. 

We  recommend  our  Bale-Tie»  and  Wire 
Nails  as  the  best  that  can  be  secured  on  the 
market.  Our  goods  possess  the  qualities 
that  bring  to  your  store  new  customers. 

WRITE  FOR  PRICES 

The  Laidlaw  Bale-Tie  Co. 

HAMILTON,  ONT.  Limited 

Harry  F.  Mculden 

Winoipefir,  Man. 


Geo.  W.  Laidlaw 

Vancouver,  B.C 


A  Simplified  Typewriter 

The  Remington  Junior 


Small  in  size — 
but  big  in  ca- 
pacity. 

Remington- 
buill 


Price  $65.00 


Light  in  weight 
— but  heavy  in 
stability. 

Remington- 
guaranleed 


Write  for  Catalogum 

REMINGTON  TYPEWRITER  CO.,  LIMITED 

MONTREAL,  Que.  TORONTO,  Ont. 


Hardware  Window  Dressing 

Sent  post  paid  for  $2.50 

The  recog-nized  authority  on  window 
displays  in  hardware  stores.  Every 
merchant  and  clerk  should  have  a 
copy.         ::        Well  bound  in  cloth. 

COMMERCIAL  PRESS,  Ltd.,  32  Colborne  St.,  Toronto 


Store  Management 
Complete 


16  Full-Page 
Illustrations 


Store 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  Book  to 

Retail  Advertising  Complete 

$L00  POSTPAID 

"  Store  Management — Complete  " 
tells  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample  : 

CHAPTER  V.-THE  STORE  POUCY 

What  it  should  be  to  hold  trade.  The 
money-backplan.  Taking  back  goods.  Meetineout  rates.  Selling 
remnants.  Delivering  goods.  Substitution.  Handlingtelephone 
call*.  Coitrtesy.  Rebating  railroad  fare.  Courtesj- to  customers. 


272  Pages 
Bound  in  Cloth 


Absolutely  New 


Just  Published 


Commercial  Press,  Limited 

32  Colborne  Street 
Toronto,  Ontario 


When  writing  to  advertisers  kiudly  mention  C.iuadiau  Hardware  Journal 


August.  1915 


CANADIAN  HARDWARE  JOURNAL. 


15 


Dealers— Handle  this  Fence 

YOUR  success  in  the  sale  of  fencing:  does  not 
depend  so  much  on  your  sales  ability  as  on 
the  fi'ncinf?  you  sell.    It's  fence  service — not 
price— that  brings  you  customers.  Ours  is  a  fence  of  ser- 
vice— a  fence  of  repent  orders.   We  have  letters  from  deal- 
ers all  over  the  Dominion  substantiating  these  statements. 

Peerless  Ornamental  Fencing 

not  only  protects,  but  beautifies  property  as  well.  Every  stay 
is  made  of  stronf?.  stiff  wire  that  will  not  sag.  Our  fencing? 
is  made  from  f-'dvanizcd  wire  and  in  addition,  is  given  a 
coating  of  zinc  enamel  paint,  thus  forming  the  best  possible 
insurance  against  rust.  Peerless  fence  is  eiisy  to  erect  and 
will  hold  its  shape  for  years  to  come.  We  also  build  a 
full  line  of  ornamental  gates. 

Send  for  Dealers'  Proposition 
Get  our  literature  showing  many  beautiful  de- 
signs for  lawns,  parks,  cemeteries,  etc.  Also 
ask  about  our  firm  fencing  and  gates. 

The  Banwell-Hoxie  Wire  Fence 
Company,  Ltd. 
Winnipeg,  Man.  Hamilton,  Ont.  ^ 
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HICMC 


mm  fflPiO 

DISTINCTION 

The  Chicago  "Relax"  Spring  Butt 

I  has  distinctive  features 
which  impress  your  cus- 
tomers and  create  the 
demand. 

The  spring  action  re- 
lease allows  the  door  to 
be  placed  open  at  any 
desired  position  and  automatically 
re-engages  when  the  door  is  closed. 

C^Ijtcago  Spring  *Bttl|  £ompEt)^, 

CHICAGO  NEW  YORK 

Send  for  Catalogue  S29 


BOMMER  SCREEN  DOOR  HINGES  ARE  THE  BEST 

WROUGHT  METAL 

Don't  wait  until  the  flies  are  here — put  in  your  stock  of  screen 
door  hinges  now — handle  the  right  sort — Bommer's  are  the 
best  quality  and  finish,  and  sell  on  sight. 


Style  900.—  Has  two  bearing  joints, 
no  matter  which  end  of  hinge  is  upper- 
most, doubling  the  strength  and  dur- 
ability. The  best  and  handsomest 
screen  door  hinge  ever  produced. 


Style  960 — The  door  can  be  de- 
tached from  the  casing  without  un- 
•crewing.  Has  enclosed  oil-tempered 
steel  coil-tpring,  is  well  made  and  will 
give  you  good  service. 


Style  900 


Bolh  styles  also  packed  in  sels  with  hook  and  eye  and  pull 

Bommer  Brothers,  Mfrs.,  Brooklyn,  N.Y. 

Canadian  Representative,  Alex.  Thurber,  446  St.  Paul  Street,  Montraal 


Style  960 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  of  Catalojs^ue  will  be  sent  iree  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  RLE  CO. 
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Instructing 
Th*  New 
Shooter 


WHAT  THE 
National  Beginners'  Day 
SHOOT 

MEANS  TO  DEALERS 

IN  EVERY  part  of  the  country,  members  of  trap 
shooting  clubs  are  enthusiastically  working  to 
make  Beginners'  Day  Shoot  the  event  of  the  season. 


WE  ARE  working  with  these  organ- 
izations and  arousing  interest  inthis  novel 
affair  by  advertising  in  the  big-circulation 
dailies,  magazine  and  sporting  public- 
ations. Handsome  trophies  for  beginners 
making  highest  scores  and  for  the  one 
hundred  clubs  reporting  the  largest  at- 


tendance of  beginners  are  given  by  us  to 
enthuse  the  members  and  as  inducements 
to  new  shooters  to  win  recognition  at  the 
traps.  Our  traveling  force  are  pushing 
this  Beginners'  Day  Shoot  to  make  this 
event  a  genuine  and  permanent  advan- 
tage to  the  dealers  in  the  salesman's 
territory. 


GIVE  THE  SHOOT  A  BOOST 

The  significance  of  Beginners'  Day  and  the  sales  possibilities  suggested  are 
worthy  of  your  heartiest  support  and  activity.  Put  the  situation  before 
your  salesmen  and  set  the  pace  yourself  by  talking  Beginners'  Day  to 
every  man  or  woman  coming  into  your  store.  Ask  the  secretary  of  the 
local  club  or  write  to-day  to  us  for  date  of  Beginners'  Day  Shoot. 

Make  A  Window  Display 

of  guns,  shells,  shooters'  supplies,  sporting  goods  and  other  merchandise 
required  by  the  beginners.  Advertise  your  store  as  the  trapshooters' 
headquarters.   Get  the  tide  of  trade  flowing  your  way. 

EVERY  DAY  A  SHOOTING  DAY 

Do  not  forget  the  permanent  feature 
of  Beginners'  Day.  It  is  only  a 
starter- — the  new  shooter  is  so  fas- 
cinated with  the  target-smashing 
game  that  he  is  going  to  be  a  fre- 
quent performer  at  the  shooting  club. 


These  beginners  are  powder-burners 
and  they  keep  shotguns  busy.  Every 
idle  gun  is  a  handicap  on  your  sport- 
ing goods'  department.  Hustle  for 
new  shooters  and  put  your  store  on 
the  shooting  map. 


All  "Set"  for  Beginners'  Day  Shoot 

Do  your  part  to  make  the  plans  of  local  sportsmen  successful.  You  are  sure 
to  be  the  gainer,  so  why  not  boost  the  event?  Get  together  and  work  to- 
gether to  make  Beginners'  Day  Shoot  the  cause  for  increased  sales  in  all 
departments  of  your  sstore. 

FOR  FURTHER  IMFORMATION  ABOUT  BEGINNERS'  DAY 
SEND    INQUIRIES  TO    SPORTING    POWDER  DIVISION 

DU  PONT  POWDER  CO. 


Wilmington 


Delaware,  U.  S.  A. 


BEGINNERS- 
DAY  TROPHY 
2  3  Actual  Size 


When  WTitiug  to  advertisers  kindly  mention  Canadian  Hardware  Journal 
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A  Government  There    are    few    things  these 

Test  of  days  which,  do  not  come  in  for 

White  Paint.  some  share  of  attention  from  the 

public  analyst  at  Ottawa.  A- 
mong  the  most  recent  articles  which  have  come  in  for 
a  share  of  his  attention  is  white  paint. 

As  there  is  no  provision  in  the  law  for  determining 
the  standard  reciuirement  of  white  paint,  the  analyst 
confesses  his  inability  to  make  any  positive  statement 
as  to  what  is  exactly  the  genuine  article. 

In  all  116  samples  were  tested.  Of  these  28  were 
found  to  contain  white  lead  as  their  principal  pigment, 
.30  contained  zinc  oxide  or  sulphide,  and  9  lead  and 
zinc  in  admixture.  "If  these  be  regarded  as  genuine," 
says  the  chief  analyst,  "then  67  samples,  constituting 
58  per  cent,  of  the  collection,  are  found  to  be  genuine." 

In  describing  white  paint,  he  says:  "This  article  is 
generally  as.sumod  to  consist  of  white  lead,  ground  in 
oil,  and  further  diluted  with  linseed  oil  and  turpentine, 
with  or  without  so-called  dryers,  to  the  proper  con- 
sistency for  convenient  application  with  a  brush. 
Whitt'  lead  is  frequently  replaeed  by  oxide  or  sulphide 
of  zinc,  a  pigment  which,  while  it  does  not  possess  the 
covering  power  of  white  lead,  has  some  advantages  over 
it.  The  chief  advantage  is  that  where  sulphuretted 
hydrogen  is  present,  the  result  is  to  blacken  lead  paints, 
while  zinc  is  not  affected  in  this  way.  "We  may, 
therefore,  assume  that  the  normal  pigments,  which  may 
occur  in  white  paint  that  may  be  regarded  as  genuine, 
are  either  basic  carbonate  of  lead  (white  lead),  or 
oxide  or  sulphide  of  zinc,  or  a  mixture  of  these." 

In  view  of  this  statement  by  the  chief  analyst,  both 
manufacturers  who  use  white  lead  and  those  who 
employ  oxide  of  or  sulpliide  of  zinc  in  the  preparation 
of  their  white  paint,  are  in  possession  of  talking  points 
for  thfir  salesmen. 

Dealers  who  wish  to  know  the  basic  ingredients 
used  by  the  diffcrciit  manufacturers  in  Canada  in 
jnaking  white  paint  should  write  to  the  Inland  Revenue 
Depni-tiiiont  for  a  copy  of  Bulletin  No.  .301. 


The  Correct  Figur- 
ing of  Profits. 


The  correct  figuring  of  profits  is 
a  matter  of  vital  importance  to 
every  dealer,  and  though  we  have 
given  a  good  deal  of  space  to  the  subject  during  the 
past  year  we  feel  that  no  more  than  warranted  has  been 
devoted  to  this  particular  phase  of  business. 


It  is  pathetic  to  find  retailers  laboring  strenuously 
and  yet  making  little  or  no  profit,  just  because  of  a  lack 
of  proper  knowledge  of  the  question  of  figuring  profits. 

It  is  true  that  not  a  few  merchants  are  fooling  them- 
selves on  this  question  of  figuring  profits.  Not  infre- 
quently is  it  the  case  that  a  dealer  thinks  he  is  following 
the  correct  method,  and  feels  so  certain  of  the  fact  that 
he  will  not  stop  to  even  read  articles  in  his  trade  paper 
on  the  subject.  This  he  regrets  some  day  when  he  wakes 
up  to  the  fact  that  he  has  been  on  the  wrong  track. 

A  mistake  commonly  made  is  that  of  failing  to  dis- 
tinguish between  profit  on  cost  and  profit  on  selling 
price.  Expenses  are  invariably  figured  on  selling  price, 
and  if  a  dealer  figures  his  profits  on  cost,  without  reduc- 
ing his  expenses  to  a  similar  basis,  there  is  bound  to  be 
a  mix-up — with  the  dealer  believing  that  he  is  making 
more  money  than  he  really  is.  For  instance,  if  selling 
expenses  averaged  20  per  cent,  (which  is  on  selling 
price),  a  dealer  might  think  that  he  was  making  money 
by  selling  goods  at  an  advance  of  25  per  cent,  on  cost, 
whereas  he  would  just  be  breaking  even,  for  25  per  cent, 
on  cost  price  is  only  20  per  cent,  on  selling  price. 

That  is  the  point  that  every  dealer  wants  to  get  a  full 
understanding  of — that  a  percentage  of  profit  figured 
on  cost  is  vastly  different  and  less  than  the  same  per- 
centage figured  on  selling  price.  Take  out  a  piece  of 
paper  and  do  a  little  figuring,  to  assure  yourself  that  you 
are  figuring  correctly.  This  is  something  on  which  no 
dealer  can  afford  to  be  astray.  It  is  of  vital  importance 
if  he  wishes  to  secure  a  profit  on  his  business. 
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Satisfying  the  Disgruntled 

Customer 

BY   W.    L.  EDMONDS 


THE  value  of  a  customer  does  not  wholly  lie  in  the  quantity  of  goods  he 
buys.  That  is,  of  course,  his  chief  measure  of  value.  But  there  is 
also  to  be  taken  into  account  the  value  of  his  influence. 

Every  customer  exercises  more  or  less  influence  upon  his  fellow  men 
in  their  purchases. 

Let  him  send  the  statement  abroad  that  the  service  at  So-and-So's  store 
is  not  satisfactory  and  most  of  those  in  whose  hearing  he  makes  the  state- 
ment will  not  only  come  to  a  like  conclusion,  but  will  give  it  further  wing.  In 
all  probability  they  will  avoid  the  store.  On  the  other  hand,  let  him  express 
a  favorable  opinion,  and  the  influence  will  be  of  a  favorable  nature.  They 
will  send  that  upon  its  way  as  well. 

This  emphasizes  beyond  all  question  the  importance  of  satisfying  every 
customer.  In  some  instances  it  may  be  a  difficult,  and  in  a  few  instances,  an 
impossible  task.  But  its  importance  demands  that  no  pains  should  be  spared 
to  acocomplish  it. 

Failure  to  accomplish  it  may  mean  the  loss  of  not  one  customer  alone, 
but  many.  This  is  a  contingency  that  retail  dealers  should  keep  in  mind 
when  their  patience  is  sorely  tried,  even  by  irascible  customers. 

So  important  a  matter  is  this  that  every  retailer  should  make  it  a  hard 
and  fast  rule  to  satisfy  at  almost  any  cost  the  customer  that  has  become  dis- 
satisfied. 

One  of  the  largest  manufacturers  in  Canada  of  his  kind  made  this  a 
hard  and  fast  rule.    And  much  of  his  success  is  attributed  to  this  fact. 

He  holds  that  even  where  no  real  grievance  exists  the  customer  may 
conscientiously  believe  there  is  one.  Consequently  he  made  it  a  rule  to  sat- 
isfy every  disgruntled  customer  if  it  was  possible  to  do  so,  even  if  it  entailed 
an  actual  loss  of  money. 

This  particular  manufacturer  is  not  now  actively  engaged  in  business. 
He  looks  on  while  others  younger  in  years  carry  the  "big  end  of  the  stick." 
But  nothing  pleases  him  better  than  to  philosophise  upon  the  wisdom  of  sat- 
isfying dissatisfied  customers. 

And  what  was  good  policy  for  a  manufacturer  who  at  one  time  practi- 
cally possessed  a  monopoly  in  his  particular  line  is  certainly  good  for  the 
average  retailer  who  is  surrounded  by  the  keenest  kind  of  competition. 

If  to  satisfy  a  disgruntled  customer  concessions  have  sometimes  to  be 
made  it  by  no  means  follows  that  it  is  a  surrender  for  the  merchant  making 
it.   It  is  rather  the  success  of  business  diplomacy. 
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Occupy  T 
Stores  No 


Interior  of  The  Saskatoon 
ware  C'o.'s  >toro— ground 


Growing  pains  have  of  late  years  afflicted  various 
businesses  in  the  "West,  but  witli  the  Saskatoon  Hard- 
ware Co.,  Ltd.,  at  Saskatoon,  they  seem  to  have  come 
with  rapidity  and  earnestness.  The  company  is  now 
occupying  (since  the  beginning  of  the  year)  two  entire 
buildings — one  a  retail  store,  and  the  other  a  Avholesale 
warehouse,  on  the  railway  tracks.  The  retail  store  is 
a  two-storey  structure,  the  entire  second  floor  of  which, 
with  the  exception  of  office  room  space  at  one  end,  is 
occupied  with  the  stove  and  range  line. 

The  accompanying  illustration  shows  the  extent  and 
variety  of  the  goods  handled  on  the  main  floor  of  the 


The  Saskatoon  Hardware  Co.Ltd. 

^^;r)l  Saskatoon  191 


Zold  to 
Address  _ 


THS  SASKATOON  HAIIOWAIIE  CO.  LTD 

Your  Ord»r  N->. 


Au.  CI  Am%  miTT  ac  maos  ow  mcm^  or  AO^oc 

IIUo*iT«d  ibavt  la  food  order 
Supmlyrt.    .   


One  of  The  Saskatoon  Hardware  Co.'s 
charge  aalen  slips. 

retail  store.  The  stairway  at  the  end  leads  to  the  stove 
(lopartnient.  It  will  be  seen  1hfit  stove  customers  get 
a  view  of  all  the  departments  in  the  store  as  they  pass 
through,  with  the  possibility  of  adding  to  the  sale  of 


goods  other  than  what  the  customer  oi'iginally  in- 
tended. 

Simple  Working  Charg-e  System 

The  daily  charge  system  in  use  in  the  Saskatoon 
Hardware  Co.'s  store  is  thus  described  hy  J.  L.  S. 
Hutchinson,  manager  of  the  business,  for  readers  of 
Canadian  Hardware  Journal: 

"When  a  charge  sale  is  made,  the  two  top  slips, 
which  you  will  note  are  yellow,  are  taken  out  and 
priced  up  by  our  pricer  and  are  forwarded  to  our  office, 
one  of  these,  the  original,  we  keep  for  our  entry,  the 
other  one  is  mailed  to  our  customer.  The  other  two 
slips,  namely,  the  green  and  the  white  slips,  are  put  on 
our  shipping  file  which  gives  our  shipper  the  full  de- 
tails of  where  the  goods  are  to  go.  We  put  these  two 
slips  in  a  little  aluminum  cover  which  he  takes  with 
him  and  when  he  makes  the  delivery,  he  delivers  the 
white  slip  to  the  customer,  the  green  slip  he  gets  signed 
and  returns  to  us,  which  shows  that  he  has  delivered 
the  goods  in  good  condition.  These  signature  slips  we 
keep  on  file  in  case  of  any  dispute  for  people  who  claim 
they  have  never  received  goods  or  did  not  receive  the 
goods  in  good  order. 

"The  white  slip  which  is  given  to  the  party  who  re- 
ceives the  goods,  gives  him  a  record  of  what  he  has 
received.  Very  often  the  party  who  receives  the  goods 
ittay  be  a  foreman  or  an  employe  of  the  concern  Avith 
v/hom  we  are  dealing,  and  at  night  he  puts  these  white 
slips  into  his  office  for  them  to  keep  and  cheek  up  our 
yellow  slips  which  they  receive  direct  from  us  by  mail. 
We  find  that  this  sysitem  avoids  any  disputes  or  mis- 
understandings or  should  there  be  anything  wrong  it 
is  very  easy  to  trace  it  up  and  find  out  who  is  at  fault." 


Speed  up  the  sales  force.  The  cost  of  doing  business 
is  now  so  high  that  a  quick  turnover  is  of  vital  import- 
ance. Good  window  display  and  good  advertising  Avill 
do  much  to  keep  goods  moving,  but  the  sales  force  also 
must  keep  step  with  the  increased  pace. 
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Selling  Washing  Machines  to  Farmers 

Much  has  been  written  and  printed  in  implement  and 
hardware  trade  papers  with  respect  to  the  amelioration 
of  working  conditions  on  the  farm.  Devices,  machines 
and  appliances  of  many  diverse  kinds  have  been  ex- 
ploited, all  with  a  view  to  showing  how  to  lighten  farm 
labor  and  render  the  life  of  the  agriculturist  one  of  ease 
as  compared  with  that  of  his  progenitors  who  lived 
and  labored  before  the  era  of  machinery.  It  is  signifi- 
cant, however,  that  practically  all  of  the  modern  inven- 
tions which  have  been  installed  on  the  farms  with  a 
view  to  labor-saving  have  been  connected  with  man's 
work,  not  woman's,  and  if  there  is  any  one  who  works 
harder  on  the  farm  than  the  farmer's  wife  we  do  not 
know  it.  The  farmer  himself  does  not;  the  "hired 
man"  certainly  does  not,  and  the  grown  daughters  of 
the  house,  if  there  be  any,  are  saddled  with  an  amount 
of  work  only  a  trifle  less  arduous  and  onerous  than  the 
mother,  and  that  by  reason  of  the  fact  that  they  do  not 
bear  the  mother's  responsibility. 

But  woman  is  progressing  in  like  ratio  to  man.  In 
these  days  of  "votes  for  women"  there  is  much  more 
heard  of  woman's  rights — her  real  rights — than  in 
former  years.  Woman  is  asserting  herself  as  she  never 
did  before,  and  quite  properly  so.  The  awakening 
among  women,  and  the  casting  off  of  shackles  meekly 
submitted  to  for  countless  generations  has  not  been  con- 
fined to  the  cities.  It  has  penetrated  to  the  remote 
parts  of  the  country  districts,  and  the  farmer's  wife  of 
the  present  day  has  become  enlightened.  She  knows 
what  her  sisters  throughout  the  civilized  world  are  ac- 
complishing in  the  way  of  emancipating  the  sex  from 
much  of  the  unnecessary  drudgery  she  has  been  accus- 
tomed to  consider  as  a  necessary  portion  of  existence. 
And,  be  it  observed,  when  a  woman  once  begins  to 
realize  that  she  is  suffering  under  impositions,  she  never 
rests  until  she  changes  conditions.  Hence  it  is  that 
life  on  the  farm  is  now  made  much  easier  for  woman- 
kind than  it  has  even  been.  The  engine,  or  other  power, 
that  grinds  the  feed,  pumps  the  water,  saws  the  wood 
or  turns  the  grindstone  is  also  made  to  operate  the 
washing  machine,  and  in  this  last  operation  there  has 
been  taken  from  the  woman's  burden  of  labor  on  the 
farm  a  crushing  portion  of  the  load  she  has  been  pa- 
tiently bearing  for  so  many  years. 

The  washing  machine  is  to-day  considered  almost  as 
much  a  necessity  on  the  farm  as  any  of  the  implements 
used  in  tilling  the  soil.  It  is  a  very  poor  farmhouse 
indeed  that  does  not  boast  of  a  washer  of  modern  make, 
and  wherever  power,  other  than  hand  power,  is  avail- 
able at  all,  it  is  employed  in  operating  the  washer  and 
the  wringer. 

It  is  to  the  credit  of  "the  m,en  folks"  that,  at  last 
coming  to  a  realization  of  the  slavery  their  wives  and 
daughters  have  for  so  long  been  subjected  to,  and  the 
injury  to  health  ensuing  from  the  grind  of  the  old- 
fashioned  wash  tub  and  rubbing  board,  the  washing 
machine  is  now  regarded  as  an  essential  of  farmhouse 
equipment,  as  much  so  as  any  other  labor-saving 
device ;  and  it  is  for  this  reason  that  during  recent  years 
a  line  of  washing  machines  is  regarded  as  a  necessary 
part  of  the  stock  of  every  up-to-date  implement  or 
hardware  man.  The  dealer  who  does  not  handle  wash- 
ing machines  of  one  type  or  another  is  losing  profitable 
business  that  goes  to  his  competitor  who  keeps  up  with 
the  procession. 


SELLING  MOTOR  WASHERS  ON  CLUB  PLAN 

Worth  in  any  given  line  of  hardware  supplemented 
by  liberal  exploitation  is  a  combination  which  nets 
good  results  nine  times  out  of  ten.   A  retail  concern  in 


Louisville,  Ky.,  takes  this  view  of  the  hardware  busi- 
ness, and  recently  has  assisted  the  sales  of  a  motor 
washer  by  believing  in  its  virtues  and  advertising  them 
extensively.  The  company  informed  the  public  in  re- 
gard to  the  washing  machine  by  several  methods.  One, 
employed  some  time  ago,  was  by  the  solicitor  route. 
Later  this  was  abandoned,  as  it  was  found  that  the 
commission  paid  to  solicitors  made  the  cost  too  great. 
Accordingly,  the  firm  is  now  using  the  newspapers,, 
with  an  occasional  circular. 

The  washer  is  sold  on  the  installment  plan,  made 
more  inviting  by  the  term,  "Household  Club  Plan." 
Two  dollars  down  and  a  dollar  a  week  is  the  usual  way 
of  paying.  During  the  time  payments  are  going  on, 
and  long  after,  the  hardware  company  keeps  the  ma- 
chine in  order.  "Do  everything  you  say  you  will,"  is- 
one  of  the  mottos  which  has  been  found  to  be  a  winner, 
and  the  company  lives  u[)  to  its  contracts  with  the  pur- 
chasers of  washing  machines  as  well  as  other  goods. 


DEMAND  FOR  DAIRY  EQUIPMENT 

A  large  number  of  hardware  dealers  are  said  to  be 
putting  in  dairy  equipment  lines  this  season  in  many 
farming  sections  of  the  United  States,  which  is  a  strong^ 
indication  of  the  increasing  interest  in  dairying  across 
the  border.  In  territory  where  dairy  equipment  farther 
than  a  one-legged  milking  stool  and  a  dehorning  rack 
was  unknown  two  years  ago,  dealers  are  now  stocking 
stalls,  stanchions,  litter  and  feed  carriers  and  the  whole 
line,  and  they  are  selling  them,  too.  Here  is  an  idea  for 
the  Canadian  trade. 

The  last  year  or  two  the  dairy  short  courses  con- 
ducted by  the  agricultural  colleges  in  many  states  have 
had  a  strong  influence.  Special  educational  articles  in 
the  farm  papers,  the  dairy  trains,  lectures,  etc.,  have 
combined  in  creating  a  great  growth  in  dairy  sentiment. 

The  constantly  increasing  price  of  dairy  products  has 
also  been  a  strong  factor.  Milk  in  the  cities  is  selling 
at  9  and  10  cents  a  quart,  and  butter  at  35  to  40  cents 
per  pound,  and  the  supply  is  short  even  at  that.  Ship- 
ping facilities  have  so  wonderfully  improved  the  last 
few  years  that  every  man  has  a  city  market  almost  at 
his  own  door. 

The  need  of  the  soil  and  the  constantly  increasing 
price  of  land  are  other  influences.  The  soil  must  have 
added  fertility,  and  the  dairy  cow  can  furnish  it.  The 
dairy  cow  puts  back  what  she  takes  from  the  soil,  and 
marketed  crops  take  it  away  permanently.  The  high 
price  of  land  makes  it  necessary  to  get  more  out  of  the 
farms  per  acre. 

Dairy  farming  is  an  "intensive"  method  of  land  cul- 
tivation. The  cow  furnishes  fertility  to  keep  the  land 
to  *^he  highest  state  of  productivity,  and  the  yield  in 
money  per  acre  is  much  greater  than  with  ordinary 
farm  crops. 


BIRD  CAGES  AND  BIRDS 

By  Felix  J.  Koch 

It  would  turn  a  Canadian  hardware  dealer's  heart 
green  with  envy  to  walk  past  some  of  the  bird  shops 
of  the  English  cities,  notably  Birmingham,  and  note 
the  array  of  bird  cages  on  sale,  and  sold,  before  long. 
Not  even  the  American  South,  where  every  portico  has 
its  cage  bird,  is  the  love  of  canaries  as  potent  as  in 
England,  and,  as  a  result,  the  bird  shops  do  well.  So 
do  the  dealers  who  handle  bird  cages.  The  winter 
months  should  be  a  good  time  to  create  a  healthy 
demand  for  birds  and  cages,  seeing  that  these  birds- 
make  for  a  spring  atmosphere  in  the  home. 
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Selling  Sporting  Goods  in  the 
Hardware  Store 

By  a  Staff  Repretentative 

THE  sporting  goods  department  in  many  hardware 
stores  is  growing  in  importance  every  year,  as 
people  seem  to  be  looking  to  the  hardwareman 
to  carry  these  lines.  This  is  particularly  true  in  the 
smaller  towns,  where  there  are  no  stores  devoted  ex- 
clusively to  sporting  goods,  but  in  the  larger  centres 
also  the  hardwaremen  who  make  a  bid  for  this  busi- 
ness are  finding  that  they  are  getting  their  share  of 
this  trade.  An  editorial  representative  of  the  Cana- 
dian Hardware  Journal,  on  a  trip  through  Western 
Canada,  found  many  hardware  stores  making  a  feature 
of  sporting  goods  and  finding  it  a  good,  profitable 
line. 

One  Side  Devoted  to  Sporting  Goods 

One  store  that  is  finding  it  a  big  department  is  the 
McLaren  Hardware  &  Sporting  Goods  Company,  of 
Edmonton,  Alberta.  One  side  of  their  store  is  prac- 
tically devoted  to  sporting  goods.  Along  this  side  var- 
ious lines  are  arranged  in  an  artistic  manner  on  the 
wall,  being  tacked  on  to  a  felt  background.  This  is  an 
arrangement  that  shows  goods  up  in  an  excellent  man- 
ner. A  notched  framework  about  twelve  feet  long 
shows  rifles  in  an  upright  position.  One  silent  sales- 
man is  devoted  to  seasonable  small  goods,  another  to 
cutlery,  and  a  third  to  assorted  lines. 

Find  it  a  Clean  and  Profitable  Trade 

The  lines  sold  in  the  store  include  baseball,  tennis, 
football  and  hockey  goods,  including  gauntlets,  sport- 
ing shoes  and  accessories,  fishing  tackle  and  rods,  nets, 
rifles,  revolvers,  thermos  bottles,  etc. 

"We  have  always  made  a  feature  of  sporting 
goods,"  stated  W.  B.  McLaren  to  the  writer,  "and 
find  it  a  good  clean  trade  that  is  interesting  and  pays 
a  good  profit  when  properly  handled.  It  is  essential, 
of  course,  that  a  close  tab  be  kept  on  stock,  so  that 
the  end  of  the  season  will  not  find  you  with  left-overs 
that  eat  up  all  the  season's  profit.  As  soon  as  demand 
for  any  line  reaches  the  high  water  mark,  efforts 
should  be  made  to  clean  up  on  any  remaining  stock." 

Features  of  the  Store 

A  gallery  extends  along  one  side  of  the  McLaren 
store,  it  being  fitted  with  shelves  that  are  used  for  the 
storage  of  surplus  stock.  The  ofiice  is  also  in  an 
elevated  position. 

A  display  idea  in  use  is  that  of  showing  goods  on  a 
wall  board  built  on  the  outside  of  the  regular  shelves, 
the  space  behind  being  used  for  the  storage  of  surplus 
stock. 

Knives  and  razors  are  displayed  in  a  special  case, 
which  is  liooked  on  the  outside  of  the  window,  just  be- 
low the  window  floor.  It  proves  (piite  a  good  method 
of  showing  these  lines. 


TO  CLEAN  WINDOW  GLASS. 

It  (juite  often  occurs  that  a  merchant  desires  to  re- 
move an  old  sign  from  a  window,  or  to  take  paint  from 
glass  which  is  of  long  standing.  An  authority  on  this 
subjwt  says  the  following  is  a  good  method  for  clean- 
ing old  sign  work  off  of  stationary  glass,  such  a.s  win- 
dows, glass  in  doors,  etc.  To  remove  this  paint  mix  and 
boil  a  thin  paste  of  ordinary  flour,  and  add  to  this  con- 


centrated lye,  sufficient  to  make  it  good  and  strong. 
This  will  form  a  solution  of  the  consistency  of  ordinary 
paste.  Apply  and  remove  several  coatings,  allowing 
about  a  quarter  of  an  hour  between  the  applications ; 
scrape  off  with  wall  scraper  or  ordinary  putty  knife. 
Then  sponge  it  and  rub  with  whiting  and  water.  When 
this  is  sponged  oft",  chamois  and  polish  with  a  piece  of 
clean  cheese  cloth,  or  tissue  paper.  If  the  glass  is  loose 
and  unmounted,  provide  a  bath  of  strong  lye  solution 
in  some  suitable  receptacle,  preferably  of  galvanized 
iron,  in  which  the  glas.s  can  be  stood  up  on  edge.  Allow 
the  glass  to  stand  in  this  solution  until  the  paint  is  de- 
stroyed ;  when  removed  rinse  in  clear  water  and  wipe 
dry  with  sawdust.  Rub  with  dilute  ammonia  and  whit- 
ing, dry  again  with  sawdust,  and  finish  by  polishing  the 
same  as  directed  in  the  first  process  given  above.  These 
methods  are  not  new,  but  they  are  reliable. 


INCREASED  STORAGE  FOR  KEGS  AND  BARRELS 

The  accompanying  illustration  shows  a  safe  and  or- 
derly method  of  piling  barrels,  recommended  by  the 
National  Council  for  Industrial  Safety,  Chicago,  111. 

When  kegs  are  piled  up  in  the  ordinary  manner  they 
are  supported  only  at  the  centre,  where  the  diameter 


The  use  of  wooden  supports,  as  shown,  will  increase  the  storage  capa- 
city by  increasing  the  height  to  which  barrels  may  be  safely  piled. 

of  the  keg  is  greatest.  This  results  in  a  rather  unstable 
pile,  and  also  brings  all  the  weight  on  the  middle  of 
the  keg,  where  it  is  least  able  to  withstand  it. 

When  the  supports  shown  in  the  illustration  are  used 
the  keg  is  supported  at  each  end.  The  two  points  of 
support  increase  the  stability  of  the  pile,  and  apply 
the  load  at  the  ends  of  the  kegs,  where  they  are  rein- 
forced by  the  heads.  The  end  pieces  prevent  any  lateral 
movement  of  the  kegs,  so  that  they  may  be  piled  as 
high  as  necessary. 

On  Guard 

Merchant  (to  new  boy) — Has  the  bookkeeper  told 
you  what  to  do  in  the  afternoon? 

Youth — Yes  sir.  I 'm  to  wake  him  up  when  I  see  you 
coming. 


The  man  who  wills  can  do  anything  he  is 
determined  to  do. 
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Closing  Strong  in  Circular  Letters 

Jn  a  recent  issue  of  Advertising  and  Selling,  closing 
sentences  for  letters  were  discussed.  The  body  of  the 
letter  may  be  very  good,  the  argument  and  proposition 
well  presented,  but  if  there  is  no  action,  the  letter 
fails  to  pull  a  reply.  The  opening  of  the  letter  may  at- 
tract attention,  but  there  were  no  returns.  Why? 

Because,  at  the  psychological  moment,  when  you've 
got  your  man  ready  to  do  business  you  deliberately 
tuj-n  your  back  on  him  with  some  such  close  as  this: 

"Hoping  to  hear  from  you,  we  remain." 

You  close  your  letter  as  though  you  had  suddenly  de- 
cided that  the  effort  was  not  worth  while.  You  leave 
your  prospect  high  and  dry  on  the  rock  of  inertia,  and 
he  st(')^  exactly  where  you  left  him. 

The  start  of  a  letter  is  important,  but  most  people 
will  read  the  first  few  lines  of  a  letter,  no  matter  what 
they  are.  The  body  of  a  letter  is  important  because, 
after  all,  the  number  of  replies  you  receive  depends  on 
how  attractively  you  dress  your  proposition.  But  if 
your  close  is  weak,  all  the  good  effect  that  has  been 
created  is  entirely  wasted.  For  the  lack  of  a  little  fore- 
thought you  turn  your  back  on  good  business.  It  really 
seems  too  bad  when  you  consider  that  fully  60  per  cent, 
of  the  letters  being  mailed  every  day  fail  through  care- 
lessness in  not  working  out  a  strong  close.  A  good 
close,  with  a  real  idea  behind  it,  has  been  known  to  dou- 
ble the  returns  on  a  letter  where,  with  exception  of 
closing  paragraph,  copy  was  unchanged. 


HINTS  ON  HOW  TO  MAKE  LETTERS  PAY. 

By  Edward  H.  Schulze 

Don't  forget  to  put  your  own  name — and  home  ad- 
dress— on  your  prospect  list.  Study  your  own  letters 
from  "the  other  man's"  viewpoint. 

Don't  try  to  put  a  dozen  different  ideas  in  one  letter. 
Have  it  contain,  throughout,  one  strong  action-com- 
pelling appeal  to  human  nature :  the  desire  to  gain 
something,  the  fear  of  losing  something,  or  the  appeal 
to  self-esteem. 

#  #  * 

Don 't  ever  lose  sight  of  the  greatest  secret  in  suc- 
cessful sales-letter  writing;  that  the  prospect  is  most 
interested  in  learning  not  what  your  product  is,  but 
what  your  product  will  do  to  help  him.  Sell  service 
first. 

Don't  start  your  letter  with  remarks  concerning  your 
business.  The  prospect  is  primarily  interested  in  his 
own  affairs.  Anything  you  say  relating  to  himself  will 
receive  attention. 

*  *  # 

Don't  forget  that  the  real  purpose  of  the  first  para- 
graph of  every  successful  sales  letter  is  to  create  a 
favorable  impression  in  the  mind  of  your  prospect. 
First  impressions  are  big  factors  in  all  kinds  of  sales- 
manship. 

*  *  * 

Don't  neglect  to  help  your  traveling  salesmen,  by 
sending  letters  to  their  customers  over  the  salesman's 
signature.  It  is  good  protection  against  competition 
to  keep  in  touch  with  your  trade  between  the  visits  of 
vour  travelers. 

#  #  # 

Don't  spoil  your  prospect's  belief  in  your  sincerity 
by  indulging  in  extravagant  claims  about  your  pro- 
duct. So-called  "enthusiastic  statements"  are  all  right 
only  when  they  enthuse  the  man  who  buys. 


Don't  use  filled-in  names  on  your  letters  unless  the 
work  is  perfectly  done.  A  well-filled-in  letter,  even 
though  the  prospect  knows  it  is  a  circular,  will  receive 
careful  consideration,  all  other  things  being  equal.  A 
poorly-matched-in  letter  is  an  insult  to  the  prospect's 
intflligcnce.   At  least  he  so  regards  it. 

*  *  • 

Don't  crowd  a  lot  of  enclosures  in  your  letter  if  you 
want  to  keep  it  out  of  the  waste-basket.  The  less  en- 
closures you  need  the  better. 

*  *  • 

Don't  use  the  wrong  kind  of  postage.  Make  a  few 
tests  and  prove  to  yourself  whether  you  should  use  on.?- 
cent  or  two-cent  postage.  Learn  what  is  economically 
the  best  in  percentage  of  returns. 

*  *  « 

Don't  ever  write  a  collection  letter  that  .gives  the 
debtor  an  idea  that  you  are  in  doubt  about  getting  im- 
mediate action.  A  great  many  people  like  to  drag 
along  without  paying  their  bills  if  they  think  they  can 
get  away  with  it. 


Some  Good  Closing  Paragraphs 

Example  No.  1. 
Get  the  enclosed  blank  into  the  mail  at  once.  It's 
worth  while  and  you  risk  absolutely  nothing. 

Example  No.  2. 
Simply  put  your  address  on  enclosed  card  and  return. 
Tt  will  be  worth  your  while  and  put  you  under  no 
obligation  whatever.    Mail  it  to-day. 

Example  No.  3. 
Send  no  money — simply  agree  to  LOOK  at  this  ma- 
chine.   Sign  and  mail  the  special  card. 

Example  No.  4. 
Just  wrap  a  dollar  bill  in  this  letter  at  our  risk  and 
mail  at  once  to  be  sure  it  will  reach  us  by  next  Thurs- 
day. Don 't  bother  writing  a  letter,  you  may  be  busy. 
The  address  above  will  tell  us  that  the  remittance  is 
from  you. 

Example  No.  5 

It's  very  important.  On  second  thought,  please  be 
sure  to  mail  it  right  away — while  you  have  this  in 
hand — so  there  will  be  no  possibility  of  forgetting. 

I  am  waiting. 

Note  the  absence  of  words  "fill  out  enclosed."  That 
suggests  labor.  "Simply  put  your  address  on  enclosed 
card"  sounds  much  better.  On  a  trial  proposition 
nothing  is  more  effective  than  the  words  "send  no 
money,"  although  this  is  being  overworked.  The 
word  "sign"  sometimes  affects  returns,  because  among 
a  certain  class  of  people  "to  sign"  anything  means 
getting  into  some  sort  of  trouble.  That  may  seem 
absurd,  but  nothing  that  affects  human  nature  is  funny 
if  you  are  trying  to  influence  it.  The  less  formally 
you  can  word  your  request,  the  better. 

Some  Poor  Closing  Paragraphs 

Example  No.  6 
Hoping  to  hear  from  you. 

Example  No.  7 
May  I  hope  to  get  your  order. 

Example  No.  S. 
Send  us  details  of  your  needs  and  we  will  quote 
prices. 

Example  No.  9. 
Try  our  goods  and  you  will  never  use  any  other. 

There  was  no  return  coupon,  card  or  slip  in  any  of 
the  above.  Nothing  was  suggested  so  that  the  pros- 
pect could  act  on  the  buying  spirit  created  by  the  let- 
ter. To  make  a  prospect  sit  down  and  write  a  long 
letter  to  help  you  get  business  is  so  foolish  that  you 
wonder  why  it  is  ever  done. 

Some  examples  of  closing  paragraphs  selected  from 
letters  sent  for  criticism. 
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Be  Sure  You  Do  Not  Crowd  the  Window  Display 


Two  chief  faults  found  in  the  work  of  inexperienced 
window  trimmers  are  overcrowding  and  placing  the 
merchandise  too  near  the  glass. 

Regarding  the  first  of  these  faults — it  should  be  re- 
membered that  it  is  not  necessary  to  fill  up  every  inch 
of  space  with  some  article.  A  close  analogy  to  this  is 
found  in  one  of  the  principles  of  preparing  advertising 
copy.  It  is  a  recognized  and  proven  fact  that  a  cer- 
tain amount  of  white  space  is  necessary  to  make  an 
advertisement  attractive.  This  white  space  permits  the 
eye  and  mind  to  be  concentrated  on  whatever  is 
printed.  And  so  it  is  with  window  dressing.  A  cer- 
tain amount  of  empty  space  is  necessary  if  the  articles 
in  the  window  are  to  be  impressed  on  the  mind  of  the 
customer. 

With  regard  to  the  position  of  the  merchandise  in 
the  window,  it  can  be  said  that  the  back  of  the  window 
is  just  as  valuable  as  the  space  near  the  glass.  This 
truth,  however,  is  dependent  upon  the  window  depth. 
Everything  within  a  depth  of  6  feet  can  be  seen  to 
good  advantage. 


SPECIAL  DISPLAYS  IN  "CANADIAN  BEAUTY" 
FORTNIGHT. 

In  order  to  sell  goods — most  lines,  anyway — the  re- 
tailer must  display  them,  either  in  the  window  or  in  the 
store.  Particularly  is  this  true  in  connection  with 
electrical  devices.  Electricity  is  making  such  rapid 
strides,  especially  in  regard  to  labor  saving,  that  it 
requires  a  lot  of  careful  thought  and  aggressiveness 
on  the  part  of  the  retail  dealer  to  let  the  public  know 
the  value  of  "juice."  Almost  every  week  there  is 
brought  out  some  new  device  that  will  lessen  the  labor 
and  add  to  the  comfort  of  the  housewife. 

A  Case  in  Point 

One  particular  case  which  well  illustrates  the  value 
of  a  well  conducted  campaign  of  window  display  ad- 
vertising, is  that  of  the  Renfrew  Electric  Manufactur- 
ing Co.,  Limited.  Starting  early  in  May,  this  firm 
conducted,  through  electrical  dealers  in  Canada,  an 
extensive  campaign  of  window  display  advertising,  and 
showed  their  line  of  electric  irons,  toasters,  heaters, 
lamps,  and  other  electrical  iiousehold  devices.  The 
window  displays  were  backed  up  by  effective  advertis- 


ing. The  company  had  large  space  in  25  leading  maga- 
zines and  papers,  while  many  dealers  made  generous 
use  of  the  columns  of  the  local  papers. 

The  campaign  was  thoroughly  planned.  Arrange- 
ments were  made  with  dealers  all  over  the  country  (in 
small  towns  one  or  two  were  selected,  while  in  the 
bigger  cities  there  were  as  many  as  five  or  six)  and 
on  the  given  date  each  of  these  dealers  put  in  a  win- 
dow display  of  "Canadian  Beauty"  lines.  The  manu- 
facturers sent  out  suggestions  for  the  arrangement  of 
the  windows  and,  as  a  result,  the  displays  were  ex- 
cellent. 

Strings  Led  to  Price  Cards 

In  every  case  the  goods  were  Avell  arranged  in  the 
window,  and  from  each  iron,  or  toaster,  or  heater, 
there  ran  a  red  ribbon  to  an  oval  card  pasted  on  the 
window.  Each  card  bore  the  inscription  "Canadian 
Beauty  Week,"  with  the  price  of  the  article  under- 
neath. 


FULL  DISPLAY  AND  UNIT  DISPLAYS. 

There  are  two  schemes  usually  followed  by  window 
trimmers  to  obtain  attractive  displays.  One  is  to  make 
full  displays  and  the  other  to  make  unit  displays.  It 
must  be  remembered  that  there  is  a  distinction  between 
"full  displays"  and  crowded  displays.  In  a  full  dis- 
play, practically  all  available  space  will  be  utilized 
but  the  articles  will  not  overlap  each  other.  From  any 
point  on  the  outside  of  the  window  the  contour  of  each 
article  can  be  seen  and  it  will  not  be  confused  with 
any  other  article  in  front  or  behind  it.  Furthermore, 
no  matter  how  full  a  window  is  dressed,  there  will  al- 
ways be  a  certain  symmetry  in  the  design  or  layout 
of  the  merchandise.  If  a  certain  lot  of  articles  rise 
to  a  certain  height  on  one  side  of  the  window,  another 
lot  should  rise  to  approximately  the  same  height  on  the 
other  side. 

Unit  displays  consist  of  one  or  more  groups  of  units, 
each  unit  being  composed  of  one  or  more  articles  of  a 
certain  class.  If  unit  displays  are  to  be  used,  the  win- 
dow should  never  be  dressed  full. 


The  man  who  sits  around  waiting  for  business  to 
I)iek  up  usually  sees  it  picked  up  by  his  competitor. 
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Using  Windows  for  Vacation  Goods 
Trade 

THE  trade  in  vacation  and  camping  needs  is  large 
and  profitable  enough  to  make  it  worth  while  for 
the  hardware  dealer  to  make  a  bid  for  it.    One  of 
the  important  agencies  in  going  after  this  business 
is  the  display  window. 

Have  an  Appropriate  Setting. 

In  order  that  the  suggestion  may  exert  the  greatest 
possible  influence,  the  setting  of  the  window  in  which 
suitable  goods  are  shown  should  be  appropriate.  It 
should  suggest  camping  or  holidaying  in  some  form  and 
in  carrying  out  this  idea  the  setting  may  be  made  just 
as  elaborate  as  the  trimmer  deems  desirable.  Some 
attractive  miniature  summer  scenes  may  be  arranged 
that  will  arrest  the  attention  of  everyone  who  passes 
whether  they  are  interested  in  camping  or  holidaying  or 


of  charred  sticks  placed  about  a  red  electric  light  globe. 
This  gives  a  very  good  representation  of  a  camp  fire, 
especially  at  night.  The  figures  here  shown  are  large 
sized  dolls  dressed  in  camp  clothes,  red  bandanas  being 
very  much  in  evidence. 

A  Sailboat  Design 

The  sailboat  design  will  prove  a  good  window 
feature.  The  boat  is  constructed  of  cardboard  tacked 
to  a  wooden  frame,  if  the  show  window  is  too  small  to 
admit  of  a  full-sized  canoe  or  small  boat.  In  case  it  is 
necessary  to  construct  the  boat,  it  is  striped  with 
black  ()aint  to  represent  sheathing.  The  boat  is  filled 
with  articles,  such  as  are  especially  adapted  to  camp 
use  or  a  fishing  trip,  and  all  of  which  are  taken  from 
the  store's  stock. 

The  mast,  the  boom  and  a  muslin  sail  put  in  position 
making  everything  complete  for  a  pleasant  cruise, 
except  the  necessary  water.  The  water  is  represented 
by  blue  cloth.    It  is  thrown  loosely  into  the  window, 


Window  display  suggestions  for  going  after  camping  and  vacation  goods  trade.   Read  the  description 
of  these  displays  in  accompanying  article. 


not,  but  it  might  be  pointed  out  that  from  now  on  there 
are  few  people  who  are  not  interested  in  these  forms 
of  holiday  and  recreation  to  some  extent. 

Some  Effective  Simple  Settings  Possible 

Simple  settings  also  have  their  value  too  and  some 
appropriate  trim  should  be  arranged  for  such  windows, 
no  matter  how  simple  they  may  be.  For  instance,  last 
year  one  city  dealer  had  a  canoe  with  some  fishing 
tackle  in  the  centre  of  the  display.  A  rough  box  with- 
out any  covering  was  placed  at  one  side  and  suitable 
camp  goods  and  utensils  arranged  on  and  around  it. 

A  dealer  in  a  small  town  placed  some  nice  pictures 
of  camping  scenes  in  his  display  and  found  that  they 
served  the  purpose  of  emphasizing  the  camping  idea 
admirably. 

Camp  Scenes  Represented  in  Window. 

It  is  well  for  the  dealer  to  use  a  somewhat  elaborate 
window  in  firing  the  opening  gun  in  his  campaign  for 
this  trade.  A  few  times  during  the  season  something 
special  should  also  be  arranged.  We  reproduce  two 
suggestions  along  this  line  that  the  dealer  should  find 
of  value  in  planning  such  special  windows.  The  win- 
dow showing  the  camping  scene  will  attract  attention. 

This  window  shows  two  campers  busy  getting  a  meal. 
The  tent  is  among  the  trees  (tree  branches  fastened  in 
holes  bored  in  two-by-four)  with  a  fire  burning  and 
kettle  in  action.   The  fire  represented  is  merely  a  pile 


forming  wave-like  wrinkles.  A  number  of  small 
articles  placed  under  the  cloth  form  the  larger  wav^. 
Bunches  of  cotton  at  the  front  and  rear  of  the  boat 
represent  the  foam  made  by  the  boat  as  it  speeds 
through  the  water. 

The  figure  in  the  boat  is  represented  by  a  dummy 
which  may  be  borrowed  at  the  nearest  dry  goods  store 
if  the  window  trimmer  lacks  it.  In  case  the  window 
and  boat  are  small,  a  large  doll  may  be  dressed  to  suit 
the  occasion. 

Other  ideas  will  suggest  themselves  to  the  trimmer, 
but  the  main  thing  is  that  he  make  full  use  of  the  win- 
dow for  going  after  this  trade,  not  forgetting  to  use 
plenty  of  show  cards  in  his  displays. 


SOME  STORE  PHILOSOPHY 

Just  because  people  do  not  fall  over  one  another  to 
buy  immediately  the  goods  you  show  in  the  window 
is  no  sign  window  displays  are  not  profitable. 

"When  collections  are  slow,  all  the  more  reason  for 
keeping  after  the  debtor  rather  than  getting  discour- 
aged and  giving  up. 

Plug  up  the  little  leaks  as  fast  as  you  find  them 
rather  than  let  them  go  while  you  look  for  bigger 
ones. 

It  is  easy  enough  to  work  hard  on  a  plan  while  it  is 
new.  but  the  good  man  is  the  one  who  sticks  to  his 
plan  after  the  novelty  has  worn  off. 
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How  Regina  Hardwareman  Puts  Punch  Into  His  Ads. 

A.  W.  Humphries  turns  out  allention-attracting  and  sales-producing 
ads.  for  C.  T.  Laird,  Regma,  Sask- — Features  of  his  advertisements 


BY  WM.  J.  BRYANS 


THE  advertisements  of  C.  T.  Laird,  hardwareman. 
of  1834  Hamilton  St.,  Regina,  are  widely  read. 
In  fact,  they  have  become  a  feature  of  the  local 
paper  that  many  readers  look  for  regularly,  and  when 
yon  get  the  purchasing  public  looking  regularly  for 
your  ad.  you  have  certainly  accomplished  something 
of  no  little  value. 

Have  that  "Something-"  that  Catches  Attention 

The  ads.  are  written  to  attract  attention  and 
they  are  successful  in  that  regard  to  a  remarkable 
extent.  They  have  that  "something"  that  is  lacking 
in  so  many  ads  to-day.  You  know  how  many  ads  are 
just  passable — perhaps  not  bad  enough  to  warrant 
unfavorable  coni'ment.  and  yet  not  hitting  the  mark 
when  it  comes  to  raising  the  reader's  enthusiasm  and 
inspiring  action. 

Laird  ads,  however,  seem  to  have  the  "punch"  that 
puts  them  into  the  attention-attracting  and  sales-pro- 
ducing class.  They  enthuse  and  inspire  to  action. 
The  .samples  reproduced  here  will  allow  the  reader  to 
gauge  of  their  value  in  this  regard. 

A.  W.  Humphries  "Man  Behind  the  Gun." 

A.  W.  Humphries  is  the  man  behind  the  gun  in  the 
producing  of  these  advertisements  that  seem  to  strike 
the  bullseye  of  public  interest  and  attention.  He  is 
not  iinknown  to  the  hardware  trade  by  any  means. 
At  one  time  he  was  located  in  Parkhill,  Ont..  and  was 
one  of  the  first  presidents  of  the  Ontario  Retail  Hard- 
ware and  Stove  Dealers'  Association.  Since  going  to 
Regina.  he  has  made  a  close  studv  of  advertising  and 
has  become  (|uite  efficient  in  ad  writing. 

Column  space.  6Vo  inches  wide,  is  the  usual  space 
occupied  by  the  advertisements,  and.  while  compara- 
tively small,  good  use  is  made  of  it.  In  fact,  good  use 
has  to  be  made  of  it  to  make  it  profitable,  as  they 
pay  84  cents  per  inch  for  their  advertising.  At  that 
rate,  advertising  has  to  bring  results  to  prove  a  good 
investment. 

Headings  that  Catch  the  Eye. 

The  hendintrs  are  one  of  the  outstanding  features 
of  the  ads.  Mr.  Humphries  works  for  headings  that 
Avill  at  once  catch  the  attention  of  the  person  looking 
ovt-r  the  paper,  and  then  he  tries  to  have  the  subject 
matter  so  interesting  that  the  reader  will  continue 
to  read.  mark,  learn  and  inwardly  digest. 

Full  use  is  made  of  all  special  occasions  as  subjects 
for  headings.  For  instance,  during  June,  catchy  head- 
ings on  the  June  game  of  marriage  are  used  frequently. 
Special  holidays,  boi-se  shows,  big  sporting  features, 
etc.,  are  all  madf  full  use  of  for  tlie  same  pni'pose. 

Talk  in  Man-to-Man  Way  in  Ads. 

One  thing  that  Mr.  iriiniplu-ies  pointi'il  out  to  the 
writer  was  the  value  of  the  |)i'rson  wiio  writi's  an  ad 
talking  in  a  man-to-m'an  way  in  it — just  as  if  you  had 
the  enstonu'r  before  you  and  was  trying  to  convince 
him  or  her.  Mr.  Tlumphrit's  tries  to  pnt  a  little  of  the 
pei-sonal  spirit  into  it.  so  that  the  reail<T  will  think- 


that  a  real  human  being  is  talking  to  him,  and  not  a 
machine  man  with  stereotyped  advertising  phrases. 

"People  often  mention  the  fact  that  our  ads  have 
a  friendly  tone,"  stated  Mr.  Humphries.  "They  will 
come  in  and  say  that  they  haven't  been  dealing  with 
us  but  that  our  ads  have  such  a  friendly  appearance 
that  they  are  inclined  to.  There  is  certainly  a  value 
in  making  people  feel  at  home." 

A  Gun  Ad  that  Produced  Results. 

In  regard  to  the  value  of  man-to-man  selling  argu- 
ments in  advertising,  Mr.  Humphries  relates  an  experi- 
ence of  his  in  connection  with  a  gun  ad.  In  writing 
the  ad,  he  went  over  the  gun  and  described  it  just 
as  if  a  prospective  purchaser  was  before  him.  A  man 
came  in  with  the  ad.  clipped  out  of  the  paper,  compared 
the  gun  with  the  description,    pulled   out   the  price 


of  it,  and  handed  it  over.  That  advertisement  had 
really  made  the  sale. 

That  ad,  however,  did  double  work,  for  this  pur- 
chaser handed  it  over  to  a  friend  and  he  came  in  two 
days  later  and  purchased  one  of  the  guns  also. 

Good  Use  of  Catchy  Show  Cards. 

Just  as  catchy  headings  are  found  valuable  in  at- 
tracting attention  and  leading  up  to  sales,  so  are 
eatchy  show  cards.  Good  use  is  made  of  them  in  win- 
dow and  interior. 

In  one  instance,  a  waste  paper  basket  was  filled  with 
mouse  traps,  with  a  card  reading  "Mice  hate  these 
traps."    Tills  display  sold  practically  all  the  traps. 

Sonu^  of  the  cards  noticed  by  the  writei-  on  Iniilders' 
tools  during  his  visit  to  the  store  were: 

Yes,  this  is  plane. 

Now,  this  is  on  the  S'luare. 

"We  won't  chisel  you  but  we  will  sell  you  chisels. 
Expansive  but  not  expcMisive  bits. 
Tools  that  are  tools. 

A  good  two-foot  rule — keep  your  feet  dry. 
Xow.  if  you  recpiire  a  knocker,  here  is  a  hammer 
for  you. 
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Hints  on  Summer  Advertismg 

THE  mere  expenditure  of  money  in  advertising  is 
not  going  to  bring  results,  or  at  least  not  the 
greatest  possible  results.  It  is  necessary  that 
the  copy  used  be  such  as  to  attract  attention,  arouse 
interest  and  induce  purchases.  Having  decided  to  ad- 
vertise, it  is  to  the  producing  of  such  copy  that  the 
dealer  needs  to  give  attention  and  study.  When  he  is 
paying  for  the  space,  it  is  surely  gross  extravagance 
for  the  dealer  not  to  make  the  best  use  of  it. 

Advertising  during  the  summer  months  should  more 
than  at  any  other  sea-son  be  snappy  and  breezy.  Dxir- 
ing  the  warm  weather  people  are  not  inclined  to  read 
lengthy,  drawn-out  sentences  and  paragraphs.  The 
ad.  writer  should  put  his  message  in  the  form  that  will 
appeal  to  readers  and  be  read — ^short  and  to  the  point. 
Add  as  much  breeziness  to  your  style  as  possihle  with- 
out bordering  on  the  silly  or  ludicrous.  Just  as  people 
prefer  their  food  put  up  in  a  certain  manner  during 
the  summer,  so  do  they  like  their  reading  matter  put  up 
in  a  form  that  is  easily  consumed.  What  kind  of  an 
ad.  appeals  to  you  1  Use  that  as  a  guide  in  writing  ads. 
that  you  expect  other  people  to  read. 

Use  Enough  Descriptive  Matter 

While  it  is  desirable  to  put  your  message  in  a  short, 
clear-cut  manner,  that  does  not  mean  that  you  should 
not  make  use  of  plenty  of  descriptive  matter  in  your 
ads.  Good  descriptive  matter  is  essential  in  working  up 
a  desire  on  the  part  of  readers  for  your  goods,  and 
the  ad.  that  has  lots  of  descriptive  matter  will  be  found 
more  effective  than  the  one  that  has  just  a  list  of  goods 
with  nothing  to  induce  a  desire  for  any  particular  line. 
The  plain  list  may  serve  as  a  reminder,  but  it  does  not 
create  many  sales  that  would  not  have  been  made 
anyway. 


WHAT  ADVERTISING  WILL  DO 

The  writer  attended  a  meeting  of  merchants  recently 
and  the  subject  of  advertising  came  up  for  discussion. 
One  man  stated  that  he  was  not  favorable  to  spending 
money  on  advertising — that  he  had  been  in  business  for 
80  many  years,  and  that  he  had  never  done  any  adver- 
tising, and  that  he  had  done  pretty  well  in  a  business 
way.  It  must  be  admitted  that  he  has  done  quite  well 
in  the  matter  of  business  progress,  but  it  is  a  safe  bet 
that  if  he  had  done  a  little  advertising  that  his  progress 
would  have  been  much  greater.  The  outstanding  mer- 
chandise houses  of  to-day  that  have  built  their  business 
by  advertising,  would  no  doubt  have  made  considerable 
progress  even  if  they  had  done  no  advertising.  The 
ability  and  hard  work  of  the  men  behind  them  would 
have  assured  that,  but  their  stores  stand  out  to-day  as 
concrete  examples  of  what  the  addition  of  advertising 
to  other  merchandising  methods  has  made  possible. 

Advertising  has  proved  its  worth  in  a  myriad  of 
cases.  In  every  town  and  city  can  be  seen  convincing 
examples  of  what  advertising  has  accomplished.  The 
store  which  a  few  years  ago  was  small  in  size,  and  on  a 
side  street,  has  now  become  the  large  establishment  on 
the  main  corner.  Dealers  who  started  ten  years  ago 
with  a  hundred  dollars  and  one  clerk,  now  have  an  ex- 
tensive staff  and  a  big  capital.  Intelligent  and  persist- 
ent advertising  has  accomplished  these  things.  Adver- 
tising is  the  corner  stone  on  which  many  a  great  busi- 
ness has  been  built.  No  business  is  so  small,  nor  no  field 
so  narrow,  but  that  intelligent  advertising  will  prove 
valuable.' 


HOW  MICHIGAN  HARDWARE  ASSOCIATION 
INCREASED  MEMBERSHIP 

One  thing  which  has  helped  us  vt-rv  materially  in  in- 
creasing our  membership  is  the  co-operation  extended 
by  the  tiaveling  men  who  call  upon  the  trade,  writes 
A.  J.  Scott,  secretary  of  the  M.R.H.A. 

Salesmen  representing  maniifacturers  and  jobbers 
are  admitted  to  associate  membership  at  a  cost  of  sf'l 
per  year,  and  each  year  we  hold  a  membership  conte.st 
giving  a  hand.some  leather  suitca.se  to  the  two  traveling 
men  who  bring  in  the  greatest  number  of  new  members. 
There  are  many  retailers  who  will  join  an  organization 
when  advised  to  do  so  by  their  friend,  the  traveling 
man.  Tti  addition  to  the  incentive  offered  in  the  eon- 
tesit,  we  pay  $2  commission  on  each  application  brought 
in  in  this  way.  The  traveling  men  I  don't  believe  work 
particularly  for  that  $2,  for  they  are  a  loyal  lot  of 
fellows  and  like  to  feel  that  they  are  contributing  their 
.services  to  a  good  cause. 

Our  association  operates  a  traffic  department,  which 
audits  carefully  all  of  the  freight  bills  of  its  members 
and  files  claims  wnth  the  railroads  for  rate  and  weight 
overcharges  or  for  loss  and  damage  claims.  There  is 
no  charge  for  this  ser\nce  unless  we  succeed  in  collect- 
ing some  money  from  the  railroads,  in  which  case  we 
get  fifty  per  cent,  for  our  services  on  overcharge  claims 
and  twenty-five  per  cent,  on  loss  and  damage  claims. 

The  hardware  mutual  fire  insTirance  feature  has  been 
a  big  help  to  the  building  up  of  our  State  association. 
Within  the  past  twenty  years  there  have  been  estab- 
lished several  strong  hardware  mutiial  fire  insurance 
companies. 

A  hardware  stock  is  really  a  preferred  risk,  on 
account  of  the  great  amount  of  salvage,  and.  conse- 
quently, those  companies  which  confine  their  business 
entirely  to  the  writing  of  policies  on  hardware  stocks 
are  bound  to  have  a  much  lower  fire  loss  ratio  than  the 
old  line  companies. 

Several  of  these  hardware  mutuals  have  built  up  big 
surplus  funds,  at  the  same  time  returning  to  their 
policyholders  from  thirty  per  cent,  to  fifty  per  cent,  of 
the  premium  charged  by  the  old  line  companies.  The 
Minnesota  company,  for  the  past  eight  years,  has  saved 
its  policyholders  fifty  per  cent,  of  the  board  rate.  You 
can  see  from  this  that  a  man  who  carries  even  a  portion 
of  his  insurance  with  the  hardware  mutual  companies 
each  year  saves  many  times  the  annual  cost  of  his  mem- 
bership in  the  association.  None  of  the  hardware 
mutual  companies  vriW  write  insnrance  for  any  dealer 
unless  he  is  a  member  of  his  State  association. 

The  secretary  of  our  association  has  always  endeav- 
ored to  keep  just  as  closely  in  touch  with  the  member- 
ship as  possible,  and  at  fre(iueiit  intervals  we  get  out 
letters  to  the  members  and  non  members,  apprising 
them  of  the  work  which  we  are  doing  and  in  general 
Keeping  them  informed,  so  that  they  will  realize  that 
the  organization  is  working  for  them  all  year  long. 

Four  or  five  times  a  year  we  get  out  a  bargain  and 
information  sheet.  This  gives  our  members  an  oppor- 
tunity to  list  any  stock  which  they  would  like  to  dis- 
pose of.  and  we  have  found  that  quite  a  lot  of  merchan- 
dise changes  hands  as  a  resnlt  of  the  publication  of 
this  bulletin. 

T  might  continue  at  length  to  tell  in  detail  of  the 
work  of  this  association,  but  believe  that  from  the 
above  you  will  form  an  idea  of.  the  principal  reasons 
why  our  association  has  grow?i  until  it  now  has  some 
1.050  members,  which  represents  upAvards  of  seventy- 
five  per  cent,  of  the  real  desirable  hardware  men  of 
the  State  of  Michigan. 
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Collins'  Course  in  Show  Card  Writing 


WE  liave  frequently  intimated  that  time-saving 
ill  making  show  cards  and  price  tickets  is  an 
important  consideration.  Whether  you  are  in 
business  for  yourself  or  do  the  work  in  conjunction 
with  your  other  duties  for  your  employer,  it  is  not  wase 
to  spend  too  much  time  on  the  work,  for  in  these  days 
of  hustle,  the  old  set  saying  that  "Time  is  money" 
has  a  more  significant  application  than  ever  before. 
So  anything  that  will  lessen  your  labor  will  be  a  time- 
saver  and  a  decided  advantage. 

For  price  tickets,  and  often  where  much  reading 
matter  is  i;sed  on  a  show  card,  various  styles  of  bi'oad 
pointed  or  stub  pens  are  used.  There  is  a  compara- 
tively new  invention  out  that  is  proving  to  be  a  great 
boon  to  card  writers.  This  is  the  Payzant  pen.  It  is 
made  to  write  iij  various  sizes  from  that  of  an  ordinary 
stub  pen  to  a  stroke  almost  a  quarter  of  an  inch  wide. 
The  illustration  gives  a  good  idea  of  its  construction. 
One  cannot  shade  with  it,  but  this  is  a  decided  advan- 
tage, for  no  matter  what  pressvire  you  put  on  it  when 
writing  the  stroke  is  always  the  same  width.  Profes- 
sional card  writers  find  it  almost  indispensable  for  their 
work,  for  it  is  rapid,  uniform  and  as  easily  to  manipu- 
late as  an  ordinarj^  pen. 

Advantages  of  Payzant  Pen 

It  also  has  a  great  advantage  for  the  novice  or  semi- 
professional  card  w^'itcr.  The  merchant  or  clerk  who 
has  only  a  few  price  tickets  or  show  cards  to  write 
will  find  it  very  convenient  and  excellent  in  results. 
The  beginner  or  one  who  does  not  do  much  work  of 
this  kind  alwavs  experiences  some  difficultv  in  making 

AB  CDEFG-M I 

JKL^MNOPQ 

RSTUVWXY2 

I'l  l)  r  cnso  iilphnbelmade  witli  1      /.itit  pen. 


2lst  of  a 

series  of 

articles  specially 

prepared 

for  this  journal. 

lines  and  strokes  that  ai'e  uniform  or  of  equal  size. 
xVnother  ditficulty  is  to  make  straight  lines  with  a 
brush  without  considerable  practice.    This  is  because 


An  attractive  and  etFec- 
tive  window  show  card 
made  with  pasted-on  il- 
lustration, and  pen  work 
done  with  a  Payzant. 
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when  one  is  vrriting  with  an  ordinary  pen  or  pencil 
he  puts  a  certain  pressure  upon  it  whi«h  naturally 
steadies  his  hand.    The  fact  that  he  is  used  to  writing 
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abcdefghijkl 

mnopqraSuv 

Sample-  svKxm 

Lower  case  alphabet  made  with  Payzant  pen. 


or  marking  with  a  pencil  causes  him  to  depend,  un- 
consciously, upon  t/his  pressure  to  steady  his  hand.  A 
card  writer's  brush  will  not  allow  for  any  pressure 
sufficient  to  steady  his  band,  so  it  must  be  done  in- 
dependently of  the  brush.  That  is  where  the  difficulty 
arises  with  the  beginner.    The  Payzant  pen  overcomes 


ii 
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P^nl^^  SALE  M 
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\       — —  J 

Some  sample  outside  cotton  signs  which  carry  well. 


this  objection  for  the  beginner,  for  it  is  used  the  same 
as  an  ordinary  pen.  It  has  a  convenient  reservoir  into 
which  the  ink,  sufficient  to  write  a  great  many  words, 
is  dropped  with  an  ordinary  fountain  pen  filler  or,  better 
still,  a  small  typewriter  or  bicycle  oil  can  which  may 


be  filled  with  ink  and  dropped  with  it.  It  is  excellent 
for  ruling  or  borders,  for  one  does  not  have  to  keep 
recharging  with  ink.  It  is  made  of  brass  or  German 
silver  and  is  practically  indestructible.  "With  care  it 
.should  actually  last  a  lifetime.  As  with  your  brushes, 
ordinary  pens,  ruling  pens,  air  brushes  and  other  tools 
it  should  be  thoroughly  cleaned  immediately  after  us- 
ing. Simply  shake  it  well  in  water,  then  turn  back 
the  reservoir  and  wipe  dry  or  turn  the  compressed  air 
on  it  from  your  air  brush  tank  which  wiU  dry  it 
quickly.  It  is  well  to  clean  the  slit  between  the  blades 
with  a  piece  of  paper,  cardboard  or  palette  knife. 
Should  the  pen  through  carelessness  or  neglect  be- 
come ink  hardened  it  may  be  cleaned  with  gasoline  or 
sipirits  and  then  wiped  dry. 

The  alphabets  shown  this  month  were  all  made  with 
one  of  these  pens,  which  will  give  some  idea  of  the 


Payzant  pen— actual  size. 


wide  range  of  work  that  can  be  done  with  them.  Plain 
and  fancy  letters  and  various  curves  and  scrolls  are 
within  it.s  possibilities. 

Sample  Card 

The  sample  card  was  also  done  with  two  different 
sizes  of  this  pen.  The  border  was  also  done  with  it. 
and  four  different  kinds  of  corners  are  shown,  merely 
as  samples.  Of  course  one  would  not  put  such  a  variety 
of  corners  on  one  card  in  ordinary  work.  The  picture 
of  the  chair  is  cut  from  an  advertisement  and  pasted 
on  to  the  card.  This  is  a  very  effective  way  of  making 
cards  that  are  attractive  as  usually  large  illustrations 

{Continued  on  page  44) 
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Making  Price  Tags  Sell  Paint 

—  bt  c.  p.  Mcdonald 

A LOT  of  hardware  aud  paint  dealers,  when  asked 
what  a  price  tag  is,  Avill  declare:  "Why,  it's  a 
price  tag — jnst  a  price  tag."  When  they  stop  to 
consider  its  import,  however,  they  find  it  is  something 
more — that  it  is  a  silent  salesman  that  bi-ings  business 
into  the  store. 

It  took  me  a  long  time  to  figure  out  how  I  could  make 
my  price  tags  sell  goods  from  the  Avindows.  I  always 
have  been  a  strong  believer  in  the  power  of  the  mndow 
display  to  sell  merchandise,  but  I  was  not  content  with 
The  best  window  displays  I  could  offer,  because  I  was 
convinced  that  they  did  not  sell  enough  goods. 

A  tag  on  a  can  of  paint,  I  argued,  will  not  sell  it  any 
(luieker  than  it  will  sell  itself  without  the  tag.  There- 
fore, the  mere  tagging  of  cans  and  brushes  did  not 
bring  proper  results.  Good  window  displays  undoubt- 
edly create  interest,  but  mere  perfunctory  interest 
does  not  make  turnovers.  The  paint  buyer  who  looks 
at  your  display  from  the  outside  can't  buy  goods  from 
tlie  outside;  you've  got  to  bring  him  into  the  store. 
You've  got  to  arouse  his  interest  first,  then  you  must 
stimulate  action  on  his  part.  Making  him  stop  on  the 
outside  and  inspect  your  wares  is  good  business;  it's 
better  business,  however,  to  make  him  come  inside. 

My  daughter  is  a  silhouette  fiend.  The  silhouette  art 
has  a  peculiar  fascination  for  her.  I  have  bought  her 
books  on  the  subject  and  she  really  has  become  very 
proficient  in  the  art.  She  has  a  natural  adaptability  for 
it  and  finds  much  pleasure  in  it. 

Two  years  ago  I  awoke  to  the  fact  that  I  could  com- 
mercialize her  accomplishment.  I  thought  I  could,  at 
least,  and  I  gave  it  a  trial.  Believe  me  or  not,  it  sold 
a  lot  of  paint  and  supplies. 

"Nellie."  I  said  to  her  one  day,  "I  want  you  to  try 
your  hand  at  cutting  out  pasteboard  houses,  barns, 
porches,  silos,  and  the  like.  T  know  you  can  do  it  and 
do  it  well.  I'll  IcU  ynu  why  1  want  you  to  do  it.  T 
want  to  put  your  houses  in  my  windows  at  the  store. 
I  want  a  four-room  house,  a  five-room  house,  a  six-room 


house,  and  so  on  up  to  a  ten-room  house.  I  want  an  or- 
dinary barn  and  a  barn  twice  the  size  of  the  regulation 
barn.  I  want  a  couple  of  silos.  I  want  two  sets  of  all 
these  things,  one  showing  the  exteriors  and  the  other 
set  showing  the  interiors.  I'll  bring  you  home  a  box 
of  good  colored  crayons  and  with  these  colors  you  will 
paint  clapboards  on  the  houses ;  make  one  or  two  of 
them  bungalows ;  leave  the  fronts  off  of  some  of  the 
houses  and  with  the  crayons  imitate  hardwood  floors  on 
the  interiors,  enameled  wood,  and  show  the  bathroom. 
You're  going  to  help  your  daddy  sell  paint.  Show 
gabled  roofs  and  flat  roofs — show,  in  short,  anything 
yon  want  to  show." 

The  young  lady  grasped  my  idea  at  once.  She  began 
work  on  her  cardboard  houses  and  did  remarkably 
well.  They  were  splendid  little  models,  for  I  told  her 
to  take  her  time  in  preparing  them  and  to  make  them 
painstakingly.  I  promised  her  ten  per  cent,  of  all  the 
business  those  houses  brought  me.  This  incentive 
spurred  her  on.  Her  creations  would  pass  muster  any- 
where. Her  colorings  were,  to  be  sure,  somewhat  crude, 
but  it  served  to  show  what  I  was  driving  at. 

The  first  model  she  finished  was  the  four-room  house, 
a  one-storey  affair,  of  which  there  were  hundreds  in  our 
town.  I  then  figured  out  what  it  would  cost  to  paint 
this  house  outside.  I  will  quote  figures  in  this  article, 
although  they  are  not  exact.  They  will,  however,  serve 
to  demonstrate  my  point. 

I  grouped  together  all  the  supplies  necessary  for  the 
exterior  of  this  four-room  house,  and  on  them  placed  a 
single  tag.  The  house  was  placed  in  the  centre  of  the 
window  on  a  pedestal.  The  grouped  supplies  stood  in 
front  of  it.  On  the  roof,  in  neatly  printed  letters,  was 
this  inscription : 

THIS  IS  A  FOUR-ROOM  HOUSE. 
IF  YOURS  IS  LIKE  IT,  YOU  CAN 
PAINT  IT  (TWO  COATS)  FOR— 
Then  an  index  finger  pointed  downward  to  the  grouped 
supplies,  on  which,  prominently  displayed,  was  a  tag: 

$16.33 

The  supplies  consisted  of  ten  1-gallon  cans  of  the  best 
ready-mixed  paint,  which  I  retailed  at  $1.50  a  gallon, 
and  one  4-inch  brush,  retailing  for  $1.50.  This  sum 
total  would  represent  $16.50,  but  I  had  lopped  off  one 


Making  model  bouses  show  effect  unci  color,  and  price  cards  sell  paint. 
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cent  from  each  gallon  of  paint  and  two  cents  from  the 
bnisli.    Why?    I'll  tell  you. 

Even  numbers  on  a  price  tag  never  appealed  to  me. 
I  always  felt  when  I  looked  at  the  $1.50  price  tag  on 
a  shirt  that  I  could  duplicate  the  shirt  any  place  for 
tlip  sajne  amount.  Had  that  same  shirt,  however,  been 
tagged  $1.48,  I  would  have  considered  purchasing  it, 
believing  I  had  stnick  a  bargain — always  providing,  of 
course,  the  shirt  was  of  a  brand  that  I  knew  gave  entire 
satisfaction.  The  $1.48  on  the  tag  aroused  my  cur- 
iosity— was  it  merely  a  $1.50  shirt  or  was  it  a  $2  shirt. 
T  stood  good  to  save  from  two  to  fifty-two  cents.  There 
was  that  subtle  invitation  to  save  money  that  made  me 
consider  buying  it. 

I  have  found  that  there  are  many  people  who  look 
for  the  odd  pennies  on  price  tags.  Women  always  have 
been  conceded  to  be  the  greatest  bargain  hi:nters  in 
the  world,  but  men,  T  have  learned  from  experience, 
are  equally  as  energetic  in  their  search  of  bargains. 
Especially  is  this  true  of  the  house  owner  who  has  to 
buy  his  own  paint  and  materials.  Many  of  the  house 
owners  in  my  town  never  paint-ed  their  houses  before 
that  year,  for  most  of  them  had  not  had  their  hoiises  a 
sufficient  length  of  time  to  warrant  investment  in  paint. 
My  four-room  cardboard  house  with  its  accompanying 
group  of  supplies  was  a  revelation  to  many  of  them. 
They  had  no  idea  that  their  homes  cOuld  be  painted  so 
cheaply. 

I  talked  with  a  lot  of  them  on  this  subject.  I  learned 
that  the  layman  usually  is  under  the  impression  that 
paint  and  paint  brushes  are  so  costly  that  they  are 
almost  prohibitive. 

"What  did  you  think  it  would  cost  to  paint  your 
four-room  house  ?"  I  asked  a  number  of  them. 

"Why,"  was  the  reply  in  most  eases,  "something  be- 
tween $30  and  $50."  And  there  wasn't  one  of  them 
who  had  estimated  the  total  cost  of  supplies  alone  at 
less  than  $27.50 !  That  shows  what  a  campaign  of  edu- 
cation, conducted  through  a  good-looking  window  dis- 
play and  a  price  tag,  will  accomplish. 

I  worked  the  same  scheme  for  the  five-room  house 
when  my  daughter  had  finished  it,  and  so  on  up  to  the 
ten-room  house,  simply  adding  two  gallons  of  ready 
mixed  paints  for  each  additional  room.  It  wasn't  long 
after  I  had  made  the  four-room  demonstration  and  had 
quoted  actual  figures  before  men  and  women  who 
owned  their  own  houses  came  in  and  asked  for  figures 
on  larger  houses.  This  indicated  to  me  that  my  win- 
dow display  and  my  unusual  price  tag  attachment  was 
bringing  in  the  business. 

There  are  a  lot  of  paint  dealers  who  wouldn't  spoil 
the  af)pearance  of  their  windows  by  putting  in  a  single 
kitchen  chair  or  a  rough  deal  table.  But  they  perhaps 
would  change  their  views  if  I  showed  them  how  one 
kitchen  chair  sold  one  thousand  ten-cent  tins  of  varnish 
in  less  than  two  weeks! 

I  placed  the  chair — a  brightly  varnished  one — in  the 
middle  of  the  window.  On  it  was  a  printed  card, 
reading: 

A  NEW  FIFTY  CENT  CHAIR 
FOR^ 

Right  in  front  of  it  was  a  ten-cent  tin  of  varnish,  con- 
spicuouslv  tagged : 

NINE  CENTS 
Then  I  put  in  two  kitchen  chairs,  using  the  same  card 
display,  doubling  the  (|uantity  of  the  varnish,  and 
marking  the  tag: 

EIGHTEEN  CEN^S 
The  deal  table  followed.   The  varnish  for  it  cost  the 
purchaser  NINE  CENTS. 


When  customers  came  in  to  buy  the  varnish  they 
usually  needed  a  brush.  I  had  a  neat  pile  of  them  on 
the  counter,  of  the  ten  and  fifteen-cent  variety,  and 
beside  this  pile  I  had  a  few  seventy-five  cent  sash  tools. 
I  explained  the  difference  between  the  cheap  brushes 
and  the  sash  tools,  and  sold  quite  a  few  of  the  sash 
tools,  because  many  of  my  buyers,  onee  they  started  in 
on  the  varnish  game,  bought  more  than  enough  for  the 
kitchen  chairs  and  tables. 

I  told  them  how  to  use  the  brush  and  how  to  preserve 
it  over  night,  the  cheaper  brush  in  a  small  can  of  water 
and  the  black  Chinese  bristles  in  oil.  I  told  them  how 
to  use  the  brushes  in  applying  the  materials.  I  gave 
them  a  free  education  which  meant  money  to  them. 

Then  I  worked  the  models  with  the  front  mi.ssing  and 
showing  the  hou.se  interiors.  Again  I  bunched  the 
materials  necessary  to  do  the  work,  putting  up  a  fifty- 
cent  quart  of  varnish  for  forty-nine  cents,  a  two-dollar 
gallon  can  for  $1.98.  This  was  the  inside  trim  varnish, 
the  seventy-five-cent  quart  of  floor  varnish  was  quoted 
at  seventy-four  cents,  the  $2.50  for  $2.47.  and  so  on. 

Again  I  was  surprised  to  learn  that  the  average 
housewife  has  no  conception  whatever  of  what  it  costs 
to  varnish  a  floor.  Many  of  them  had  had  single  floors 
varnished  and  the  painter  had  charged  them  from 
$3.50  to  $5.  I  showed  them  how  they  could  do  it  them- 
selves for  less  than  half  that  price.  And  by  thus  show- 
ing them  after  the  price  tag  had  drawn  them  into  the 
store  I  sold  many  gallons  of  good  floor  varnish  and 
varnish  for  interior  trim. 

The  same  idea  was  pressed  into  service  on  the  new 
barn.  It  took  from  four  to  six  gallons  of  $1.48  bam 
paint  to  make  barns  look  like  new.  One  4-inch  brush 
at  $1 .48  would  do  the  work. 

Thus  in  this  cardboard  house  campaign  I  sold  many 
dollars'  worth  of  paint,  brushes,  enamel,  calcimine,  var- 
nish, and  what  not.  And  my  endeavor  to  make  the 
price  tags  sell  paints  did  not  stop  with  the  close  of  that 
season.  I  have  inaugurated  it  every  season  since,  vary- 
ing the  form  and  the  prices.  I  always  quote  the  best 
possible  price  without  cutting  deeply  into  the  margins. 
I  have  made  a  lot  of  money  through  making  the  price 
tag  work  for  me. — Hardware  Age. 


CIRCULARS  HELP  INCREASE  TRADE 

M.  Phillips,  hardware  dealer,  at  686  Bloor  Street 
West,  Toronto,  has  doubled  the  capacity  of  his  store  to 
take  care  of  his  increased  trade.  He  enlarged  his  store 
by  knocking  out  the  back  end  and  extending  the  store 
floor  space.  Mr.  Phillips  believes  in  letting  the  people 
know,  and  as  he  is  a  strong  pusher' in  his  paint  depart- 
ment, the  following  from  a  recent  circular  sent  out 
by  him  will  show  one  method  he  has  used  to  develop 
his  paint  lines : 

"You  are  going  to  paint,  and  you  want  to  use  the 
best  paint — a  paint  that  '.vill  cover  the  best,  look  the 
best,  and  wear  the  longest. 

"It  is  war  time  just  now,  and  while  you  must  have 
the  best,  you  do  not  want  to  pay  too  high  a  price. 

"My  store  stands  for  the  right  price  and  the  best 
quality  in  all  kinds  of  hardware  and  house  furnishings, 
but  at  this  time  we  want  to  draw  your  attention  par- 
ticularly to  our  paints,  -which  are  manufactured  in 
Canada  by  Canadian  labor — guaranteed  to  give  abso- 
lute satisfaction  or  money  refunded. 

"It  will  pay  you  to  get  a  color  card  and  prices  be- 
fore buying  your  season's  paint. 

"Whether  you  buy  anything  from  me  or  not  I  will  be- 
glad  to  see  you  in  my  store  and  quote  you  prices." 
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Making  an  Angle  Boot 

I  -  Bv  A.  F.  MUELLER 

THIS  fitting  in  ihirnace  work  is  used  where  the 
stack  is  close  to  the  furnace  and  particularly 
when  it  is  connected  to  a  first  floor  register. 
Figs.  1  and  2  are  the  front  and  side  elevations  and  the 
fitting  is  composed  of  three  pieces,  of  w'Tiich  the  two 
end  pieces  are  developed  by  the  parallel  line  method 
and  the  middle  piece  by  triangulation. 

Lay  oft'  the  width  of  the  narrow  side  of  the  stack, 
as  at  I,  continuing  the  line  A-1  indefinitely,  for  the 
backs  of  the  pieces  I  and  II  are  as  a  usual  thing  in 
line.  Locate  the  throat,  as  at  B,  between  the  two  upper 
pieces,  and  from  this  point  draw  the  line  B-p  indefi- 
nitely at  the  required  angle.  Bisect  the  angle  c-B-d  in 
the  usual  manner  as  is  sho^^^l  in  the  di-awing  and  draw 
tlie  mitre  line  A-B.  From  .some  point  on  B-p  draw  a 
perpendicular  equal  in  length  to  the  diameter  of  the 
round  end,  as  p-o.  From  o  draw  a  line  parallel  with 
B-p,  intersecting  1-A  at  1,  and  from  1  draw  a  line 
parallel  with  o-p  to  B-p,  as  1-7,  which  line  will  repre- 
sent the  mitre  line  betAveen  II  and  III.  Bisect  1-7  and 
on  a  line  drawn  at  right  angles  from  4  describe  the 
profile  of  the  round  piece,  and  as  the  fitting  is  made  of 
two  similar  right  and  left  parts,  space  one-half  of  the 
profile  into  a  number  of  equal  spaces  and  project  the 
l)oints,  at  right  angles  to  1-7  in  Fig.  2  to  this  line,  1-7. 

At  right  angles  to  HI  draw  a  line  and  place  on  it 
twice  the  numbered  spaces  in  half  of  the  profile  for 
III,  and  from  the  two  extreme  points  draw  perpen- 
diculars to  intersect  a  continuation  of  the  line  1-7,  and 
the  rectangle  thus  produced  will  be  the  net  pattern  for 
III,  as  in  Fig.  4.    On  the  ends  add  material  for  a 


grooved  seam,  a  section  being  shown  in  Fig.  12,  and 
on  tl;e  upper  side  material  to  make  a  seam,  as  shown 
at  1°  and  7°. 

On  account  of  space,  only  half  the  pattern  for  the 
pieee  I  ha>s  been  developed  as  in,  Fig.  3.  Lay  oft'  the 
half  stretchout  and  to  corresponding  lines  project  the 
mitre  points  A,  B,  a,  b.  Conneeting  the  points  and 
adding  material  for  a  grooved  seam  on  the  ends,  a  sec- 
tion being  showni  in  Fig.  11,  and  material  to  form  the 
seams,  as  at  A°''  and  B°°  on  the  mitred  edge,  will  com- 
plete the  half  pattern  for  I. 

In  Fig.  2  draw  lines  from  the  points  1  to  4,  to  A, 
and  from  points  4  to  7,  to  B ;  these  lines  are  all  fore- 
shortened and  do  not  show  their  true  lengths  in  this 
view.  So  a  diagram  of  half  seetions  is  constructed,  as 
in  Fig.  5,  to  find  true  lengths.  Place  on  any  straight  line, 
at  A-1-4,  the  lengths  of  the  lines  drawn  in  II,  measuring 
from  A  in  Fig.  5  those  lines  terminating  in  A  in  11,  and 
from  B  those  lines  terminating  in  B,  and  from  the  ends 
erect  perpendiculars.  Make  each  of  these  perpendic- 
ulars equal  in  length  to  the  length  of  the  half  seetions 
in  the  profile  at  III.  As  the  line  of  perpendicular  from 
2  is  made  eqnal  to  2-2'  in  the  profile,  the  line  from  3 
equal  to  3-3',  etc.,  then  lines  conneeting  the  ends  of  the 
perpendiculars  will  be  the  true  lengths  of  lines  of  the 
same  letter  and  numbers  in  II. 

In  Fig.  6  draw  a  line  A-A°  equal  in  length  to  the 
long  sides  of  the  stack,  and  either  bisect  this  line  and 
erect  a  perpendicular  a-1  equal  to  a-1  in  Fig.  2,  to 
locate  point  1,  or  from  A  and  A°  describe  ares  whose 
radius  is  A'-l  in  the  diagram,  to  locate  1.  From  A  and 
A°  describe  a  series  of  ares  whose  radii  are  the  true 
lengths  in  the  diagram  ending  in  A'.  From  1  and  with 
the  length  of  the  spaces  in  the  profile,  step  from  arc 
to  arc,  as  numbered,  locating  the  points  2,  3,  4.  From  4 
and  with  the  radius  4'-B'  in  Fig.  5,  intersect  arcs  from 
A  and  A°,  whose  radius  is  the  length  of  the  mitre  line 
A-B,  locating  B  and  B°.    From  these  two  last  points 
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describe  a  series  of  arcs,  with  the  true  lengths  that 
terminate  in  B'  in  the  diagram  as  radii,  and  locate  the 
points  5,  6  and  7  by  stepping  from  arc  to  arc,  beginning 
at  4,  in  the  same  manner  as  described  above.  From  7 
and  with  the  radius  7-b  in  Fiir.  2,  intersect  an  arc  Avhose 
radius  is  half  of  the  length  of  the  long  .side  of  the 
stack,  as  A-a  in  Fig.  6,  locating  b  and  b°.  Connecting 
the  points  and  making  the  necessary  allowances  for 
seams  and  joints  will  complete  the  pattern  for  the  piece 
II,  as  shown  in  full  in  Fig.  6. 

In  Figs.  7  and  8  are  shown  the  seam  or  joint  slips 
or  cleats  to  make  the  conneetions  between  the  boot  and 
the  stack.  The  front  of  the  cleat  is  cut  on  a  slant  so 
that  the  stack  will  not  enter  the  cleat  on  all  the  four 
sides  at  once,  but  after  being  started  at  the  high  point 
will  gradually  slip  into  place.  One  right  and  one  left, 
as  Fig.  7,  and  one  left,  as  Fig.  8.  are  necessary  for  a 
set  to  make  a  joint.  Figs,  n  and  10  are  the  patterns  for 
Figs.  7  and  8.- — Hardware  Age. 


Profits  in  High  Grade  Furnace  Work 

Profits  may  be  increased  by  turnaeemen  who  will 
devote  more  of  their  attention  to  high-grade  furnace 
work,  says  a  writer  with  a  great  deal  of  truth  in  Metal 
Worker.  Those  who  have  had  experience  and  are  best 
qualified  should  look  after  the  high-grade  houses  in 
which  the  very  best  warm-air  heating  systems  may  be 
installed.  I  know  of  no  better  way  in  which  confident 
and  high-class  furnacemen  can  help  those  who  are  less 
experienced  than  by  showing  by  their  work  what  can 
be  done,  and  thereby  avoiding  competition  with  men 
of  the  undeveloped  talent.  Such  course  would  avoid 
much  trouble  and  would  increase  the  amount  of  fur- 
nace business  each  year,  without  increasing  competi- 
tion, which  everybody  knows  is  sufficiently  strong  to 
enable  those  who  have  orders  to  give  for  work  to  buy 
at  a  lower  rate  than  is  for  the  good  of  the  trade  or 
themselves. 

I  would  recommend  high-class  men  to  take  up  com- 
bination hot-water  and  warm-air  heating.  Too  often 
the  furnaceman,  especially  in  the  larger  cities,  devotes 
his  entire  time  and  attention  to  competitive  hot-air 
work  and  neglects  the  opportunity  to  build  up  the  de- 
mand for  high-grade  warm-air  heating  by  installing 
more  of  such  plants.  This  is  unfortunate  because  the 
increased  work  which  may  be  developed  can  be  found 
in  the  field  for  the  best  class  of  furnace  heating  sys- 
tems in  the  homes  of  men  who  can  afford  to  pay  for 
their  work  being  done  right  and  who  will  listen  to  an 
argument  when  it  carries  with  it  a  few  dollars  extra 
expense.  It  is  in  such  buildings  that  it  is  a  simple 
matter  to  install  a  water  heater  in  the  combustion  cham- 
ber of  the  furnace  and  which  will  not  seriously  inter- 
fere with  the  construction  or  the  other  heating  work 
to  be  done  by  the  furnace,  but  which  will  materially 
aid  in  maintaining  a  comfortable  temperature  in  some 
exposed  portion  of  the  building.  Some  judgment  is 
retjuired,  but  the  better  class  of  furnaceman  has  this 
judgment  and  can  use  it  to  advantage  in  his  combina- 
tion work. 

To  any  thoroughly  experienced  and  capable  furnace- 
man who  is  suffering  from  too  strong  competition  in 
his  immediate  vicinity,  I  would  make  the  recommenda 
tion  that  he  devote  more  attention  to  high-grade  fur- 
nace heating  and  the  utilization  of  the  combination  sys- 
tem to  secure  the  class  of  trade  which  cannot  be 
reached  by  the  ordinary  competitor. 


DEVICE  FOR  DESTROYING  INSECTS. 

James  P.  Young,  of  Hackleburg,  Alabama,  has  in- 
vented and  [)atented  a  device  for  destroying  insects 
which  fly  at  night.  Combined  in  the  device  are  a  base 
pan,  a  lamp  therein  comprising  a  lower  body,  and  an 
upper  shade  of  triincated  conical  form  and  provided 
with  a  central  opening,  rods  extending  upwardly  from 
the  body  and  through  the  shade,  the  rods  being  off.set 
below  the  shade  to  support  the  same,  and  coiled  there- 
above  to  form  ball  receiving  eyes.   A  cylindrical  cage 


is  loosely  disposed  upon  the  shade  with  its  lower  open 
end  surrounding  the  shade  opening  and  confined  be- 
tween the  rod  eyes  to  prevent  lateral  displacement 
thereof,  and  having  a  screen  covering  its  upper  open 
end. — American  Artisan. 


P.  E.  I.   MERCHANTS  ORGANIZING. 

The  Retail  IMerchants'  Association  is  now  organizing 
Prince  Edward  Island,  J.  C.  Doyle  being  in  charge  of 
organization  work.   At  a  recent  meeting  of  merchants 
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Ordered  by  Data, 

Order  form  for  furnace  repairs  used  by  A.  XS'elch  &  Son.  Toronto. 

of  Charlottetown.  a  local  branch  was  formed  with  the 
following  officers : 

President :  S.  A.  McDonald. 

1st  vice-president:  H.  Jenkins. 

2nd  vice-president :  Wm.  Pearden. 

Treasurer:  C.  H.  Black. 


It  is  often  necessary  to  bend  copper  tubing,  and  much 
difficulty  is  experienced  in  doing  so  without  its  flatten- 
ing at  the  bend.  By  filling  the  tube  with  small  wires, 
preferably  of  iron  or  steel,  and  bending  carefully,  or- 
dinary turns  may  be  made  without  trouble. 
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COLONEL  W.  M,  GARTSHORE :  His  Qualities  as 
a  Manufacturer  and  His  Characteristics  as  a  Man 


By 

W.  L.  EDMONDS 


THI^RE  are  oom^its  in  the  business  world  as  well 
as  comets  in  our  solar  system.  True,  text  books 
on  astronomy  give  us  no  such  indication.  Even 
dictionaries  have  no  definition  for  such  comets.  But 
they  exist  just  the  same,  although  in  ordinary  nomen- 
clature they  are  not  known  as  comets. 

In  ordinary  parlance  they  are  known  as  men  who 
suddenly  appear  in  the  business  world,  throw  out  a  lot 
of  fireworks,  fluster  and  bluster  around,  promise  to  con- 
sume present-day  business  methods  and  create  new  ones 
such  as  the  mind  of  man  has  never  hitherto  conceived. 
They  often  attract  passing  attention,  because  they  are 
unique.  But  they  seldom  create  interest,  particularly 
of  the  profound  type.  Then  suddenly  some  day  we 
discover  that  they  have  disappeared  from  the  business 
firmament,  leaving  nothing  but  a  memory,  and  that  not 
a  pleasant  one. 

To  call  such  men  "comets"  may  not  be  strictly  accur- 
ate. For  comets  don't  promise  any- 
thing. They  are  satisfied  to  show 
their  luminous  tail  and  pass  on.  But 
poets  have  no  right  to  monopolize  the 
liberty  of  taking  license  with  similes 
and  language. 

There  are  other  men  in  the  busi- 
ness world  who  are  like  the  sun,  if 
I  may  be  permitted  to  use  another 
simile.  These  are  the  men  who  make 
their  daily  round  throwing  oflf  no 
fireworks,  making  no  blustering 
noise.  They  just  warm  up  their  busi- 
ness, making  it  blossom  and  produce. 

Up  in  London,  Ont. — once  known 
as  "London  in  the  bush,"  in  order 
that  it  might  not  be  mistaken  for  the 
capital  of  the  Empire — is  just  such 
a  man.  He  is  vice-president  of  the 
McClarj'  Manufacturing  Company, 
Ltd.,  and  his  name  is  Col.  W.  M. 
Gartshore. 

Manufacturing  for  Over  Forty  Years         ^^^^.^^^  „f  coi. 

As  the  Colonel  appears  to  be  so 
much  younger  than  he  is  it  would  be  a  pity  to  give  the 
year  of  his  birth.  There  can  be  no  harm,  however,  in 
saying  that  his  place  of  birth  was  Dundas,  where  so 
many  successful  manufacturers  first  saw  the  light  of 
day.  Neither  can  there  be  any  harm  in  saying  that  he 
has  been  interested  in  manufacturing  industries 
for  some  forty-two  years,  for  it  is  only  by  that 
means  that  ,one  can  adequately  get  an  idea 
as  to  the  length  of  the  period  he  has  been  in 
business  life.  And  every  successful  man  is  proud 
of  the  years  which  have  croA\Tied  his  business 
life.  The  longer  thoy  are  the  better  he  likes  to  boast 
about  them.  There  was  an  old  gentleman  in  England 
a  few  years  ago  who  was  as  proud  as  Punch  of  the  fact 
that  he  had  been  in  business  over  seventy  years  and 
was  still  on  deck.  For  that  matter  we  need  not  go 
outside  the  company  with  which  Col.  Gartshore  is  con- 
nected for  a  man  who  can  justly  boast  of  a  period  of 
unusually  great  length  in  the  business  world.    I  have 


reference  to  the  venerable  president,  Mr.  John  MeClary, 
who  established  the  business  no  less  than  64  years  ago 
and  is  still  to  be  found  at  his  office  every  lawful  day 
in  the  week. 

Two  Great  Events  in  the  Colonel's  Life 

Following  his  birth,  Col.  Gartshore 's  most  eventful 
year  in  his  life  was  1876.  Two  great  events  happened 
that  year.  One  was  his  marriage  to  the  daughter  of 
Mr.  John  MeClary.  The  other  was  his  entry  into  the 
firm  of  the  MeClary  Manufacturing  Company,  of  which 
he  has  been  vice-president  and  general  manager  since 
1890.  For  three  years  prior  to  his  entering  the  employ 
of  the  MeClary  Manufacturing  Company  Col.  Gart' 
shore  was  with  the  London  Car  Wheel  Company. 

The  Colonel  is  essentially  a  business  man.  Whether' 
born  or  bred  so  matters  not.  The  important  point  is 
that  he  is  what  he  is.  And  the  proof  of  it  is  the  extent 
and  ramifications  of  the  MeClary 
Manufacturing  Company,  Limited, 
which,  besides  its  factories  at  Lon- 
don, with  their  fifteen  hundred  em- 
ployes, has  eight  branches  and  two 
sub-branches  located  at  the  same 
number  of  commercial  centres  in 
Canada,  beginning  at  St.  John,  N.B., 
and  ending  at  Vancouver,  B  C. 

Organization  His  Strong  Fort 

Col.  Gartshore 's  strong  fort  is  or- 
ganization. He  knows  how  to  de- 
velop a  staff  and  he  knows  how  to 
keep  it.  There  are  many  men  who 
realize  that  it  is  a  good  thing  to  get 
bright  young  juniors  into  their  em- 
ploy and  train  them  up  for  respon- 
sible positions,  but  they  do  not  know 
how  to  do  it  because  they  neither 
know  how  to  select  men  nor  how  to 
train  good  ones  when  perchance  they 
get  them.  Colonel  Gartshore  is,  how- 
ever, a  past  master  at  the  job. 

Possibly  he  got  an  insight  into  the 
secret  when  in  his  early  days  he  was  employed  in  mak- 
ing patterns  for  moulding  shops.  At  any  rate,  there  is 
no  doubt  about  his  ability  to  "pattern"  men. 

Reference  to  the  men  who  are  to-day  managers  of 
the  respective  branches  of  the  company  is  alone  suffi- 
cient to  prove  this.  As  already  pointed  out,  there  are 
eight  of  those  branches.  And  it  is  the  somewhat  extra- 
ordinary fact  that  seven  out  of  these  eight  are  man- 
aged by  men  who  were  taken  into  the  employ  of  the 
company  and  trained  up  for  the  responsible  positions 
which  they  now  hold.  And  the  positions  are  respon- 
sible, for  when  once  promoted  to  the  management  of  a 
branch  of  the  company's  business,  the  appointee  has 
got  to  paddle  his  own  canoe. 

Colonel  Gartshore  may  make  an  occasional  sugges- 
tion, either  verbally  when  he  visits  a  branch  or  in  writ- 
ing when  he  is  at  home,  but  there  is  no  dictating  that 
this  or  that  must  be  done  or  this  or  that  not  done.  A 
manager  is  practically  left  to  himself.    If  he  makes 
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good,  all  right;  if  he  doesn't,  then  he'll  have  to  take 
a  subordinate  position.  But  the  general  manager  sel- 
dom makes  a  mistake  in  the  selection  of  men  for  any 
position,  of  rosponsibility. 

Encouragement  to  Initiative 

The  whole  policy  of  the  company  is  to  encourage 
initiative  on  the  part  of  branch  managers  and  employes 
generally.  If  a  mistake  is  made  a  suggestion  for  future 
guidance  may  be  offered ;  but  there  is  no  bullying  or 
fault-finding.  And  while  bouquets  may  not  be  handed 
out  when  initiative  efforts  meet  with  success,  indica- 
tions of  the  company's  approval  are  not  wanting.  Con- 
secpiently,  there  is  encouragement  for  further  effort. 
And  the  concomitant  of  encouragement  is  enthusiasm. 

Knows  When  Work  is  Well  Done 

Some  general  managers  may  not  be  able  to  appre- 
ciate work  that  is  well  done,  because  they  do  not  know 
whether  or  not  it  is  well  done.  Colonel  Gartshore  is 
no  tyro  in  this  respect.  He  knows  ''what  is  what"  in 
all  the  ramifications  of  his  extensive  business.  And  he 
doesn't  load  himself  down  with  detail.  Unlike  many  a 
stickler  for  thoroughness,  he  doesn't  attempt  to  per- 
form the  duties  appertaining  to  subordinates  as  well 
as  those  appertaining  to  the  general  manager.  He  does 
the  thinking;  others  have  got  to  do  the  work  assigned 
them. 

The  man  who  thinks  and  meditates  much,  and  par- 
ticularly systematically,  is  a  man  of  ideas.  And  al- 
though Col.  Gartshore  is  a  man  of  decided  ideas  he 
does  not,  either  in  his  vocation  or  his  avocation,  force 
those  with  whom  he  is  brought  into  contact  to  swallow 
them.  If,  in  his  own  business,  or  in  any  other  interests 
with  which  he  is  connected,  others  have  ideas  to  ad- 
vance or  ventilate  he  will  give  them  calm  and  careful 
consideration  and  adopt  them  without  any  hesitation 
should  he  be  persuaded  that  they  are  superior  to  his 
own. 

A  Humanitarian 

While  Col.  Gartshore  possesses  a  keen  judgment  of 
human  nature  he  has  also  a  keen  sense  of  his  duty 
toward  humanity.  In  other  words,  he  has  a  sympathy 
for  humanity  which  is  manifested  strongly  in  more  than 
one  direction.  All  movements  for  the  betterment  of 
his  employes  find  in  him  a  warm  supporter. 

To  his  warm  sympathy  and  support  is  largely  due  the 
excellent  system  of  welfare  work  which  is  carried  on  in 
the  factory  of  the  McClary  Manufacturing  Company, 
under  the  superintendency  of  a  trained  nurse.  And  for 
the  healthy  and  prosperous  condition  of  the  benefit 
society  a  like  cause  may  be  attributed. 

When  sickness,  accident,  or  death  befalls  an  em- 
ploye or  member  of  an  employe's  family  the  general 
manager  is  not  slow  to  respond  with  his  sympathy, 
and  often,  it  is  said,  does  he  open  his  private  purse  to 
relieve  necessities. 

But  not  only  does  his  sympathy  go  out  to  his  own  em- 
ployes. The  municipal  hospital  in  London  demands  a 
large  share  of  his  attention  and  munificence.  And  the 
citizens  of  that  city  have  recognized  this  by  regularly 
electing  him  to  the  trustee  board  during  a  number  of 
years.  For  some  years  he  has  been  chairman  of  the 
board. 

"If,"  remarked  a  friend  of  his  to  me,  "you  want  to 
see  Col.  Gartshore  on  Sunday,  in  the  early  morning  you 


will  find  him  under  the  charge  of  his  grandchildren;  if 
you  want  him  after  eleven  o'clock  you  will  find  him 
at  church;  and  if  you  want  him  in  the  afternoon  you 
will  find  him  at  the  hospital  among  the  patients,  with 
each  of  whose  case  he  seems  to  have  formed  kn  ac- 
quaintance." 

The  Colonel's  Military  Career 

Another  of  his  avocations  is  the  militia.  During  the 
Northwest  Rebellion  of  1885  he  was  at  the  front  with 
the  Seventh  Fusiliers.  In  1892  he  became  colonel  of 
the  First  Regimfnt  of  Hussars,  which  organization  he 
brought  to  a  high  state  of  efficiency.  And  although  he 
is  now  on  the  retired  list,  his  interest  ir  all  movements 
for  the  betterment  of  the  local  militia  is  still  as  active 
as  ever.  His  first  active  connection  with  militia  affairs 
dates  back  to  1874.  a  period  of  41  years. 

While  sports  are  not  numbered  among  his  pastimes, 
yet  when  the  annual  picnic  of  his  employes  is  held  he 
is  always  to  be  found  on  hand,  and  not  merely  as  an 
idle  spectator  either.  To  umpire  a  game  of  baseball 
between  contending  teams  of  the  factory  seems  to  give 
him  especial  delight. 

A  Good  Companion 

Although  of  a  quiet  and  retiring  disposition,  when 
among  a  gathering  of  his  fellow  men  he  enters  with 
zest  into  whatever  is  on  the  program.  On  the  trips 
which  the  members  of  the  Canadian  Manufacturers' 
Association  have  taken  to  the  Pacific  Coast  and  that 
to  Great  Britain  ten  years  ago  he  entered  into  all  the 
frivolities  with  the  abandon  of  a  youth. 

At  a  banquet  he  can  seldom  escape  being  called  upon 
to  respond  to  a  toast.  He  never  says  much  and  never 
attempts  oratory.  But  he  is  apt,  and  a  vein  of  dry 
humor  always  runs  through  his  remarks.  A  few 
months  ago,  at  the  "smoker"  which  was  held  in  con- 
nection with  the  convention  of  the  Ontario  Retail 
Hardware  &  Stove  Dealers'  Association,  at  Toronto,  he 
was  called  on  for  an  impromptu  sp'^eeh.  During  the 
course  of  his  remarks  someone  interjected: 

"Are  you  going  to  the  war.  Colonel?" 

"I  am  afraid  my  years  might  prove  a  handicap, 
young  and  all  as  I  feel,"  he  replied  as  quick  as  a  flash. 
"But  let  me  tell  you  this:  If  you'll  get  up  a  regiment 
of  hardware  dealers  I'll  lead  it  to  the  front  and  to 
victory." 

His  Place  in  the  0.  M.  A. 

In  the  affairs  of  the  Canadian  ^Manufacturers'  Asso- 
ciation he  has  for  many  years  taken  a  keen  interest. 
In  1908  he  was  vice-president  for  the  Province  of  On- 
tario. Last  year  he  was  elected  second  vice-president. 
At  the  convention  which  opens  on  June  8  in  Toronto 
he  will,  in  the  natural  order  of  events,  be  elevated  to 
the  first  vice-presidency,  and  in  1916  the  presidency 
will  be  his  if  he  chooses  to  accept  it. 


The  merehant  who  stands  aloof  and  refuses  to  c«- 
n))er<ate  with  his  fellon"  merchants  in  improving  the 
conditions  of  thf  'business  in  whioh  he  is  engaged,  is 
j^la^ing  a  handicap  upon  himself.  The  broad-minded 
;iian  sees  the  aih  antage  to  him  of  securing  the  benefit 
of  the  advice  and  tie  experience  of  others,  and  he  in 
turn  is  willing  to  ii«5is  along  his  own  experiences  for 
;ho  n'ood  of  the  cause. 
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Information  and  Figures  Regarding  Motor  Car  Delivery 

Some  advantages  of  motor  car  delivery  and  experiences  of  dealers  who  have 
tried  it  out  —  Need  of  good  driver  and  of  keeping  car  in  proper  condition. 


Did  you  ever  consider  the  great  advertising  value  of 
a  motor  delivery  car?  Nothing  has  made  a  more 
striking  impression  on  dealers  who  have  gone  in  for 
one  than  the  way  their  trade  has  increased,  simply  be- 
cause the  ear  brought  their  name  before  people  who 
had  never  known  it  or  paid  any  attention  to  it  before. 

One  popular  form  of  car,  which  would  cost  anything 
from  $700  to  $2,000,  is  a  four-wheeled  dual  body  car, 
which  is  in  reality  two  ears  in  one.  since  by  a  ver.> 
simple  arrangement  the  lisiht  d^■li^ery  body  might  be 
replaced  by  a  smart,  up-to-date  four-seater  ready  and 
suitable  for  touring  puqioses. 

Three-wheeled  Light  Car  Used  by  Toronto  Firm. 

Some  dealers  may  consider  the  initial  cost  of  such 
a  car  would  cripple  their  finances.  What  do  they  think 
of  the  smaller  type  of  three-Avheeler  Avhieh  a  Toronto 
concern  has  had  in  use  for  eighteen  months.  Its  original 
cost  was  $300.  and  it  is  built  to  carry  a  load  of  500  lbs, 
A  gallon  of  gasoline  will  drive  it  27  to  30  miles,  which 
is  less  cost  than  a  cent  a  mile.  The  fivm  say  they  have 
found  it  very  serviceable  for  long-distance  work,  and 
some  of  the  car's  daily  journeys  have  reached  as  much 
as  7.5  and  80  miles.  It  is  calculated  the  car  has  covered 
20,000  miles  in  its  eighteen  months  on  all  conditions  of 
Canadian  roads,  an  average  of  over  forty  miles  a  day. 
The  first  tires  have  just  wom  out  and  are  being  re- 
placed. A  car  of  this  description  can  be  driven  by  a 
boy,  if  one  can  be  found  who  will  drive  according  to 
in.structions.  and  a  competent  ehautfeur  be  handy  to 
give  advice  and  keep  an  eye  on  the  ear  generally,  ft  is 
the  experience  of  this  Toronto  company  that,  barring 
accidents,  such  a  car  need  not  be  out  of  commission  for 
a  day  if  the  driver  knows  and  does  his  duty  and  keeps 
his  car  clean. 

Guard  Against  Off  Days. 

The  ability  to  keep  a  motor  car  running  with  a  mini- 
mum  of  off-days  will  greatly  contribute  to  its  efficiency. 
Some  dealers  keep  two  cars,  which  they  use  on  alter- 
nate days,  keeping  one  always  at  home  for  an  emer- 
gency. Where  only  one  car  is  kept,  failure  to  keep  it 
in  good  condition  may  necessitate  the  dealer  keeping 
as  many  horses  as  before,  and  it  is  evident  that  in  such 
circumstances  a  truck  will  hardly  pay.  But  these  con- 
ditions need  never  arise  if  you  take  proper  care  of  your 
car  and  keep  in  touch  with  the  makers  of  it,  whether 
it  be  a  tri-wheeler,  costing  a  cent  a  mile  for  gasoline, 
or  a  dual  car,  averaging  2  cents  a  mile  in  gasoline 
costs. 

A  Case  of  High  Cost  of  Operating. 

The  use  of  motor  truck  transport  is  constantly  on 
the  increase,  which  is  the  best  token  of  its  suitability 
and  success.  At  the  same  time,  some  dealers  have  not 
found  it  profitable.  The  editor  has  recently  had  on(> 
such  instance  brought  to  his  notice.  After  having  ;i 
$1,500  motor  van  for  18  months,  the  owner  has  discard- 
ed it.  Before  he  bought  the  truck  he  kept  two  horse 
rigs,  the  initial  outlay  nn  which  wa.s  $fi0().  Tlic  up- 
l-e>ep  of  the  two  horses  costs  $7  a  week,  aird  drivers' 
wages  $20.  He  secured  a  drivi-r  for  his  car  at  a  wage 
of  $15,  and  soon  found  the  car  was  able  to  do  the  work 


of  both  horse  rigs.  But  then  it  began  to  get  out  of 
order.  He  found  he  had  to  keep  his  horse  rigs  for 
emergencies.  He  calculates  that  in  18  months  the  car 
was  off  duty  one  month.  The  average  daily  jour- 
ney was  fifty  miles.  This  should  have  required 
no  more  than  $1  worth  of  gasoline,  but  he  found  $1.25 
worth  required.  And  when  three  sets  of  tires  wore 
out  in  the  18  months,  he  decided  to  sell.  The  case  is 
worth  investigation. 

Caused  by  Allowing  Car  to  Get  Out  of  Condition. 

In  the  first  place,  the  owner  was  quite  satisfied  with 
the  auto  truck  when  it  was  working.  In  fact,  he  says 
if  he  had  been  able  to  keep  another  for  emergencies 
he  would  have  been  all  right.  His  difficulties  lay  in 
breakdowns,  excessive  supply  of  gasoline  needed,  and 
too  rapid  deterioration  of  tires.  But  all  these  things 
depend  on  the  driving  of  the  car,  and  should  not  occur 
if  the  salesman  who  sells  the  truck  gives  proper  in- 
structions with  it,  and  these  instructions  are  obeyed. 
The  owner  of  a  horse  rig  knows  about  horses  and  sees 
his  horse  doesn't  get  out  of  condition.  When  he  be- 
comes the  owner  of  an  auto,  he  should  get  the  salesman 
to  instruct  him  in  all  details  of  the  care  of  it,  so  he'll 
be  able  to  keep  his  ear  in  condition.  The  salesman 
should  instruct  him  how  to  handle  the  truck  on  smooth 
paved  streets,  on  badly  paved  streets,  on  unpaved 
streets,  and  on  country  roads.  He  should  show  him 
how  to  start  and  stop  so  as  to  conserve  the  engine,  the 
transmission,  and  the  tires.  He  should  teach  the  driver 
to  run  at  a  safe  speed  and  show  him  by  example  just 
what  is  meant  by  a  safe  speed.  He  should  give  the 
driver  instructions  about  cleaning,  oiling,  and  making 
minor  adjustments.  He  should  explain  the  mechanism 
of  the  car  in  sufficient  detail  so  that  if  a  carburetor  is 
flooded,  or  a  timer  get  out  of  adjustment,  or  a  battery 
give  out,  or  a  wire  become  broken,  or  the  oiler  refuse 
to  do  its  work,  he  can  locate  and  adjust  such  matters 
without  running  the  ear  into  a  garage  and  incurring 
a  large  bill  for  repairs. 

If  a  car  is  driven  the  right  way,  kept  clean,  and  not 
overloaded,  it  should  not  burn  too  much  gasoline, 
should  not  break  down,  and  the  tires  should  not  wear 
out  too  quickly. 


PITHY  POINTS  FOR  DEALERS. 

Over  in  the  Buckeye  State  there  resides  a  glass  man 
who  is  noted  for  his  sage  observations.  Here  are  some 
of  them : 

Lazy  men  are  just  as  useless  as  dead  ones,  and  take 
up  more  room. 

Don't  worr}' — to-day  is  the  to-morrow  you  worried 
about  yesterday. 

Thoroughness  plus  ginger  equals  success. 


Mother — Johnny,  stop  using  such  dreadful  language. 
Johnny — Well,  mother,  Shakespeare  uses  it. 
Mother — Then  don't  play  with  him;  he's  no  fit  com- 
panion for  you. 
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GROWING  AUTO  ACCESSORY  BUSINESS. 

With  the  registration  of  automobiles  in  the  Province 
of  Ontario  alone  being  surpassed  by  the  registration  of 
only  four  countries,  namely,  Great  Britain,  United 
States,  France,  and  Gi(!rmany,  the  position  of  the  acces- 
sory business  in  Canada  will  be 
realized.  Also  the  motor  car  com- 
panics  report  large  sales,  which  are 
constantly  increasing  Ihe  number  of 
cars  now  owned. 

Dealer  Must  "Get  After"  Business 

The  owner  is  constantly  adding  to 
the  c(|uipment  of  his  car  and  the 
dealer  who  has  a  good  stock  on  hand 
ready  for  the  summer  trade  will  reap 
the  profits  if  he  realizes  the  oppor- 
tunity for  business.  Window  dis- 
plays, advertisements  in  the  local 
papers,  following  up  probable  cus- 
tomers with  circular  matter,  etc.,  are 
necessary  to  attract  the  business. 

In  connection  with  window  dis- 
plays, certain  manufacturers  of  ac- 
cessories have  display  stands  which 
show  of¥  these  to  advantage. 

A  scheme  followed  by  several 
Canadian  dealers  is  to  issue  a  cata- 
logue, giving  information  on  the 
lines  carried,  and  placing  it  in  the 
hands  of  each  automobile  owner  in 
the  district.  Others  have  prepared 
circulars,  giving  views  of  beautiful 
spots  in  the  vicinity,  these  being 
widely  distributed.  Not  only  are  the 
accessories  advertised  on  these  circulars,  but  also  the 
general  garage  service. 

The  accessory  business  has  been  characterized  in  the 
U.  S.  as  one  of  the  "giants  of  industry."  With  the 
growing  number  of  automobiles  in  Canada,  the  same 
name  may  soon  be  applied  here  also,  not  only  from  the 


Tt  consists  essentially  of  a  foot  lever  and  eonneetir.g 
rods  and  chain,  a  pulley  and  starter  ratchet. 

The  foot  lever  is  brought  up  through  the  floor  of  the 
car  beside  the  other  foot  levers.  The  lever  is  attached 
by  a  connecting  rod  to  a  chain  which  passes  around  a 


Attractively  trimmed  window  of  the  New  York  salesroom  of  the  H.  VV.  John~-Mnnvil!e  Co. 

pulley  and  engages  the  starter  ratchet.  The  motor  is 
spun  by  a  quick  steady  push  on  the  foot  lever. 

When  foot  lever  is  not  in  use  it  is  locked  firmly  to 
the  dashboard  and  is  released  by  pressing  on  a  trigger 
on  the  top  of  the  lever. 

With  each  starter  is  included  a  device  by  means  of 
which  priming  may  be  done  from  the  seat.  A  small 
pulley  is  attached  to  the  front  arm  holding  the  mani- 
fold. One  end  of  a  piece  of  wire  is  attached  to  the 
arm  on  the  carburetor  and  the  other  run  through  the 
pulley  and  through  a  Vs-in.  hole  in  the  dashboard  about 
on  a  level  with  the  top  of  the  coil  box.  This  eliminates 
the  use  of  the  priming  wire  already  on  the  car  which 
runs  to  the  front  of  the  radiator,  and  has  to  be  operat- 
ed from  the  outside  of  the  ear.  It  is  not  necessary  to 
remove  the  radiator  from  the  car  to  install  the  Per- 
fection starter. 

The  starter  is  manufactured  by  the  Perfection  Auto 
Starter  Co.,  34  Sydney  Street,  Ha'milton,  Ont. 


Perfection  auto  starter.  A  mechanical  de- 
vice for  Ford  cars,  manufactured  by  tlic 
Psrfcction  Auto  Starter  Co.,  Hamilton,  Ont. 


manufacturers'  viewpoint,  but  from  the  dealers'  as 
well.  In  view  of  this  assured  growth,  the  dealer  should 
have  his  business  well  organized  and  systematized  to 
take  care  of  the  development. 

PERFECTION  AUTO  STARTER. 

The  illustration  shows  a  Ford  car  e(|uipped  with  a 
Perfection  Auto  Starter,  which  is  a  simple  but  effective 
mechanical  device  for  Ford  ears  which  enables  the 
driver  to  start  the  motor  by  means  of  a  foot  lever,  with- 
out leaving  his  seat. 


DISPLAY  OF  SCREEN  DOORS  AND  HAMMOCKS 
IN  BRANDON  STORE. 

The  Brandon  Ilardwai-e  Co.,  of  Brandon,  Man.,  has 
quite  a  good  way  of  displaying  screen  dooi-s  in  the  in- 
terior of  the  store.  Sample  doors  are  hung  by  hinges 
on  to  a  pillar  at  one  side  of  the  stairs  leading  to  the 
office  floor.  Eight  or  nine  are  shown  with  different 
sizes  of  each  with  prices  on  each  sample.  This  plan 
allows  them  to  be  shown  to  advantage  and  yet  does  not 
take  up  much  room. 

Hammocks  are  displayed  to  the  rear  and  so  placed 
that  a  customer  inspecting  a  sample  has  it  between 
him  and  the  light.  He  can  see  the  construction  better 
and  it  has  the  advantage  of  causing  a  customer  to  pur- 
chase better  (|uality.  stock. 
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The  Making  of  Table  Knives 

The  process  of  making  table  knives  is  similar  to  that 
of  spring  knives,  though  the  workmen  employed  are 
entirely  different.  The  trade  comprises  three  branches 
of  men,  forgers,  grindei-s,  and  cutlers,  as  in  spring 
knives.  The  men  in  one  line  of  the  cutlery  trade  never 
work  at  any  other  of  the  sections,  i.e.,  spring  knife 
men  in  any  of  the  branches  do  not  work  at  the  table 
knives,  razors,  or  scissors  in  the  same  branch,  that  is 
to  say,  a  blade  forger  in  the  spring  knife  section  does 
not  nvake  table  blades,  razors,  scissors.  The  better 
table  knives  are  made  from  shear  steel  and  are  hand- 
forged.  This  is  too  expensive  for  the  greater  part  of 
the  trade,  so  cast  steel  is  used  and  forged  with  machines 
called  goff  hammers;  cheaper  blades  still  are  filed  out 
of  sheet  steel. 

The  table  knife  requires  a  different  edge  from  a 
pocket  knife,  which  has  a  smooth  edge,  but  for  cutting 
soft  substances,  such  as  meat,  a  thin,  rough  edge  is 
wanted.  This  is  only  obtained  in  perfection  from  shear 
steel,  and  though  cast  steel  may  answer  fairly  well  for 
table  knives,  it  is  not  satisfactory  for  carvers.  Shear 
steel  is  made  by  welding  together  several  lengths  of 
blister  steel,  i.e..  ii'oii  simply  converted  into  steel. 
When  these  come  from  the  converting  furnace  they 
are  cut  into  short  lengths — about  three  and  one-half 
feet  long  and  about  three  and  one-half  inches  wide,  by 
one  and  one-half  inches  thick.  Six  of  these  are  put 
together  in  a  clamp  at  one  end.  The  other  end,  heat- 
ed, is  worked  into  a  bar  under  a  steam  hammer.  The 
ends  are  reversed,  and  the  same  is  done  with  the  other 
end,  until  the  whole  is  reduced  by  hammering  to  a  bar 
about  one  and  one-half  inches  by  one  inch.  This  is 
called  single  shear;  for  double  shear,  the  same  bar  is 
bent  over,  bringing  the  two  ends  together,  and  put 
through  the  same  process  of  hammering  again.  The 
bars  are  then  rolled  to  the  sizes  required  for  forging. 
The  forgers  work  double-handed,  one  called  the  striker, 
the  other  the  maker.  They  stand  opposite  each  other, 
hammering  at  the  same  blade  at  the  same  time,  striking 
alternately,  the  maker  holding  the  blade  with  one  hand 
and  using  a  hammer  in  the  other;  the  striker  using  a 
two-handed  hammer.  When  the  maker  is  finishing 
each  blade  (smithing  it),  the  striker  will  be  hardening 
and  tempering. 

Tn  hand-forged  blades,  the  cutting  part  of  the  blade 
only  is  made  of  steel;  the  tang  (that  part  which  goes 
in  the  handle),  and  the  bolster  (the  thick  part  of  the 
blade  where  it  joins  the  handle)  are  of  iron,  which  is 
welded  on  to  the  steel  by  the  forgers  in  process  of 
making.  The  blades  first  being  mooded  (rough  forged), 
iron  for  tang  and  bolster  welded  on.  tanged,  smithed, 
hardened,  and  tempered,  the  table  knife  grinder  grinds 
and  finishes  the  blades  right  out  before  tbey  are  set 
in  the  haft  by  the  cutlers.  They  are  afterwards  buffed 
again  to  remove  scratches,  and  whetted  on  a  dry,  fine 
sandstone.  Tn  a  cheaper  l)ut  Irss  effective  way,  this 
whetting  is  done  on  dry  grindstones. 

Razors  are  made  of  cast  steel  of  fine  and  hard  i|uality, 
but  not  as  tough  as  that  used  for  spring  knives,  as 
they  are  reriuired  to  stand  no  bending  strain.  They 
are  mostly  hand-forged,  but  many  are  now  stannped 
in  dies  under  power  hammers,  which  j)rocess  is  found 
more  satisfactory  for  razors  rc<|iiir  i  ,1  to  be  hollow- 
ground,  as  they  can  be  stamped  hollow:  but  for  first 
sides,  of  which  large  quantities  are  made,  the  hand- 
forging  is  more  effective.  The  grinding  of  razors  is 
done  in  the  same  manner  as  spring  knives,  the  blade 
being  finished,  glazed,  or  polished,  and  I'tclnMl.  if  so  re- 


quired, before  the  fitter,  called  the  setter-in,  puts  them 
in  shafts.  The  hollow-grinding  of  razors  is  quite  a 
fine  art.  Until  a  few  years  ago,  this  was  done  on  stones 
of  various  sizes  down  to  some  of  not  more  than  on,e- 
half  inch  in  diameter.  Emery  wheels  are  now  almost 
universally  used  for  this  purpose.  Quite  a  variety  of 
patent  machines  are  now  used  for  hollow-grinding. 
Razors  are  whetted  on  finer  and  harder  stones  than 
spring  knives,  and  afterwards  stropped,  wiped,  and 
done  up  in  eases  ready  for  use. 

The  best  scissors  are  hand-forged,  but  good  ones  are 
also  made  from  blanks  filed  out  of  sheets  of  cast  steel 
and  stam'ped  in  dies.  This  is  becoming  the  general  pro- 
cess, and,  provided  the  material  is  good,  the  result 
gives  all  that  is  required.  In  large  sizes  of  scissors,  only 
the  cutting  edge  is  made  of  steel,  which  is  welded  on 
to  iron;  these  are  called  "shot  scissors."  Tn  common 
and  cheaper  qualities,  the  blanks  are  cast,  i.e.,  the 
metal  is  run  into  moulds.  The  other  processes  of  grind- 
ing, finishing,  and  fitting  scissors  are  somewhat  similar 
to  those  described  for  knives. 

The  four  trades  described  constitute  what  is  technic- 
ally included  under  the  term  of  cutlery,  but  there  are  . 
certain  sidelines  to  some  of  them  which  also  come  under 
that  heading,  for  instance,  some  spring  knife  manufac- 
turers will  also  make  tea  pruners,  farriers'  knives,  and 
some  kinds  of  surgical  knives ;  in  other  instances,  each 
of  these  may  be  carried  on  as  separate  trades,  but  all 
will  be  included  under  the  description  of  cutlery. 

One  of  the  largest  makers  of  cutlery  is  the  firm  of 
George  Wostenholm  &  Son,  Ltd.,  who  in  their  Wash- 
ington works,  at  Sheffield,  England,  use  the  following 
method  of  manufacturing  I.  X.  L.  carvers,  one  of  their 
big  lines,  and  typical  of  the  work  generally. 

The  blades  are  forged  by  hand  from  the  finest  double 
shear  steel,  which  is  first  rolled  into  rods.  Double 
shear  steel  is  costly  to  produce,  but  for  table  cut- 
lery it  has  been  found  to  be  far  superior  to  all  others. 
It  is  produced  from  refined  S-\^'edish  iron,  converted 
into  steel  in  Sheffield  by  the  Siemens-Martin  process. 

The  usual  size  of  the  bars  is  3  in.  x  %  in.  These  eon- 
verted  bars,  called  "blister  steel,"  are  then  melted 
down  and  welded  together  into  "faggots"  about  31,4  ii^- 
square.  This  is  called  single  shear  steel.  The  faggot  is 
then  cut  in  the  middle  and  bent  over  and  re-Avelded. 
It  is  produced  as  follows  from  refined  Swedish  iron, 
rolled  into  strings  of  the  usual  cutlery  sizes.  By  these 
repeated  weldings,  the  steel  gives  to  the  knife  a  rough, 
almost  saw-like  edge,  which  is  clearly  seen  under  a 
microscope.  This  edge  would  be  altogether  unsuitable 
for  a  razor,  but  is  exactly  what  is  required  for  carving. 

The  blades  are  forged  by  two  men,  the  "maker"  and 
the  striker,  who  work  together  in  a  manner  similar 
to  blacksmiths.  The  first  rough  forging  is  called  the 
"mood"  (probably  a  corruption  of  mould).  The  rod 
of  steel  is  heated  in  a  coke  fire,  great  care  being  taken 
not  to  overheat  or  burn  it,  which  would  entirely  destroy 
the  capacity  of  its  primitive  iron.  When  formed  on 
the  anvil  by  repeated  blows,  it  is  chopped  off  and  laid 
aside.  The  eyes  of  the  workmen  become  so  trained  that 
without  using  a  gauge  they  will  make  everv  blade  the 
same  length  and  thickness. 

The  next  process  is  called  "smithing."  The  blade 
is  again  heated  and  hammered  all  over,  especiall.y  down 
the  edge.  It  is  now  read.v  for  hardening,  which  is  done 
bv  raising  the  blade  to  a  red  heat,  and  plunging  it 
suddenl.v  into  cold  water.  The  steel  is  now  of  a  gre.v  • 
color,  aiul  is  inlctiscly  hard  and  brittl(>.  so  hard  that  a 
wrench  would  lirrnl<  i1.    Tn  lliis  cniKlilinii  il  wonld  be 
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useless.  It  is.  tliorofore,  "tempered";  this  is  done  by 
holding  it  over  a  flame  until  the  color  changes  from 
grey  to  pale  yellow  and  then  to  blue,  in  which  condition 
it  combines  "the  hardness  and  toughness  re(|uired  for 
u.se.  If  the  heat  is  applied  too  long,  the  color  deepens, 
and  it  is  said  to  be  let  down  too  low.  In  use  it  would 
then  be,  "soft,"  and  would  not  keep  an  edge. 

It  is  now  passed  to  the  grinder,  who  on  a  quickly 
revolving  grindstone  about  5  ft.  in  diameter,  running 
in  water,  thins  and  shapes  it.  Next,  it  is  finished  on  a 
leather-covered  wheel  dressed  with  emery,  called  a  glaz- 
er.  There  are  several  stages  of  finishing — rough  glazing, 
fine  glazing  and  buffing.  The  bevel  on  the  back  is  called 
the  swage,  and  is  cut  in  on  a  grindstone.  The  na^e 
in  this  instance  is  etched  in  with  acid  by  an  interesting 
process,  which  would  take  too  long  to  clearly  explain. 

Carvers  are  hafted  in  many  materials,  deer  horn, 
but¥alo  horn,  ivory  and  celluloid,  the  most  usual  prob- 
ably being  deer  horn.  The  horn  most  generally  lased 
is  that  of  the  axis  or  spotted  Indian  deer.  These  ani- 
mals run  wild  in  India,  and  shed  their  horns  annually. 
They  are  picked  up  by  the  natives  and  despatched  to 
London  to  be  disposed  oP  at  the  quarterly  sales.  The 
cutler  works  the  horn  into  a  suitable  shape  for  a  handle 
and  dyes  it  with  a  preparation  oP  logwood.  The  blade 
is  cemented  into  the  handle  and  the  cap  secured  to 
the  end  to  conceal  the  pith  in  the  centre. 

The  exact  date  of  the  commencement  of  the  Wosten- 
holm business  is  not  known.  George  Wostenholm,  the 
younger,  who  made  the  reputation  of  the  firm,  was  born 
in  1800.  His  father  was  a  manufacturer  of  cutlery,  but 
commenced  business  as  a  fork  manufacturer  only. 
About  1825  he  took  his  son  George  into  partnership, 
which  was  the  commencement  of  the  firm  of  George 
Wostenholm  &  Son.  Woistenholm  senior  died  in  1840, 
and  his  son  carried  on  the  business  alone  until  187.5, 
when,  owing  to  failing  health,  he  converted  the  firm 
into  a  limited  liability  company,  with  himself  it.s  first 
chairman.  George  Wostenholm  died  in  1876  and  Ber- 
nard Wake  succeeded  him  as  chairman.  In  1890  Ber- 
nard Wake  died  and  was  succeeded  as  chairman  by  his 
brother,  William  Wake. 

In  olden  times  the  cutlery  trade  in  Sheffield  was 
carried  on  by  the  master  cutlers  making  a  stock  of 
goods  and  then  taking  them  to  London  in  wagons 
drawn  by  bullocks.  It  was  somewhere  between  the 
years  1840  and  18.50  that  the  .younger  Wostenholm  had 
a  larger  stock  of  knives  than  he  could  sell  in  London. 
The  requirements  of  the  United  States'  market  for 
manufactured  goods  was  just  beginning  to  be  felt,  so 
George  Wostenholm  took  his  surplus  stock  over  to 
New  York  and  there  sold  it  by  auction.  The  goods 
were  so  appreciated  that  he  was  never  afterwards  able 
to  meet  the  demand  for  that  market  until  the  days 
of  hig'h  protection  and  the  development  of  the  manu- 
facture of  cutlery  in  that  country. 

Up  to  the  time  of  his  death  the  late  George  Wosten- 
holm never  cared  to  apply  himself  to  any  other  market 
than  the  United  States,  though  orders  were  occasion- 
all.y  executed  for  other  places,  and  the  name  was  not 
unknown  in  man.y  other  parts  of  the  Avorld.  After  the 
formation  of  the  company  the  management  laid  them- 
selves out  to  extend  the  business  in  other  markets,  and 
have  now  an  extensive  and  growing  connection  in  al- 
most all  parts  where  good  knives  are  sold.  Besides  the 
old  established  agenc.y  in  New  York  the.y  have  resident 
agents  in  Canada,  Australia,  New  Zealand.  South  Af- 
rica, as  also  representatives  going  annually  to  India. 
China,  and  Japan,  besides  trading  arrangements  with 
various  merchant  houses  for  the  sale  of  their  goods  in 


Mexico,  South  America  and  Russia,  in  all  of  which 
countries  they  are  doing  a  steadily  developing  business. 

The  factory,  "Washington  Works,"  is  situated  in 
Wellington  Street,  Sheffield,  and  covers  an  area  of 
three  acres.  It  was  bought  by  the  late  George  Wosten- 
holm in  1850  when  he  removed  from  the  old  Rocking- 
ham Works.  The  Washington  works  have  since  been 
considerably  enlarged,  and  the  directors  of  the  present 
time  are  exercised  with  the  necesrity  of  further  exten- 
sions, as  more  room  is  urgently  wanted  to  meet  the  in- 
creased demand  for  the  comipany's  goods,  present  con- 
veniences being  qiiit<;  unef|ual  to  their  requirt-rnents. 

The  late  George  Wostenholm's  business  was  confined 
almost  entirel.y  to  pocket  cutlery  and  razors,  but  under 
the  limited  liability  company  the  productions  include 
every  description  of  cutlery,  to  which  all  kinds  of 
plated  table  cutlery  haye  recently  been  added.  At 
the  present  time  the  firm  finds  employment  for  about 
800  hands.  When  exhibiting,  the  firm  has  always 
gained  the  highest  possible  awards  at  all  the  great 
international  exhibitions,  from  the  first  in  London  in 
1851  to  that  in  Paris  in  1900,  where  they  were  awarded 
the  Grand  Prix,  and  have  the  distinction  of  being  the 
only  firm  of  English  manufacturers  who  have  received 
this  award  for  cutlery. 


A  "Booth  Week"  Conducted  by 
Regina  Store 

A YEAR  ago  when  an  editorial  representative  of 
this  journal  visited  Regina.  R.  H.  Williams  & 
Sons,  Ltd. — The  Glasgow  House — were  conduct- 
ing a  "Booth  Week."  Thirty^seven  booths  were 
erected  throughout  the  store,  and  the  windows  were 
also  decorated  to  represent  booths.  This  was  backed 
up  by  liberal  advertising  in  the  local  papers,  offerings 
being  listed  under  a  booth  number.  Each  booth  was 
topped  by  a  pennant,  with  a  number  corresponding 
with  booth  numbers  in  advertisements. 

Could  be  Carried  Out  on  Smaller  Scale 

The  Williams  store  is  a  large  one.  but  there  are  a 
good  many  smaller  stores  that  could  use  the  idea  on  a 
reduced  scale  to  advantage.  C.  W.  Hansford,  the  ad- 
vertising manager,  explained  to  the  writer  at  the  time 
that  the  idea  of  "Booth  Week"  was  to  create  interest 
at  a  time  when  trade  is  somewhat  inclined  to  lag.  To 
be  successful  in  merchandising  in  these  days,  it  is  neces- 
sary to  be  constantly  inaugurating  new  methods  of  in- 
teresting customers  and  inducing  sales.  This  proved  a 
good  means  of  doing  so. 

Proved  a  Success 

Mr.  Hansford,  in  commenting  on  the  plan,  said : 
"The  sale  proved  most  successful,  and  huge  crowds 
gathered  each  day.  Each  booth  had  a  "special"  on  all 
of  the  days,  and  these  were  displayed  and  ticketed. 
The  windows  wore  changed  each  day  to  create  fresh 
interest. 

"On  the  first  da.y  of  the  sale  tea  and  cake  were  served 
in  the  afternoon,  free  of  charge,  to  all  visitors.  Our 
delivery  rigs  displayed  'Booth  Week'  cards,  while  good 
publicity  was  given  by  means  of  the  local  papers. 

"The  feature  took  well,  because  we  did  not  call  it 
a  'sale.'  In  this  week  good  prices  were  obtained,  and 
prices  did  not  have  to  be  slaughtered  as  people  expect 
when  a  'sale'  is  put  on." 
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J.  kS.  Ilall,  hardware  dt-aler,  Toronto,  is  dead. 
George  Rrou.sseau,  hardwareiuan,  Quebec,  is  dead. 
Frank  Ejip,  liardware  dealer,  at  Aberdeen,  Sask.,  is 
dead. 

W.  H;  Harrison,  hardware  dealer,  Broekville,  Ont, 
is  dead. 

The  hardware  stoelv  of  Belair  Lambert,  Montreal,  has 
been  sold. 

Thos.  A.  Slieppard,  of  M.  Sheppard  &  Son,  tinsmiths, 
Dundas,  Out.,  is  dead. 

Pire  damaged  Dimoek  &  Armstrong's  hardware 
stock  at  AVind.sor,  X.S.,  recently. 

The  Canadian  Cartridge  Co.,  Ltd.,  have  increased 
their  capital  from  $100,000  to  $150,000. 

The  Kingston  Whig  recently  pirt  out  a  special  "Swat 
tlie  Fly''  edition,  carrying  the  advertisements  of  hard- 
ware and  other  dealers  who  had  anything  in  their 
stocks  to  get  rid  of  the  pest.  It  was  a  good  idea,  well 
conceived,  and  splendidly  carried  out. 


News  From  Western  Canada 


A.  T.  Riley,  hai'dware  denier  at  Langham.  Sask.,  has 
added  farm  implements. 

A.  H.  Jackson's  hardware  store,  at  Seotsguard, 
Sask.,  was  damaged  by  fire  recently. 

G.  L.  McCandless'  hardware  store,  at  Okotoks,  Alta., 
Avas  damaged  by  a  flood  of  water  recently. 

The  stock  and  fixtures  in  the  John  Watson  Co.'s 
hardware  store,  at  St.  James,  Man.,  was  damaged  hy 
fire  recently. 

The  Canadian  Credit  IMen's  Assn.,  at  their  recent 
Winnipeg  convention,  advocated  a  general  shortening 
of  credit  terms. 

Johnston  &  Salsbnry.  Ltd.,  have  succeeded  Johnston 
&  Salsbury,  and  have  moved  from  45  to  50  Eastings 
St.  East,  Vancouver,  B.C. 


PAINT  NOTES 

The  Jasper  Paint  Co.,  Edmonton.  Alta.,  has  opened 
for  business. 

The  Montreal  Paint  &.  Glass  Co.,  Ltd.,  has  changed  its 
name  to  C.  A.  Sharpe,  Ltd. 

C.  B.  Jennings,  credit  manager  of  the  Imperial  Var- 
nish &  Color  Co.,  Ltd..  Toronto,  was  one  of  the  victims 
of  the  recent  disastrous  radial  ear  accident  at  Qneens- 
ton,  Ont, 

Berry  Brothers  have  erected  over  one  of  the  down- 
town .stores  in  San  Francisco  an  illuminated  electric 
sign  said  to  be  the  largest  in  the  world.  It  has  over 
75,000  connections. 

A  U.  S.  exchange  states  that  a  Vermont  druggist 
sent  the  editor  the  photo  of  a  paint  window  display 
which  "l)rought  twelve  house-painting  .iobs."  Wlial 
were  the  hardwaremon  in  the  town  doing' 

In  line  with  the  policy  of  offering  an  incentive  to 
their  salesmen  for  special  selli)ig  effort,  Pratt  &  Lam 
bert.  Inc..  Buffalo  and  Bridgeburg,  have  followed  their 


European  trip  competition  of  1914  with  a  competition 
which  entitled  the  seven  winners  and  their  wives  to  a 
trip  to  the  Panama-Pacific  Exposition  and  return,  ex- 
penses paid.  The  competition  was  open  for  the  best 
records  from  Januaiy  1st  to  June  20th. 


BUSINESS  CHANGES 


Alberta 

Millet — Morris  &  Taylor,  hardware,  commenced. 
Champion — U.  St.  Peters,  hardware,  ccmraenced. 
Calgary — Halpenny  Hardware  Co.,  sold  to  T.  J.  Lan- 
caster. 

Castor — lUsey  Bros.,  hardware,  sold  to  J.  H.  Duck- 
worth. 

Saskatchewan 

Wawota — J.  A.  Wilson,  hardware,  commenced. 

Canora — Woods  &  Robertson,  hardware,  sold  to 
Darrach  Bros. 

Melfort — The  Smart  Hardware  &  Contracting  Co., 
litd.,  incorporated. 

Glenavon — A.  W.  Evans  &  Co.,  hardware,  closed 
branches  at  Lovat  Station,  Kendal  Station,  and  Candiac 
Station. 

Manitoba 

Elphinstone — L.  G.  P.  Lauder,  hardware,  .succeeded 
by  F.  S.  Millard. 

Wawanesa — L.  R.  Cotton,  hardware,  succeeded  by 
Cotton  &  Loonen. 

Ontario 

Toronto — J.  W.  Davenport,  hardware,  sold  to  IT.  & 
S.  Smyth  Co. 

Port  Arthur — Phillips  &  Brenuagh,  tinsmiths,  retir- 
ing from  business. 

Port  Arthur — J.  Barnes  &  Co.,  plumbers,  opened 
branch  at  Ft.  AVilliam. 

Quebec 

Granby — JMenard  &  Ferland,  tinsmiths,  registered. 
Montreal — F.  D.  Colleret  &  Co.,  hardware,  registered. 
Montreal — Mrs.  M.  E.  Martineau,  hardware,  regis- 
tered. 

Pointe  aux  Trembles — Arehambault  &  Lachapelle, 
hardware,  registered. 


DISSTON  SAW  WORKS  AWARDED  12  PRIZES 

The  Philadelphia  Record  recently  published  this:  A 
notable  tribute  to  manufacturing  superiority  was  the 
award  of  first  prize  in  12  classes  made  by  the  Panama- 
Pacific  Exposition  to  the  exhibit  of  Henry  Disston  & 
Sons,  saw  and  toolmakei's,  of  Philadelphia.  The  Disston 
firm  exhibited  in  12  of  the  many  classes  of  saws  and 
tools  and  won  on  every  one.  In  not  a  single  branch  of 
the  manufactures  were  they  excelled,  although  firms 
all  over  the  Unitx?d  States  competed.  The  Di.S'ston  ex- 
hibit at  the  fair,  located  in  the  Palace  of  Manufactures, 
is  one  of  the  chief  features  of  the  immense  hall.  In- 
stead of  being  merely  a  showing  of  various  lands  of 
tools  in  cases,  it  consists  of  a  huge  platform,  the  base 
of  which  is  a  horizontal  circular  saw,  which  revolves 
slowly,  so  that  the  exhibit  erected  upon  it  is  contin- 
ually moving  before  the  eyes  of  the  spectator.  Upon 
the  huge  saw  stand  four  immense  keystones,  on  the 
surface  of  which  ai-e  attached  all  kinds  of  saws.  Above 
it  is  a  geogi-apher's  globe  of  leaded  glass,  eurraounted 
by  an  eagle.  Tiie  globe  revolves  in  the  opposite  direc- 
tion from  the  rest  of  the  exhibit. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  Peck,  Stow  &  Wilcox  Co.,  Southington,  Conn., 

have  brought  out  a  new  .s(jiiarc,  which  is  one  of  the 
most  eonveiiient  and  efficient  lookiTig  devices  that  have 
yet  been  produced.  When  the  tongue  slides  into  the 
grooved  portion  of  the  square  it  is  thrown  forcibly 
against  the  shoulder  by  a  button  which  works  on  a 
cam.  This  not  only  means  that  the  square  is  always 
perfectly  rigid  and  true,  but  that  the  graduation  is 
also  absolutely  accurate  when  the  parts  are  locked 
together  for  use.  It  is  also  impossible  to  separate  or 
unlock  the  square  unintentionally  while  using  it. 
Accuracy  is  further  secured  by  the  unusually  careful 
machining  of  the  joints  to  a  perfect  fit. 

It  is  also  a  very  convenient  tool,  as  well  as  being 
strong  and  reliable,  inasmuch  as  it  needs  no  specially 
made  key  for  unlocking  it.  The  button  is  constructed 
with  a  slot  so  that  the  owner  can  use  a  coin  or  any  other 
piece  of  metal  that  will  fit  into  it.  All  the  edges  of  the 
square  are  perfectly  straight  and  there  are  no  protrud- 
ing parts,  so  that  when  assembled  it  is  as  rigid  and 
accurate  as  a  solid  square.  This  square  is  made  in  all 
the  usual  numbers  and  finishes,  including  those  which 
show  rafter  framing  tables. 

The  Delta  Electric  Co.,  Marion,  Ind.,  have  just 
brought  out  a  new  electric  lantern,  whieh  operates  on 
two  ordinary  dry  batteries.  It  is  claimed  by  the  com- 
pany that  the  new  lantern  will  replace  the  oil  lantern 
in  service  and  durability.  This  claim  is  made  on  the 
basis  that  the  lantern  is  made  to  throw  a  light  through 
half  a  sphere,  and  that  its  rugged  construction  will 
permit  of  its  being  used  in  every  place  an  oil  lantern  is 
ased. 

The  following  specifications  have  been  given :  Case 
is  constructed  out  of  heavy  cold-rolled  sheet  steel, 
formed  and  ribbed  in  a  manner  to  give  great  strength 
with  a  minimum  weight.  Base  is  flanged  in  the  same 
way  as  the  oil  lantern,  so  that  when  the  lantern  is  set 
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down  on  hay  or  ground  it  will  not  upset.  Has  a  heavy 
drop  bail  handle  keyed  to  the  battery  case,  so  it  cannot 
possibly  come  out  when  in  use.  The  bail  b.3ndle  is  large 
enough  to  receive  the  big  ^rm  of  a  big  man  in  a  big 
overcoat.  In  addition  to  the  bail  handle,  there  is  a  grip 
handle,  conveniently  placed  in  the  back.  It  cati  be 
folded  back  flush  with  the  back  of  the  lamp  when  not 
in  use.  There  are  thus  no  projections  in  the  back  of 
the  lamp,  so  it  can  be  hung  on  a  nail  without  tilting 
to  one  side  or  another. 

The  reflector  is  drawn  out  of  brass  and  ribbed  in 
such  a  manner  as  to  give  a  broad  spreading  light.  It 
is  heavily  triple  silver-plated  and  polished  to  a  mirror 
finish.  The  reflector  is  very  efficient  as  well  as  attrac- 
tive in  appearance.  The  s^viteh  is  located  in  a  protected 
place  on  the  back  of  the  lamp.  It  has  German  silver 
contact  points,  which  are  always  under  firm  spring 
tension,  assuring  a  good  pressing  connection.  The 
bulb  is  high  grade  3-volt  Delta,  hand-made  with  a 
drawn  tungsten  wire  filament.  As  all  Delta  bulbs  are 
made,  this  one  is  sealed  off  with  pu*re  platinum  wire, 
eliminating  possibilities  of  leaks.  The  seal  is  made 
through  a  glass  stem  and  not  through  the  thin  wall  of 
the  bulb. 

The  lantern  is  finished  by  being  thoroughly  baked  in 
a  fine  grade  of  gloss  enamel.  Trimmed  in  nickel-plate 
highly  polished.  The  lens  is  convex-concave  and  made 
out  of  the  finest  lens  glass. 

The  Delta  company  announce  they  are  placing  five 
new  lanterns  and  lamps  on  the  market,  and  that  they 
have  elaborate  circulars  and  window  display  racks  for 
the  dealers. 

North  Bros.  Mfg.  Co,,  Philadelphia,  have  recently 
placed  on  the  market  their  new  "Yankee"'  bench  vise, 
No.  993,  with  swivel  base.  This  vise  is  the  No.  99.? 
"Yankee,"  mounted  on  swivel  base  for  use  on  bench, 
with,  upper  part  quickly  detachable  for  use  on  drill 
press,  shaper,  etc.,  and  putting  back  again  on  swivel 
base.  This  is  an  entirely  new  feature  in  vises,  and  one 
that  will  be  quickly  appreciated  by  toolmakers  and  ma- 
chinists, where  work  can  be  rigidly  held  in  a  vise  that 
can  be  used  either  on  bench  or  machine.  This  unique 
feature  makes  it  useful  and  desirable,  no  matter  what 
other  vises  may  be  used  in  the  shop. 

The  swivel  base,  on  which  the  vise  is  mounted,  is 
easily  and  firmly  locked  or  released  by  a  short  move- 
ment of  lever  on  one  side.  The  base  is  4"'/^  inches  in 
diameter,  has  three  bosses  on  under  side  to  give 
a  level  bearing  on  bench.  The  upper  part  of 
swivel  has  a  taper  piece  to  receive  taper  end  of  sliding 
jaw  with  setscrew  in  one  end  to  force  tapers  into  posi- 
tion, thus  clamping  vise  and  base  perfectly  rigid. 

The  jaAvs  of  vise  are  inches  wide,  1%  inches  deep 
and  open  3Vs  inches.  Extreme  height  with  swivel  base 
is  .5%  inches,  extreme  length  over  all,  8^^  inches. 
Weight  of  vise  and  swivel  base.  13  lbs.  6  ozs.  They 
come  packed  one  only  in  fibre  box. 

The  Metal  Specialties  Mfg.  Co.,  Inc.,  Chicago,  have 

recently  put  out  the  "Presto"  electric  two-cell  hand 
lamp,  equipped  with  a  three-volt  bulb  and  a  three-inch 
bull's  eye  lens  It  is  called  the  king  of  all  el-.ctric 
lanterns,  a  complete  lighting  plant  in  the  black  enam- 
eled case,  7  ins.  high.  A  great  big  strong  light  is  pro- 
duced by  a  three-volt  bulb  and  two  ordinary  No.  6  dry 
batteries,  making  an  absolutely  safe  light  around  a 
house,  barn,  or  garage.  It  is  one  of  the  most  wonder- 
ful lights  invented  for  all  general  purposes,  because  it 
is  a  light  that  can  be  turned  on  or  off  instantly;  that 
will  not  burn  out  in  a  few  hours;  that  bums  contin- 
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uously  or  intermittently;  that  does  away  with  grease  or  ■ 
kerosene ;  explosive  gasoline   or   ill-smelling  carbide, 
.smoke  and  grime:  that  oan  he  carried  by  the  bail  as  a 
lantern  or  hung  on  a  peg  and  the  light  turned  to  any 
position  desired. 

The  "Presto"  electric  lantern  burns  always  with  the 
same  continuous,  steady,  and  bright  light.  The  revolv- 
ing head  is  pivoted  on  the  supporting  bracket,  so  that 
it  may  be  rotated  to  throw  the  light  in  any  direction, 
either  straight  up,  in,  underneath  your  motor  car  when 
repairing  same,  or  down  upon  the  table  when  i;sed  as  a 
reading  lamp.  It  gives  ample  light  for  reading  or 
writing  when  placed  upon  the  table,  and  gives  the 
largest  amount  of  light,  compared  to  the  cost  of  any 
electric  light  or  electric  lantern  on  the  market.  Throw 
away  your  old  greasy  oil  lamps  and  dangerous  kero- 
sene and  gasoline  burners  and  use  the  "Presto"  elee- 
tiic  lantern,  always  clean  and  needs  no  filling  or  trim- 
ming, and  is  always  ready  for  immediate  use.  The  light 
may  be  turned  on  or  off  instantly  by  giving  the  switch 
a  slight-  turn  at  the  back  of  the  reflector.  It  has  a 
thousand  uses,  and  no  one  should  be  without  this  lamp 
when  a  good,  strong,  serviceable  light  is  required.  It  is 
absolutely  safe ;  no  danger  of  fire.  Use  two  ordinary 
Xo.  6  dry  cells,  same  as  used  for  telephones,  door  bells, 
etc.,  wliieh  can  be  bought  at  any  hardware  store. 

The  Supreme  Manufacturing  Co.,  707  Kent  Build- 
ing, Toronto,  are  offering  something  new  in  their 
"Supreme"  tent  reel.  In  addition  to  advantages  over 
other  clothes  dryers,  it  is  built  entirely  of  metal,  heavily 
galvanized,  and  combines  the  utility  of  a  clothes  reel, 
with  the  everyday  pleasure  of  an  attractive  sunshade. 
The  mechanism  is  simple  and  can  be  operated  by  a 


child.  Theie  are  no  gears  or  any  intricate  parts  to  get 
out  of  order.  The  tilting  arrangement  enables  a 
v.-oman  to  hang  her  clothing  without  moving  about,  and 
it  is  also  useful  in  setting  the  reel  at  any  .accommodat- 
ing angle,  to  receive  full  benefit  of  sun  and  air.  It  has  a 
very  large  capacity,  carrying  175  feet  of  the  finest 
woven  galvanized  Avire.  A  locking  attachment  holds 
ihe  reel  in  any  desired  position.  A  galvanized  box 
Iceeps  the  clothespegs  where  they  are  most  needed.  The 
tent  cover  is  put  on  or  removed  without  any  troiTble, 
and  in  addition  to  providing  a  pleasant  ««hade,  it  is  use- 
ful in  protecting  clothes  from  rain  or  soot,  and  colored 
garments  from  the  sun.  It  is  easy  to  erect,  the  ground 
anchor  being  supplied  with  the  outfit.  The  "Supreme" 
is  a  Canadian  invention,  and  is  patented  and  manufac- 
tured in  Canada.  The  Ruprfmo  Manufacturing  Co.  are 
desirous  nf  obtaiiiinfr  live  dealers  in  each  locality  for 
this  liin'. 

The  Stanley  Rule  A'  Level  Co.,  New  Britain,  Conn., 
has  brought  out  a  new  line  of  carpenters'  aluminum 


levels.  These  levels  have  tops  and  bottoms  milled  and 
wet-ground  to  insure  two  perfectly  parallel  surfaces, 
and  the  level  glasses.are  located  between  these  .two  sur- 
faces. This  is  a  distinct  advantage,  as  the  tool  can  be 
used  to  level  by  placing  the  bottom  on  the  work  in  the 
ordinary  way,  or  the  top  under  the  work,  as  required 
in  leveling  ceiling'  beams,  girders,  etc. 

The  glasses  are  what  are  known  as  "proved,"  and 
are  set  in  metal  cases  which  rest  at  each  end  on  a  sup- 
port cast  in  the  frame  of  the  level.  The  cases  are  held 
on  the  supports  by  means  of  eccentric  cone  centres  at 
each  end,  having  screw  ad.justment.  Both  the  plumb 
and  level  glasses  are  completely  protected.  This  pro- 
tection feature  consists  of  a  metal  shell  or  cover,  which 
can  be  turned  so  as  to  entirely  cover  the  glass  when  the 
level  is  not  in  use.  On  account  of  their  light  weight, 
great  strength,  and  the  fact  that  they  will  not  rust  or 
warp,  they  are  especially  adapted  for  carpenters'  use. 
They  are  made  in  three  lengths. 


Manufacturers'  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  Chadwlck  Brass  Co.,  Ltd.,  Hamilton,  Ont.,  have 
just  published  their  1915  catalogue,  Xo.  2,  descriptive 
of  their  line  of  electrical  and  gas  lighting  fixtures.  The 
catalogue,  which  contains  well  over  a  hundred  pages 
of  illustrations,  has  been  completely  revised  and 
brought  up  to  date,  and  shows  a  varietj'  of  the  latest 
designs  in  fixtures  and  parts.  The  book  is  of  loose 
leaf  pattern,  so  that  additional  pages  may  be  included 
as  ciuicklj^  as  new  designs  are  added  to  the  Chadwick 
line,  and  new  descriptive  pages  are  printed.  Printed 
on  coated  paper,  the  illustrations  show  up  well  and  give 
a  splendid  idea  of  a  splendid  range  of  electrical  fixtures. 

The  Imperial  Brass  Mfg.  Co.,  Chicago,  have  recently 
issued  their  catalogue  X^o.  105,  describing  their  "Im- 
perial" hardware  products — kick  plates,  push  plates^ 
thresholds,  door  guards,  etc.  The  company  has  back  of 
it  40  years  of  experience  in  the  manufacture  of  brass, 
bronze,  and  ahiminum  devices,  with  a  guarantee  on 
every  article. 


Orrin  S.  Goan,  of  X^ew  York,  was  elected  president 
of  Berry  Brothers,  varnish  makers,  Detroit,  at  the 
reeent  meeting  of  the  company's  directors.  Mr.  Goan 
succeeds  Frank  W.  Blair,  the  latter  having  found  it 
neces.sary  to  retire  to  give  more  of  his  time  to  the  Union 
Trust  Company,  of  which  he  is  president,  and  to  other 
interests  with  which  he  is  connected.  Mr.  Goan's  busi- 
ness career  heretofore  has  been  chiefly  with  the  X^'a- 
tional  Biscuit  Company. 


A  QUALITY  EEPUTATION. 

THE  merchant  who  steadily  aims  to  get  a  reputa- 
tion for  quality  and  insists  on  truthful  state- 
ments regarding  goods  by  his  men,  has  many 
advantages  over  the  one  who  wants  sales,  no  matter 
how  obtained.  Young  men  starting  in  business  want 
to  remember  that  a  reputation  for  quality  may  come 
slowly,  but  as  an  asset  it  has  few  equals. 
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CO-OPERATING  IN  GAME  PROTECTION 

Contrary  to  popular  opinion,  the  arms  and  ammuni- 
tion manufacturers  are  strong  supporters  of  every 
game-protection  move,  even  being  liberal  subscribers 
to  game  propagation  siocieties  and  similar  organizations. 
Logically  so.  For  the  depletion  or  disappearance  of 
game  must  result  in  a  decreased  use  of  ammunition 
and  arms. 

When  the  Dominion  Gloveriiment  sought  the  co-opera- 
tion of  Canadian  manufacturers  in  preserving  the  for- 
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ests  for  game,  the  Remington  Arms-Union  Metallic 
Company,  of  Windsor,  was  one  of  the  first  to  respond. 
A  neat  insert  in  two  colors,  as  pictured  in  the  illustra- 
tion, is  being  packed  in  every  box  of  cartridges  and 
shells.  It  reminds  the  sportsmen  of  their  interest  in 
preservation  of  wild  game  life.  As  millions  of  these 
inserts  will  be  printed  and  distributed  in  this  way 
every  year — many  of  them  being  read  by  sportsmen  at 
that  "psychological  moment"  when  he  is  actually  in 
the  woods,  the  results  are  certain  to  be  effective. 


WIN  FOR  ONEIDA  COMMUNITY,  LTD. 

The  I'psult  of  the  appeal  in  the  ease  of  the  Oneida 
Community,  Ltd.,  again.st  the  Oneida  G-ame  Trap  Co., 
tried  at  Syracuse  on  July  9,  is  that  a  sweeping  deci- 
sion in  favor  of  the  Oneida  Community,  Ltd.,  was 
hande>d  down  by  the  judge.  The  suit  was  originally 
brought  by  the  Oneida  Community,  Ltd.,  against  the 
Oneida  Game  Trap  Company,  Inc.,  to  protect  the  rights 
of  the  former  firm  in  the  name  "Oneida"  in  connection 
with  the  game  traps  manufactured  by  both  companies. 
The  first  decision  granted  only  partial  relief,  hence  the 
second  suit.  The  Oneida  Game  Trap  Co.  have  an- 
nounced that  they  will  chancre  their  name  to  the 
Triumph  Trap  Co. 


AMERICAN  TINPLATE  V.  WELSH  COMPETITION 

The  London  Iron  and  Coal  Trades  Review  recently 
said:  "Tinplate  prices  continue  to  rise  here,  while  the 
American  market  has  hardly  moved.  During  May  we 
have  uiissed  orders  for  United  States  export  business 
to  the  extent  of  well  over  half  a  million  boxes  of  oil 
sizes.  The  first  order  was  for  about  250.000  boxes  for 
consumption  in  New  York  during  July  to  December. 
This  order  Avas  taken  by  Amei-ican  tinplate  manufac- 
turers at  a  price  that,  in  order  to  compete.  Avould  have 
necessitated  Welsh  tinplate  makers  selling  at  12s.  7iod. 
f.o.b.  Swansea  for  18%  by  14.  The  price  that  Welsh 
makers  were  asking,  and  getting,  at  the  same  time  was 
18s.  3d.  f.o.b.  Swansea  for  18^.1  by  14.    The  second 


batch  of  orders  we  mi.ssed  were  the  Standard  Oil  Com- 
pany's requirements  for  their  various  branches  in  the 
I'ar  East  for  July  to  Decf mber  last  year,  the  total  quan- 
tity amounting  to  270,W)0  boxi-s.  These  were  taken  at 
varying  prices,  according  to  th*-  destination,  but,  rough- 
ly speaking,  to  have  competed  with  these  prices  Welsh 
tinplati'  makers  would  have  had  to  sell  at  round  about 
16s.  9d.  per  box  for  18%  by  14  f.o.b.  Swan-sea.  The 
price  they  were  asking,  and  getting,  at  that  time  waa 
18s.  6d.  f.o.b.  Swansea.  It  may  be  asked,  why  should 
the  American  makers  take  prices  which  are  so  very 
much  below  the  Welsh  prices?  The  answer  to  this  is 
that  it  is  due  to  compf^tition  among  themselves.  They 
are  almost  in  a  position  now  to  di.sregard  the  Welsh 
competition." 


NECESSITY  OF  AN  INVENTORY 

The  story  is  told,  says  the  Credit  Men's  Journal,  of 
a  retailer  doing  a  general  store  business  which  was  in- 
creasing in  volume  each  year,  but  was  not  yielding  any 
increase  in  profits.  The  retailor  was  advised  by  one  of 
his  biggest  creditors  to  make  an  inventory,  which  h  ' 
proceeded  to  do. 

He  discovered  that  he  had  goods  on  hand  which  had 
cost  him  $12,000.  This  surprised  him.  as  he  had  done 
business  five  years  before  with  only  *7.000  in  mer- 
eliandise.  The  increase  in  stock  was  considerably 
greater  than  the  increase  in  sales.  In  his  fir^t  year  in 
business  he  had  done  $25,000  of  bu.siness,  earrj'ing  at  no 
time  more  than  $7,000  in  goods.  Xow  he  was  doins 
$80,000  a  year  with  a  stock  of  $12,000. 

He  discovered,  furthermore,  that  his  expenses  had 
amounted  to  $6,000,  which  was  20  per  cent  of  gross 
sales.  He  was  surprised  to  learn  that  there  is  a  great 
difference  between  25  per  cent,  profit  calculated  on 
cost  of  goods,  and  25  per  cent,  calculated  on  selling 
price.  He  found  that  he  must  change  his  method  of 
figuring  profits  and  that  he  must  reduce  his  stock  in 
(7ade.  Henceforth  it  became  his  policy  to  do  a  maxi- 
mum business  with  a  minimum  investment.  By  this 
means  he  kept  his  liabilities  in  check  and  never  had 
a  stock  go  dead  on  his  hands. 


THE  GAME  OF  BUSINESS  AS  I  SEE  IT. 
Observalions  of  the  Delivery  Boy 

The  next  best  thing  to  knowing  is  a  desire  to  learn. 

Dealers  who  run  a  risk,  risk  a  run  with  the  sheriff. 

To  make  good  the  dealer  must  give  good  value.  If 
he  doesn't,  good  night! 

In  the  beginning.  God  said,  "Let  there  be  light." 
but  he  didn't  mean  light  weight. 

"Coin"  is  the  French  word  for  corner.  Well, 
many  of  us  are  often  in  a  tight  corner  in  the  matter 
of  coin. 

Sometimes  while  the  boss  is  breaking  in  a  new  clerk, 
the  clerk  is  breaking  the  boss. 

Getting  business  is  like  courting  a  girl — you've  got 
to  have  the  rigfht  kind  of  goods — and  keep  on  calling. 

If  you  treat  a  customer  as  you  would  not  treat  a 
friend,  be  sure  the  customer  will  find  it  out. 

The  clerk  who  goes  about  his  work  with  a  grouch 
is  not  apt  to  find  anything  extra  in  his  pay  envelope 
to  cheer  him  up. 

Do  your  work  with  your  own  and  the  store's  future 
in  mind.  The  man  who  works  merely  for  the  imme- 
diate present  never  gets  ahead  in  the  future. 

The  way  to  help  improve  the  service  of  the  store  is 
n(yt  to  keep  all  'the  ideas  you  have  to  yourself.  When 
you  see  how  the  service  might  be  improved,  say  so. 
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The  Nick  of  Time 

PEXTO  chisels  aren't  guaranteed 
to  rip  siding  off  a  barn  or  pry  open 
window  casings. 

But  they  do  give  the  sharpest  edge 
and  the  longest  service  and  the  least 
grinding  to  the  man  that  uses  them 

The  Peck,  Stow  &  Wilcox  Company 

MFRS.  Mechanics'  Hand  Tools.  TinEmiths'  and  Sheet  Me«al 
Workers'  Tools  and  Machines,  Builders'  and  General  Hardware, 
SOUTIIIN'GTOX,  C'ONN.  CLEVELAND,  OHIO 


Pexto  tools  are  equally  popular  with 
householders  and  expert  mechanics. 


r 
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MAKING  GOOD 

The  only  way  for  paint  to  "make 
good  "  under  the  test  of  Canadian 
climate  is  to  make  the  paint  so  good 
that  it  is  worthy  to  bear  the  name 
RAMSAY 

Since  1842  we  have  manufactured  the  best 
paint  we  knew  how  to  make — and  since 
the  first  can  was  used  Ramsay's  Paints 
have  been  "making  good" — for  us,  for  the 
dealer,  and  for  the  man  who  finally  used 
them  on  the  ic>b. 


'The  Right  Paint 
to  Paint  Right" 


MADE  IN  CANADA 


Write  ua  for  prices  on  whatever  you  need, 
Ourt  is     '  The  Complete  Line'' 

A.  Ramsay  &  Son  Co.,  Montreal 
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Market  Situation 


Hardware  Markets.  Througbont  .Fuly  the  usual  mid- 
suTriii:er  holiday  quietness  fuided 
to  the  prevailing  tone  of  this  year's  business  did  not 
help  stir  up  much  trade.  The  of)tiinistie  general  out- 
looli,  however,  is  better,  and  tlie  splendid  prospects 
ior  a  good  crop  should  do  much  n^^t  only  to  restore  con- 
fidence but  provoke  sales  this  fall.  A  recent  tour  of 
the  country  sections  of  Ontai'io  (and  the  same  mifxht 
apply  to  the  whole  Dominion)  by  a  representative  of 
Canadian  Hardware  Journal  shov  ed  crops  perhaps  tei' 
days  later  than  last  year,  but  practically  in  every  sec- 
tion were  they  larger  and  better  than  for  the  past  twu 
years.  Farmers  interviewed  are  well  oflF.  They  are 
buying  and  selling  for  cash;  profits  are  good,  they  say, 
and  m;!ny  of  them  are  buying  automobiles. 

With  the  basic  stones  of  basiness  in  country  villages 
and  towns  feeling  the  efiPect  of  good  times  there  .should 
this  fall  be  some  return  to  better  tradinp;  in  ihe  larger 
centres  of  manufacture  find  commerce. 

Prices  in  all  lines  hold  finn,  -with  many  advances  in 

those  articles  made  from  metals  on  whicli  there  is  some 

demand  for  the  making  of  munitions  oF  war. 

" »    *  » 

Metal  Markets.  Witli  the  exception  of  some  spec- 

ulation in  lead  there  ha.-  been 
nothing  much  out  of  the  ordinary  in  the  metal  situation 
during  the  past  month.  Of  course,  this  is  an  extra- 
ordinary year,  but  we  have  become  accustomed  to  the 
changing  prices  due  to  war  calls.  Iron  and  steel  rem.airi 
firm  at  unchanged  quotations,  but  tin,  copper  and  lead 
are  still  cliinl)ing  higher. 

»    *  • 

■Paint  Markets.  Steady  prices  are  asked  in  all  de- 

partments of  the  paint  trade, 
liinseed  oil  is  an  exception,  that  commodity  being  i^ery 
unsettled,  a  dozen  difl.'erent  quotations  being  asked. 
White  lead  sales  have  been  vi'ry  fair  during  July,  due 
principally  to  its  use  being  called  for  in  new  buildings. 

SIDELIGHT  ON  METAL  SITUATION  IN  CANADA 

By  A.  Brown,  Sales  Manager, 
The  Metal  Shingle  &  Siding  Co. ,  Ltd  ,  Preston 

Doubtless  the  situation  prevailing  on  all  galvanized 
materials  is  well  known  to  every  one  of  the  trade  since 
the  war.  Instead  of  the  United  States  and  this  coun- 
try being  able  to  import  spelter  they  have  found  it 
profitable  in  some  cases  to  export  it.  The  imports 
which  usually  came  to  America  from  Ru.ssia  and  Aus- 
tria are  entirely  cut  off.  This  means,  therefore,  that 
this  market  has  to  depend  on  its  home  producing  capa- 
city to  satisfy  the  demand  of  home  consumption.  This 
state  of  affairs  has  never  prevailed  before.  We  have 
always  been  able  to  secure  spelter  in  any  quantities 
necessary  with  very  small  market  fluctuations,  but 
now  that  the  entire  import  supply  is  cut  off,  of  course 
the  law  of  supply  and  demand  governs  the  price. 
Necessarily,  spelter  has  alvanced  abnormally,  and  this 
necessitated  the  mills,  both  independent  and  otherwise, 
raising  their  prices  on  galvanized  flat  sheets  gradually 
until  now  the  open  market  price  in  the  U.  S.  on  this 
material  is  nearly  50  p.c.  in  advance  of  prices  prevail- 
ing at  the  first  of  the  year.  Even  at  the  high  price, 
spelter  has  not  been  procurable  for  a  great  number  of 
mills,  and  this  has  necessitated  their  v.-ithdrawing 
prices  on  galvanized  materials  altogether. 


Of  course,  with  the  foregoing  explanation  it  is  ea.sy 
to  understand  why  the  .'♦heet  metal  firms  in  Canada 
found  it  nece.s.sary  to  increase  prices  on  materials  made 
from  galvanized  iron,  and  at  the  present  time  it  look.s 
as  if  instead  of  any  decrease  in  prices  there  might  be 
a  further  increase.  This  is  merely  a  supposition.  No 
definite  information  can  be  given  on  this  sub.ject.  It 
will  be  noticed,  however,  that  the  advance  in  prices  on 
galvanized  products  does  not  nearly  equal  the  advance 
on  raw  stock  at  the  mills,  and  for  this  reason  it  is  ex- 
tremely likely  that  further  advances  will  be  necessary 
unless  some  way  is  found  to  relieve  the  spelter  famine. 
The  shortage  of  spelter  may  be  overcome  to  a  certain , 
extent  by  the  action  of  American  manufacturers,  who 
are  opening  up  new  mills  that  will  produce  more  spelter. 
In  fact,  in  the  last  few  days  market  quotations  on 
spelter  are  somewhat  easier,  but  it  will  not  be  wise  to 
anticipate  any  remarkable  decrease  in  the  price  of 
spelter  until  peace  between  the  warring  nations  has 
been  concluded. 


SPELTER  CONSUMPTION  AND  PRICE 

Discussing  the  situation  as  to  spelter,  the  Engineer 
ing  and  IMining  Journal  says  in  part  that  "domestic 
consumption  is  being  contracted  in  an  unmi-stakable 
way.  It  is  idle  to  sa.y  that  a  little  difference  in  the  cost 
of  the  raw  material  does  not  trouble  the  ultimate  con- 
sumer. Someone  needs  a  new  sheet  of  zinc  to  put 
'inder  his  kitchen  stove.  A  sqi^.are,  5  x  5  feet,  of  No.  21 
gauge — .08-inch  thick — weighs  7.5  pounds.  In  ordinary 
times  this  would  cost  him  about  $6.  Now  it  costs  him 
about  i|^30.  Nobody  would  pay  such  a  sum  for  .such  a 
purpose.  He  would  either  make  the  old  sheet  do  a 
while  longer  or  would  put  down  a  piece  of  sheet  iron. 
This  illustration  is  not  imaginative.  It  summarizes  an 
occurrence.  So  it  is  that  the  erdinarv  eonsuraption  of 
zinc  in  the  form  of  sheet  for  galvanizing  and  for  brass 
making  is  being  annihilated.  We  are  in  receipt  of 
numerous  inquiries  for  ways  out  of  the  predicament. 
One  galvanizer  asks  us  about  erecting  a  smelting  plant 
on  his  own  account,  .\nother  inquires  for  an  expem 
who  can  teach  him  how  to  make  temeplate  as  a  sub- 
stitute for  galvanized.  A  plumber,  figuring  on  a 
household  job,  advises  the  use  of  sheet  iron  instead  of 
sheet  zinc.  Galvanizers  are  drawing  their  pots  and 
offering  spelter  for  resale.  This  exemplifies  the  state 
of  the  natural  market  that  has  been  disrupted  for  the 
sake  of  ammunition  maniifacturing. " 


COLLINS'  COURSE  IN  CARD  WRITING 

f  Contijiued  from  page  28.  J 
are  to  be  obtained  of  lines  you  will  carry,  which  may 
be  cut  out  and  pasted  in  an  attractive  way  on  to 
cards. 

Cotton  Sigfns. 

The  instructions  given  last  month  for  cotton  signs 
we  supplement  now  with  some  examples  in  actual  use. 
The  top  one  in  the  illustrations  shows  a  strong,  plain 
and  attractive  sign.  It  is  done  in  dark  green  with  the 
letters  "cut  in."  that  is.  left  white  and  the  background 
painted  around  them. 

The  removal  sale  sign  is  a  good  example  of  sign  work. 
The  large  letters  may  be  in  red.  with  a  yellow  outline. 
The  small  letters  should  be  in  black.  This  sign  is  not 
only  well  executed,  but  like  the  top  one  is  well  put 
up,  which  adds  much  to  the  appearance.  The  lower 
one  is  well  enough  painted  and  is  attractive,  but  it  is 
so  carelessly  put  up  that  it  loses  its  effectiveness.  The 
large  letters  are  red  and  smaller  ones  in  black. 
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Ripened 
Judgment 


■  Q-  V.     B.B-  1*1' 

5  White  lead  o  ; 


Nothing  can 
ever  take  the 
place  of  experience 

A  houseowner,  after  a  life- 
time of  looking  after  his  proper- 
ties, holds  up 

BRANDRAM'S  B.B. 
GENUINE  WHITE  LEAD 

{  as  the  best  m  the  world.    It  would  be  difficult  to 

make  a  successful  appeal  against  his  decision. 

When  you  come  to  consider  that  six  or  seven  generations 
before  him  have  endorsed 

BRANDRAM'S  B.B.  GENUINE 
WHITE  LEAD 

the  difficulty  of  controverting  such  a  powerful  testimony  is 
increased  seven  fold. 

There  is  no  argument  needed  to  secure  a  judgment  m 
favor  of  this  White  Lead.  The  case  has  been  ably  stated  by 
satisfied  users  throughout  the  past  century. 


BRAN  DRAM -HEN  PERSON 

Montreal  Halifax  St.  John  Toronto  Winnipeg 
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PREVAILING  MARKET  PRICES 


Toronto. 


The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is  re- 
quested in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS 

Aluminum,  ingots  0  40 

Antimony,  per  lb  0  40 

Brass  rods,  %  to  1  inch.  .  0  32 
Sheets,  up  to  20  gauge.  0  40 
Tubing,   1   inrh  base...   0  3.5 
Copper,  ingots,  casting...  0  22 
Sheets,  plain,  14  oz. 

base   ^  29  5/2 

Sheets,  tinned,  14  oz. 

b;,se   0  31V^ 

Sheets,  planished,  14  oz. 

base   0  37% 

Sheets,  braziers    0  29% 

Bars:,  round   V2   to  1  in.  0  31 
Black  Sheets,  28  gauge  base, 

Toronto   2  90 

Montreal  3  00 

Canada  Plates — 

Ordinary,  52  sheets,  To- 
ronto   3  .50 

.Ml   bright.    5f.   .sheets.  .   4  60 
Galvanized        Apollo  Ordinary 
18x24x52   ....   6  00         6  00 
60   ....   6  25        6  25 
20x28x80   ....   6  25         6  50 

20x28x80   12  50      12  50 

Galvanized  Sheets  (Corrugated) 
10  p.c.  off. 

22  gauge,  per  square. 
24  gauge,  per  square. 
26  giiuge.  I'Or  square. 
28  gauge,  per  squnre. 
Galvanized  Sheets.  Fleur 
de  Lis 


9  00 
7  50 
5  25 
5  00 
Queen 's 
Head 

5  80 

6  00 
6  25 
6  50 

Toronto 
3  70 
3  80 
30 


Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire, 

lb   14  Vz 

Light  copper  bottoms.  .  0  13 

Heavy  red  brass  0  10  ^4 

Heavy   vellov  brass    ...     10  V4 

Light  brass    0  08% 

Heavy  lead    0  05 

Tea  lead    0  04  % 

Scrap    zinc    0  17 

No.  1  wrought  iron.  ...  6  00 
Machinery  cast  scrap 

No.  1   10  00 

Stove  plate    9  00 

Malleable  9  00 

Miscellaneous  steel  ....  6  00 

Iron  Pipe,  per  100  feet — 

Black  base,  1  inch  ....  4  59 
Galvanized  base,   1   inch  9  10 

Tron  Pipe  Fittings — 

Canadian  malleable,  35:  cast 
iron,  65:  standard  buihinss,  65: 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65:  nipples, 
77%;  malleable  lipped  unions, 
65;  plugs,  60  and  10, 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  65  and  10;  7  and 
8  in,  pipe,  45. 

PAINTS  AND  GLASS 

Barn  Paint,  barrel  lots — 


16-20  gauge  ,  ,  5  15 
22-24  gauge  .  .  5  30 
26  gauge   ....  5  45 
28  gauge    ....   5  75 
Apollo  brand 
24  gauge,  American  , 
26  gauge,  American  , 
28   gauge    (26  English)  4 
10%    oz,,    equal    to  28 

Eng  4  50 

Toronto 

Bar  Iron,  per  100  lb,   ,  ,  .  2  00 

Forged   iron    2  35 

Refined  horseshoe  iron,.  2  40 
Sleigh  shoe  and  mild 

steel  2  25 

Iron  finished  steel   ,  ,  ,  .  2  50 

Tire  steel    2  20 

High  speed  steel   0  65 

Lead,   Canadian  pig    7  25 

Bar  pig    6  00 

Sheets,  base,  2%  lbs,  sq. 

ft  9  50 

Pipe    9  50 

Waste  pipe   10  50 

Traps  and  bends    25  p.c. 

Solder,   half  and   lialf,   lb,  0  27% 

Spelter,   foreign,   per  100 

lb  28  00 

Sheet  zinc   36  00 

Tin,    ingots,    100   lbs,    ,  ,  ,45  00 

Tin  Plates,  charcoal — 

MLS,  Famous  (equal  Bradley) 

Per  box 

I  C,   14x20  base    7  00 

I  X,  14x20  base    8  00 

I  X  X,  14x20  base  ...  9  25 

"Dominion    Crown    Best" — Re- 
tinned. 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base  ....  9  50 
"Allaway's  Best"  —  Standard 
Quality. 

I  C.  14x20  base    5  00 

I  X.  14x20  base    6  00 

I  X  X.  14x20  base   7  00 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  75 

Terne  Plates. 

I  0,  20x28,  112  sheets  9  25 
I  X,  Terne  Tin    9  40 

Tinned  Iron. 

72x30  up  to  24  gauge, 

case  lots   10  25 

72x30  up  to  26  gauge, 

case  lots   10  75 


Varnishes,  per  gal.  cans — 

Carriage,  No.  1    1  50 

Pale  durable  body   ....  3  50 

Finest  elastic  gearing.  .  .  3  00 

Elastic  oak    1  50 

Furniture,    polishing    .  .  2  00 

Furniture,  extra    1  20 

Furniture,  No,  1    1  15 

Light  oil  finish    1  35 

Gold  size  japan    2  00 

Turps  brown  japan    .  ,  .  1  35 

Baking  black  japan   ...  1  35 

Crystal   Daraar    2  50 

Pure  asphaltum    1  40 

Oilcloth   1  50 

Lightning  dryer    1  05 

Pure  white  shellac  var- 
nish, in  barrels   ....  2  00 
Pure  orange  shellac  var- 
nish, in  barrels   ....  1  90 

White  Lead- 
Canadian  pure. 

ton   lots   10  45     10  .90 

Canadian  pure, 

kss  than  tons.  10  7)     11  20 

Zinc — 

Extra   Red    Seal,  V.M. 

(dry)    100  lb.  kegs.  .   0  25 
Pure,  in  25-lb.  irons  (in 


Gallon  tins    80 


95 


■il ,' 


Window  Glass — 
United  Inches  Star 

Under  26    6  50 

26  to  40    7  00 

41  to  50    7  40 

51  to  60    8  00 

61  to  70    8  75 

71  to  80    9  50 

81  to  85   10  50 

86  to  90   

91  to  95   

95  to  100   

Toronto,  20  p.c. 

Miscellaneous — 

Lcf'Kv.  ax,  per  lb  

Orange  mineral,  100  lb. 

kegs  

Pine  tar,  %  pt.  tins,  doz. 
Plaftei   of  Paris,  bbl..  . 

Paris  white,  bbls  

Whiting,  gilders,  bolted 
Whiting,  plain   


Chemicals,  in  casks,  per  lb, — 

Arsenate  of  lead    0  09 

Sulphate  of  copper  (blue 

stone)    0  07 

Litharge,   ground    0  07 

Litharge,  flaked    0  07% 

Green    copperas  (green 

vitriol)  ,  ,  ,  .   0  01 

Sugar  of  Lead    0  09 

Colors  in  Oil — 

Venetian  red,  1  lb.  tins, 

pure    0  14 

Chrome,  yellow,  pure  .  .  0  22 
Golden  ochre,  pure  ...  0  15 
French  ochre,  pure  ...  0  14 
Chiomc  green,  purr  .  .  ,  0  11 
French  permanent  green, 

pure   0  16 

Marine    black,     25  lb. 

irons   0  08 

Signwriters'  black,  pure  0  21 

Glue,  in  sheets  ...   0  10     0  14 
1  lb,  pkgs  (Brantford).  0  25 

Petroleum — 

Can.  prime  white,  gal,.  0  13% 
U.S.   water   white    ....  0  17 
U.S.  Pratt's  astral    ...  0  17% 
Castor    oil,    per   lb.,  in 

bbls   0  13% 

Motor    Gasoline,  single 

bbls  0  14% 

Benzine,  per  gal,,  single 

bbls   0  17  Vi 

Puttv — 

Bulk,  100  lb,  drums,..  2  70 
Bladders  in  barrels   ...   3  10 

Readv  Mixed  Paints — 

Per  gal.,  qt,  lin-i  1  ?5     2  55 

Red  Lead   (Dry)  — 

Genuine,   560  lb.  casks, 

per    cwt  9  25 

Genuine,    100  lb.  kegs, 

per  owt  9  65 

Shingle  Stains — 

In  5-gallon  buckets  ...  1  15 

Turpentine  and  Linseed  Oil — 
Pure  Turpentine,  single 

barrels   0  66 

Linseed  Oil,  single  bar- 

lel.  raw    0  70 

Linseed  Oil,  single  bar- 
rel, boiled   .  .  .    ,  .    ,  .  0  73 

Rosin,    "G"    grade,  bbl. 

per  280  lbs   7  00 


0  24 

D.D. 
8  60 

10  00 

11  70 

12  00 

12  75 

13  85 

17  50 

18  85 

19  20 
22  75 


Coiled  Spring  Wire — 

High  Carbon,  No.  9.  $2,40;  No. 
12,   $2,55,  Montreal. 

Fine  Steel  Wire — 25  per  cent. 

Galvanized  Wire — From  stock, 
f.o  b.  .Montreal — 100  lbs,.  No, 
9,  .?2.25,  base.  In  car  lot* 
straight  or  mixed. 

Poultry  Netting — 45  p.c,  off. 

Smooth    Steel  Wire — Base,  $2.80 

Wire    Fencing,    car  lots — Toronto 

Cah  .".jiized,    barb    rj  mi 

Gsh  rir  ized,   plain  twiit.  i 

Fence  Staples — Bright,  $2.05;  gal- 
vanized, $3,00. 

Wire  Rope — Galvanized,  1st  grade, 
.strands,  24  wires,  $7.25; 
1    inrli  .?21.00. 

Black,  1st  grade.  6  strands,  19 
wires,  $5;  inch,  $15.10.  Per 
100  feet  f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    3  00 

Plain    2  65 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',    60;    parallel.  45 
per  cent. 

GENEBAL  HABDWABE 

Adzes — Carpenters' 


0  38 


10 
60 

50 
25 
25 
00 


12 

50 

14 

00 

6 

75 

9 

50 

10 

50 

12 

00 

9 

6') 

13 

20 

22 

75 

25 

00 

5 

00 

6 

00 

5 

75 

6 

50 

4 

70 

10 

00 

1 

45 

6 

75 

I 

70 

6 

00 

5 

50 

S 

85 

HEAVY  HABDWABE 

Anvils,  Taylor-Forbes  ...  0  05% 
Chain— Proof  coil,  per  100  lb.:  % 
in.,  $9.00;  5-16  in..  $5.90;  % 
in.,  $4.95;  7-16  in,,  $4.65;  % 
in.,  ii-4.40;  9  16  in..  $4.05;  % 
in,,  $4,30;  %  in,,  $4  15;  %  in.. 
$3,65;  1  in,,  $3.45. 
Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5;  tie 
outs.  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5, 
Forges — 

Blacksmith's  portable, 

135  lbs  9  85 

Horse  Nails — 

$3,00  per  box  base  No.  9  and 
larger;  Sampson  No.  10  base, 
$2,25. 

Horseshoes  —  Iron,  light  and 
medium  No,  1  and  smaller, 
$4,15;  No,  2  and  larger,  $3,90; 
snow  pattern.  No,  1  and  smaller. 
$4.40;  No.  2  and  larger.  $4,15; 
"X,L,"  new  light  steel.  No,  1 
and  smaller,  $4,10;  No,  2  and 
larger,  $3.85:  "X.L."  feather- 
weight steel.  No.  0  to  4.  $5.75; 
special  countersunk  steel.  No.  0 
to  4.  $6.25  pkg. ;  toe-weight,  all 
sizes,  $6,75. 

Toecalks  Standard,  J. P.  &  Co., 

"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per  box.     25-lb.  boxes. 

Wire  Nails,  base    2  35 

Cut  nails — Montreal,  $2.50;  To- 
ronto, $2.70, 

Miscellaneous  wire  nails.  75  p.c 
Coopers'  nails,  33  1-3  p.c. 
Pressed  spikes,  %  diameter,  per 
100  lbs,,  $3,00, 

Hav  Baling  Wire — No.  12  and  13. 
$4:  No.  13%,  $4.10;  No,  14. 
$4,25:  No,  15,  $4,50,  in  lengths 
6  ft,  to  11  ft,.  30  per  cent,, 
other  lengths  20c,  per  100  lbs. 
extra. 

Clothes  Lin?  Wire — No.  19.  $3,35, 
six  strand. 


Axes — Single  bit, 
per  doz. 
Double  bit,  per 

doz  

Bench  axes   . . 
Broad  axes 
Hunters'  axes. 
Boys'  axes 
Lathing 

hatchets  .  .  . 
Shingle  hatchets 
Claw  hatchets. 
Barrel  hatchets 
Ammunition  —  "Dominion"  Rin» 
Fire  Cartridges  and  C.B.  raps, 
40  and  2't  per  rent,:  BE. 
caps.  50,  10  and  2%  per  cent. 
Centre  Fi-e  Pistcl  C.-.rtri.lies.  .5 
and  2%  per  cent.;  Centre  Fire 
Sporting  and  Military  Cart- 
ridges, add  10  per  cent.;  Prim- 
ers, 2%  per  cent.;  Bra.;3  Shot 
Shells.  45  per  C5nt.;  Shot  Curt- 
ridges,  discount  same  as  ball 
cartridges. 

Crown  Black  Powder.  15  &  5; 
"Si)V(  reisrn"  Bulk  Smokeless 
Pi.vd»-r.  "Rezal"  Dense.  Smoke 
less  Powder.  "Imperial"  Shells, 
both  Bulk  and  Dense  Smokeless 
Prwder,  20  and  5:  Empty  Shells 
all   SO  per  cent. 

Ordinnrv  drop  shot,  AAA  to 
dnst  $11.50  per  100  lb<. :  net 
extras  as  follows;  chilled  $1.25- 
buck  and  seal  80c.:  No.  28  ball 
$1.20  ner  100  lbs.;  bags  less 
than  25  lbs,  %c.  per  lb.  f,o.b. 
Montreal,  Halifax  and  St.  .Tohn 
Toronto,   Hamilton  and  London. 

Augers — Ford's  anger  bits,  30  and 

10:  Irwin's  aiier.  40:  Gil- 
mour's  auger,  70:  Rockferd's 
auger,  50  and  10:  Gilmoar's 
car.  47%;  Clark's  expansive. 
40.  .Tenninzs'  Gen.  auger,  net 
list.  Tobin  High  Speed.  50  and 
5;  Tobin  Never-Choke,  50  and  5. 

Barn  Door  Hangers — 

Double  straphangers,  doz. 

sets   6  50- 

Standard  jointed  hangers. 

doz.  sets    6  45 

Steel,  track,   1  x  3-16  in. 

(100    ft,'>    3  25 

Bolts  and  Nuts — 

Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts.   H   and  smaller, 
65  and  10  per  cent. 
Carriage    Bolts,    7-16    and  np. 

57';  per  cent. 

Carriage  Bolts,  Norway  Iron  ($3 
list>,  60  per  cent. 
Machine  bolts,    ?4   and  less,  "0 
per  cent. 

Machine  bolts,  7-16  and  np, 
60  per  cent. 

Plough  Bolts,  55  and  10  per 
cent. 

Bolt  Ends,  60  per  cent. 
Blank  Bolts,  57%   per  cent, 
Sleieh  Shoe  Bolts,   *i   and  less, 
62      per  cent. 

Sleigh    Shoe    Bolts,    7-16  and 
larger,  50  and  12%  per  cent. 
Coach  Screws,  new  list,  75  and 
per  cent. 

Nuts,  "square,  all  sizes,  4'4  c.  per 
lb.  off. 
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SOME  seeds  germi- 
nate faster  than 
others.  The  picture 
shows  Jiow  fast  the  seed 
of  a  rirst  Pratt  6c  Lambert 
varnish  order  has  gro\\  n. 
From  a  live  case  order 
four  years  ago  to  3000 
gahons  a  year  —  tells 
the  success  of  Bazille  & 
Partridge  w  ith  P&L  Var- 
nishes. 

Ton  too  can  start  small  with 
Pratt  &  Lambert  Varnishes  and 
grow  biwger  —  realize  quicker 
turnovers,  bigger  sales,  better 
profits  and  more  satisfied  custom- 
ers, because  the  same  advertising 
and  selling  forces  for  Pratt  6c 
Lambert  \'arnishes  are  at  work 
in  your  locality  {or  you. 


»peals8  well  To 

The  above  increase  i 
quality  of  your  good 
aCvertlBlrie. 

Your  direct  »or; 


greatly  dui 


3000  galloni 
■  P.  4  L,  go. 


I  of  our  procuring  m&ny 


Ve  desire  to  thank  yo 
giTen  us  and  trust  l>i 
P.  k  L.  will  continue 

Wltli  beet  wlBhee.  we 


I  for  the  co-operatlo 


Bazille  *  Partrl 

^  <?■  'S^ 


Write  For  Pratt  &  Lambert  Dealers'  Proposition 
Pratt  &  Lambert-Inc. 
30  Courtwright  St.,  Bridgeburg,  Ont. 


/  1 

.V  -■  *ifiiiiiiii«BM 

1  ";3S" 

"B 1" 

^VitTdlite  ";JB" 

prdtta 

iQualityL  Sales  YProfits 


ion 


Repeats 


Factories:    Bridgeburg,  Ontario       New  York       Buffalo       Chicago       LondoD  Paris 


•  •  • 

Hamburg 
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Nuts,  hexagon,  all  sizeB,  4% 
per  lb.  off. 

Stove  rods,  per  lb.,  5V4c.  to  6c. 
Stove  bolts,   82%   per  cent. 

Bells — Door  bells,  push  and  turn, 
45  and  10  per  cent. 
Cow  bells,  65  per  cent. 
Sleigh   bells,    shaft   and  hames, 
pair.  22c.  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Farm  bells.    No.  1,  $1.65. 

Building  Paper,  Etc. — 

Tarred  slater's  paper,  per 

roll   0  95 

O.K.  paper.  No.  1,  per  roll  0  95 
Plain  Fibre,  No.  1,  per  400 

it.  roll    0  50 

Tarred   Fibre,   No.   1  per 

400  ft.  roll    0  62 

Tarred  Fibre,  Cyclone,  25 

lb.,  per  roll    0  62 

Dry  Cyclone,  15  lbs  0  50 

Plain  Surprise,  per  roll..  0  42 
Eesin  sized  Fibre,  per  roll  0  43 
Asbestos    building  paper, 

per  100  lbs  3  50 

Heavy    straw,    plain  and 

tarred,  per  ton   36  00 

Carpet  Felt,  per  100  lbs..  2  60 
Tarred    wool   roofing  felt, 

per  100  lb   2  00 

Pitch,   Boston   or  Sydney, 

per  100  lbs  0  85 

Pitch,  Scotch,  per  100  lbs.  0  85 
Heavy  Fibre,   32  and  60, 

100   lbs   2  00 

2  ply  Ready  Roofing,  per 
square  0  75 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply  complete,   per  roll.  1  15 

3  ply  complete,  per  roll.  1  35 
Liquid    Roofing  Cement, 

bbls.,  per  gal   0  17 

Liquid   Roofing  Cement, 

tins   0  19 

Crude  Coal  Tar,  per  barrel  4  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   5  00 

Shingle  Varnish,  per  bbl..  5  00 

Caps,  per  lb   0  05 

Nails,    per   lb   0  05 

Mop,  cotton,  per  lb   0  17 

Butts — Plated,    bower     barflf  and 
nickel.  45  per  cent. 
Wrought  brass.  45  per  cent,  oflf 
revised  list. 

Cast  iron  loose  pin,  60  per  cent. 
Wrought  steel,  fast  joint  and 
loose  pin,  70  and  5  per  cent. 

Cement — Portland,  bags 

ppr  bbl  1  55     1  85 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  doz..  .  .  2  50 

Conductor  Pipe — 

2  inch,  in  10  ft.  ler.gths.  .   4  00 

3  "  ■  .  .  4  85 

4  "  "  .  .   6  40 

5  "  '■  .  .   8  75 

6  •  "  "  . .10  65 

Door     Knobs — Canadian,    45  per 
cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list,  plus  5c. 

Door  Sets — Canadian.  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers  (Parlor)  — 

Single    sets,    each    1  80 

Double  sets,   each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 

Carpenters'  6  inch.  doz...  5  25 

Holding  handles,  8  in.,  doz.  1  80 

Folding  handles,  8  in.,  doz.  1  80 

Escutcheon    Pins — Steel,  discount 
50  per  cent.    Brass,  50  per  cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths.  .  3  02 

10  •'  "  .  .  3  30 

12  "  "  .  .  3  88 

15  "  .  .  5  53 

Factory  Milk  Cans — 

Milk  cans  and  pail.s,  .T3  1-3  p.c. 

Hand     delivery    and  creamery 

ci.ns,   33   1-3  p.c. 

Railroad    and    cream    cans  and 

(ai>s,  40  find  10  p.c. 

Crormerj'  trimmings,  33  1-3  p.c. 

Files  and  Rasr),s — 

Disston's.  Great  Western,  Amer- 
ican, Kearney  &  Frost,  Globe,  all 
75:  Plack  Diamond  and  Nichol- 
son, 60  and  10;  .lowett's  (Eng- 
lish list)  27 H.  Delta  62%. 


Hammers — Tack,  iron,  doz..  0  35 
Ladies'  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

Adze  eye,   hickory  handle 

1  lb.,  doz   6  25 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers'  hammers,  10  oz., 

doz  5  50 

Tinners'    setting,    %  lb., 

doz  4  50 

Machinists',  %  lb.,  doz..  .  8  20 
Sledge,    Canadian,    5  lbs. 

and  ovpi    0  06 ',2 

Sledge,  Masons,  5  lbs.  and 

over    .    .      .   0  06  M; 

Sledge,  Napping,  up  to  2 

lbs   .  .  0  10 

Il.nrvcst   To.-^ls — 

Samson,  best  quality,  40,  7% 
per  cent. 

Sidewalk  and  stable  scrapers, 
net,  $2.25. 

Wood  hay  rakes,  40  and  10  per 
cent. 

Lawn  rakes,  net. 
Hinges — Blind,  50  per  cent. 

Heavy  T  and  strap  discount,  40 

per  C(  nt. 

Litvht  T  and  strap.  6.')  ai:d  5  p.c. 
Screw   hook    and   hinge,  $4.25, 

$5.00. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
55  p.c. 

Hinges  (Spring) — Per  gross — No. 
5.  $18.00;  No.  10,  $19.50;  No. 
20,  $8.50;  No.  50,  $24;  No.  51, 
$9.60;   No.  120,  $17.40. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples.  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove  pipe  eyes,  kitchen  and 
square  hooks,  60  p.c. 

Ladders — 3  to  6  feet,  12c.  per 
foot:  7  to  11  ft.,  13c. 

K-\l  elision  ladders,  2.Jo.  par  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
r.l.'.st,   ppr  doz.,  .$7.2'). 
Lift  Tubular  and  Single  Plain, 
per  doz.,  $5.25. 

.Tapanning,  50c.  per  dozen  extra. 
Prism  Globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade, 
70  and  10. 

Locks  and  Keys — Canadian  50  and 

10  per  cent. 
Mallets — Tinsmiths',    2%  x 

5%  in.,  per  doz.   .....  1  65 

Carpenters',     round  hick- 
ory,  6  in   1  95 

Lignum    Vitae,    round,  5 

inch  2  40 

Caulking,  No.  8,  oak   ...15  00 
Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  $4.65  doz. 
Pick   handles,    $1.85  dozen. 
Prospectors'     hammers,     16  %c. 
per  lb. 

Drilling  hammers,  6  cents  per  lb. 
Crowbars,  3%  cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,  5  gallon,  per  dos., 
$10.00. 

Davidson  oilers,  45  p.c. 
Zinc  and   tin,   45  p.c. 
Coppered  oilers,   45  p.c. 
Brass  oilers,  45  p.c. 
Malleable,  25  p.c. 
Planes — Wood     bench,  Canadian, 
15,  American,  25  p.c. 
Wood,  fancy,  30  to  35  per  cent. 
Rope  and  Twine — 

Sisal  rope   0  11% 

Pure  Manilla  rope   ....  0  16 
"Biitish"  Manilla  ...  0  13% 
Cotton,  3-16  inch  and 

larger   0  21 

Ri-ssia  Deop  Sea    »  28 

Jute    0  11% 

Lath  Yarn,  single   0  08% 

Lath  Yarn,  double  ...  0  09  % 
Sisal  bed  cord,  48  feet, 

per  doz   0  72 

Sisal  bed  cord,  60  feet, 

per  doz   0  90 

Sisal  bed  cord,  72  feet, 

per  doz   1  08 

Cotton  clothes  line,  18  oflf. 


Bag,  Russian  twine,  per 

lb  0  27 

Wrapping,  cotton,  3-ply 

twine    0  19 

Wrapping,   cotton,  4-ply 

twine   0  21% 

Mattress  twine,  per  lb..  0  45 
Staging  twine,  per  lb...  0  35 
Rivets    and  Burrs — Iron  Rivets, 
black  and  tinned,  72%. 
Iron  Burrs,  72  %  per  cent. 
Copper  Rivets,  usual  proportion 
of  burrs,   20  p.c. 
Copper  burrs  only.  net. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.  Potts,  No. 

5'),  polished,  per  set  ...  0  85 
Mrs.     Potts,     No.  50, 

plated,   per   set    0  90 

Mrs.    Potts,  handles, 

japanned,  per  gross..  9  00 

Common,  plain   5  00 

Common,  plated    5  50 

Asbestos,  per  set    1  50 

Sand  and  Emery  Paper,  40  p.c. 
Sash  Weights — 

Sectional,    %    lb.  each, 

per  100  lbs  2  25 

Solid,  3  to  30  lbs  1  60 

Sash  Cord — No.  5,  per  lb.    0  50 
Screws — Wood,  P.  H.,  bright 

and  steel   ....   85  10  7%  10 
Wood,     R.  H., 

bright    80  10  7%  10 

Wood,     F.  H., 

brass    75  10  10 

Wood,     R.  H., 

brass    70  10  10 

Wood,     F.  H., 

bronze    70  10  10 

Wood,     R.  H., 

bronze    65  10  10 

Drive  screws    65  10  10 

Set,  case  hardened ...  60  and  10 

Square  cap   50  and  05 

Hexagon    cap  45 

Bench,   wood,  per  doz.,  $5.00 
Bench,   iron,   per  doz.,  $4.25 
Screws  (Machine)  — 

Flat  head,  iron  and  brass,  30 
per  cent. 

Fillister  head,  iron,  30  ;  brass, 
25  per  cent. 

Shovels  and  Spades — 

Canadian    No.    1,    60  ;    No.  2 

grade,  55  and  2%  p.c. 
No.  3  and  4  grade,  45  per  cent. 

Soldering  Irons — 

Base,  per  lb.,  30  cents. 

Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per   1,000    6  00 

Eureka  tinned  steel  hooks, 

per  1,000    8  00 

Staples — 

Poultrv  netting,  100  lbs..  4  5r. 

Bed,  100  lbs..  No.  14   6  75 

Blind,   per  lb  0  12 

Coopers'  staples,  45  per  cent. 
Bright  spear  point,  75  per  cent. 

Stovepipes — 

5  &  6  in.,  per  100  lengths  8  50 
7  inch,  per  100  lengths..  9  00 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 

doz   1  46 

7  inch  elbows,  per  doz....  1  64 
Thimbles,  70  p.c. 

Carpet  Tacks — Blued,  80  and  10; 
tinned,  80  and  15;  (in  kegs), 
40;  cut  tacks,  blued,  in  dozens 
only.  80  and  10;  %  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens, 
75  and  10;  Swedes,  upholsterers', 
bulk.  90;  brush,  blued  and  tin- 
ned, bulk.  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japan- 
ned. 82%;  zinc  tacks,  35; 
leather  carpet  tacks,  35;  copper 
tacks,  45;  copper  nails.  50; 
trunk  nails,  black,  65  and  10; 
trunk  nails,  tinned  and  blued, 
65  and  10;  clout  nails,  blued 
and  tinned.  65  and  K) :  chair 
nails.  35  and  10;  patent  brads. 
40  and  10;  fine  finishing.  40  and 
10;  lining  tacks,  in  papers,  net; 
lining  tacks,  in  bulk.  16:  lining 
tacks,  solid  heads,  in  bulk,  75; 
saddle  nails,  in  papers,  10; 
saddle  nails  in  bulk,  15 :  tufting 
buttons.  22  line  in  dozens  only, 
60:  zinc  glaziers'  points,  5; 
double  pointed  tacks,  papers.  90 
and  10:  double  pointed  tacks, 
bulk.  55;  clinch  point  shoe 
rivets.  45  and  10;  cheese  box 
tacks.  87%;  trunk  tacks.  80 
and  20:  strawberry  box  tacks. 
75  and  12  . 


Thermometers — Tin  case  and  dairy, 

75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent, 
iinnrrs'  Trimmings — 40  and  5  p.c. 

Plain,  70  and  20. 

Reiinned,  70  and  10 
Traps  (steel  game) — Nrwhouss,  40 

per  cent. 

Hawley  &  Norton,  57%  per  cent. 

Victor,  "0  per  cent. 

Oneida  Jump   (Star),  65  p.e. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  23  50 

Garden,  steel  wheel,  doz.  36  00 
Wrought  Iron  Washers — Canadian, 

45  per  cent. 
Wire   Cloth — Painted    Screen,  io 

100-ft.  rolls,  $1.55  r>er   100  sq. 

ft.:    in    .'iO-ft.    rolls,    $1.60  per 

100    sq.  ft. 
Wire  Door  Mats — 16   x   24.  doz.. 

$9.00. 

HOUSEFXTENISHINOS 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves   and   ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 
Registers,   70  and  10  per  cent. 

Range  Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy,  $7.00. 

Kitchen  Sinks — Cast  iron,  16  x  24, 
$1;  18x30,  $1.15;  18x36.  $1.95. 
Flat  rim  enameled  sinks  16x24, 
$2.65;  18x30,  $3.10;  18x36. 
$4.15. 

Enameled  Ware — White  ware,  75 
per  cent. 

London  and  Princess,  50  per 
cent. 

Canada.  Diamond,  Premier,  5'; 
and  10  p.c. 

Pearl,  Imperial,  Crescent  and 
granite  steel,  60  and  10  per  cent 
Premier  steel  ware,  60  and  10 
per  cent. 

Star  decorated  steel  and  white, 
33%   per  cent. 

Hollow  ware,  tinned  cast,  40 
per  cent.  off. 

Enameled  street  signs,  50  per 
cent. 

Copper  Ware — Copper  boilers, 
kettles,  50  p.c. 

Copper  tea  and  coffee  pots,  50 
per  cent. 

Copper  pitts,  30  and  5  per  cent. 

Galvanized  Ware — Dufferin  pattern 

pails.  -0  .ind  10  per  cent. 

Flaring  pattern,  42%  per  cent. 

Galvanized  washtubs,  20  and  10 

per  cent. 
Pieced  Ware,  35  per  cent. — 

Copper  bottom  tea  kettles  and 

boilers,  35  per  cent. 

Coal  hods.  40  per  cent. 

Boiler  and  tea  kettle  pitts.  40 

per  cent. 
Stamped  Ware — Plain,  72%  and  5 

per  cent. 

Retinned.  72%  and  5  per  cent. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3.  $11;  No.  4,  $13; 
No.  5,  $16:  f.o.b.  Toronto,  Ham- 
ilton, London,  and  St.  Marys. 
40  per  cent.:  f.o.b.  Ottawa, 
ston  ar.d  Mo-itrenl.  3  7^-  p.o. 

Washing  Machines —  Each 

Dowswell    5  00 

New  Century,  Style  A...     9  00 

Ideal  Power    16  00 

Stephenson    (net)     6  00 

Puritan   Motor    16  00 

Low  Presure  Water 

Motor  Washer    16  00 

Connor  Ball  Bearing, 

with  rack    10  25 

I  X  L    10  00 

Gem   8  75 

Winner   8  00 

Connor  ImprOTed    5  00 

Discount,  25  p.e. 

Wringers — 

Roval   Canadian,   11  in., 

doz   45  25 

Eze,  10  in   51  75 

Bicycle.  11  inch    56  25 

Trojan.  12  inch   100  00 

Unexcelled.    104-E    72  00 

Favorite  511E  and  521E  57  75 
Domestic  531E  and  541E  63  00 
Challenge  311E  and  321E  51  00 
Ottawa  331E  and  341E .  .  56  25 
Sunlight  lllE  and  121E  44  25 

Sunlight    111    42  00 

Royal  Canadian  151  ....  45  25 
Discount.   20  p.c. 
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ABEASIVE  WHEELS 
T«7lor  Forbes  Co..  Guelph. 

AOOOTJNT  EEGISTEES 
Barr  Recister  Co.,  Trenton. 
Dominion    Register    Co.,  Toronto. 

ADVEETISINQ  SIGNS — Metal 
UeClary  Mfg.  Co.,  London. 
Thos.  Davidson  Mfg.  Co.,  Montreal, 
flheat  Metal  Prodacts  Co.,  Toronto. 
ADZES 

Allan  Eilli  Edge  Tool  Co.,  Qalt. 

ALABASTINE 
The  Alabastine  Co.,  Paris,  Ont. 

ALXJMINnM 
Northern  Aluminum   Co.,  Toronto. 

ALUMINXTM  WAEE 
McClary  Mfg.  Co.,  London. 
Northern  Aluminum  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 
Ware  Mfg.  Co.,  Oakville,  Ont. 

AMMUNITION 
Dominion  Cartridge  Co.,  Montreal. 
Bemlngton    U.M.O.    Co.,  Windsor. 
Kynoeb,   Ltd.,  Birmingham,  Eng. 

ANVILS 
Tajlor-Forhes  Co..  Guelph. 

ASH  CANS 
McFarlane-Douglas  Co.,  Ottawa. 
Thoi.  Davidson  Mfg.  Co.,  Montreal. 
Fairgrieve  Metal  &  Stamping  Co., 

Toronto. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Prodacts  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
J.  Samuels.  Toronto. 

ASH  SIETEES 
Bnrrowes  Mfg.  Co.,  Toronto. 
Wm.  Cane  £  Sons  Co.,  Newmarket. 
J.   Samuels,   Toronto,  Ont. 
Soren  Bros.,  Toronto,  Ont. 
Fairgreive   Mfg.   &   Stamping  Co., 
Toronto. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toronto. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

AUQEES— Post  Hole 
Taylor-Forbes  Co.,  Guelph. 
Otterville  Mfe.  Co.,  Otterville,  Ont. 

AUQEE  BITS 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington,  Conn. 
Smith  Sc  Hemenway.  New  York. 

AUTO  SHEET  METAL  PARTS 
Burrowes  Mfg.  Co.,  Toronto. 

AUTOMOBILE  ACCESSOEIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
KuhneAnderton    Mfg.    Co.,  Port 
Hope. 

Kintinger   &   Bruce   Co.,  Niagara 
Falls. 

McKinnon  Dash  Co.,  St.  Catharines. 

AWLS — Sewing 
<J.  A.  Myer  Co.,  Chicago,  111. 
AWLS 

Stanley    Rule    &    Level    Co.,  New 
Britain,  Conn. 
AXES — Safety  Pocket  ard  Belt 

Marble   Arms   &    Mfg.   Co.,  Glad- 
stone, Mich. 

AXES 

James  Smart  Mfg.  Co.,  BrockvlUe. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Allan  Hills  Edge  Tool   Co.,  Oalt. 

AXE  WEDGES 
Taylor-Forbes  Co.  Guelph. 

AXLE  PULLETS 
Taylor  For'  es  Co.  Guelph. 
Springer  Lr.ck  Mfg.  Co.,  Belleville. 

BABBITT  METAL 
Canada  Metal   Co..  Toronto. 

BAGS  AND  SACKS 
Scythes   A   Co.,  Toronto. 

BAKE  AND  PASTET  B0AED8 
Wm.  Cane  &  Son,  Newmarket. 
Stratford   Mfg.   Co..  Stratford. 
Ueaklns  A  Sons.  Ltd..  Hamilton. 
Taylor-Forbes  Co.  Guelph 

BALE  TIES 
Laldlaw   Bale  Tie    Co..  Hamilton. 
Stanley  Works.  New  Britain.  Conn. 

BAEBELS — Gasolene  Storage 
Winnipeg   Celling   ft    Roofing  Co., 
Winnipeg. 
BAEN    DOOE  HANOEES 
Canada    Steel    Goods    Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Gnelph 


Richards-Wilcoz     Canadian  Co., 

London. 

Chicago  Spring  Butt  Co.,  Chicago. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

BAES  AND  SHUTTEES 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BAEN  EQUIPMENT 
Bf-atty  Jii-o-;..  Fergus,  Ont. 
Steel   Trough     &     Machine  Co., 
Tweed. 

BASKETS — Clothes 
Meakins  &  Sons,  Hamilton. 

BATHEOOM  FITTINGS 
Qendron  Mfg.   Co.,  Toronto. 
Kiniinger  &  Bruce,  Niagara  Falls. 
Canada  Metal  Co.,  Toronto. 
Landers,  Frary  &  Clark,  New  Brlt- 

tain,  Conn. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Shlp-gong  Bells  and  Fnlli 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Door 
Springer  Lock  Mfg.  Co.,  BelleTille. 

BELLS — Fann 
Taylor-Forbes  Co.,  Guelph. 
Exeter   Mfg.   Co.,  Exeter. 

BELTING — Cotton  Dnck 
Dominion  Belting  Co.,  Hamilton. 

BELTING — Eubber 
Gutta  Percha  &  Rnbber  Ltd.,  To- 
ronto. 

BELTING — Leather 
Sadler  &  Haworth,  Montreal. 

BIED  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co.,  Ltd..  Hamilton. 
BITS 

McKinnon  Dash  Co.,  St.  Catharines. 
BLOCKS — Chain  HolstlBg 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BOAT  TEIMMIN6S 

McKinnon  Dash  Co.,  St.  Catharines. 
BOILEBS — Kitchen  Range 

Canada  Metal  Co.,  Toronto. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILEES  AND  EADIATOES 

Bowes,   Jamieson,   Ltd.,  Hamilton. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. 

Pease    Foundry    Co.,  Toronto. 

Taylor-Forbes  Co.,  Guelph. 

BOLTS — Door  and  Window 

Bommer  Brothers,  New  York. 

Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

Stanley  Works.  New  Britain,  Cenn. 
BOLTS  AND  NUTS 

Stanley  Works.  New  Britain,  Conn. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

BOX  HINGES  AND  STEAPPING 
Stanley     Works,      New  Britain, 

Conn. 

BOX  OPENEES 
Charles  Morrill,  New  York.  N.T. 
BEACES   AND  BITS 

E.  C.  Atkins  ft  Co..  Indianapolis. 
Peck,  Stow  &  Wilcox  Co.,  Soath- 

ington.  Conn. 

Stanley   Rule    &    Level    Co.,  New 
Britain,  Conn. 

North  Bros.  Mfg.  Co.,  Philadelphia. 
BEACKETS— Shelf 

Stanley  Works,  New  Britain,  Conn. 

T.Tvlor  Forbes  Cn.  Guelph. 

BEASS  GOODS 

Canada    Metal    Co.,  Toronto. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

Kinsinger,    Bruce        Co..  Niagara 
Falls. 

BEEAST  DEILLS 

North  Br.i.s.,  Philafinlphia- 
Stanley    Rule    ft    Level    Co.,  New 
Britain.  Conn. 

BRICK    AND    TILE  BLOCK 
MACHINES 

F. xetcr  Mfg    Cn.,  Kx^ter. 

BRUSHES 
Boeekh   Bros.   Co.,  Toronto. 
Meakins  ft   Sons,  Hamilton. 


Canada  Brush  Co.,  St.  John,  N.B. 

Sanderson  Pearcy  &  Co.,  Toronto. 
BUCKLES 

McKinnon  Dash  Co.,  St.  Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BUELAPS 

Scythes  &  Co.,  Toronto. 

Dominion  Oil  Cloth  Co.,  Montreal. 
BUILDEES'  HAEDWABE 

Stanley  Works,  New  Britain,  Conn. 

James  Smart  Mfg.  Co.,  BroekviUe. 

Cowan  &  Britton,  Ltd.,  Ganan/)qae. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  OrillU. 

Peck,  Stow  &  Wilcoi  Co.,  Cleve- 
land, Ohio. 

Bommer  Brothers,  New  York. 

Taylor-Forbes  Co.,  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Chicago  Spring  Butt  Co.,  Chicago. 

Springer  Lock  Mfg.  Co..  Belleville. 
BUENEES 

Ontario  Lantern  &  Lamp  Co.,  Ham- 
ilton. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

BUTOHEE  KNIVES 
Arch.  McFarlane,  Montreal. 
Taylor-Forbes  Co..  Guelph. 

BUTTS — Spring 
Bommer  Bros.,  Brooklyn,  N.Y. 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Bntt  Co.,  Chieago. 
Taylor-Forbes  Co.,  Guelph. 

BUTTS   AND  HINGES 
Stanley  Works.  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chicago. 
Cowan  &  Britton,  Ltd.,  Gananoqne. 
Taylor-Forbes  Co..  Guelph. 

CAMP  STOOLS  AND  0HAIE8 
Stratford  Mfg.  Co.,  Stratford. 
McKinnon  Dash  Co.,  St.  Catharines. 
Otterville  Mfg.  Co..  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CANS— MUk 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 

CANT  HOOKS 
Lachnte  Shuttle  Co.,  Lachnte  Mills, 
Que. 

Allan  Hills  Edge  Tool  Co.,  Oalt. 
CAEBON  LAMPS 

Canadian    Sunbeam    Electric  Co., 
Toronto. 

Canadian     Tungsten     Lamp  Co., 
Hamilton. 
OAEPENTEES'  CLAMPS 
Taylor-Forbes  Co..  Guelph. 

CAERIAGE  HEATERS 
Chicago   Flexible   Shaft   Co.,  Chi- 
cago. 

CAETEIDGES — Metallic 

Remington    Arms — Unii^n  Metallle 

Cartridge  Co.,  Windsor. 
Dominion  Cartridge  Co..  Montreal. 

CASEMENT  ADJUSTERS 
Canadian    Yale    4    Towne,  Ltd., 

St.  Catharines. 
Springer  Lock  Mfg.  Co.,  Belleville. 

CASTERS — Stove  and  Range 
Chicago    Hardware    Foundry  Co., 

Chicago,  111. 
Moffat  Stove  Co.,  Weston. 

CATTLE  LEADERS 
Taylor-Forbes  Co..  Guelph. 

CHAIN  BOLTS 
T.iylor-Forbes  Co..  Guelph. 
Stanley  Works.  New  Britain.  Conn. 

CHAIE  LADDEES 
T.nvlor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford   Mfg.   Co.,  Stratford. 
CHAIN 

Anti-skid,    Coil.    Cow-tie.  Halter, 

Trace.  Hammock,  Logging. 
McKinnon  Chain  Co..  B\ifTalo.  N.Y. 

CHAIN — Brass  &  Copper 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

CHAINS— Steel 
Steel   Co.   of  Canada.  Hamilton. 
B.   Greening   Wire   Co.,  Hamilton. 
CHALK 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co..  Toronto. 


CHIMNEY  TOPS 

Gurney  Foundry  Co.,  Toronto. 

CHISELS— Wood 
Allan   Hills  Edge  Tool  Co.,  Gait. 
CHURNS — Barrel  or  Eevolvlag 

Beatty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer-Dowswell    Co..  Hamilton. 
Ma.xwells,  Ltd..  St.  Mary's. 

CLAMPS 
Taylor-l-'orbes  Co.,  Guelph. 
National  Machinery  ft  Supply  Co., 

Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

CLOCKS 

Western  Clock  Mfg.  Co.,  La  Salle, 
III. 

CLOTHES  DEIEES 
James  Smart  Mfg.  Co.,  Broekville. 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co.,  Guelph. 

CLOTHES  LINE  PULLEYS 
Taylor-Forbes  Co..  Guelph. 

CLOTHES  MANGLES 
Oommer  Dowswell,  Ltd.,  Hamilton. 
Maxwell's,   Ltd.,   St.  Mary's. 
Taylor-Forbes  Co.,  Guelph. 

CLOTHES   BARS   AND  BACK 
Wm.  Cane  &  Son,  Newmarket. 
McFarlane  Ladder  Works,  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CLOTHES  LINE  PROPS 
McFarlane  Ladder  Works.  Toronto. 
Otterville  Mfg.  Co..  Otterville. 

CLOTHES  LINE  WIRE 
Steel  Co.  of  Canada,  Ltd.,  HaM- 
ilton. 

CLOTHES  REELS 

Taylor-Forbes  Co..  Guelph. 

CLOTHES  PINS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 

COAL  CHUTES 
Clare  Bros.,  Preston. 
Gait   Stove  ft   Furnace  Co.,  Gait. 
Steel    Trough    &      Machine  Co., 
Tweed. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

COAL  SCREENS 
Canada  Wire  ft   Iron   Goods  Co., 
Hamilton. 

COBBLER  SETS 
Taylor-Forbes  Co..  Guelph. 

COMPASSES 
Marble   Arms   &   Mfg.   Co.,  Glad- 
atone,  Mich. 
CONCRETE    BLOCK  MACHINES 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CONDUCTOE  PIPE 
See  Eavetrough. 

COPPER  WAEE 
Thos.  Davidson  Mfg.  Co..  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary   Mfg.  Co.,  London. 
Sheet  Metal  Products  Co..  Toronto. 

COBDAGE  AND  TWINE 
Scythes  &  Co.,  Toronto. 
Consumers  Cordage  Co.,  Montreal. 

COENICE  BRAKES 
Steel      Bending     Brake  Works, 

Chatham. 
Brown  Boggs  Co.,  Hamilton. 

COTTEE  PINS 
Steel  Co.  of  Canada,  Ltd.,  Hamll 

COTTON  DUCK  AND  WASTE 
Scythes  &  Co..  Toronto. 

COUNTEES 
Walker  Bin  &  Store  Fixture  Oe., 

OOUNTEE  CHECK  BOOKS 

Dominion  Register  Co..  Toronto. 

COUNTEE  YAED  MEASUEE8 
Lufkin  Rule  Co.,  Windsor. 
Taylor-Forbes  Co..  Guelph. 

COW  EASE 
Carpenter,     Morton     Co.,  Bostom. 
Mass. 

COW  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co..  Haa- 
llton. 

McKinnon   Chain   Co..   St.  Cathar- 
ines. 

CRANES 
Canadian  Yale  &  Towne,  Ltd.,  St 
Catharines. 

CEOWBAES 
Welland  Vale  Mfg.  Co.,  St.  Cath 
arines. 
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OTTLVEBTS — Oorrngtted  M«tii 

Winnipeg   Ceilinr   A   RooBng  Go.. 

Winnipeg. 
The  Pedlar  People,  Oihswa. 

CUBBY  OOMBS 
Steel    K(|uipnient    Co.,  Pembroke. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Burrow,  Stewart  It  Milne,  Hamil- 

"cUETAIN  STBETCHEBS 
Otterville  Mfg.  Co.,  OttervilU. 
Landers,  Frnry  &  Clark,  New  Bri- 
tain. Conn. 

CUTLEET 
Arch.  McFarlane,  Montreal. 
Canadian  Rogers  Co.,  Toronto. 
Dorken  Bros.,  Montreal. 
Oneida  Community,    Ltd.,  Niagara 

Falls,  Ont. 
Landers,  Frary  &  Clark,  New  Brit- 
ain, Conn. 
Sanderson  Pearcy  tt  Co.,  Toronto. 

OUT  SOLES 
Beardmore  &  Co.,  Toronto. 

DAMPERS 
Eureka  Damper  Co.,  MontresL 
Onrney  Foundry  Co.,  Toronto. 
MeClary  Mfg.  Co.,  London. 
James  Smart  Mfg.  Co.,  BrockTiUa. 
Taylor  Forbes  Co..  Guelph. 
Channel!  Chemical  Co.,  Toronto. 
Ronnk,  Ltd.,  Toronto. 

DEEP  WELL  POWER  HEADS 
Dayton    Pump   &    Mfg.   Co.,  Day- 
ton, Ohio. 

DISINFECTANTS 
Williams    Chemical    Co..  Russell, 

DISPLAY  AND  WALL  CASES 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

Cameron  &  Campbell,  Toronto. 

DISPLAY  BACKS 
Fairgrieve  Metal  &  Stamping  Co., 
.  Toronto. 

DIES 

Armatrong    Mfg.    Co.,  Bridgeport, 

Conn. 

DO OB  CHECKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 
Keating  Brass  Works,  Toronto. 
Taylor-Forbes  Co..  Guelph. 

DOOE  HANGERS— Parlor 
Canada    Steel    Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Guelph. 
Richards- Wilcox      Canadian  Co., 
London. 
DOOR  MATS — Cocoa  Fibre 
Meakins  &  Sons,  Hamilton. 

DOOR  MATS— Rubber 
Qutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

DOOR  MATS— Wire 
Knhne  &  Anderton,  Port  Hope. 
Canada   Wire   &   Iron   Goods  Co., 

Hamilton. 
Barton  Netting  Co..  Windsor. 

DOORS  AND  WINDOWS 
McFarlane  Douglas  Co.,  Ottawa. 
A.  B.  Ormsby  Co..  Toronto. 
Metal  Shingle  &  Siding  Co.,  Prea- 
ton. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 
Allan  Hills  Edge  Tool  Co.,  Gait. 

DRILLS — Breast  and  Bench 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

DRY  COLORS 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
O.  P.  Stephens  &  Co.,  Winnipeg. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

A.  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

DRIVE  WELL  POINTS 
Otterville  Mfit.  Co.,  Otterville. 

DUSTLESS  DUSTERS 
Tarbox    Bros..  Toronto. 
BAVETROUGH    AND  CONDUCT- 
OR PIPE 
Metal  Shingle  &  Siding  Co.,  Prea- 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McFarlane-Douglas  Co.,  Ltd.,  Ot- 
tawa. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

A.  Welch  &  Son,  Toronto. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

E.  T.  Wright  Co.,  Ltd.,  Hamil- 
ton. 

Sarnia  Mplal  Products  Co.,  To- 
ronto. 

EDGE  TOOLS 
Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  BroekTilla. 

Peck.  Stow  &  Wilcox  Co.,  South- 
ington.  Conn. 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arine!. 


EDO  CBATES 
Wm.  Cane  &  Son,  Newmarket. 
ELECTRIC  FLASHLIGHTS 

Canadian   Ever  Ready  Works,  To- 
ronto. 

Interstate    Electric    Novelty  Co., 
Toronto. 

Metal  Specialties  Co.,  Chicago,  111. 

ELECTRIC  LIGHT  FIZTtTBES 
James    Morrison   Brass    Mfg.  Co., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

ELECTRIC  IRONS,  ETC. 
Ideal   Electric  Mfg.   Co.,  Wallaea- 
burg. 

Renfrew   Electric   Mfg.   Co.,  Ren- 
frew. 

Chicago   Flexible    Shaft   Co.,  Chi- 
cago. 

Landers,     Frary     A     Clark,  Naw 
Britain,  Conn. 

Duncan  Electric  Co.,  Montreal. 

Radiant    Electric   Co.,  Grimsby. 
ELECTRIC  LAMPS 

Northern  Electric  Co.,  Montreal. 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto, Ont. 

Ontario    Lantern     &     Lamp  Co., 
Hamilton. 
ELECTRIC   MANTEL  GRATES 

Radiant  Electric  Co.,  Grimsby. 

Barton  Netting  Co.,  Windaor. 
ELECTRIC  RADIATORS 

Radiant  Electric  Co..  Grimsby. 

Ideal   Electric   Mfg.  Co.,  Wallaee- 
hurg. 

Renfrew   Electric    Mfg.   Co.,  Ren- 
frew. 

ELECTRIC  RANGES 
Radiant  Electric  Co.,  Grimsby. 
Ideal  Electric  Mfg.  Co.,  Wallaee- 
bur^. 

Renfrew   Electric   Mfg.   Co.,  Ren- 
frew. 

ELECTRIC  BATTERIES 
Canadian      Fairbanka-Morse  Co., 

Montreal. 
Radiant  Electric  Co..  Grimsby. 

EMERY  GRINDERS 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

EMERY  POWDER 
Canada  Paint  Co.,  Montreal. 
Sherwin  Williams    Co.,  Montreal. 
G.  P.  Stephens  &  Co.,  Winnipeg, 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  tc  Co.,  Toronto. 

ENAMEL  SIGNS 
McCIary  Mfg    Co.,  London. 

ENAMELED  WARE 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet  Metal   Products  Co.,  Toron- 
to. 

Stamped  &  Enameled  Ware,  Hea- 
peler. 

ESCUTCHEON  PINS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

EXPANSION  BOLTS 
BichardsWilcox      Canadian  Co., 

London. 

EXPRESS  WAGONS — Boys' 
Canadian   Buffalo   Sled   Co.,  Prei- 
ton. 

Gendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Works,  Toron- 
to. 

FARM  TANKS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock,  Ont. 

FARM  TROUGHS 
Wayne    Oil    T.mk    &    Pump  Co., 
Woodstock,  Ont. 
FASTENERS — Door,  Sash 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co..  Guelph. 

FENCING — Woven  Wire 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Steel  Company  of  Canada,  Hamil- 
ton. 

Banwell  Hoxie  Wire  Fence  Co., 
Hamilton. 

Canadian  Steel  &  Wire  Co.,  Ham- 
ilton. 

FENCING — Picket  Wire 
McFarlane   Ladder  Works,  Toron- 
to. 

FILES  AND  RASPS 
Henry  Disston  A  Sons,  Toronto. 
Nicholson  File  Co.,  Port  Hope. 
G.  A  H.  Barnett  Co..  Philadelphia. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

FILTERS— Water  and  OU 
James   Morrison   Brass    Mfg.  Co., 

Toronto. 

FIREPROOF  DOORS  AND  WIN- 
DOWS 

McFarlane-Douglas   Co.,  Ottawa. 
Winnipeg  Ceiling   A   .teoflng  Co., 
Winnipeg. 


FIREPLACE  ORATES 
Cbadwick  Brats  Co.,  Hamilton. 
Enterprise  Foundry  Co.,  SaekTllU, 
N.B. 

Barton  Netting  Co.,  Windsor. 
James    Stewart    Mfg.    Co.,  W004I- 
ttock. 

Taylor  Forbes  Co..  Guelph. 

Canada   Wire  A   Iron   Oooda  Co., 
Hamilton. 

FIRE  BUCKET  TANKS 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

A.  B.  Ormsby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

FIRE  DOOR  HARDWARE 
Winnipeg   Ceiling   &   Roofing  Co., 

Winnipeg. 
Richards-Wilcox      Canadian  Co., 

London. 

Stanley  Works,  New  Britain,  Conn. 
Taylor-Forbes  Co..  Guelph. 
Metal  Shingle  A  Siding  Co.,  Prea- 
ton. 

FIRE  EXTINGUISHERS 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

FLAGS 
Seytbea  A  Co.,  Toronto. 
J.  J.  Turner  A  Son,  Peterboro. 
FLOOR  AND  WALL  THIMBLES 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

FORCE   CUPS— Rubber 
Ontta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

FOUNDRY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada  Wire  A  Iron  Goods  Co,, 

Hamilton. 

FORKS— Hay 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

FOOD  CHOPPERS 
Maxwells,  Ltd.,  St.  Mary's. 
Peck,   Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
McClary  Mfg.  Co.,  London. 

FOOT  WARMERS 
Chicago   Flexible    Shalt   Co.,  Chi- 
cago. 

FURNACES— Plumbers ' 
James   Morrison   Brass    Mfg.  Co., 
Toronto. 

FURNACES — Hot  Air 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Can.   Heat   A   Vent.     Co.,  Owen 

Sound. 
Clare  Bros..  Preston. 
Specialty  Mfg.  Co.,  Grimsby. 
Gait  Stove  A  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Saekville, 

N.B. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  A  Heater  Oo., 
Hamilton 

Hall  Zryd  Foundry  Co.,  Hespeler. 

Kir-Ben,  Ltd.,  Almonte. 

McClary  Mfg.  Co.,  London. 

Pease  Foundry  Co.,  Toronto. 

Jas.  Smart  Mfg.  Co.,  Brockvllle. 

Jas.  Stewart  Mfg.  Co.,  Wood- 
stock. 

FURNITURE  SLIDES 
Onward  Mfg.  Co..  Berlin. 

GALVANIZED  IRON 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

B.  A  S.  H.  Thompson,  Montreal. 
M.  A  L.  Samuel.  Benjamin  A  Co., 
Toronto. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

Snrnia  Metal  Products  Co.,  To- 
ronto, 

McFarlane-Douglas  Co.,  Ottawa. 

A.  Welch  A  Son,  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co..  Hamilton. 

GARAGES— Metal 
The  Pedlar  People.  Oshawa. 
Metal  Shingle  A  Siding  Co.,  Prea- 

OARBAGE  CANS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 
Steel     Trough     A     Machine  Co., 
Tweed. 

GARDEN  AND  PARK  SEATS 
Stratford  Mfg.  Co..  Stratford. 

GARDEN  HOSE 
Gutfa  Percha  A  Rubber.  Ltd.,  To- 

routo. 

OAS  IRONS 
McClary  Mfg.  Co.,  London. 


OAS  OVENS 
FalrgrleTa  Metal  A  Stamping  O*.. 

Toronto 

OAS  BANOES 
Borrow,   Stewart  A  Milne,  Hamil- 
ton. 

Bowes,  Jamieson,  Ltd  .  Hamilton. 
Fairgrieve  Metal  A  Stamping  Co., 

Toronto. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove    A    Heater  0*.. 

Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 
James    Stewart    Mfg.    Co..  Wo«4- 

stoek. 

Supreme  Heating  Co.,  Welland. 
OAS  nXTTTBES 

James   Morrison    Brass    Mfg.  Co., 
Toronto. 

Barton  Netting  Co..  Wiidsor. 
GAS  WATER  HEATERS 

Moffat  Stove  Co.,  Weston. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto, 

Burrow.  Stewart  A  Milne,  Hamil- 
ton. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

GASOLINE  LIOHTINO 
H.  W.  Knight  A  Bros,,  Toronto. 

GASOLINE  b  OIL  PUMPS 
Wayne    Oil    Tank    A    Pump  Co., 
Woodstork,  Ont, 

GASOLINE  STOVES 
James    Stewart    Mfg,    Co..  Wood- 
stock. 

OATES — Farm 
Steel  Co.  of  Canada,  Montreal. 
McGregor  Banwell  Fence  Co.,  W»l- 
kerville. 

Banwell    Hoxie    Wire    Fence  Co.. 

Hamilton. 
Jamea  Morrison   Brass  Hfg.  O*,. 

Toronto. 

OAUOES 
Stanley   Rule   A    Level    Co.,  New 
Britain.  Conn. 

GAUGE  COCKS 
Penberthy  Injector  Co.,  Windsor. 
Jsmea   Morrison   Brass    Mfg.  Co.. 
Toronto. 

GLASS 

Consolidated  Plate  Glass  Co..  To- 
ronto. 

Hobbs  Mfg.  Co.,  London. 
Toronto  Plate  Glass  Imp.  Co..  To- 
ronto. 

A.  Ramsay  A  Son  Co.,  Montreal. 

GLASS — Bent 
The  Toronto  Plate  Glass  Import- 
ing Co..  Toronto. 
GLASS  CUTTING  BOARDS 
Lnfkin  Rule  Co.  of  Canada.  Wind- 
sor. 

A.  Ramsay  A  Son  Co..  Montreal. 
Sanderson  Pearcy  A  Co..  Toronto. 

GLAZIERS'  TOOLS 
Smith  &  Hemenwav.  New  York. 

GRASS  CATCHERS 
Taylor-Forbes  Co,.  Guel'^h. 

GRINDSTONES 
Tavlor-Forbes  Co..  Guelph. 
Richarda-Wilcox      Canadian  Co, 
London. 
GRINDSTONE  FIXTURES 
Taylor-Forbes  Co.,  Guelnh 

GUNS   AND  RIFLES 
Remington   U.MC.  Co.,  Windsor. 
Ross  Rifle  Co.,  Quebec. 

HACK  SAW  BLADES 
E,  C.  .Atkins  &  Co..  Hamilton. 
Simonds   Canada   Saw   Co..  Mont- 
real. 

HALTERS — Leather 
G.  L.  Griffith  A  Son.  Stratford. 

HAMMERS 
James  Smart  Mfg.  Co.,  Brockvllle. 
Stanley   Rule   A    Level   Co.,  New 

Britain.  Conn. 
Allan  Hills  Edge  Tool  Co..  Gait. 

HAMMOCKS 
Dominion    Hammock    Co.,  Dunn- 
ville. 

Gait  Robe  &  Hammock  Co..  Gait. 
HANDLES — Door,     Drawer  and 
Store 

Tavlor-Forbes  Co..  Guelph. 
Stanley     Works,       New  Britain. 
Conn. 

Canadian  Yale  A  Towne.  Ltd..  St. 

Catharines. 
HANDLES— Axe.  Pick,  et« 
Lachnte  Shuttle  Mfg.  Co.,  Lachnts 

Mills.  Que. 
Drayton  Mills,  Ltd  .  Drayton,  Ont. 
Turner,      Day.    Woolworth  Oo, 

Louisville.  Ky. 

HARNESS  AND  BLANKETS 
G.  L.  Griffith  A  Son,  Stratford. 
Burlington   Windsor   Blanket  Oo, 

Torcmto. 
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HASPS  AND  LATOHBS 
Tkylor  Forbat  Co.,  Oualpb. 
Itanley     Work*,      N«w  BrlUla. 

Conn. 

Oowkn  k  Britton,  Ltd.,  Oantnoaa*. 
J*me«  Smart  Mfg.  Co.,  BroekTiU*. 

HATCHETS 
Jam*!  Smart  Mfg.  Co.,  BroekrllU. 

HAY  KNIVES 
Wellaod  Vale  Mfg.  Co.,  St.  0«U- 
arinei. 

HIMOES 

BUQle7      Worka,      Naw  BrlUU, 

CODQ. 

■pringar    Look    Mff-    Co^  BalU- 

Tille. 

Canada  St«el  Goods  Co.,  Hamiltoa. 
Cowan  ft  Britton,  Ltd.,  Oananoqaa. 
Taylor-Forbei  Co.,  Ouelph. 

HINOES — Spring    and  Floor 
Taylor-Forbea  Co.,  Guelpb. 
Bommer  Brothers,  Brooklyn,  N.T. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharine!. 
Chicago  Spring  Butt  Co.,  Chieago. 

HOCKEY  STICKS 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Oath- 


Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

HOBSE    CLIPFINO  MAOHINBS 

B.  ft  S.  H.  Thompson,  Montreal. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

HOBSE  SHOES  AKD  NAILS 
Steel  Co.  of  Canada,  Hamilton. 

HOBSESHOE  OALKS 
Steel  Co.  of  Canada,  Hamilton. 

HOUSE  CLEANING  UTENSILS 
Invincible  Renovator  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

HOSE  BEEL8 
Outta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOOKS — Coat   and   Hat,  Kltehan 
Steel  Co.  of  Canada,  Hamilton. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharine*. 
Tayler  Forbes  Co..  Guelph. 

HOOKS  AND  EYES 
Steel  Co.  of  Canada,  Hamilton. 
Stanley      Works,      New  Britain, 

Conn. 

ICE  SHAVES 
McClary  Mfg.  Co.,  Loudon. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 
Stanley    Rule    &    Level    Co.,  New 
Britain,  Conn. 
ICE    CEEAM  FEEEZEES 
McClarv  Mfg.  Co.,  London. 
North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co.,  Toron- 

ICE  BOXES  AND  CHESTS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClarv  Mfg.  Co.,  London. 

INJECTOES — Automatic 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

INGOT  METALS 
M.  ft  L.  Samuel,  Benjamin  &  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
lEONINO   AND    BAKE  BOAEDS 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co..  Guelph. 
Otterville  Mfe.  Co.,  Ottervllle. 

JACK  CHAIN 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Oninrio  Lantern  &  Lamp  Co., 
Ifamillnn. 

JOIST  HANGEES 
Taylor-Forbes  Co..  Ouelph. 

KEY  BLAKKS 
Canadian  Yale  &  Towne.  Ltd.,  St. 
Catlinrinr-B. 

KITCHEN  CABINETS 
E.  T    Wriehl   Co..   I.id  .  Hamilton. 

KITCHEK  WOODENWAEE 
Stratford   M  fx    Co..  Sir.ilford. 
McFarlane  Ladder  Co..  Toronto. 

KNIVES— Draw 
Allan  Hills  Kdge  Tool  Works.  Gall. 
Perk.   Stow  Sc  Wilcox  Co.,  South- 

ington.  C^nn. 
KNIVES — Planer,  Paper-cnttlng 
Simnnds   Canada   Saw   Co..  Mont- 
real. 

Henrv   Disslon   k   Sorn.  Toronto. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Co..  Toronto. 

LADDERS  —Store 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

Mllbradt  Mfg.  Co..  St.  Louis.  Mo. 
LAMPS 

Canadian  Sunbeam  Lamp  C-).,  To- 
ronto Ont 

LANTPS  — Incinde^cenl 

Canadian  fnnbesm  Lnrnji  Co..  To 
ronto  Got. 


LAMPS — Tancat«a 
Canadian  Sunbeam  Lamp  Co^  To- 
ronto. Ont. 

LAMPS  AND  BUBNEBS 
Ontario    Lantern    ft     Lamp  Co„ 

Hamilton. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LAMPBLACK 
L.  Martin  Co.,  New  York. 

LANTEBNti 
Thos.   Davidson    Mfg.    Co.,  Mont- 
real. 

Ontario  Lantern  ft  Lamp  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LATCHES 
Canadian  Yale  ft  Towne,  Ltd.,  St. 

Catharines. 
Richards- Wilcox      Canadian  Co., 

London. 
Taylor-Forbes  Co.,  Ouelph. 
Bommer  Brothers,  Brooklyn. 

LAUNDEY  TUBS 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

LAVATOBIES 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronte. 
Steel     Trough     ft     Machine  Co., 

Tweed 

LAWN  FENCING 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

B.  Greeiiine  Wire  Co..  Hamilton. 
LAWN  HOSE 

Gutta  Peraha  &  Rubber,  Ltd.,  To- 
ronto. 

LAWN    SEATS   AND  SWINGS 
Stratford  Mfg.  Co.,  Stratford. 
Caiiadiau  Buffalo  Steel  Co.,  Pres- 
ton. 

LAWN  MO  WEES 

Maxwells,   Ltd.,   St.  Mary's. 

Taylor-Forbes  Co.,  Guelph. 

James  Smart  Mfg.  Co.,  Brockvillo. 
LAWN  SPEINKLEES 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

Taylor-Forbes  Co^  Guelph. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LEAD  PIPE 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 

LETTER  BOXES 
Taylor-Forbes  Co..  Guelph. 

LEVELS 
Frank  Sand  Mfg.  Co.,  Windsor. 
Stanley    Rule   &    Level    Co.,  New 
Britain,  Conn. 

LEATHER — Soles,  Etc. 
Beardmore  &  Co.,  Toronto. 

LINOLEUMS 
Dominion  Oil  Cloth  Co..  Montreal. 

LINSEED  OIL 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 

LITHOGEAPHED   TIN  BOXES 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 
LOCKS,  KNOBS,  ETC. 

.Vational  Hardware  Co.,  Orillia. 

Peck.  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

T.iylor-Forbcs  Co..  Guelph. 

Ciii.adinn  Vnle  &  Towne,  Ltd.,  St. 
Catharines. 

Springer  Lock  Mfg.  Co.,  Belle- 
ville. 

LUMBERING  TOOLS 
.Mian  Hills  Kdge  Tool   Co..  Gait. 

MACHINE  KNIVES 
K.  C.  Atkins  &  Co.,  Ilarailton. 
Henrv  Disston  &  Sons,  Toronto. 

MALLETS 
Stanley    Rule    &    Level    Co.,  New 

Brilain,  Conn. 
MANUAL    TRAINING  BENCHES 
Richards  \Vilco.\      Cannciian  Co., 
Ltd.,  London. 

MANGLE.S 
Cummer-Dnwswell.   Ltd.,  Hamilton. 
Maxwells.   Ltd.,  St.  Mary's. 
Taylor-Forbes  Co..  Guelph. 
James  Smart  Mfe    Co..  Brockville. 

MANTELS— Wood 
Barton  NetliiiK  Co.,  Wimlsor. 

MAPLE  EVAPOEATOES 
Si.p1     Trough     &     Machine  Co., 
Tweed. 

MARINE  SUPPLIES 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

Consumers'  Cordage  Co..  Toronto. 

MATCH  STANDS  (Safety) 
riiirngo    Ilnniwsre    Foundry  Co., 
Chicago.  III. 


MATTOCKS 
Welland  Vale  Mtg.  Co.,  St.  Cath- 
arines. 

MEASUBINO  PUMPS 
Wayne    Oil    Tank    ft    Pump  Co., 
Woodatock,  Ont. 

METALS 
Canada  Metal  Co.,  Toronto. 
McClary  Mfg.  Co.,  Loudon. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

M.  &  L.  Samuel,  Benjamin  ft  Co., 
Toronto. 

B.  ft  S.  H.  Thompson,  Montreal. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

METAL  CEILINGS  AND  WALLS 

McFarlane-Douglas  Co.,  Ottawa. 

Winnipeg  Ceiling  &  Roofing  Co., 
Winnipeg. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

Mefal  Shingle  ft  Siding  Co.,  Prea- 
ton. 

METAL  POLISHES 
Canada  Paint  Co.,  Montreal,  Que. 
Nickel   Plate     Stove   Polish  Co., 

Windsor,  Ont. 
Sherwin-Williams  Co..  Montreal. 

METAL  WASHBOARDS 
Meakina  ft  Sons,  Hamilton. 
METAL    OABAOES    AND  SILO 
BOOFS 

Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

METAL  LATHS 
Pedlar  People,  Oshawa. 
Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

Winnipeg  Ceiling   &   Roofing  Co., 

Winnipeg. 

MILL  SUPPLIES 
Canadian      Fairbanks  Morse  Co., 

Montreal. 

MIBBOES 
Toronto  Plate  Glass  Imp.  Co.,  To- 
ronto. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinzinger  &  Bruce  Co.,  Niagara 
Falls. 

Eobbs  Mfg.  Co.,  Ltd..  London. 

MITEE  BOXES 
Stanley   Rule   &    Level    Co.,  New 

Britain,  Conn. 
E.  C.  Atkins  &  Co.,  Hamilton. 

MOPS,  MOP-CLOTHS 
Channell  Chemical  Co.,  Toronto. 

MOP  WRINGERS 
Wm.  Cane  &  Sons  Co..  Newmarket. 

MORTAR  COLORS 
Manton  Bros.,  Toronto. 
Sanderson  Pearcy  &  Co..  Toronto. 

MOTOR  BOAT  SUPPLIES 
Canadian      Fsirbanks-Morse  Co., 
Montreal. 

MOTOR  ACCESSOEIES 
Canadian      Fairbanks-Morse  Co., 
Montreal. 

NAILS  (Cut) 
Cowan  &  Britton,  Ltd.,  Gananoque. 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

NAILS  (Wire) 

H.  S.  Rowland,  Song  &  Co.,  To- 
ronto. 

Imperial  Steel  &  Wire  Co.,  Colling- 
wood,  Ont. 

P.  L.  Robertson  Mfg.  Co.,  Milton. 

Laidlaw  Bale-Tie  Co.,  Hamilton. 

Parmenter  Bulloch  Co.,  Gananoque. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

NAIL  PULLERS 
Smith  &  Hemenwav,  New  York. 
Chas.  Morrill,  New  York,  N.Y. 

NECKYOKES 
Dravton  IMills.  Ltd..  Dravton.  Ont. 

NICKEL-PLATED  WARE 
Landers,    Frary      &    Clark,  New 
Britain.  Conn. 

NUT  CEAOKERS 
Chicago    Hardware    Foundry  Co., 
Chicago,  III. 

OAKUM 

A.  Ramsay  &  Son  Co.,  Montreal. 
ScyVnes  ft  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

OILS — Linseed 
Canada   Linseed   Oil   Mills,  Mont- 
real  and  Toronto. 

OILS— BoUfd 
Canada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS — Varnish 
Cmada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 
OIL   AND   GASOLINE  TANKS 
Steel     Trough     &     Machine  Co., 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Mflal  Shingle  ft  Siding  Co.,  Pres 
ton. 


OIL  STOVES  AND  HEATES8 
Bowea,  Jamieaon,  Ltd.,  Hamilton. 
Imparial  Oil  Co.,  Toronto. 
Thoa.  Davidson   Mfg.   Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

on.  STOBAOE  SYSTEMS 
S.  F.  Bowser  ft  Co.,  Toronto. 
Heller-Aller  Co.,  Windaor. 
Steel    Trough    ft    Machine  Co., 
Tweed. 

Wayne  Oil    Tank  ft  Pomp  Co., 
Woodstock. 
OILEBS — Englna   and  Maehlnt 

Thos.   Davidson  Mfg.   Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Prodnets  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

OILED  CLOTHING 
Scythes  ft  Co.,  Toronto. 

on.  CLOTHS 
Dominion  Oil  Cloth  Co.,  Montreal. 

OIL  CANS 
Fairgrieve  Metal  ft  Stamping  Co., 
Toronto. 

OILY  WASTE  CANS 
James  Morrison  Brass  Mfg.  Co., 
Toronto. 

Metal  Shingle  ft  Siding  Co.,  Prat- 
ton. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

McFarlane-Douglaa  Co.,  Ottawa. 

OENAMENTAL  IRON 
Canada  Wire  ft   Iron   Goods  Co., 
Hamilton. 

PAILS— Wood 
Wm.  Cane  ft  Sons  Co.,  Newmarket. 

PAINTS  AND  OILS 
Brandram-He"''.er80n,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Ottawa  Paint  Co.,  Ottawa. 
R.  C.  Jamieaon  &  Co.,  Montreal. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Benj.  Moore  &  Co.,  West  Toronto. 
Pratt  &  Lambert,  Buffalo. 
Pinchin-Johnson  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co..  Toronto. 
Sherwin-Williams  Co.,  Montreal. 

PAINT  SPRAYING  MACHINES 
A.  Ramsay  &  Son  Co.,  Montreal. 

PAINTERS'  TRESTLES 
Stratford  Mfg.  Co.,  Stratford. 
A.  Ramsay  &  Son  Co..  Montreal. 
McFarlane  Ladder  Works,  Toron- 
to. 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

PAPERHANGERS'  TOOLS 

Sanderson  Pearcy  &  Co.,  Toronto. 
A.  Ramsay  &  Son  Co..  Montreal. 

PARIS  GREEN 
Sherwin-Williams   Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 

PARLOR  DOOR  HANGERS 
Richards-Wilcox      Canadian  Co., 

Ltd.,  London. 
Canada  Steel  Goods  Co..  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 

PERFORATED  METALS 

B.  Greening  Wire  Co.,  Hamilton. 
Canada   Wire   &  Iron   Goods  Co., 

Hamilton. 

PICKS 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

PIG  IRON 

Steel  Co.  of  Canada,  Hamilton. 
Samuel,  Benjamin  &  Co.,  Toronto. 

PIPE  CUTTERS  AND  VISES 
Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

James    Morrison    Brass    Mfg.  Co., 
Toronto. 

PIPE      AND      FITTINGS— Black 

and  Galvanized 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 
PLANES 

Stanley    Rule    &    Level    Co.,  New 

Bri'.»in,  Conn. 
National    Mach.     ft    Supply  Co, 

Hamilton. 

PLASTEE 
Aiabastine  Co.,  Ltd..  Paris. 

PLASTER  OF  PARIS 
A.  Ramsay  A-  Son  Co..  Montreal. 
Sanderson  Pi-arcy  &  Co..  Toronto. 
Ci'nada  Paint  Co..  Montreal. 
Aiabastine  Co.,  Ltd.,  Paris. 
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PLATES     AND  HOOKS 
Cankdisn  Yale  A  Towne,  Ltd.,  St. 
C*tharinei. 

Bommer  Brothers,  Brooklyn. 

PLOWS — Oradlof 
Mekford    WIie«Jbarrow    Co., '  Mii- 
ford.  ....-<•.•  :t„ 

t>LIEBS  ' 
Oreicent  Tool  Co.,  Jtmettowii,  M. 
Y. 

James   Morrison   Brass   Mfe.  Co., 
Toronto. 

Smith  &  Hemenway.  New  York. 

PLUMBS  AND  LEVELS 
Stanley   Rnle    &    Level    Co.,  New 

Britain,  Conn. 

PLUMB  BOBS 
Taylor-Forbes  Co.,  Guelph. 
Stanley   Rule   &    Level   Co.,  New 

Britain,  Conn. 
POLISHES — Furniture  and  Wood 
O.  F.  Stephens  &  Co.,  Winnipeg. 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Martin-Senour  Co.,  Montreal. 

A.  Ramsay  £  Son  Co.,  Montreal. 
Stuart  &  Foster,  Toronto. 
POLISHES — Metal      and  Stova 
Sherwin-Williams  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
Nickel  Plate  Polish  Co.,  Windsor. 
Ronuk,  Ltd.,  Toronto. 

POLISHING  BRUSHES 
Boeekh  Bros.,  Ltd.,  Toronto. 
Meakins  &  Sons,  Hamilton. 

POST  HOLE  DIGGERS 
Otterville  Mfg.  Co.,  Otterville. 
POULTRY  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 
Imperial  Steel  &  Wire  Co.,  OolHng- 

wood. 

McGregor  Bsnwell  Fence  Co.,  Wal- 
kerville. 

PULLETS 
Canadian     Fairbanks-Morse  Co., 

Montreal. 
Taylor-Forbes  Co..  Guelph. 

PUMPS 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

James   Morrison  Brass   Mfg.  Co., 

Toronto. 
Bestty  Bros.,  Fergus,  Ont. 
Heller-AUer  Co.,  Windsor. 
Canadian     Fairbanks-Morse  Co., 

Montreal. 
Dayton  Pump  t  Mfg.  Co.,  Daytoa, 

Ohio. 

BAKES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

RASPS 

Nicholson  File  Co.,  Port  Hop*. 

RAZORS 
Arch.  McFarlane,  Montreal. 
Dorken  Bros.,  Montreal. 
Geneva  Cutlery  Co.,  Geneva,  N.T. 
REFRIGERATORS      AND  lOB 

CHESTS 

Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Lewis  Bros.,  Ltd.,  Montreal. 
MeClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Banderson-Hsrold  Co.,  Paris. 
REGISTERS — Hot  Air  Fnmsea 
Canadian  Heating     &  Ventilating 

Co,.  Owen  Sound. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Clare  Bros.,  Preston. 
Gurney  Foundry  Co.,  Toronto. 
MeClary  Mfg.  Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
James   Stewart   Mfg.   Co.,  Wood- 
stock. 

Oslt  Stove  &  Furnace  Co.,  Gait. 
Kir-Ben,  Ltd.,  Almonte. 
Tnttle  A  Bailey  Mfg.  Co.,  Bridga- 
burg. 

Hamilton  Stove     &  Heater  Oo., 
Hamilton. 

RIVETS 

Parmenter  Bulloch  Co.,  Gananoqae. 
Steel  Co.  of  Canada,  Hamilton. 
RIFLES — Sporting  and  Mmtary 
Rosi  Rifle  Co.,  Quebec. 
See  also  Guns  and  Rifles. 

ROD  COUPLINGS 
Otterville  Mfg.  Co.,  Ottervilla. 
ROPE 

Scythes  *  Co.,  Toronto. 

Consumers'   Cordage  Co.,  Toronto. 
ROOFING  BRACKETS 

Stanley   Rnle   &    Level    Co.,  New 
Britain,  Conn. 

ROOFING  (Praparad) 

Brentford  Roofing  Co.,  Brantford. 

Patterson  Mfg.  Co.,  Toronto. 

H.  S.  Howland  Sons  *  Co..  To- 
ronto. 

Canadian   Sopply   A  Contracting 
Co.,  Toronto. 

BOOFINO  SUPPLIES 
B.  T.  Wright  Co.,  Ltd.,  Hamlltao. 


ROOFERS'  FMjTg;  ?ir 
Winnipeg   Ceiling   A   Rooflhg  Oo'.,' 

Winnipeg. 
McFarlane  Douglas  Co.,  Ottawa. 

RUBBER  GASKETS 
Gnlta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

RTJLES  AND  TAPES 
Lnfkin     Rnle     Co.     of  Canada, 
Windsor. 

Stanley   Rule   A    Level    Co.,  New 
Britain,  Conn. 
RUBBER  BOOT  REPAIRS 
Marble   Arms   A   Mfg.   Co.,  Glad- 
stone, Mich. 

RULES — Boxwood 
Lufkin     Rule     Oo.     of  Canada, 
Windsor. 

Stanley  Rule   A   Level   Co.,  Naw 
Britain,  Conn. 
SAD  IRONS— Mrs.  Potti' 

Taylor-Forbes  Co..  Guelph. 

SAD  IRONS — Gas  and  GaaoUna 
MeClary  Mfg.  Co.,  London. 
H.  W.  Knight  A  Bros.,  Toronto. 
Taylor-Forbes  Co.,  Guelph. 

SAD  IRONS — Asbestos  Lined 
Dover   Mfg.     Co.,    Canal  Dover, 

Ohio. 

Chicago    Hardware  Foundry  Co., 

Chicago,  111. 

SAFES  AND  VAULTS 
Canadian      Fairbanks-Morse  Co., 

Montreal. 

J.   &    r.  'luylor  Safe   Works,  To- 
ronto. 

SAFETY  RAZORS  AND  BLADES 
Gillette   Safety   Razor   Co.,  Mont- 
real. 

Auto-Strop  Safety  Razor  Co.,  To- 
ronto. 

SALAMANDERS 
Gumey  Foundry  Co.,  Toronto. 
SANDPAPER 

A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire  A  Iron  Goods  Co., 
Hamilton. 

SANITARY  CLOSETS 
Superior  Mfg.  Co.,  Hagersviile. 
Steel    Trough    A    Machine  Co., 
Tweed 

SAP  SPOUTS  AND  BUCKETS 
Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Taylor-Forbes  Co.,  Guelph. 

MeClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

SASH  CENTRES 
Taylor-Forbes  Co.,  Guelph. 

"ASH  LIFTS 
Stanley     Works,     New  Britain, 
Conn. 

SASH  PINS 
Steel  Co.  uf  Canada,  Ltd.,  Hamil- 
ton. 

SASH  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 
SAWS 

E.  C.  Atkins  A  Co.,  Hamilton. 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

Sburly-Dietrich  A  Co.,  Gait. 
Henry  Disston  A  Sons,  Toronto. 

SAW  HORSES — Folding 
McFarlane  Ladder  Works,  Toron- 
to. 

SAW  SETS 

Taylor-Forbes  Co..  Guelph. 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

Henry  Disslon  A  Sons,  Toronto. 

Chas.  Morrill,  New  York. 

E.  C.  Atkins  A  Co.,  Hamilton. 
SCALES — Weighing 

Cenadian      Fairbanks-Morse  Co., 
Montreal. 

Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

SCRAPERS 
Stanley   Rule   A   Level   Co.,  New 

Britain,  Conn. 
Meaford  Wheelbarrow     Co.,  Mea- 

ford. 

Tevlor,   Forbes   Co..  Guelph. 
SCREEN     AND     STORM  DOOR 

LATCH 
Taylor-Forbes  Co..  Guelph. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

SCREEN  DOORS  AND  WINDOWS 
Sanderson  Hnrold  Co.,  Paris. 

SCREEN  DOOR  SETS 
Stanley     Worka,     New  Britain, 

Conn. 

Taylor-Forbes  Co.,  Guelph. 
Bommer  Brothers,  Brooklyn. 

SCREWS 
P.  L.  Robertson  Mfg.  Co..  Milton. 
Steel  Co.  of  Canada,  Hamilton. 

SCREWS— Bench  and  Jaek 
Tavlor  Forbes  Co..  Guelph. 

SCREW  CLAMPS — Adjnetabls 
Taylor-Forbes  Co..  Guelph. 


I  BOREW  D2IVBRS 

tjowan  A  B^itton.  Ltd.,  Oananoqne. 
Henry  Disiton  A  Sons,  Toronto. 
North    Bias,  ,  ^^t■    Cp.,  Philadel- 
phia. 

Stanley   Rnle  A   Level  Co.,  Kew 
Britain,  Conn. 

SCREW  ^ATES 

Wells  Bros.  A  Co.,  Ltd.,  'Salt.' 

Butterfleld  Co..  Rock  Island,  Que. 
SCYTHES  AND  HAY  KNIVES 

Welland  Vale  Mfg.  Co.,  3t.  Cath- 
arines. 

SHEARS — Sheet  Metal 

Peck,   Stow  A  Wilcox  Co.,  Cleve- 
land, Ohio. 
SHEET  METAL  SPEOIALnES 

Burrowes  Mfg.  Co.,  Toronto. 

Fairgrieve  Metal  A  Stamping  Co., 
Toronto. 

Soren  Bro'*.,  Toronto. 

E    T.  Wright  Co.,  Ltd.,  Hamilton. 

SHELF  BOXES  AND  CABINETS 

Cameron  %  Campbell,  Toronto. 

Walker  Bio  A  Store  Fixture  Co., 
Berlin. 

SHELF  SUPPORTS 

Chicago    Hardware    Foundry  Co., 
Chicago,  III. 

SHEEP    SHEARING  MACHINES 

Chicago    Flexible    Shaft    Co,  Chi- 
cago. 

SHEEP    MARKING  LIQUID 
Sherwin-Williams  Co.,  Montreal. 
SHOT 

Steel  Co.  of  Canada,  Hamilton. 

SHOTGUNS— Repeating 
Remington     Arms       U.M.C.  Co., 
Windsor. 

SHOT  SHELLS 
Remington     Arms      U.M.C.  Co., 
Windsor. 

Dominion     Cartridge   Co.,  Mont- 
real. 

SHOVELS  AND  SPADES 
Lnndy  Shovel  A  Tool  Co.,  Peter- 
boro. 

Canadian  Shovel  A  Tool  Co.,  Ham- 
ilton. 

SILVERWARE 
Canadian  Rogeis  Co.,  Toronto. 
Oneida  Community,   Ltd.,  Niagara 
Falls,  Ont. 

SKATE  STRAPS 
G.  L.  Griffith  A  Son,  Stratford. 
Owen     Sound     Steel     Press  Co., 
Owen  Sound. 

SKYLIGHTS 
Metal  Shingle  A  Siding  Co.,  Praa 
ton. 

Wheeler  A  Bain,  Toronto. 
McFarlane-Douplas  Co.,  Ottawa. 
Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg,  Man. 

SLEDGES 
Taylor-Forbes  Co..  Guelph. 

SLEDS 

Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

Richards- Wilcox     Canadian  Co., 

Ltd.,  London. 

Oendron  Mfg.  Co.,  Toronto. 
SNOW  SHOVELS 

Canadian  BnfTalo  Sled  Co.,  Pres- 
ton. 

Sheet  Mettl  Products  Co.,  Toron- 
to. 

Canada   Steel   Goods   Co.,  Hamil- 
ton. 

SOAP  URNS 

Chas.  Morrill,  New  York,  N.Y. 

SOLDER 
Canada  Metal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg  Ceiling  A   Roofing  Co., 

Winnipeg. 
MeClary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Boggs  Co..  Hamilton. 

SPIKES 
Steel  Co.  of  Canada,  Hamilton. 

SPOKESHAVES 
Stanley   Rule   A   Level   Co.,  New 
Britain,  Conn. 

SPONGES 
A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 

SPORTING  GOODS 
Dominion     Cartridge  Co.,  Mont- 
real. 

Marble  Arms  Mfg.  Co.,  Gladstone, 
Mich. 

SPOONS    AND  FORKS — Tin 
Thos.   Davidson    Mfg.   Co.,  Mont- 
real. 

SPRAYERS 
Sherwin-Williams  Co..  Montreal. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Canadian     Fairbanks-Mora*  Co., 

Montreal. 
Specialty  "Sltg.  Co.,  Grimsby. 

SPBI.'<r08  AND  AIIXB 
Guelph  Spring  A  Axle  Co..  Gnelpk. 
Taylor-Forbes  Co..  Onelph. 


8PBIMO  HINGES 
Pommer  Brothers.  Brooklyn. 
Chicago  .Soring  Bitt  Co.  Chieaga. 
RPRI^nLLEBi — Aatomaile,  Fir* 
James    Morrison    Brass   Mfg.  Co> 
Toronto. 

SPRINKLERS— Lawn 
Taylor-Forbes  Co..  Guelph. 
Jama*    Morrison  Bros*  Mfg.  0«« 
Toronto. 

SQUARES — Try    and  Mitr* 

Stanley   Rale  A   I>evel   Co.,  N*v 

Britain,  Conn. 
STALLS,      STANCHIONS,  AND 

OOW-BOWXa — Metal 
Metal  Shingle  A  Siding  Co.,  Pr*»- 

ton. 

Steel  Trough  A  Mfg.  Co.,  Tw*«4, 
Bcatty   Bros..  Fergus. 

STAIR  PLATES 
Steel     Equipment     Co.,  Ottawa, 

STAPLES 
Steel  Co.  of  Canada.  Hamilton. 
Canada  Steel  Goods  Co.,  flamiito*. 
Cowan  A  Britton,  Gananoqae. 
Laidlaw  Bale-Tie  Co.,  HamUtoi. 

STORAGE  BATTERIES 
Canadian     Fairbanks-Morse  Co., 
Montreal. 
STORM  WINDOW  HINGES 
Watrona     Acme     Mfg.     Co.  De» 
Moines,  Iowa. 

STEEL  RULES — Machinists' 

Lufkin  Rule  Co.  of  Canada.  Wind- 
sor. 

STEP  LADDERS 
McFarlane  Ladder  Works.  Toront*. 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.  Co..  Otterville. 

STOVE  TRIMMINGS 
Radiant  EUctric  Co.,  Grimsby. 

STOVES  AND  RANGES 
Bowes,  .larnieson.  Ltd.,  Hamil'on. 
Bfaeh  Foundry  Co..  Ottawa. 
Burrow,  Stewart  A  Milne,  HamU- 
ton. 

Canadian    Heating    A  Ventilating 

Co.,  Owen  Sound. 
Ci.pp  Stove  Co.,  Fort  William. 
Clare  Bros.  A  Co.,  Preston. 
Thos.  Davidson  Mfg.  Co.,  MontraaL 
Gait  Stove  A  Furnace  Co..  Gait. 
Enterprise  Foundry  Co..  Sackvill*L 

N.B. 

Specialty  Mfg.  Co.,  Grimsby. 
FIndlay  Bros.,  Carleton  Place. 
Gumey  Foundry  Co.,  Toronto. 
Hall  Zryd  Foundry  Co..  Hespeler. 
Hamilton     Stove  A  Heater  Oa, 

Hamilton. 
Kir-Ben.  Ltd.,  Almonte. 
MeClary  Mfg.  Co..  London. 

D.  Moore  Co..  Hamilton. 

Jas.  Smart  Mfg.  Co.,  Broekvill*. 
Jas.  Stewart  Mfg.  Co..  Woodstock. 
Harriston  Stove  Co.,  Harriston. 
Supreme  Heating  Co..  Welland. 

STOVE  BOARDS 
MeClary  Mfg.  Co.,  London. 
Sheet   Metal     Products     Co.,  To- 
ronto. 

E.  T.  Wright  A  Co.,  Hsmilton. 
Gumey  Foundry  Co..  Toronto. 
Thos.    Davidson    Mfg.    Co..  Mont- 
real. 

STOVE  PIPE  DAMPERS 
Eureka  Damper  Co..  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

STOVE    PIPE  SUNDRIES 
McCIary  Mfg.  Co.,  London. 
E.  T.  Wright  Co..  Ltd..  Hamiltom. 
Sheet  Metal  Products  Co.,  ToroB- 
to. 

Thos.    Davidson    Mfg.    Co..  Mont- 
real. 

STOVE  AND  RANGE  CASTBM 
Chicago  Hardware  Foundry  0«, 

Chicago.  III. 
Moffat  Stove  Co.,  Weston. 

STOVE  POLISH 
Duncan  Electric  Co.,  Montreal. 
Nickel-Plate   A   Stove  Polish  0«, 

Windsor.  Ont. 

STOCKS  AND  DIBS 
Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

STORE  LADDERS 
Richards- Wilcox     Canadian  0*, 

London. 

Milbradt  irffg.  Co..  St.  Louia.  M*. 

STORE  FRONTS — MatU 
Consolidated  Plate  Glass  (£7.  To- 
ronto.   

SWINGS — Lawn 
Stratford  Mfg.  Co.,  Stratford. 

TABLE  CUTLEST 
Arch.  McFarlane,  Montreal. 
Oneida   Community,    Oneida.  W.T. 
Canadian  Rogers  Co..  Toronto. 
TAOKS 

Steel  Co.  of  Canada.  Hamlltoa. 

Parmenter      Bulloch      Co.,  SaB- 
anoque. 

TANKS 

Metal  Shingle  A  Siding  Co.,  Pr*«- 
ton. 
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WBTn*  OU   Ttnk  &   Pomp  Co.. 

Woodttock. 
Steal    Troagh    &    Maebina  Co., 

Tweod 

TANK  AND  SILO  TUQB 
OttarvlUe  Ufg.  Co..  Ottervllla. 

TAPES — Maaaurlnx 
Lafkln     Rale     Co.     of  Csnadk, 
Wlndeor. 

TUB  STANDS 
Ottarville  Mfg.  Co.,  Otteryilla. 
J.  H.  Connor  &  Son,  Ottawa. 

TENTS  AND  AWNINQ3 
Bmart  Woods  Co..  Ottawa. 

THEBMOMETEBS 
Jamei  Morriion    Brasi    Mff.  Co., 
Toronto. 
TINSMITHS'  MA0HIN1B3T 
Peek,  Stow  &  Wilcox  Co.,  South- 

inftoD,  Conn. 
Steal    Bending  &  Brake  Work*, 
Chatham,  Ont. 

TINSMITHS'  SHBABS 
Peek,  Stow  &  Wilcox  Co.,  Soath- 
Ington,  Conn. 

TINWAEE 
Fairgrieve  Metal  A  Stamping  Co., 

Toronto. 
See  also  iCuamelware. 

TOOLS — Mechanics' 
North  Bros.,  Philadelphia,  Fa. 
Peek,  Stow  &  Wilcox  Co.,  Soath- 

ington.  Conn. 
Stanley   Rule    &    Level    Co.,  New 
Britain,  Conn. 

TOOL  GEINDEES 
Taylor-ForbeB  Co..  Guelph. 

TBAPS — Lavatory 
Jamei    Morrison    Brass    Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 

TBAPS — Animal 
Oneida  Community,   Ltd.,  Niagara 

Falls,  Ont. 
Peck,  Stow  &  Wilcox  Co.,  Olava- 
land,  Ohio. 

TBAPS— Eat 
Canada  Wire  &  Iron  Qoodi  Co., 
Hamilton. 

TRAPS — Steam 
James    Morrison    Brass  Mfg.  Co., 
Toronto. 

TREE  TBIMMEES 
Taylor-Forbes  Co..  Guelph. 

TB0WEL8 
X.  0.  AtVlna  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

TEXJOKS — Warehonie 
Canadian      Fairbanks-Morse  Co., 
Montreal. 


Barrow,  Stewart  Ss  Mllha,  Hamil- 
ton. 

UMBBELLA  HOLDEES 
Springer  Lock  Mfg.  Co.,  BoUaTlUa. 

VAOXrOM  OLEANEES 
Onward  Mfg.  Co.,  Berlin. 

Invincible  Renovator  Co.,  Toronto. 
Clements  Mfg.  Co.,  Toronto. 

VARNISHES 
Benj.  Moore  &  Co.,  Toronto. 
Lowe  Bros ,  Ltd.,  Toronto. 
Erandram-Henderion,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Ottawa  Vjimish  Co.,  Ottawa. 
R.  C.  .Tamieson  &  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Wm.  Harland  &  Son,  Toronto. 

VE  M-nLATOES— Metal 
Metal  Roollng  &  Siding  Co.,  Pres- 
ton. 

Winnipeg   Ceiling  &   Boofing  Oo^ 
Winnipeg. 

Sarnia    Metal    Products    Co.,  To- 
ronto. 

McOlary  Mfg.  Co.,  London. 

VATS — Steel  Cheese 
Steel    Trough    &    Machine  Co., 
Tweed. 

VISES 

Stanley  Rule  &   Level   Co.,  New 

Britain,  Conn. 
National   iiftehine   A   Sapply  Co., 

Hamilton. 
Taylor-Forbes  Co.,  Guelph. 
James    Morrison   Brass   Mfg.  Co., 

Toronto. 

Armstrong    Mfg.    Co.,  Bridgaport, 

WAQON  JACKS 
Biehards-Wileoz      Canadian  Co., 
New  York. 

WAGON  WATER  TAN£^ 
Steel  Trough     &     Machine  Co., 
Tweed. 

WATTLE  ntONS 
Taylor-Torbes  Co.,  Qaelph. 

WASH  BOABDS 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
Conn. 

Cammar-Dowrwell,     Ltd.,  Hcrall- 
ton. 

WASH  TUBS 
Wm.  Cane  &  Sous  Co.,  Newmarket. 


WASTE — Cotton  and  Wool 
Scythes  &  Co..  Toronto. 

WASHEES 
Steel  Co.  -jf  Canada,  Hamilton. 
Taylor-Forbes  Co.,  Qaelph. 
Canada  Metal  Co.,  Toronto. 
Qatta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

WASHING  MACHINES 

Be.itty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  &  Son,  Ottawa. 
Ct.mmer-Dow8weli  Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Gbo.  0.  Kaitting  &  Sons,  Oalt. 
Nineteen     Hundred     Washfer  Co., 

Toronto. 
Taylor-Forbes  Co.,  Gnelph. 
One  Minnte  Mfg.  Co.,  Toronto. 

WATER  SEEVIOE  STSTLM8 
Dayton     Pump   Ss    Machine  Co., 

Dayton,  Ohio. 
WATEE  AND  HOG  TEOUQHS 
Steel    Trough    &    Machine  Co., 

Tweed. 

Metal  Shiusle  &  Siding  Co.,  Pres- 
ton. 

WEDGES 

Taylor-Forbes  Co.,  Guelph. 
WELL  CURB — Corrugated  Metal 
Winnipeg  Ceiling  &  Roofing  Co., 

Winnipeg. 

WHEELS ARRO  WS 
Maxwells,  Ltd.,  St.  Mary's. 
Meaford  Wheelbarrow     Co.,  Maa- 

ford. 

WHIFFLETREES 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 

WHIP  BACKS 
Barrow,  Stewart  &  Milno,  Hamll- 

°"  WILLOW  BASKETS 
Meakins  &  Sons,  Ltd.,  Hamilton. 

WINDOW  SETS — Basement 
Taylor-Forbes  Co.,  Ouelph. 
Stanley  Works,  New  Britain,  Conn. 

WIRE  CLOTHES  LOOKEES 
Canada  Wire  &  Iron  Goods  Oo., 
Hamilton. 

WISE  DOOE  MATS 
Canada  Wire  Ss  Iron  Goods  Co., 

Hamilton. 
Kahne-Anderton    Mfg.    Co.,  Port 
Hope. 

WIEE 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Steel  Co.  of  Canada,  Hamilton. 


WIRE  DOOE  PULLS 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

WIEE  OLOTH  j] 
B.  Greening  Wire  Co.,  Ltd.,  HamUj' 

ton.  I  i; 

Canada  Wire  &  Iron  Goods  Oo4! 
Hamilton. 

WT3B  PBNOINO 
Banwell-Hoxie  Wire    Fanea  Co., 

Hamilton. 
McGregor,     Banwell    Fence  Co., 
Walkerville. 

WIEE  PENCE  STEET0HBB8 
Eichards-Wileox      Canadian  Co., 

London. 

McGregor     Banwell     Fence  Co., 
Walkerville. 

Otterville  Mfg.  Co.,  Otterville. 
WISE  GOODS 

B.  Greening  Wire  Co.,  Hamilton. 

McClory  Mfg.  Co.,  London. 

Canada  Wire  &  Iron  Gooda  Co., 
Hamilton. 

E   T.  Wright  Co.,  Ltd.,  Hamilton. 

Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

WHITE  LEAD 
Benjamin  Moore  &  Co.,  Toronto. 
Brandram -Henderson,   Ltd.,  Mont- 
reitl. 

Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Steel  Co.  of  Canada,  Hamilton, 
Lowe  Bro<).,  Ltd.,  "Toronto. 
Martin-Senour  Co.,  Montreal. 
A.  Ramsay  Ss  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

WOODENWAEE 
Wm.  Cane  &  Son,  Newmarket. 
Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Meakins  Si  Sons,  Hamilton. 

WRENCHES. 
Crescent    Tool    Co.,  Jamestowm, 
N.Y. 

WEINOEBS— Olothas 
American  Wringer  Co.,  New  York. 
Cnmmer-Dowsif  ell,  Ltd.,  Hamiltoa. 
Kaxwells,  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Gnelph. 

WRINGEB  EOLLS 
Ontta  Percha  Sc  Rubber,  Ltd.,  To- 
ronto. 

ZINO  OENAMENTS 
Winnipeg  Ceiling  Ss  Booflng  Co., 
Winnipeg. 


BATH  ROOM 
FITTINGS 

That  you  will  be  proud  of 


Wrila  for  our 
latest  prices 

These  are 
MADE  IN  CANADA 

by 

Kinzinger,  Bruce  &  Co. 

NIAGARA  FALLS,  ONT.  Ltd. 


Step  Ladders,  Ladder 
Chairs,  Lace  Curtain 
Stretchers,  Ironing 
Boards,  Tub  'Stands, 
Folding  Beds,  Chairs, 
Tables  for  Camps,  Per- 
forated Chair  Sets. 

^  OU  will  save  money  by 
learning  our  pnces  before 
placing  your  Order. 

Otterville  Mfg.  Co.,  Limited 
Otterville,  Ont. 


DOUBLE  YOUR 

PAINT 

SALES 

Your  store  stands  or  falls  by  the  reputation  of  the  goods 
you  sell.  There's  a  bigger  profit  in  "repeat  sales  "  from 
a  truly  high  class  article  than  there  is  from  any  other 
kind.     When  you  sell  PAINT— Sell  Moore's. 

MOORE'S 

PURE   LINSEED  OIL 

PAINTS 

The  kind  that  keeps  on  selling 

We  ask  dealers  who  are  inleresled  in  gelling  and 
giving  the  besl  in  the  trade,  lo  inquire  from  us. 

Benj.  Moore  &  Co.,  Limited 


THE  SQUARE 
DEAL  PEOPLE 


Mfrs.  of  Paintt  and  VarnithtM 

West  Toronto 
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A 

American  ^Vringcr  Co   10 

Armstrong  Mfg.  Co   8 

B 

Hanwc'l-Hoxie  Wire  Fence  Co..  1;" 

Baniett  Co.,  G.  &  H   15 

Bommor  Bros   15 

Braudram-Henderson,    Ltd   45 

0 

Can.  Ever  Ready  Works  ....i.f.o. 

Chicdgo  Spring  Butt  C)   15 

I 

D 

Dpvidsor  Mfg.  Cn..  Tlio.s   6 

DisBton,  Henry,  &  Sons    12 

Dominion  Cf.i'tridge  Co  o.f.c. 

Dominion     Sheet    Metal  Pro- 
ducts,  Ltd   7 


Duncf.n  Klectric  Co   12 

Dii  Pent  Powder  Co                 .  16 

O 

Gutta  IVicha  &  Rubber,  Ltd.  8 
I 

Iinpc  rial  Oil  Co   11 

3 

Jenkins  &  Hardy    10 

K 

Kinzinger,  P.rucc  &  Co   511 

Kir  Ben  Ltd   o.b.c. 

L 

Laidlaw   Bale-Tie  Co   14 

Lufkin  Rule  Co   54 

M 

Manton  Bros   8 

Meakins  &  Sons    6 

Metal  Specialties  Mfg.  Co.  .  .  .  5 

Mctai  Shingle  &  Siding  Co....  14 


Milbradt  Manufacturing  Co....  4 

Moore  &  Co.,  Benjamin    5.! 

Morrir,or  Brass  Mfg.  Co.,  Jas.  7 

N 

Nifhtlson  File  Co   9 

N(  rth  Bros.  Mfg.  Co   •) 

O 

Ontario  Lantern  *;  Larip  Co..  .  9 

Ofterville  Mfg.  Co   5-1 

P 

Parmenter  Bulloch  Co.,  The.  •  .  10 

Peck,  Stow  &  Wilcox  Co   43 

Piatt  &  Lambert    V. 

B 

Ramsay  &  Son  Co.,  A   43 

R(-mii;p(oii  Typfwriter  Co,    .  .14 


Remington  Arms  Co   13 

Rice  Lewis  &  Son   3 

8 

Stanley  Rule  k  Level  Co   4 

Steel  Company  of  Canada  .  .  .12 

Steel  Bending  Brake  Works...  3 

Stratford  Mfg.  Co   4 


T 

Toronto  Plate  Glass  Impt.  Co.  54 


W 

Wayne  Oil.  Tsnk  i-  Pump  Co.  It) 
Wriffht  Co..  E.  T  1"' 


^iiCM^im  MEASURING  TAPES 
rliiW  and  RULES 

WILL  SELL  WELL 

Back  of  that  are  these  causes — The  quality  put  into  the  goods — The  reputation  they  bear 
among  users.  But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact  — 
THEY  WILL  MOVE,  Not  only  are  they  the  best,  but  they  are  recognized  as  such  by  users 
of  Measuring  Tapes  and  Rules.    More  cf  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 


Tj/e/ufk/nRuleCo.  ofQanapa^Ltd, 

WiNDSO/tONT. 


GLASS 


THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
DON  ROADWAY  and  Ornamental  Glass  TORONTO 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 


Aiigiisl,  1!)1S 


CANADIAN  HARDWARE  JOURNAL. 


The  Annual 

Fall  Trade  Number 

of 

Canadian  Hardware  Journal 

goes  to  press  Aug.  25tn 


It  will  have  many  attractive  features  and  con- 
tain more  illustrations,  more  helpful  hints  for 
dealers  and  more  interviews  with  successful 
retailers  that  will  make  the  number  more 
than  usually  interesting  and  helpful. 

It  will  be  kept  for  reference,  even  after  it  has 
received  attention  usually  given  to  this  paper. 

Manufacturers  should  start  a  campaign  now 
for  bigger  business.  Canadian  crop  outlook 
warrants  it. 

This  September  Fall  Trade  Number  will  he  an  attrac- 
tive medium  for  ^ou  to  reach  the  Hardware  Trade 
of  Canada. 

WRITE  FOR  FULL  PARTICULARS 


Canadian  Hardware  Journal 


32  Colbome  Street 


Toronto,  Canada 


ll;..lLii,all..„L,.. 
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Kir-Ben  Lines  for  1915 


sJ<IR;BEN^  Include  the  following: 

Kir-Ben  Furnaces 

^  for  Coal  and  Wood  ^ 

y.  ^        Iron  Duke  Furnaces  ^.  ^ 

Kir-oen  for  coai  and  Wood  iur-beii 

Exhibit      Royal  Furnaces  Exhibit 

for  Coal  and  Wood 

Toronto       Kir-Ben  Wood  Furnaces  Toronto 

Fair  Wood  Only  PjQji 

Kir-Ben  Registers 
Kir-Ben  Cast  Iron  Ranges 
Kir-Ben  Steel  Ranges 


Catalogues  descriptive  of  the  above  will  be  cheerfully  sent  to  the  trade.  Wood  Furnace 
Catalogue  is  now  being  prepared.  Steel  Range  Patterns  are  well  under  way  and 
shipments  will  be  made  early  ni  September. 


Kir-Ben  Furnace  line  is  the  most  complete  in 
Canada.  Write  for  particulars  and  prices. 


KIR-BEN  AGENCY  IS  THE  BEST 


Kir-Ben,  Limited,  Almonte,  Ont. 

Western  Furnace  Customers  Address  : 

The  D.  Moore  Co.,  Limited  D.  MacLachlan,  546  How«  Street,  Vancouver 

J.  A.  Evans,  Agent,  Winnipeg 


FALL   TRADE  NUMBER 


Published  by  The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish  :  The  Retail  Grocer  and  Provisioner,  The  Retail  Druggist,  Canadian  Furniture  World  and  The  Undertaker,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worlier,  Motoring,  Electrical  Dealer  and  Contractor, 

Good  Roads  of  Canada,  The  Canadian  Nurse 


Vol.  7  TORONTO,  SEPTEMBER,  1915  No.  9 
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Again— 


Win  Prize  Awards  for  Highest  Excellence 
of  Qaalily  and  Workmanship 

Panama- Pacific  International  Exposition 
San  Francisco,  1915 


Simonds  Saws 
Planer  Knives 
and  Files 


SIMONDS  CANADA  SAW  COMPANY,  Limited 


VANCOUVER.  B.C. 


St.  Remi  St.  and  Acorn  Ave. 
MONTREAL,  QUE. 


ST.  JOHN,  N.B. 
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Manufacturers  of 

SILVERWARE  AND  CUTLERY 


Tipped  Pattern  in  Nickel  Silver 


(Nickel  Silver)  is  one  of  the  marks  that  is 
permitted  to  be  used  by  the  Gold  and  Silver 
Marking  Act  when  the  article  contains  10%  or 
more  of  pure  nickel.  Nickel  Silver  Spoons  and 
Forks  stamped  in  this  way  and  in  combination 
with  our  trade-mark,  see  label  on  box  illus- 
trated above,  is  guaranteed  18%.  Spoons  and 
Forks  made  in  this  way  are  solid  metal  through- 


out. As  there  is  no  plate  to  wear  off.  any 
good  silver  polish  or  paste,  such  as  Rogers' 
Silverine  or  Niagara  Cream  Paste,  can  be  used 
to  clean  them  ;  the  more  they  are  cleaned  the 
whiter  and  more  beautiful  they  become. 

Tied  up  in  sets  of  six,  packed  one  dozen  in  an 
olive  green  box  and  nicely  labelled. 


TEA  SPOONS,  small 
TEA   SPOONS,  medium 
TEA  SPOONS,  large 


The  line  consists  of 

DESSERT  SPOONS 
DESSERT  FORKS 
TABLE  FORKS 


TABLE  SPOONS 
SUGAR  SHELLS 
BUTTER  KNIVES 


If  you  cannot  buy  this  quality  of  Spoons  and 
Forks  from  your  Jobber,  write  us  direct  for  our 
prices  and  a  sample  spoon.  The  sample  spoon 
will  not  cost  you  anything,  and  we  would  like 
you  to  try  it  with  a  file  and  see  how  hard  it  is. 


and  generally  to  compare  it  with  any  other 
similar  line  that  you  may  now  be  handling.  If 
you  do  so,  we  think  you  will  give  us  the  pre- 
ference with  vour  order. 


Trade  Marks  : 

Wm.  A.  Rogers 

1881  Rogers  A  1 

Toronto  Silverplate 
Company 


Canadian  Wm.  A.  Rogers  Limited 

Manufacturers  of  Silverware  and  Cutlery 
570   KING    STREET  WEST 

TORONTO 


Head  Office  and 

Factory  : 

TORONTO 

Sales  Roorrts  : 
TORONTO  WINNIPEG 
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Cutlery  and  Silverware 

We  carry  a  heavy  stock  by  be^  known 
Sheffield  makers  of  high-class  Cutlery, 
and  our  reputation  is  unsurpassed  m 
Canada  for  Quality  and  Service. 

Brass  and  Nickel-Plated  Goods 

CoJ^ee  Percolators,  Chafing  Dishes 
Vegetable  Dishes,  Casseroles  in  al- 
most limitless  variety. 

We  also  display  a  full  line  of  Hot  Point 
Electric  Appliances  for  domestic  use. 


These  are  noted  for  Quality  and  Finish 
and  are  right  up  to  date  in  all  respects. 


Rice  Lewis  &  Son 

Limited 

Toronto  Ontario 
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Let  the 

FAMOUS  FIVE 

"Do  their  Bit" 
For  You 


The  "Famous  Five"  can't  build  up  a  ruined  business.  Nor 
can  they  pay  ALL  the  "  over-head "  of  an  up-to-date  store. 

But — they  will  pay  you  a  NET  yearly  profit,  unexcelled  on 
any  other  line. 

They  will  "  do  their  bit  " — and  a  good  bit  more — to  make 
your  store  a  source  of  perpetual  profit. 

They  can  bo  stocked  in  small  quantities — and  yet  meet  every 
demand  of  your  trade. 

They  can  be  turned  over  rapidly — many  times  yearly — and 
yield  a  handsome  profit  every  "turn." 

They  can  be  sold  with  the  absolute  assurance  of  QUALITY 
—uniform  in  every  file. 

They  can  be  put  in  with  the  satisfying  knowledge  that  no  one 
can  beat  you  on  price. 

And  they  can  be  most  profitably  pushed  with  the  aid  of  our 
consistent  advertising — to  teach  the  Economy  of  Using  More  Files. 

For  sma]!  stocks — quick  sales — trade-winning  QUALITY — 
and  more  net  profit  from  Files — concentrate  on  one  of  the 
"  Famous  Five  " : 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

{Made  in  Canada) 

NICHOLSON  FILE  COMPANY 

PORT  HOPE  ONTARIO 


Jobbers  Everywhere 


Wben  WTitiii£  to  adTertlseri  klndljr  mention  Canadian  Hardware  Journal 
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Apple  Pickers'  Jacket. 
Made  of  strongest  Duck, 
well  sewn. 


Oval.  Willow  and  Cane. 
Solid  handle. 


Round,  made  in  three 
styles,  swivel  or  solid 
handles,  madium  and 
large  aizes. 


Unpaeled  Willow  Root 
Basket.  Strong  and 
well  made.  Green  or 
dry  as  wanted. 


Oval.     Ash  and  Hickory  Split,  Willow 
and  Cane.    Made  in  Medium  Sizes. 


Stock  these  for  Fall  Trade 

Dealers  should  take  advantage  of 
the  large  crop  of  apples  this  season 
for  stocking  at  once  a  supply  of 

Meakins' 
Apple  Pickers^ 
Baskets 


The  quality,  workmanship  and  durability  of 
Meakins*  Baskets  are  beyond  question. 

We  have  a  large  stock  on  hand,  and  are  in 
a  position  to  make  immediate  delivery.  We 
would  suggest  looking  over  your  stock  of  this 
line  at  once  and  sending  your  orders  at  the 
earliest  possible  date  to  avoid  disappointment. 

Makers  of  all  kinds  of  Brushes 
for  all  purposes 


Meakins  &  Sons,  Limited 


Hamilton 


Ontario 


When  writing  to  advortlseis  kladlj  montiou  Caaadiau  Ilardwaxe  Jourual 
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Make  More  Money  Selling  These 

Lines 

Well  Made,  Well  Known  and  Well  Advertised 

HERE  ARE  THREE  MAXWELL  LINES 
GREATLY  IN  DEMAND  JUST  NOW 


HIGH-SPEED    CHAMPION  WASHEE 


A  perfect  and  complete  washer  whk'.i 
almost  runs  by  itself.  Tt  lias  a  lever  at 
top,  h1s(>  crank  handle  at  side,  both 
(Qually  f.'isy  to  use.  Not  a  better  washi-r 
on  thi!  m.Trkel  fhnn  this. 


r 


HOME  65  FOOD  CHOPPER 

One  of  the  best  selling  lines  you  eve" 
handled.  A  new  machine  made  in  stan- 
dard family  size,  much  stronfrer  than  the 
ordinary  type  "f  machine,  embodying  all 
the  la'-est  principles.  Cap  fits  close, 
rendering  the  machine  quite  watertight, 
feupplii'd    with    different    cutting  plates. 


Maxwell  lines  are 
well  known  and 
well  advertised. 
Everywhere  the 
demand  is  grow- 
ing continually, 
and  you  will  find 
any  of  these  Max- 
well lines  quick 
sellers  and  good 
profit  -  getters  — 
simply  because 
they  are  what  the 
people  want. 

Write  to-day  for 
Illustrated  Catalog 

Maxwells 
Umited 

St.  Marys,  Ontario 


i 


PAVOEITE  CHXJBN 

More  Favorites  are  sold  annually  in 
Canada  than  all  other  makes  combined 
Uarre'.  of  best  imported  oak  with  ainin 
inum-fi  lished  hoops,  exceptionally  large 
roller  bearings,  easy  running  and  durable. 
Note  the  bow  lever  handle,  adjustable  to 
lurn  left  or  right,  as  desired. 


BRITISH  BUTTEE  MAKES 

Results  in  lietler  butter  and  bigger  pro 
fits.  .\dopted  by  the  best  dairies  in 
Great  Britain  and  Canada.  Makes  the 
butter  firm,  even  aud  consistent.  In 
three  sizt-s  —14  inches,  17  inches,  and  20 
indies  wide. 


Wlieu  writing  to  advertisers  kindly  meutiou  Cauadiau  Haxdwaxe  Joiuual 
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Lawn  Mowers 

and  Spring  Hinges 
for  1916 


If  your  jobber  does  not  handle 
these  hnes  we  will  sell  you  direct. 

Get  our  Catalogue  before  order- 
ing your  supply. 

Every  Lawn  Mower  guaranteed 
one  year  from  date  of  purchase. 


The  "Empress" 


Japanned 
Illuatration  Full 
Size 


THE  "EMPRESS" 

Open  four  and  five-knifo  cylinder,  IQi/^-ineli  wlheete. 
Special  tool  siteel  knif  es,  oil  tem'pered.  Gase-hiaii-d 
ened  adjustable  bearing<s  and  balls.  Specially  pre- 
pared, polished  steel  sharts.  Cheeks  easily  attached. 
Miade  wiith  grass-box  attaichnient. 

THE  "WOODYATT" 

Open  foaii-  amd  fi\e-knife  cylinder.  Tool  ste^'i 
knives,  oil  tempered.  Bearings  arc  e^tra  long  and 
adjustable.  Best  quality  material  used  throughom 
its  construction.  Made  with  grass-box  attachment. 
Thi«  nnower  has  been  on  the  market  longer  than 
any  other  high-grade  mowcT  in  the  world. 

THIS  GUARANTEE  GOES  WITH  EVERY  T.  F. 
L.\WN  MOWER. 

Tf  for  any  reason,  at  any  time  wii:hin  one  year 
from  date  of  purcha,se,  the  purchaser  of  a  Taylor 
Forbes  Laiwm  Mower  is-  i.ot  satisfied  with  h.is  pur- 
chase, we  INSIST  on  giviri!;  him  a  new  mac-hine  or 
refunding  his  money. 


Taylor-Forbes  Co.,  Limited 


Head  Office  and 
Works  : 


Guelph,  Ont. 


The  "Woodyatt" 


BRANCHES  AND  AGENTS: 
Tavlor-Forbes  Co.,  1!  Ki  'Jraig  St..  .Montreal. 
Canadian  United  Mfr.s.  Agency,  London,  Eng. 
II.  G.  Rogers,  147  Prince  WilLiam  St.,  St.  John,  N.B. 
.  F.  MouJden  &  Son.  Travellers'  BIdg.,  Winnipeg, 
Mrm. 

Taylor-Forbes  Co.,  Ltd.,  1070  Homer  St.,  Vancou- 
ver, B,  0. 


H 
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INSPECriON  LAMPS 


ELKCTKIC  CIGAR  LIGHTERS 


"PRESTO"  SPECIALTIES 


For  Automobiles  and 
Motor  Boats 


SUPPLY  DEALERS  Join  the  thousand*  of  wide  awake  dealer* 

I'reslo  Ford  anil  I'reKto  Star  watch  catalogue  and  stock  these  "Presto"  Specialties.  Quick 

typo  cigar  lighter,  $:!.3a  sales  and  big  profits.     Write  for  terms  and  complete  cata- 

._,,„,,.„  logue.    Generous  margin  of  profit  for  you. 


For  Sale  by  all  Canadian  Jobber* 


Combination  Dash  and 
iDapectioD  Lamp. 


PresJo  cigar  Mghifr  tip,  full  siie. 
Pure  platinum  wire  is  used  in 
the  heating  element.    They  last 
others  don't. 


Metal  Specialties  Mfg.  Co. 

730-738  West  Monroe  Street 

Chicago,  III. 


Presto  automatic  cord  winders 
are  used  with  cigar  lighters  and 
keep  the  cord  out  of  the  way  and 
out  of  eight,  $3,35. 


Keystone  No.  1 

Disston  Exhibit 

Panama- Pacific 
International  Exposition 

Highest  Award 

SAWS 
TOOLS 
FILES 

Henry  Disston  &  Sons 


Limited 

2-20  Fraser  Ave.,  Toronto,  Ont. 


When  WTitln£  to  advertisers  kindly  mention  Canadian  Hardware  Joomal 
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No.  UtM  "I'lf 


No.  1020 
"Presto" 
hand  lamp 
with  screw 
top  cover 
on  metal 
container 
and  2  inch 
bull'H  oye 


.,No.l040 
Presto" 
electric 
two  cell 
battery 
hand  lamp 
with  3  in. 
bull's  eye 


amp  with  metal  container 
bull's  eye 

Manufactured  by 


Presto 
Specialties 

All  "Presto"  Electric  Battery  Hand  Lamps 
have  movable  reflectors,  pivoted  so  that 
the  light  can  be  thrown  at  any  angle, 
tungsten  bulbs  and  powerful  reflectors 
that  give  a  maximum  efficiency  and  long 
life. 


mo 

"^ithJ;^"'!' 
'"'^-'oS'' 


No,  IfUiU  "Presto"  Bicycle  Lamp  with 
metal  container  and  3  inch  bull's  eye. 


Write  for  information  of  oar  full  line 


Metal  Specialties  Mfg.  Co. 

730-738  West  Monroe  St.,  Chicago,  111. 


Canadian  Agents  for  Hand  Lamps  and  Bicycle  Lamps. 

W.  B.  Morrow,  of  Toronto,  distributor  for  Ontario. 
H.  Wheeler,  of  Montreal,  distributor  for  Quebec. 
Henderson  &  Richardson  of  Montreal,  distributors  for  Maritime 
Provinces. 

The  H.S.Mussett  Company,  Winnipeg,  distributors  for  Manitoba. 
Regina  Heating  &  Sheet  Metal  Co.,  Regina,  Sask,  distributors 
for  Saskatchewan  &  Alberta 


Now  is  the  time  your  Customers  are  looking 

around  for  Fall  hunting  supplies 

A  store  well  stocked  with  Guns,  Ammunition  and  Camp  equip- 
ment, attractively  displayed,  will  get  the  business.  The  Dominion 
window  trim  will  help  you  bring  the  trade  to  your  counters,  if  you  have  not  received 
your  supply  of  Dominion  advertising,  let  us  know  so  you  can  be  m  on  the  prize  con- 
test, which  is  fully  explained  in  the  envelope  enclosed  with  the  advertising  matter. 

The  Dominion  Canuck  is  a  shot  gun  shell  which  com- 
bines speed  power  and  penetration  to  give  absolute 
shooting  satisfaction.  The  perfect  smokeless  shot  shell.  You 
know  the  Regal,  Sovereign  and  Crown. 


STOCK  CANUCKS  THIS  FALL  AND  WATCH  YOUR  SALES  INCREASE 


Dominion 
Cartridge 

Co.,  Limited 

120  St.  James  St. 
MONTREAL 
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HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  >s  to  quality.     WARRANTED  to  give  tatUfaction. 

WARRANTED  as  to  price. 

Plain  Bearings  and  Steel  Ball  Bearing*. 
Enclosed  Cog  Wheels. 


Plain  Bearings        .Steel  Ball  Bearings         Size  of  Rolls 
No.  340  E  No.  360  E  10  x  1 '4  inches 

No.  341  E  No.  361  E  11  x  1<,  inches 

We  make  the  largest  variety  of  Wringers  in  the  world. 

Send  for  our  latest  Catalog  and  Price  List 

The  American  Wringer  Co. 

New  York,  U.  S.  A. 


i'ifi 


Genuine  Armstrong 

Stocks  and  Dies 

are  so  well  known  to  the  steam  and  gas  fitting 
trade  that  it  is  to  every  hardware  dealer's 
advantage  to  stock  this  line. 

The  Genuine  Armstrong  Stocks  and  Dies  of 
which  we  are  sole  manufacturers  are  built 
with  great  care  and  mechanical  supervision 
and  guarantee  the  user  complete  satisfaction. 

Write  for  Catalogue  TO-DAY 

The  Armstrong  Mfg.  Co. 

333  Knowlton  St.       Bridgeport,  Conn. 

Manufacturers  of 

Water,  Gas  and  Steamfitter's  Tools 


WHEN 

THE  CUSTOMER  READS 


On  The  Shell  Box 

NO  ARGUMENTS  ARE 
NEEDED  TO  INDUCE 
HIM  TO  BUY 


B 


Y  EXPERIENCE,  or  observation  of  othf  rs  using 
this  dependable  powder,  your  customer  has  ac- 
quired a  preference  for  lhi»  widely  known  powder. 

SIMPLIFY  YOUR  STOCK 

by  specifying  DU  PONT  for  Smokeless  loads  and 
DU  PONT  RIFLE  for  Black  Powder  in  shell  or 
bulk.  Do  this  and  tie  your  store  to  our  continual  and 
effective  promotion  of  trapshooting.  Sell  the  cu  tomer 
DU  PONT  LOADS.  Make  a  quick  ,  safe  and  lure 
sale. 

For  Powder  Boohlelt,  Trapthooting  Club  Helps 
Hangers  for  Display,  Advertising  Aids 
or  Any  Information  About  Powders 
For  Any  Requirements 
Write  Dept.  499 

DU  PONT  POWDER  CO. 

Makers  Since  1802 

WILMINGTON,  DEL.,  U.S.A. 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  yourcustom- 
ers  by  bringing^  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  ihey 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselesslv 
and  so  e.isily  that  a 
slight  push  will  pro- 
pel .1  ladder  the 
length  of  an  ordin- 
ar\'  store 

Write  for  our  complete 
R  LLING  LADDER 
CATALOGUE.  .liowinK 
many  styles  suitable  for 
all  kinds  of  shelvintf. 

MILBRADT  MANUFACTURING  CO. 


2400  N.  10th  Street 


St.  Loui*,  Mo. 


Wbeu  writiu^  to  advertisers  kindly  meutiou  Cauadiau  Hardware  Jouruai 


Septomher,  1015 


CANADIAN  HARDWARE  JOURNAL. 


11 


XT  a.  XT  d. 


The  Highest  of  Honors 

**For  MODERN  Firearms  and  Ammunition" 

Awarded  to 

A JURY  of  Experts,  making  their  final 
decision  at  The  Panama-Pacific  Inter- 
national Exposition,  awarded  the 
Grand  Prix  "For  MODERN  Firearms  and 
Ammunition"  to  the  Remington  Arms-Union 
Metallic  Cartridge  Company  in  recognition  of 
of  the  century  of  Progress  evidenced  in  the  up- 
to-the-minute  Remington-UMC  products  ex- 
hibited at  the  Big  Fair — and  found  in  the  hands 
of  alert  Sportsmen  the  world  over. 
There  are  awards  and  awards — the  Panama- 
Pacific  verdict  is  but  one  of  a  long  line  of 
honors  that  have  come  to  Remington-UMC 
from  practically  every  coun- 
try on  the  globe.  BUT— 
the  securest  and  most  treas- 
ured of  all  Remington-UMC 
honors  ia  found  in  the  place 
which  this  Sign  of  Sports- 
men's Headquarters  occu- 
pies in  the  minds  and  hearts 
of  the  Sportsmen  of  the 
World. 

Remington  Arms-Union  Metallic 
Cartridge  Co. 

(Contractors  to  the  British  Imperial  and 
Colonial  Govcrtt mcnts} 

WINDSOR,  ONT. 
London,  Eng. 
New  York,  U.S.A. 
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"THE  LANTERN  OF  EXCELLENCE" 

Guaranteed  Against  Defects 
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The  Lantern  to  Stock: 


0 


MANUFACTURED  BY 


i 

o 

o 
o 
o 

s 


ntario  £autcm  &  jamp  (^., 

HAMILTON ,  CANADA  ^""^'^ 


MONTREAL 


WINNIPEG 


ALSO  STOCKED  BY  ALL  JOBBERS 
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''Quality  First'* 

"METALLIC" 


"Eastlake"  Shingles 

"The  finest  shingles  that 
ever  uhed  water  off  a  roof  * ' 


5: 


Corrugated  Iron 

Big  Stocks—  Prompt  Shipments— Right  Prices 


WE  MANUFACTURE 

"Eastlake"  Shingles 
Metallic  Sidings 
Corrugated  Iron 
Metallic  Ceilings  and 

Walls 
Metallic  Lath 
Metallic  Corner  Bead 
Ventilators 
Skylights 
Barn  Roof  Light* 
Ornamental  Roofing 

Tiles 
Roof  and  Tower 

FiniaU 
Weathervanes 
Eave-Trough  and  Pipe, 

Ridges,  Valleys, 

Hips,  Flashings 
Portable 

Steel  Granaries 
Galvanized  Cornices 
Special  Galvanized 

Iron  Work 
Fireproof   Doors  and 

Windows 
Pressed  Zinc 

Ornaments 
Sash-Operator 


Metallic  Siding 

Several  Patterns,  Ptd  or  Galv'd 


Metallic  Ceilings 

Get  our  catalogue 


What  WE  Do  to  Help  You  Sell  Our  Goods 

We  supply  you  with  an  outfit  of  catalogues,  price  lists,  and  samples.  We  refer  enquiries  to 
you.  We  write  letters  and  send  advertising  matter  to  your  prospects.  We  supply  you  with 
attractive  illustrated  circulars  for  placing  on  your  counters,  or  mailing  out  with  your  statements. 
We  abdvertise  heavily  to  consumers  in  farm  papers,  etc.  We  supply  cuts  and  suggest  copy  for 
advertisements  in  your  local  paper.  We  prepare  estimates  of  your  jobs  for  you.  If  need  be,  we 
send  a  representative  to  help  you  close  the  order. 

And  if  there  is  any  other  way  we  can  help  you,  just  let  us  know. 


EAVETROUGH  and  CONDUCTOR  PIPE 


Die  Stamped  Eavetrough 
Saves  You  Money 
WE  MAKE  IT! 


GET  OUR 
ILLUSTRATED 
PRICE  LIST 


.  Plain  Round  or 
Corrugated  Pipe 

BIG  STOCK  OF  PIPE  AND 
TRIMMINGS 


The  Metallic  Roofing  Co.,  Limited 


MANUFACTURERS 

AND  WINNIPEG 


TORONTO 

The  Quality  House  is  Safest — Think  of  Safety  First 
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Builders'  Supply  and  l^ardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  largest  manufacturers  of  this  line  in  the 
Dominion.    To  dealers  only. 


Hercules 


Step 
Ladder 


Stratford  Step  Ladders 

Lead  in  Serviceability 

We  manufacture  a  variety  of  Jtyles  for  painters  and  general 
use,  which  are  guaranteed  to  give  the  very  best  service.  We 
alio  make  any  special  shape  or  «ize  ladder  to  suit  your 
trade.  Try  the  Stratford  Line — they  are  made  to  earn 
your  approval. 

Catalog  of  our  Unma  on  requeat. 
Better  have  one   for  your  fylea. 

Stratford  Mfg.  Co.,  Limited 

Mslctn  ol  Ladders,  Lawn  Swingl,  Boyri's  Gliding  Setters,  Folding 
Ch.ira  and  Tables,  Chairs  for  Assembly  Seating,  Lawn  .C.imp,  and 
Verandah  Fumilute,  Kitchen  Cabinets,  Woodenware,  Pailt  Seati,  etc. 


STRATFORD 


ONTARIO 


Wire  Nails,  Baling  Wire 
and  Bale-Ties 


OF  THE  BEST  GRADE 


There  will  be  large  quantities  of  hay  baled 
this  season  and  it  will  pay  you  to  feature 
our  line  of  baling  wire  made  from 
special  Bessemer  Steel. 

We  recommend  our  Bale  Ties  and  Wire 
Nails  as  the  best  that  can  be  secured  on  the 
market.  Our  goods  possess  the  qualities 
that  bring  to  your  store  new  customers. 

WRITE  FOR  PRICES 

The  Laidlaw  Bale-Tie  Co. 

HAMILTON,  ONT.  Limited 

Geo.  W.  Laidlaw  Harry  F.  Moulden 

Vancouver,  B.C.  Winnipeg,  Man. 


TIGER 
WHITE 
LEAD 


The  Lead  With  the  Spread 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  12',.  25,  50,  100  LB. 
IRONS  AND  500  LB.  KEGS. 


The  Steel  Company  of  Canada,  Ltd. 


HAMILTON 
VANCOUVER 


MONTREAL 
VICTORIA 


TORONTO 
HALIFAX 


WINNIPEG 
ST.  JOHN 
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"Reliability  in  Rubber  * 


RUBBER  GOODS 

FOR  THE  HARDWARE  TRADE 


We  make  Hose  of  all  kinds, 
Packings  to  suit  every  requirement, 
Belting  for  all  purposes. 
Tubing,  Valves,  Valve  Discs, 
Force  Cups  and  Plumbers*  Supplies, 
Wringer  Rolls,  Rubber  Mats  and  Matting 
Stair  Treads,  Interlocking  Rubber  Tiling 
Automobile,  Carriage  and  Truck  Tires,  Etc.,  Etc. 


SEND  FOR  CATALOGUE  AND  BOOKLETS 

Gutta  Percha  &  Rubber,  Limited 

TORONTO,  MONTREAL,  FT.  WILLIAM,  WINNIPEG,  REGINA,  SASKATOON, 
CALGARY,  EDMONTON,  VANCOUVER 

SYDNEY,  MELBOURNE  AND  PERTH,  AUSTRALIA 


Wbeu  writing  to  advertisers  kindly  moutiou  Canadian  Hardware  Journal 
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Yankee  Vise 

No.  1993 

WITH  SWIVEL  BASE 


A  Great  Little  Vise 
For  a  Big  Lot  of  Work 

An  entirely  new  feature  in  vises, 
quickly  appreciated  by  Tool  Makers, 
Machinists,  Electricians,  Amateurs,  and 
all  users  of  high-grade  labor-saving 
tools. 

Quickly  detached  from  swivel  base  by 
the  turn  of  a  set  screw;  and  being 
accurately  machined  all  over  can  be 
used  in  any  position  a*  a  jig  for  special 
work  on  drill  press,  shaper,  etc. 

Holds  work  rigid  at  any  angle  with 
use  of  the  special  grooved  block. 

The  swivel  base  is  easily  and  firmly 
locked  and  released  in  any  position  by 
a  short  movement  of  lever  at  the  side. 

Jaws  2)4"  wide,  l  7^s"  deep, 

opening  3/8 Base  7^"  long. 

Your  Jobber  will  supply  you 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


How  Long  Will  YOU  Do 
without  this  Money-Saver  ? 

The  sheet  metal  department  that  is  not 
equipped  with  the  besl  Bendmg  Brake 
is  positively  losing  money  every  month. 

The 

Chicago  Steel  Rending  Rrake 

has  proven  beyond  all  doubt  its  ability  to 
produce  work  cheaper,  faster  and  better 
than  any  other  brake  on  the  Canadian 
market.    Made  in  200  different  sizes. 

Write  for  our  Proposition 

The  Steel  Bending  Brake  Works 

Chatham^  Ontario 


UMITED 


The  System  You  Should  Have 


Wayne  Pumps  are 
a  guarantee  agamst 
waste.  Theydeliver 
the  exact  quantity 
desired  and  count 
each  gallon  as  it  is 
drawn. 


When  you  install  a  Wayne  Sys- 
tem you  eliminate  fire  risks — 
no  dirly  measures  and  funnels — 
nothing  exposed  to  catch  fire. 

The  storage  tank  ii  placed 
under  ground  where  most 
convenient.  The  filter  re 
moves  all  water  and  foreign 
substance  before  it  reaches 
the  pump. 

Write  Us  for  Literaturt 
and  Prices 


Wayne  Oil  Tank  &  Pump  Co.,  Limited 

Woodstock  Ontario 


When  writing  to  advertisers  kindly  mention  Canadian  Hardware  Joornal 


Septemiber,  1915 


CANADIAN  HARDWARE  JOURNAL. 


17 


STACK  GAS 

WATER  HEATER 

Ten  years  of  satisfaction-giving  ser- 
vice lias  proved  the  reliability  of  the 
Stack  Gas  Water  Heater. 

Your  customers  will  appreciate  the  trouble- 
proof  qualities  of  this  serviceable  household 
necessity,  particularly  as  regards  time-saving  and 
economy.     One  minute  after  Heater  is  lit,  it  gives 
hot  water  at  the  tap. 

Possibilities  of  sediment  lodging  in  heater  and  forming 
a  "coating"  between  heat  and  the  water   is  entirely 
eliminated  in  the  "  Stack." 

The  heated  water  is  kept  rapidly  moving,  preventing  possibility 
of  stoppage. 

Dealers  will  find  the  Stack  Gai  Water  Heater  the  easiest 
seller  and  the  quickest  to  instal. 


STACK.HEATERl 


Nearly  forty  years  of  diligent  efforts  to  produce 

The  Best  in  Steam  Goods 

underlies  the  popularity  and  quick-selling  qualities 
of  the  Morrison  Line 

When  you  sell  an  engineer  any  of  the  Morrison  line  of 
steam  goods,  you  practically  guarantee  yourself  future 
patronage. 

The  Morrison  Steam  Goods  have  been  approved 
by  the  provincial  boards  of  steam  boiler  inspectors. 

Goods  bearing  the  "J.M.T."  trade-mark  will  do  everything 
claimed  for  them  and  continue  to  do  it  with  ordinary 
attention. 

Morrison  Plumbers'  Supplies,  Etc. 

have  unrivalled  quality  and»finish.    This,  in  conjunction 
with  their  moderate  price,  makes  them  top-notch  busi- 
ness getters. 


The  James  Morrison  Brass  Mfg. 
Company,  Limited 

93-97  Adelaide  Street  West 
TORONTO     -  CANADA 


OUANAHTCS 

/or 
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Flags 

We  manufacture  and  stock  complete 
line  of  Union  Jacks,  Canadian  Ensigns 
British  Ensigns  and  Flags  of  all  the 
Allies.  These  are  made  of  V^est  quality 
sewn  wool  bunting. 

Cotton  Duck 

We  stock  large  variety  of  weights  and 
widths  of  Wide  and  Ounce  TJucks  or 
can  supply  promptly  from  mill  any 
special  line  required. 

Twines 

We  stock  most  complete  line  of  twines 
in  Canada.  Italian,  Russian,  Hemp, 
Jute  and  Cotton  twines  for  every  pur- 
pose.   Write  us  for  samples. 

Cordage 

We  stock  all  sizes  Manila  Kope,  Sisal, 
Italian,  Russian  and  Jute  Cordage,  as 
well  as  Cotton  Rope  and  Sash  Cord. 

Cotton  Waste  and  Wipers 

We  manufacture  these  lines  and  carry 
complete  stock  of  all  grades.  Write  us 
for  samples. 

ALSO  THE  FOLLOWING; 
Tents 

Waterproof  Duck  Covers 

Horse  Covers 

Jute  and  Cotton  Bags 

Oiled  Clothing 

Jute  Packing 

Marine  and  Plumbers* 

Oakum. 
Candle  wick 

Vou  will  note  from  above  large  variety  of  lines  which 
we  handle,  and  would  like  to  have  your  request  for 
prices  on  any  of  same  which  interest  you. 

Scythes  &  Company  Limited 

Manufacturers  and  Jobbmrs 

TORONTO  MONTREAL 


Stanley  Bench 
Bracket 

No.  203 

A  tool  that  will  immediately  com- 
mend itself  to  the  Carpenter,  the 
Cabinet  Maker  or,  in  fact,  to  anyone 
occupied  or  interested  in  carpentry  or 
woodworking  of  any  kind  where  a 
bench  is  necessary. 

It  simply  requires  that  one  or  more 
holes  (not  smaller  than  one  inch)  be 
bored  in  the  front  of  the  bench.  The 
shape  of  the  tool  is  such  that  when 
the  jaw  or  nose  is  put  through  the  hole, 
it  is  automatically  held  in  place,  and 
by  means  of  the  screw  clamp,  the 
board  being  worked  upon,  is  quickly 
and  firmly  secured. 

The  body  of  the  bracket  is  made  of 
iron — japanned,  and  the  clamp  screw  is 
strong,  well  threaded  and  nickel  plated. 

You  will  find  this  to  be  a  good  seller. 
Write  us  for  prices,  etc. 

Stanley  Rule  8c  Level  Co, 

New  Britain,  Conn.  U.S.A. 


When  WTltln£  to  advertisMi  kindly  mention  Canadian  Hardware  Jonnud 
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Mr,  Hardware  Merchant 

THIS  IS  FREE  TO  YOU 

In  order  to  help  you  sell  our  sifters  we 
offer  you,  absolutely  free,  a  large 
Electric  Photo  Flasher  display  of 

our  sifters  in  motion,  etc.  This  will  be 
a  splendid  attraction  for  ^our  store. 

The  Burrowes 
Patent  Ash  Sifter 

is  the  most  satisfactory  on  the  market.  Double 
rims  and  closed  scuttle  make  it  dustless.  The 
large  space  for  ashes  to  sift  freely  together 
with  the  long  rocker  motion,  convenient  height, 
long  handle,  etc.,  make  ash  sifting  almost  a 
pleasure,  tj  You  recommend  it  the  way  we 
do  to  you  and  you  can  sell  dozens.  Our 
sifters  are  larger  and  better  this  year,  with 
lower  prices. 

WRITE  TO-DA  Y  TO 

The  Burrowes  Manufacturing  Co. 


TORONTO 


ONTARIO 


Read 
this  issue 
from  cover 
to  cover 


Then  you  will  agree 
that  this  paper  is 
worth  several  times 
the  price. 

$1.00  a  year 

Send  your  subscrip- 
tion in  to-day. 


The  Commercial  Press,  Limited 

32  Colborne  Street,  Toronto 


The 


Elect 


ric 


Vacuum  Cleaner 


has  been  awarded  the  Grand  Prize  which  is 
the  highest  award  obtainable  at  the  Pan- 
ama-Pacific World's  Exposition 


Showing  the 

convenient 
button  switch. 


Several  New  Special 
Features 

if  the  "Eureka"  which 
makes  it  easy  and  conven- 
ient. 

The  illustration  shows 
clearly  the  curve  of  the 
handle  which  fits  the 
natural  position  of  the 
hand  when  drawing  the 
machine  back  and  forth. 
Notice  also,  the  button 
switch  by  which  the  elec- 
tricity is  controlled.  The 
most  simple  device  you 
can  imagine. 


Showing  the 

'  'Eareka" 
when  not  in  use. 
Note  the  cord 
coiled  on  the 
convenient 
hook  on  the 
handle. 


This  is  the  time  to  Feature 

the  Eureka  Vacuum  Cleaner  which  with 
all  its  new  features,  the  price  remains  the 
same. 

Write  us  for  our  new  Literature  and  Trade  Prices 

Onward  Manufacturing  Company 


Berl 


in 


Ontario 


When  writing  to  advorti.sor.i  kindly  mention  C.ui.ulian  Ilanlw.ire  Joiirn.Tl 
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Leisure  reading  that  means 
more  dollars  when  you  work 

A  knowledge  of  the  big  problems  of  business, 
put  into  a  very  comprehensive  and  readable 
style,  helps  you  in  finding  easier  and  quicker 
ways  of  overcoming  them.  That's  what 
Frank  Farrington  does  in  these  two  books. 
You  will  like  the  way  his  mind  works.  The 
wide  scope  of  his  experience,  the  accuracy 
of  his  statements,  and  his  knowledge  of 
human  nature  all  combine  to  make  them  vol- 
umes that  will  be  read  not  only  for  the  enter- 
tainment they  afford,  but  for  their  practical 
worth  in  the  conduct  of  a  retail  store.  The 
busy  man  will  appreciate  these  books  for 
another  reason ;  they  are  written  in  concise 
form  and  he  may  start  reading  anywhere  and 
find  that  particular  chapter  complete  in  itself,  and  depending  in  no  wise  upon  those  which 
precede  or  follow.    Although  if  he  fails  to  read  every  one  of  them  he  is  depriving  himself  of 


a  privilege. 

Retail  Advertising 

■'Retail  Advertising  Complete"  covers  with 
a  comprehensive  grasp  such  subjects  as 
newspaper  advertising,  how  to  get  up  the 
ads.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 
tising, and  the  subject  of  novelties  is  thor- 
oughly discussed;  that  important  part  of 
advertising  which  is  done  inside  the  store 
is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 
as  bill  posting  and  other  means  of  reaching  outly- 
ing districts;  advertising  direct  by  mail  and  mail 
or<ler  opportunities  and  advantages  are  gone  into 
carefully;  special  sales  as  business  getters,  and  some 
features  that  make  them  successful,  are  presented 
in  a  convincing  manner.  In  short,  this  book  is  the 
common  sense  psychology  of  advertising. 


Store  Management 

Tn  "Store  Management  Complete,"  which  is  well 
illustrated,  the  author  gives  a  clear  and  concise  pic- 
ture of  the  kind  of  man,  physically  and  mentally, 
that  the  successful  merchant  should  be;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 
sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 
vantages of  various  locations  are  discussed;  how 
to  make  the  most  of  a  poor  one,  and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  plan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
space,  and  systems  of  storing  extra  stock. 

An  interesting  chapter  on  "Clerk  Management" 
brings  out  the  advantage  of  knowing  people  and 
how  to  handle  them.  The  other  chapters  deal  with 
the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  premium  giving.  The  man 
and  the  business;  their  relation  and  success,  that's 
the  book. 


266  Pages,  5x7  inches,  Cloth 
Price  $1.00  Delivered 


252  Pages,  5x7  inches,  Cloth 
Price  $1.00  Delivered 


Both  Volumes  $1.90  Postpaid 


The  Commercial  Press,  Limited 
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Quality 


Made  in  the  most  modern  plant 
in  the  busmess.  Every  improve- 
ment. A  selected  force  of  skil- 
led v/orkmen.  The  best  raw 
materials. 


Service 

The  great  lakes  at  our  door — 
and  Three  Leading  Railways 
running  into  our  plant — insur- 
ing prompt  service  and  quick 
deliveries. 


•  Price 

Send  us  your  specifications  for 
Fall  requirements.  The  price 
will  speak  for  itself.  We  want 
to  know  you  and  to  serve  you 

—NOW! 


NOTE.— We  can  now  make  IMMEDIATE  DELIVERIES  of  "Premier"  Galvanized  Sheef 


DOMINION  SHEET  METAL  COMPANY,  Limited,  Hamilton,  Canada 
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STOVE  PIPE  ELBOWS 


"COOPER" 
FLAT  CRIMP 

These  elbows  are  not  riv- 
etted  but  are  adjustable 
to  a  certain  limit  to  fit  all 
makes  of  stove  pipe. 

The  smooth  surface  offers 
no  lodging^  place  for  dust 
or  dirt. 

'S,  4,  5,  6,  7  inches. 

Packed  1  dozen  in  a  car- 
ton. ■ 

W^e  are  sole  makers  of  machine' 
made  furnace  elbows. 


"O.  H." 
CORRUGATED 
CRIMP 

Locked  rigidly  at  each 
end. 

The  strongest  elbow 
made. 

ii,  4,  5,  (),  7  and  8  inches. 
Wired  1  doz.  in  a  bundle. 


Elbows  in  Tin,  Black  Iron  or 
Galvanized  Iron  for  all  pur- 
poses from  the  smallest  Gas 
Stove  to  the  largest  Furnace. 


HEADQUARTERS  FOR  STOVE  PIPE,  DAMPERS,  COLLARS.  AND  ALL  SUNDRIES 

Manufactured  Iby  E.  T.  WRIGHT  CO.,  LIMITED,  Hamilton,  Canada 


Step  Ladders,  Ladder 
Chairs,  Lace  Curtain 
Stretchers,  Ironing 
Boards,  Tub  iStands, 
Folding  Beds,  Chairs, 
Tables  for  Camps,  Per- 
forated Chair  Sets. 

You  will  save  money  by 
learning  our  prices  before 
placing  your  Order. 

Otterville  Mfg.  Co.,  Limited 
Otterville,  Ont. 


BATH  ROOM 
FITTINGS 

That  you  will  be  proud  of 


Writa  for  our 
latett  price t 


The«e  are 
MADE  IN  CANADA 
by 

Kinzinger,  Bruce  &  Co. 

NIAGARA  FALLS.  ONT.  Ltd. 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  of  Catalocrue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 


If  you  want  to  Buy   or  Sell  a  Retail  Business   Try  a 
Want  Ad  in  this  paper  for  Quick  Results 


When  writing  to  advertisers  kiudly  uieution  Canadian  Hardware  Journal 


Septem'ber.  1915 
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Gait  Hammocks 


Designing 

and 

Quality 

of  the 

Best 


We  Sell  Direct  to  the  Dealer 


Our  representative  is  going  to  call  on 
you  direct  from  factory  with  smartest 
line  of  Hammocks  yet  produced. 

If,  after  seeing  our  Ime,  you  are  not 
perfectly  satisfied  that  we  have  the 


values,  you  still  have  plenty  of  time 
to  buy  off  the  other  fellow. 

We  are  going  to  give  You  the  pro- 
fit that  the  middleman  has  taken  for 
himself  in  the  past  years. 


You  owe  it 

to  yourself 
to  look,  over 
our  line 
before  buying 


Gait  Robe  &  Hammock  Co.,  Gait,  Ont. 


Sold  through  the  Wholesale  Trade 
Only  in  Eastern  and  Western  Canada 


■Mniiiii 

Whou  writing  to  advortlBors  kindly  maiitiou  Canadian  Hardware  Journal 
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Reduction  in  Price 

but  Quality  wiu 
Remain  the  Same 


On  account  of  our  increas- 
ed facilities  we  are  enabled 
t')  make  a  reduction  o(  $2 
on  oui  models 
"S"  and  "T  ' 
and  $1 .50  on 
model  "R 


"Cadillac 


99 


Vacuum  cleaner,  model  "S",  illustration  herewith  is  bound  to  be 
a  good  feller,  it  hat  wood  top,  mahogany  piano  finish,  three  bel- 
lows of  highest  grade  rubber  treated  cloth.  Entirely  new  invention 
of  dust  pan  for  collecting  lint  and  threads.  This  machine  is  one 
of  the  best  built  cleaners  of  this  type  on  the  market  and  is  fully 
guaranteed. 

Write  for  particulars. 

Clements  Manufacturing  Co. 

76  Duckess  Street,  Toronto,  Ontario 


The  only  Eny-Angle  Safety  Razor 
on  the  market  and  sells  at  the 
Moderate  Price  of  $1.50 


The 


Highly  Nickeled.  12 
First  Class  Blades  in 
well-made  compoit- 
ment  box. 

$10  a  dozen  to  the 
Trade 


80%  Profit  and  No  Risk 

Here  is  a  razor  that  will  »ell  well  and  that  will 
make  good  after  it  has  been  sold  ;  at  the  same  time 
it  yields  to  the  trade  a  profit  that  will  justify  each 
dealer  making  a  feature  of  it  during  the  coming 
Fall  and  Christmas  Season  trade. 


Write  for  trial  order  of  three  aid  yon  will  be  famiihed 
with  attractive  advertising  matter 


Canadian  Selling  Company 

74  St.  Antoine  Street,  Montreal,  Quebec 


THE  HARDWARE  BUYERS'  DIRECTORY 

No  buyer  can  go  wrong  in  purchasing   "  Acorn  Quality  Product*." 

The  following  products  manufactured  by  this  Company  are  guaranteed  to  give  satisfaction: 


\ 


"Acorn"  Sidings — • 

Small  Sheet,  galvanized 
Small  Sheet,  painted 
Tjarge  Shoot,  galvanized 
Large  Sheet,  painted 
Special  Siding 

Cantinuous  Rock  Faced  Stone 
Olap-Hoard  Siding 
Galvanized  Comer  Trimmingi 
Painted  Corner  Trimmings 
"Acme"  Ready  Roll  Roofing 
Awning.s. 
'.\torn"  Ridge 
"Acorn"  Corrugated  Hip 
"Acorn"  Stable  Windows 
".Acorn"  Tank*- 
"Acorn"  Stahls  Door 
"Acorn"  Barn  Door 
".A torn"  Water  Bowls 
"Acorn"  Silo  Roof 
"Acorn' '  Skylifchts 
".^corn"  Corrurated  Iron  (seo 

Corrugated  Iron) 
"  Acorn"  Barn  A''entiiators 
\.    ".\c<irn"  KxhauRt  Ventilators 
V     .       Barn  Doors 

\  Burn  Door  Hardware 
.  ^         Barns,   Stoel  Truss. 

\^       (Prices  on  .'ntilication ) 
X        Building  Papers 


ACORN  QUALITY  PRODUCTS" 


Ceiling.   ,Si(lr\\;tIls.   Sundries — 
Colonial  ( 'I iissi fical  ion 
Gothic  Cl:issih,':ili.in 
Ijouis  XIV  Cliissitication 
Miscellaneous  Classification 

Cornices 

Corner  Bead,  Plasterer's 
Crosses 

Conductor  Pipe.  (Also  see  Eave 
trough) 

Trnugh  and  Pipe  Sundries — 
Mitres 

Eihows  and  Shoes 

Cut-OfTs 

Strainers 

Outlets 

Spikes 

Spike  Tubes 

Imperial  Haiisers 

Corrugated    Hinged  Hooks 

Plain  Hooks 
Crimned  and  Beaded  Sheets 
Cow-Bowls 
Corrugated  Iron — 

Galvanized 

Painted 
Corrugated   Sundries — 

"Arorn''  Ridge 

Corruirated  Roll  Can 

".Vcorn"  Hii^ 

Knrl  Wall  Flashing 

Side  Wall  Flashing 

Starter 

Nails,  Bolts,  Washers 


Coniouting  Tal/le 
Corrugated  Fence 
Eavetrough.       (See  Conductor 

Pipe) 
r'inials 

Fireproof  Specialties 
Garages — 

Preston  Portable  Steel 

Preston  iJniversal 

Orrasby  Slcelcote 

(See     Storage     and  Readv- 
Made  Buildings) 
Herringbone   Metal  Lath 
Hog  Troughs 

Hardware  for  Barn  Doors 
Hay  Fork  Outfit 
Imperial  Shingles 
Kev  Lath 
Metal  Lath 

O.K.  Stovepipe  Thimbles 
Preston   Safe  Lock  Shingles. 

(See  Shingles') 
Plasterer's   Corner  Bead 
Rideings — 

For  Metal  Shingles 

For  Corrugated  Iron 
For  Wood  or  Metal  Shingles 

Ornamental      Ridgings  and 
Sundries 

Lightning-Proof  Ridge 
Ready-Made  Buildings 
.•^hinglef  — 

Preston  Safe  Lock 

Imperial 


Diamond  Tiles 
Gothic  Tiles 
Spanish  Tiles 
Shinsrle  Sundries — 
Ridge  Roll 
Plain  Starter 
Valley 

Building  Papers 
Nails 

Ventilators 
Skylights — 

■'Acorn"  Construction 

Nonpareil  Construction 
Steel  Storace  Buildings 
Spun  Metal  Balls 
Silo  Roofs 
Tanks.  Watering 
Trou.rhs.  Hog 
Universal  Garage 
Ventilating  Duets 
Ventilating  Pipe 
Ventilators — 

".\corn"  Exhaust 

Standard 

".\corn"  Barn 

'  'Ormsby-Swartwout 
"V"  Crimped  Roofing 
Valley 

Window  and  Door  Caps 
Windows.  Stable 
Wall  Plugs 
Wall  Ties 
Water  Bowls 
7iTic  Ornaments 


New  Vest  Pocket  Price  List  Just  Issued.    Alphabetically  indexed — prices  can  be 
found  immediately.       SEND  FOR  COPY  TO-DAY. 

THE  METAL  SHINGLE  &  SIDING  CO.,  LIMITED  CionTre\l 
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Place  One  or  Two  of  these  Machines 

where  they  can  be  Seen 


Electric  and  Engine  Drive  with  Stationary 
Wringer. 


Hand  and  Endine  Drivi 

MADE  ONLY  BY 


They  will  catch  the  eye  of  the  practical 
housekeeper,  and  she'll  come  in  for  a 
closer  look.    Sure  to  if  a  simple  sign — 

"  Thtij  do  all  the 
Hard  Work 

is  displayed. 


Hand  and  Engine  Drive 


Electric  and  Engine  Drive  with 
Swinging  Wringer 


You  don't  know  how 
easy  wash  day  can  be 
made  until  you  know  the 
line  of  labor  saving  ap- 
pliances that  bear  this 
Trade  Mark. 


Hand  Machine 


Cummer-Dowswell,  Limited,  Hamilton,  Canada 


When  writing  to  advertisers  kludly  iiipiition  C.iii.nh.in  Hardware  J<inrnal 
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HICMCr%= 

mm  fflPi  w 

REPUTATION 

The  Chicago  "Triplex  '  Spring  Butt 

has  characteristic 
features  of  recog- 
nized  merit, 
handsome  in  ap- 
pearance and  de- 
pendable for  the 
most  severe  re- 
quirements. 

This  article  has  a  reputation  and  selling 
force  which  commands  the  trade,  and 
your  stock  should  be  complete. 

ffljtcago  Spring  *Bttll  Compat^B* 


Send  for  Catalogue  529 


Dealers— Handle  this  Fence 

YOUR  success  in  the  sale  of  fencing  does  not 
depend  so  much  on  your  sales  ability  as  on 
the  fencing  you  sell.    It's  fence  service— not 
,  price— that  brinfjs  you  customers.  Ours  is  a  fence  of  ser- 
vice—a  fence  of  repeat  orders.  We  have  letters  from  deal- 
ers all  over  the  Dominion  substantiatini;  these  statements. 

Peerless  Ornamental  Fencing 

not  only  protects,  but  beautifies  property  as  well.  Every  stay 
is  made  of  strong,  stiff  wire  that  will  not  sag.  Our  fencing 
is  made  from  galvanized  wire  and  in  addition,  is  given  a 
coating  of  zinc  enamel  paint,  thus  forming  the  best  possible 
insurance  against  rust.  Peerless  fence  is  easy  to  erect  ;ind 
will  hold  its  shape  for  years  to  come.  We  also  build  a 
full  line  of  ornamental  gates. 

Send  for  Dealers'  Proposition 
Get  our  literature  showing  many  beautiful  de- 
signs for  lawns,  parks,  cemeteries,  etc.  Also 
ask  about  our  farm  fencing  and  gates. 

The  Banwell-Hoxie  Wire  Fence 
Company,  Ltd. 
  Winnipeg,  Man.  Hamilton.  Ont. 
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BOMMER 

Floor  Surface  Spring  Hinge 

Release  and  Holdback  Features 
Ball  Bearing  -  Alignment  Device 

Every  moving  part  of  this  hinge  can  be  oiled  from  a 
single  hole  on  outside  of  side-plate 

Suitable  for  both  doable-acting  and  tingle -acting  doora 


TIlis  is  ilii!  iiiosl  (lmai)l«  i  ingi^  of  its  lype.  It  holds 
the  door  open  when  tiwung  bt-yund  90  degreeit.  The 
springactinti  can  also  be  entirely  released  as  long 
as  desired  so  that  the  door  will  swing  free,  without 
spring-action  in  either  direction,  by  inserting  a  wire 
nail  (when  the  door  is  open)  into  a  hole  provided  in 
the  side  plates  for  that  purpose.  The  BprinK-action 
can  be  restored  by  withdrawing  the  nail. 

Bommer  Bros.,  Ms.iifactur.ri,  Brooklyn,  N.Y. 

Canadian  Representative,  Alex. Tharber,  290 St  Panl  St.W. ,  Moatreal 


JENKINS  &  HARDY 

Assignees,  Chartered  Accountants,  Estate  and  Fire 
Insurance  Agents 

\S}4  Toronto  Str«et  52  Canada  Life  Building 

Toronto  Montreal 


The  PARMENTER  BULLOCH  CO.  Limited 
GANANOQUE,  ONT. 

Iron  and  Copper  RiTets,  Iron  and  Copper  Bum.  Bifurcated  and 
Tubular  Rireti.  Wire  Nail*.  Copper  and  Steel  Boat  and  Canoe  NaiU, 
Escutcheon  Pins,  Leather  Shoe  and  OTerahoe  Buckles,  Felloe  Plate*. 


Hardware  Window  Dressing 

Sent  post  paid  for  $2.50 

The  recognized  authority  on  window 
displays  in  hardware  stores.  Every 
merchant  and  clerk  should  have  a 
copy.         ::        Well  bound  in  cloth. 

COMMERCIAL  PRESS,  Ltd.,  32  Colb«me  St.,  Toronto 


When  writing  to  advertisers  kindly  mention  Can.idian  Hardware  Journal 


June,  1915 
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The  KELSEY  is  a  Health  Promoter 

and  Economizer 

Fuel  Saving 


IIP  if  j  J" 


\N   "II  v\\  \   HOI  ^i:  lUIAII.Ii   W.lll    IJIK  KKI.SKV  SYSTEM 

IT  delivers  tlie  freshest  kind  of  tVesli  air  heat — not  hot 
scorched  air  with  the  oxygen  burned  out  of  it,  but 
large  volumes  of  agreeably  warmed  fresh  air.  The 
kind  that  a  physician  will  endorse  without  exception. 

It's  an  economizer  for  the  simple  reason  that  it  delivers 
so  large  a  quantity  of  available  heat  for  every  pound  of 


coal.  No  furnace  heat  can  approach  it.  Not  even  hot 
water  can  equal  it.  And  you  can  heat  any  room  in  any 
weather  when  any  wind  is  blowing. 

If  there  isn't  a  Kelsey  Dealer  in  your  town,  wouldn't 
you  like  the  exclusive  agency? 

Let's  talk  it  over. 


SOLE  MAKERS  FOR  CANADA 


The  James  Smart  Mfg.  Co.,  Limited,  Brockville,  Ont. 


New  Machines  ^  Old  Trade  Mark 


Always  use  C-D  Wringers  with 
C-D  Washers 

The  Combination  give*  unequalled  reiult*. 


Both  are 

Cummer-Dowsweirs 


The  "  MAGNET  "  is  one  of  the  easiest 
running  and  most  convenient  to  operate  hand 
washers  of  the  many  we  have  produced.  It 
can  be  operated  silting  or  »tanding.  The 
mechanism  is  attached  to  side  of  tub  (instead 
of  cover)  and  can  be  belted  to  either  gas, 
gasolme,  steam  engine,  wmdmill  or  electric 
motor  power,  without  any  change  to  gearing. 
Cover  can  be  lifted  without  removing  belt  or 
stopping  power. 

The  "NEW  CENTURY  JUNIOR" 

is  a  swinging  tub  hand  washer  built  on  the 
well  known  and  time  tested  New  Century 
principle,  but,  without  a  rod  up  through  cen- 
tre, leaving  nothing  inside  the  tub  but  two  rubbing  boards. 

Both  have  the  same  perfection  in  construction,  materials,  easy  running  and  lasting 
qualities  that  have  made  our  products  known  and  used  from  Halifax  to  Vancouver. 


Cummer-Dowswell,  Limited 


Hamilton 

Ont. 


Wbon  writing  to  advertisers  kindly  nioutlon  Cauadiar  Hardware  Journal 
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MORRISON'S 

Stack  Gas  Water  Heater 

Will  Prove  a  Profitable  Proposition 
for  Summer  Trade 

A  tank  heater  that  gives  hot  water  at  the  taps  con- 
tinuously, one  minute  after  the  gas  is  lit. 

The  Stack  Heater  will  produce  more  hot  water 
for  a  given  amount  of  gas  than  any  other  heater 
of  similar  capacity. 

This  is  actually  the  most  durable  and  long-lived 
Copper  Coil  Gas  Water  Heater  made — it  is  the 
easiest  and  quickest  to  install. 

You  can  guarantee  your  customer  "Absolute  Satis-  ■ 
faction"  to  the  limit^ — we  stand  back  of  you. 

Write  UM  to-day  for  Booklet  and  further  Information 

The  James  Morrison  Brass  Mfg.  Co.,  Ltd. 

89-97  West  Adelaide  Street  -  Toronto,  Ontario 


GENUINE 

Armstrong  Stocks  &  Dies 


MALLEABLE  IRON  HINGED  PIPE  VISES 

WATER,  GAS  &  STEAM  FITTERS'  TOOLS 

MANUFACTURED  BY 

THE  ARMSTRONG  MT'G  CO. 

333  KNOWLTON  ST. 

BRIDGEPORT,  CONN. 

NEW  YORK  -  -  248  CANAL  ST. 

CATALOGUE  MAILED  ON  REQUEST 


Cut  the  Costs  in  Your  Sheet 
Metal  Working  Dept.  Use 

THE 

Chicago  Steel  Brake 


Its  construction  insures  accurate  work 

and  rapid  production. 

One  man  can  operate  any  of  the  200 

sizes  we  manufacture. 

10,000  users  of  Chicago  Steel  Bending 

Brakes  in  the  U.S.  and  Canada  attest 

to  their  efficiency  and  economy. 

Writ*  for  Our  Attractive  Prieet 

The  Steel  Bending  Brake  Works 

~,.      .  ^  LIMITED 

Chatham,  Ontario 


When  writing  to  advertlsera  kindly  mention  CanadlBn  Hardwar*  JoornAl 


June,  1915 
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Builders'  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  largest  manufacturers  of  this  line  in  the 
Dominion.    To  dealers  only. 


The  "Handy  Andy" 
Improved  Force  Cup 


For  household  use, 
enables  anyone  to 
keep  the  drain  pipes 
of  sinks,  baths,  basins, 
tubs,  etc.,  free  and 
clear,  and  in  a  safe 
and  sanitary  cor>dition. 

There's  a  Good 
Sale  for  Them 


Manufacturad  ftolely  by 

Gutta  Percha  &  Rubber^  Limited 

Succrt^ort  to 

The  Gutta  Percha  &  Rubber  Mfg.  Co.  of  Toronto 

l.imtted 

TORONTO  MONTREAL  WINNIPEG 

CALGARY  VANCOUVER 


SPORTING  POWDERS 

Are  Dollar  Makers 

FOR  DEALERS 

WHY? 

DU  PONT  "Bulk"  or  "Den.e"  in  Smokeleaa 
and  DU  PONT  in  Black 

Spell  economy  in  your  ammunition  stock 
because    these    guaranteed,   world -known 

POWDERS  SATISFY 
ALL  SHOOTERS 

Tie  your  store  to  our  national  advertising 
campaign  by  stocking  DU  PONT  POW- 
DERS— the  choice  of  field  and  trapshooters 

For  Powder  Booklets  and  Trapshootinp 
Club  Organization  Helps  write  to  Dept.  4S)9 

DU  PONT  POWDER  CO. 

Established  1802 

WILMINGTON,  DEL.,  U.S.A. 


Garage  Gasoline  Outfit 


Right  in  your  own  town  you  will  find  a 
big  demand  for  our  garage  gasoline  out- 
fit consisting  of  pump  and  100  gallon 
tank;  pump,  barrel,  valves  and  fittings 
are  of  brass,  and  tank  of  heavy  galvan- 
ized iron  fully  tested  and  guaranteed. 


RETAILS 
AT 


$20 


.00 


with  fjenerous  profit  to  the  dealer.    Ask  us  to 
forward  pamphlet  on  garage  outfits. 

WRITE  US  TO-DAY 

The  Steel  Trough  &  Machine  Co. 

Tweed  ^''""''^  Ontario 


When  writing  to  advortlsers  kindly  mention  Canadian  Hardware  Journal 
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Time  to  Order 

FREEZERS 


Whether  you  stock  the  LIGHTNING,  GEM 
or  BLIZZARD,  you  get  a  Freezer  that  has  made 
good  for  more  than  a  quarter  of  a  century — one 
that  has  won  its  way  into  the  hearts  of  the 
housekeepers  by  service  that  satisfies — backed 
by  quality  that  creates  confidence  in  both  mer- 
chant and  manufacturer — one  that's  well  adver- 
tised and  in  demand — one  that  brings  trade  and 
helps  you  keep  it. 

The  BLIZZARD,  being  a  low-priced  Freezer, 
makes  a  good  running  mate  with  either  the  GEM 
or  LIGHTNING.  Now  is  the  time  to  place  your 
order.  Shipment  can  be  made  any  time  yon 
specify. 


BE  SURE  to  IN- 
CLUDE the  LIGHT- 
NING ICE  CHIP- 
PER No.  1.  You  can 
sell  one  with  every 
Freezer.  It  chips  a 
block  of  ice  into 
small  uniform  pieces 
in  a  jiffy.  Just  right 
to  pack  closely  around 
the  can  and  shorten 
the  time  of  freezing. 
So  much  easier  to 
make  Ice  Cream.  They 
help  the  sale  of 
Freezers. 

Your  Jobber  will 
Supply  You. 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


It  is  the  quality  of  material  and 
workmanship  which  enters  into 
the  construction  of  ^VU^tc^ 
Lanterns  which  makes  them 

THE  LANTERN  OF 
EXCELLENCE 

Ontario  Lantern  &  Lamp 
Company,  Limited 

Hamilton 


When  wTltlns  to  adTertisers  kindly  mention  Canadian  Hardware  Journal 
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Go  to  Chicago  With 
Your  Ad  Man 

Attend  with  him  the  big  Convention  of  Associated 
Advertising  Clubs  of  the  World,  June  20  to  24,  1915 


You  will  assimilate  more  knowl- 
edge of  modem  methods  of  Adver- 
tising, Selling,  Distribution,'  and 
Management  during  these  five 
days  than  could  be  obtained  in  a 
lifetime  of  book  study. 

You  will  be  brought  in  touch 
with  the  men  who  have  done  and 
are  now  doing  the  big  things  of 
business.  You  will  participate  in 
the  biggest  business  meeting  the 
■world  has  ever  known.  You  will 
listen  to  the  expressed  thoughts  of 
distinguished  Americans  concern- 
ing present  day  and  future  busi- 
ness movements. 

You  will  enjoy  Chicago's  won- 
derful park  system,  boat  rides  on 
Lake  Michigan,  modern  hotels, 
theatres,  and  other  amusements, 
including  the  big  street  pageant, 
and  the  Gridiron  Show  given  at 
the  Auditorium  Theatre  by  150 
Chicago  Advertising  men. 

Distinguished  Speakers.  Presi- 
di^nt  Wilson,  State  conditions  per- 
mitting, will  head  the  notable  ar- 
ray of  speakers.     Hon.  William 


Jennings  Bryan,  George  Horace 
Lorimer,  Arthur  Brisbane,  John 
H.  Fahey  and  Henry  Watterson 
are  among  the  others  who  will  be 
heard. 

Advertisers  in  and  publishers 
of  trade  and  technical  joiunals 
will  hold  special  Departmental 
meetings  to  discuss  their  own 
problems  and  learn  how  they  can 
co-operate  to  better  advantage. 
Other  departmental  meetings  will 
take  up  such  subjects  as  cata- 
logues, engraving,  printing,  mail- 
ing lists,  sales  plans  and  kindred 
subjects. 

The  Ladies  are  wanted  too. 
Special  entertainment — teas,  lun- 
cheons, automobile  trips,  etc. — is 
being  arranged  for  them  by  Mrs. 
Chas.  H.  Porter  and  her  committee. 

Clear  up  your  desk.  Take  a  five 
days'  vacation  in  a  lake-cooled 
city.  Mix  with  the  business  build- 
ers. You  will  return  a  better  busi- 
ness man ;  a  better  physical  man  ; 
and  a  better  thinking  man. 


For  further  information,  programme,  rates,  etc.,  address 
Convention  Bureau,  Advertising  Building,  Chicago,  III. 


CfflMIfflll 


The  Commercial  Press,  Limited,  32  Colborne  St.,Toronto 


18 


CANADTAN  HARDWARE  JOURNAL. 


June.  1915 


HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  give  aatiifaction. 
WARRANTED  an  to  price. 

Plain  Bearings  and  Steel  Ball  Bearing*. 
Enclosed  Cog  Wheels. 


Plain  Bearings       Steel  Ball  Bearings        Size  of  Rolls 
No.  340  E  No.  360  E  10  x  1  inches 

No.  341  E  No.  361  E  1 1  x  1  ^4  inches 

We  make  the  largest  variety  of  Wringers  in  the  world. 

Send  for  our  latest  Catalog  and  Price  List 

The  American  Wringer  Co. 

New  York,  U.  S.  A. 


QUALITY 
TRADE    /KX  MARK 


Bathroom  Fixtures 

Mirrors  Showers 
Towel  Bars     Tumbler  Holders 
Shelves,  Etc. 

Write  for  Our  Prices  To-day 

Made  in  Canada  by 

Kinzinger,  Bruce  &  Co. 

NIAGARA  FALLS.  ONT.  Ltd. 


JENKINS  &  HARDY 

Assignees,  Cliartered  Accountants,  Estate  and  Fire 
Insurance  Agents 

\S%  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Copper  RiTetj,  Iron  and  Copper  Burrs.  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins.  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 


\ 


OILERS 


E.  T.  WRIGHT  CO.,  LIMITED   -    HAMILTON,  CANADA 


PROMPT  SHIPMENTS 


Drive  Well 
Points 


Otterville  Mfg.  Co. 
Ltd.,  Otterville,  Ont. 


All  lengths  from  14  inches  to  six  feet.    All  iron  pipe,  sizes  from  one  inch  to  four  tttches.    All  numbers  of  gauze  from  60  to  1 20  mesh. 
Also  Tubular  and  Washer  Points.  Ear  h  Augers.  Drive  Cape.  Cast  Steel  Drive  Shoes.  Tubular  Well  Valves,  Porcelain  Lined  Iron  Cylinders  for  Wood 
Pumps.    Brass  Wire  Cloth,  and  Perforated  Sheet  Brass.  Pump  Leathers,  Rod  Couplings.  Tank  Lugs. 


Wlien  writing  to  advertisers  kindly  mention  Canadian  Hardware  Journal 
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HICAC 

MiE  mm 


DISTINCTION 

The  Chicago  "Relax"  Spring  Hinge 

has  distinctive  features 
which  impress  your  cus- 
tomers and  create  the 
demand. 

The  spring  action  re- 
lease allows  the  door  to 
be  placed  open  at  any 
desired  position  and  automatically 
re-engages  when  the  door  is  closed. 


C^tcai^o  Spring  *Bttti  (Tompat)!), 

CHICAGO  NEW  YORK 

Send  for  Catalogue  S29 


Dealers— Handle  this  Fence 


r 


''OUR  success  in  the  sale  of  fencing  does  not 
depend  so  much  on  your  sales  ability  as  on 
the  fencing  you  sell.    It's  fence  service — not 
price — that  brings  you  customers.  Ours  is  a  fence  of  ser- 
vice—a fence  of  repeat  orders.  We  have  letters  from  deal- 
ers all  over  the  Dominion  substantiating  these  statements. 

Peerless  Ornamental  Fencing 

not  only  protects,  but  beautifies  property  as  well.  Every  stay 
is  made  of  strong,  stiff  wire  that  will  not  sag.  Our  fencing 
is  made  from  galvanized  wire  and  in  addition,  is  given  a 
coating  of  zinc  enamel  paint,  thus  forming  the  best  possible 
insurance  against  rust.  Peerless  fence  is  easy  to  erect  and 
will  hold  its  shape  for  years  to  come.  We  also  build  a 
full  line  of  ornamental  gates. 

Send  for  Dealers'  Proposition 
Get  our  literature  showing  many  beautiful  de- 
signs for  lawns,  parks,  cemeteries,  etc.  Also 
ask  about  our  farm  fencing  and  gates. 

The  Banvtrell-Hoxie  Wire  Fence 
Company,  Ltd. 
Winnipeg,  Man.  Hamilton,  Ont. 
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BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  of  Catalogue  will  be  sent  free  to  an\-  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 


MOTORING 

MOTOR    TRADE   OF  CANADA 

The  Pioneer  Paper  in  the 
Automobile  Field  in  Canada 


fl  A  monthly  magazine  oj 
teal  interest  and  value  to 
every  motorist  in  Canada. 


^  We  have  made  this  journal  the  most  practical  automobile 
paper  in  Canada.  It  is  an  authority  on  the  subjects  of  vital 
interest  to  all  motor  car  owners  and  users. 

^  The  bi><-  editorial  features  each  month  are  striking  and 
timely  and  the  claim  is  easily  substantiated  that  it  is  more 
virile  now  than  at  any  period  of  its  long  n-cord  of  progress 
and  achievement. 

Q  If  you  have  a  pleasure  or  a  delivery  car  you^  should  be  a 
subscriber  to  tliis  paper. 


The  Commercial  Press,  Limited 

32  Colborne  Street,  Toronto 
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KIR-BEN  FURNACE 
FEATURES 


KIR-BEN  FURNACES  HAVE  MORE  EXCLUSIVE 
TALKING  POINTS  THAN  ANY  OTHER  ON 
THE  MARKET. 

NEARLY  ALL  ARE  PATENTED,  THEY  ARE 
STRONG,  CONVINCING,  SALE-MAKING 

POINTS,  THEY  ARE  EASILY  EXPLAINED  TO 
PROSPECTIVE  BUYERS,  THEY  CLOSE  SALES 
AND  GET  THE  BUSINESS. 

THEY  HOLD  YOUR  CUSTOMER'S  FRIENDSHIP 
BECAUSE  OF  VALUE  GIVEN,  THEY  BRING  YOU 
HIS  OTHER  TRADE. 

HIS  INFLUENCE  BRINGS  THE  TRADE  OF 
OTHERS  :  REPEAT  ORDERS  AND  TRADE  IN- 
FLUENCED BECAUSE  OF  VALUE  GIVEN  IN 
PREVIOUS  TRANSACTIONS  IS  THE  MER- 
CHANT'S  BEST  ASSET. 

AFTER  INDUCING  THE  PROSPECTIVE  CUS- 
TOMER TO  CONSIDER  YOUR  LINE,  BE  READY 
TO  SELL,  NOT  MERELY  OFFER.  GET  THE 
AGENCY  FOR  THE  KIR-BEN  AND  OBTAIN 
REAL  RESULTS. 

EVERY  KIR-BEN  IS  GUARANTEED. 


"Kir-BcD,"  the  furnace  with  the  added  (eaturei. 

Deep  cup  and  flanged  joints  in  Radiator. 

Deep  Cup  Joint!  in  Firepof. 

Heavy  Flanges  on  Firepot. 

Straight  Firepot  with  more  grate  surface. 

Heavy  duplex  grates  with  roller  bearings. 

Removable  grates  without  removing  bolts. 

Grates  that  remove  the  ashes  from  the  sides  of  the 
firepot  without  disturbing  the  live  coals  in  the 
centre. 

Heavy,  Deep  and  Large  Ashpan. 

Heavy,  one-piece  bottom  and  ring. 

Large  Feed  Doors,  1 2>i  x  16  to  I  3 '+  x  1 7. 

Patented  Radiator  Top — no  arms  to  break  from 
heat  expansion. 

Heavy,  always  ready,  explosion  damper,  full  size 
of  smoke  pipe. 

Automatic  damper,  controlled  by  feed  door,  too 
heavy  to  burn  out,  designed  to  prevent  warping. 

Hot  water  connections  for  heating  kitchen  boiler 
made  two  ways. 

Dust  damper  that  will  not  clog. 

Extra  large  ashpit,  square,  no  comers  that  are  hard 
to  clean. 

Large  ashpit  door,  unusual  size — same  as  ashpit 
Large  water  pan,  easy  to  remove  for  cleaning. 
Feed  door  opens  direct  draft  damper,  no  smoke  or 
gas  in  the  face  when  firing. 

G)mplete  control  of  fire  from  upstairs,  three 
damper  chains  giving  graduated  control  of  draft 
and  checks. 

Water  pan  gives  proper  humidity  at  all  timei. 
Placed  to  prevent  ciacking  of  castings  in  case  of 
oveiflow. 


Kir-Ben  Gas  Ring  is  the  Simplest  and  Best  Offered 


KIR-BEN  AGENCY  IS  THE  BEST 

Kir-Ben,  Limited,  Almonte,  Ont. 


Western  Customer*  address  THE  D.  MOORE  CO.,  LIMITED.     J.  A.  Evans,  Agent,  Winnipeg. 
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Iron  and  Steel  While  the  demand  for  iron  and 

Situation  Improving,  steel  for  ordinary  mercantile  pur- 
poses is  still  much  below  the  nor- 
mal, the  tendency  is  toward  an  increase  rather  than 
toward  a  decrease. 

As  business,  generally,  improves,  transactions  in  iron 
and  steel  may  naturally  be  expected  to  be  both  more 
numerous  and  for  heavier  quantities. 

The  most  unsatisfactory  feature  of  the  iron  and  steel 
situation  is,  of  course,  the  smallness  of  the  demand  from 
manufacturers  of  agricultural  implements  and  railway 
cars  and  from  the  railway  companies.  Until  the  crops 
are  assured  little  or  no  improvement  is  to  be  expected 
from  the  manufacturers  of  agricultural  implements. 
They  were  hit  so  hard  by  the  depression  in  the  West 
and  the  war  in  Europe,  which  played  havoc  with  their 
export  trade,  that  they  have  decided  to  take  no  chances 
in  regard  to  the  future. 

How  seriously  the  war  has  affected  the  export  trade 
In  agricultural  implements  may  be  gathered  from  the 
fact  that  the  decrease  for  the  eleven  months  ending 
February,  the  latest  period  for  which  we  have  figures, 
was  69  per  cent. 

From  the  railways  we  may  naturally  expect  to  see 
an  improvement  in  buying  before  a  great  while.  And 
particularly  in  view  of  the  optimistic  statement  made 
the  other  day  by  Sir  Thomas  Shaughnessy,  regarding 
the'  construction  work  which  his  company  will  carry 
on  during  the  summer  months. 

A  better  demand  from  the  car  raanufactnring  com- 
panies is  already  assured.  For,  aside  altogether  Frniti 
the  orders  they  may  receive  from  the  Canadian  rail- 
ways for  rolling  stock,  there  is  the  business  they  secufefl 
from  the  Russian  Government  within  the  last  fev. 
weeks.  These  orders  aggregate  some  six  thousand  cars, 
according  to  a  recent  report,  and  arc  rlistributer]  in 
e(|ual  parts  among  three  companies. 

In  the  United  States  there  has  been  a  marked  im- 
provement in  the  (Ifrnand  for  iron  and  steel  during 
the  last  month  nr  iwo,  willi  pi-ices  assuming  a  firmer 
tone.    Tliis  natiir;illy  tends  to  iinp;ift  ;i  little  more  hael< 
bnne  to  the  trade  in  Canada. 

The  fact  that  nearly  every  machine  shop  in  Canada 
which  has  the  necessary  equipment,  or  was  prepared 
to  install  it.  has  been  busily  employed  for  some  months 
and  is  likely  to  be  even  more  so  before  the  year  has  run 


its  course  is  one  of  the  gratifying  features  of  the  situa- 
tion. 

Increase  your  sales  of  lawn  mowers  by  e^icoiirag- 
ing  your  fellow  citizens  to  keep  their  law7is  well 
trimmed. 

The  Mail  It  would  seem   as  if  the  mail 

Order  Way.  order  concerns  had  blazed  the 

way  for  retailers  all  over  the 
country.  There  are  no  better  advertisers  than  the  mail 
order  people.  They  do  not  care  for  the  cost  so  they 
can  buy  the  space.  Having  made  the  contract,  they 
engage  high-salaried  men  to  prepare  their  advertising 
matter.  Their  advertisements  have  a  pleasing,  engag- 
ing way  that  will  attract  attention,  or  they  are  so  plain 
in  the  matter  of  price  that  the  figures  themselves  sell 
the  goods. 

Have  you,  Mr,  Merchant,  ever  known  one  of  the  mail 
order  persuasion  to  suggest  calling  in  this  way :  "Please 
give  us  a  call?"  They  have  taught  the  lesson  of  adver- 
tising prices,  and  the  merchant  who  has  not  learned 
this  lesson  is  not  up  to  date. 

Prior  to  the  coming  of  the  mail  order  house,  the 
farmers  were  deep-dyed  in  the  habit  of  having  their 
j)urchases  charged,  save  where  they  "traded  it  out." 
Then  they  began  to  "send  their  money  to  the  city." 
Some  of  it  never  came  back,  but  they  were  not  discour- 
aged, and  finally  the  mail  order  people  taught  them  to 
send  their  money  in  advance  for  goods  desired,  and  to 
make  the  local  merchant  carry  them  on  their  books  on 
home  purchases.  It  would  seem  that  here,  too,  the  mail 
order  people  have  advanced  the  best  way  of  doing  busi- 
ness. There  isn't  a  discount  they  are  not  in  a  position 
to  take  the  fullest  advantage  of;  there  isn't  a  harassed 
manufacturer  that  they  are  not  in  a  position  to  tempt 
with  cash, 

A  cash  basis  and  salesmanship  are  good  weapons  for 
holding  trade.  When  combined  with  a  happy  rlisposi- 
tion.  ;i  helpful.  ho[)efiil  nature,  hojiesty,  and  capabilities 
I'df  iiii'iTlKiiiilisiiig.  sncc(>ss  is  practieally  assured. 


No  business  ever  higher  soars 

Than  he  who  runs  it  mounts. 
No  matter  what's  inside  the  doors. 
It's  the  man  who  counts. 
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System  in  the  Hardware  Store 


A  special  department  devoted  to  sys- 
tem methods  for  the   retail  dealer 


HE  greatest  success  in  any  line  of  endeavor  is    secured    by  going 


about  it  in  a  systematic  mannor,  and  this  is  as  true  of  the  hardware 


business  as  any  other  line.  When  system  is  introduced,  it  allows 
work  to  be  carried  on  in  a  much  easier  and  more  rapid  manner.  We  learned 
this  when  but  youngsters  at  home,  when  it  devolved  upon  us  to  do  the  chores 
about  the  house  or  farm.  We  found  that  to  go  at  it  without  any  definite 
scheme  of  action  produced  less  satisfactory  results  and  took  longer  than  if 
done  according  to  an  outlined  system. 

The  same  thing  is  true  in  the  retail  business,  only  to  a  more  noticeable 
extent.  The  dealer  who  courts  the  greatest  success  in  business  to-day  must 
be  systematic  in  all  his  work.  If  he  is  not,  he  will  not  make  the  progress 
that  would  otherwise  be  possible.  He  must  be  systematic  in  looking  after 
his  stock  and  serving  his  customers,  in  his  buying  and  his  selling,  in  his  ad- 
vertising and  display,  in  his  delivery,  collections,  bookkeeping  and  all  .those 
other  things  with  which  he  has  to  do  in  conducting  his  business. 

True,  there  is  such  a  thing  as  carrying  system  too  far  and  causing  it  to 
develop  into  red  tape  that  is  a  burden  to  employees  of  the  store  and  an  in- 
convenience to  customers,  but  it  may  safely  be  said  that  there  are  fifty  stores 
suffering  from  lack  of  system  to  one  that  is  suffering  from  an  overdose.  If 
the  majority  of  dealers  would  use  more  system  in  their  work,  they  would  find 
results  a  great  deal  better  both  as  to  volume  of  sales  and  profits. 

This  is  the  age  of  system.  System  means  greater  success  for  the  dealer, 
no  matter  what  size  of  a  store  he  may  have.  It  is  needed  in  the  small  as 
well  as  the  large  establishment.  Business  methods  are  constantly  advancing 
to  a  higher  plane,  and  to-day  the  most  successful  men  are  those  who  are 
building  up  their  business  on  a  systematic  basis.  The  dealer  who  courts 
success  must  know  absolutely — not  guess  at  things.  In  these  days  of  higher 
expenses,  reduced  profits  and  keen  competition,  there  is  no  room  for  guess- 
work. 
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Qualities  of  and  Reasons  for  Combination  Heating 


By  David  Millar,  Toronto 


THE  system  of  heating  known  as  the  combination 
has  developed  very  slowly.    This  is  especially 
true  when  it  is  considered  that  it,  perhaps,  has 
merit  that  no  other  system  has. 

The  reason  tliat  it  has  developed  so  slowly  is  the  fact 
that  the  manufacturers  of  the  warm-air  furnaces  have 
not  employed  men  of  knowledge  of  hot  water  heating, 
and  have  failed  to  get  the  right  amount  of  heating  sur- 
face. They  have  not  located  it  within  the  furnace  to 
the  best  advantage,  and,  consequently,  have  made  many 
mistakes.  Xo  other  system  of  heating  demands  so  thor- 
ough an  experience,  not  only  in  the  installation,  but  also 
in  the  positive  knowledge  of  the  capacity  of  the  heater. 
It  is  pre-eminently  one  that  can  safely  be  intrusted  to 
experts  only,  for  the  constant  failures  of  experimenters, 
amateurs,  and  those  of  limited  experience  emphasize 
the  fact.  Another  reason  is  that  the  manufacturers  of 
hot  water  heaters  have  not  taken  kindly  to  the  com- 
bination, for  the  reason  that  it  Avas  not  to  their  interest 
to  do  so,  and  for  these  reasons  combinations  have  de- 
veloped slowly.  But  it  is  now  being  recognized  by 
physicians  and  heating  engineers  as  one  of  the  best, 
if  not  the  best,  .systems  that  can  be  used  for  large  resi- 
dence buildings. 

The  word  "combination"  may  be  defined  as  the 
result  of  combining  or  .joining  together  of  two  or  more 
different  elements,  or  systems,  into  one  harmonious 
whole. 

It  has  a  decided  advantage  over  hot  water  or  steam 
heating,  as  it  insures  a  perfect  ventilation  throughout 
the  building,  which  cannot  be  obtained  by  hot  water' 
or  steam  without  a  heavy  expen.se  in  installation  and 
■extra  fuel  re(|nii-ed.  Ventilation  is  an  important  factor 
of  the  j)resent  day.  the  health  is  greatly  improved  and 
the  power  of  resistance  of  the  body  against  disease  is 
greatly  strengthened  by  breathing  pure  air. 

It  is  also  a  faet  that  quick  results  are  obtained 
through  the  ujifin  registers  of  a  combination  sys- 
tem. This  is  especially  apjireciated  in  mild  weather,  or 
in  the  morning,  and  at  any  time  when  the  fire  has  been 
allowed  to  get  low  and  quick  results  are  desired.  An- 
other feature  is  that  the  water  is  heated  by  the  same 
fire  tliaf  heats  the  furnace  for  the  radiation  of  warm 
air.  In  other  words,  it  provides  more  capacity  for 
utilizing  the  heat  from  the  fuel  hiinied.  Another  ad- 
vantage is  that  the  heat  is  ret.-iinrd  l)y  tlie  hot  water 
radiatni's  wilh  ;i  low  fire:  thu>  ,in  erDiinniy  of  fuel. 
It  is  a  well  established  fact  that  there  is  a  limit  to  the 
distance  that  warm  air  can  l)e  carried  successfully 
through  a  horizontal  pipe,  and  it  is  in  these  i-emote 
rooms  that  hot  water  radiators  should  be  placed,  or 
in  rooms  that  have  ;i  large  amount  nf  luitsiile  will  or 
glass  exposed.  .Another  advantage  the  eombiiiat ion 
system  has  over  hot  water  or  steam  heating  is  that  yon 
can  secure  ;i  inni>tiii'i'  that  is  so  necessary  foi-  laiiiily 
and  furniture.  Tiir  effect  of  extreme  dryness  in  the 
air  is  undoubtedly  very  harmful  to  the  mucous  mem- 
brane in  the  nose,  tliroat,  and  the  luntrs.  l)r\-  ;iir 
readily  absorbs  moisture  from  the  skin.  Tlir  hiiiii.n, 
body  is  one  of  the  lai-gest  contributors  lo  supplv  that 
lack  of  humidify.  When  drawn  from  the  l)ody  it  trives 
to  the  person  a  sense  of  cold,  wliieh  is  only  relieved 
when  the  temperatni'e  of  the  room  is  inereasrd.  Wood- 
work •■iml   t'lii-nitnr.-,  in   I'aet   an\-  article  in   ih.'  rnn\u 


containing  moisture  is  attacked  and  robbed,  causing 
endless  damage  and  expense.  Leading  physicians  make 
the  statement  that  a  great  deal  of  the  illness  prevailing 
during  the  winter  months  is  directly  traceable  to  the 
dry  air  in  which  we  live,  or  that  lack  of  humidity 
which  we  require  so  much.  The  desired  percentage  of 
humidity  can  be  obtained  in  the  combination  system 
by  an  automatic  water  supply  in  connection  with  the 
furnace. 

Reasons  for  Favoring  the  Combination  System 

It  will  pay  for  itself  in  the  saving  of  fuel. 
It  will  ventilate  the  rooms  and  make  the  house  sani- 
tary. 

It  will  warm  the  floors  as  well  as  the  air  in  the  rooms 
and  furnish  an  even,  steady  heat. 

It  will  heat  every  part  of  the  house  with  the  one  fire, 
affording  an  even,  pleasant  heat. 

It  is  the  only  system  in  eonnection  with  hot  water 
heating,  by  which  humidity  can  be  supplied,  which  pro- 
duces a  soft,  balmy,  pleasant  temperature. 

With  all  of  these  advantages  naturally  and  positively 
the  combination  system  of  warm  air  and  hot  water  heat- 
ing is  the  ideal  one. 


SELLING  HIGH-PRICED  FURNACES 

A  reader  of  Hardware  Age  writes  to  that  paper  tell- 
ing of  his  experiences  in  selling  warm-air  furnaces  : 

"About  seven  years  ago  we  thought  we  could  see 
some  furnace  business  in  our  territory  and  bought  a 
sample  of  a  high-class  furnace,  and  the  manufacturer 
sent  an  experienced  man  to  help  us  canvass  and  get 
a  start. 

"The  first  year  we  figured  on  about  ten  live  pros- 
pects and  did  not  sell  a  .iob.  for  the  reason  that  we 
were  too  high  priced.  These  prospectis  nearty  all 
bought  something  cheaper.  ^ 

"The  next  year  we  figured  on  about  the  same  number 
and  sold  one.  About  that  time  'yours  truly'  had  be- 
come thoroughly  discouraged  and  informed  the  man 
from  the  factory  that,  since  the  people  were  bound  to 
have  something  cheaper,  it  Avas  up  to  us  to  get  a 
cheaper  fuimace  and  figure  on  cheaper  installation. 
But  he  made  most  strenuous  objections,  advising  us 
that  if  Ave  could  not  get  the  price  that  Avould  enable 
us  to  install  a  good  .]ob.  to  let  the  other  fellow  have  it, 
as  it  Avould  oidy  bring  us  grief  to  have  such  business. 

The  next  yeai-.  by  referring  customers  to  the  .job  Ave 
had  installed,  which  by  the  Avay  Avas  so  far  ahead  of 
some  of  the  cheaper  ones  that  price  aa^is  no  considera- 
tion, Ave  sold  four,  and  since  then  Ave  have  sold  prac- 
tically every  Avarni-air  furnace  that  has  been  [)laced 
in  our  territory — and  they  are  giving  satisfaction.  This 
pi'iu'i's  In  us  that  'Honesty  is  the  best  jiolicy.'  " 


Company  Sends  Oavh  Traveler. 

The  Simonds  ]\ranufactnring  Company.  Fitchburg. 
Mass.,  manufacturer  of  saws,  knives,  files,  and  steel, 
has  sent  a  traveling  man  from  Manila  to  South  Am- 
erica to  see  Avhat  exists  there  in  the  Avay  of  new  busi- 
ness. 
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Gravity  Ventilation 

By  Dr.   W.  A.  Evans,  Chicago 

What  is  gravity  ventilation?  When  ventilation  is 
done  without  fans,  the  moving  force  being  differences 
in  the  temperatures  of  inside  and  outside  air,  the  sys- 
tem is  called  gravity  ventilation.  The  usual  illustra- 
tion is  ventilation  by  means  of  open  windows. 

Warm  air  is  lighter  in  weight  than  cold  air.  When- 
ever the  air  in  a  room  is  at  70  degrees  and  that  outside 
is  at  zero,  strong  currents  will  blow  in  and  out.  When 
there  is  70  degrees  difference,  the  force  is  considerable, 
but,  when  the  difference  is  but  a  few  degrees,  the  ven- 
tilation declines  until  there  is  but  little  air  movement. 
Wben  the  atmosphere  gets  warmer  than  50,  the  room 
being  70.  open  windows  do  not  give  much  air.  If.  on 
the  other  hand,  the  room  temperature  falls  to  50  or 
below,  as  in  sleeping  rooms  at  night,  windows  do  not 
take  in  much  air  unless  the  atmosphere  is  below  freez- 
ing temperature. 

Further  limitation  is  put  on  gravity  ventilation  by 
the  force  of  wind  currents.  Of  course,  it  is  gravity 
which  causes  winds,  but  there  is  a  wide  difference  b*^- 
tween  the  warming  agencies  of  a  room  12x12,  and 
those  of  1,000,000  square  miles  of  ground.  A  current 
flowing  in  through  a  window  at  a  rate  of  two  miles 
an  hour  would  be  called  speedy.  A  w-ind  of  less  than 
six  miles  an  hour  is  not  much  wind. 

When  the  wind  is  blowing  more  than  ten  miles  an 
hour  into  gravity  outlets,  such  openings  always  will  act 
as  inlets.  When  such  a  wind  is  blowing  into  gravity 
inlets,  they  will  carry  enough  air  to  chill  the  room.  Tf 
the  wind  blew  steadily  from  one  direction,  it  might  be 
possible,  with  moderate  winds,  to  adapt  inlets  and 
outlets  to  them,  but  anyone  who  has  watched  the  steam 
and  smoke  of  a  city  knows  that  the  winds  eddy  and 
swirl  without  regularity  as  to  force  or  direction. 

And,  finally,  the  chief  limitation  of  window  or 
gravity  ventilation  is  in  the  uneven  temperatures  in 
different  parts  of  the  room,  especially  at  different 
levels  above  the  floor.  If  the  cold  air,  as  it  came  into 
a  room,  would  mingle  freely,  the  difficulties  would  be 
lessened — but  it  does  not.  Tt  settles  near  the  floor,  and. 
as  human  legs  below  the  knees  are  easily  chilled,  com- 
plaints are  numerous  and  insistent.  The  attention  of 
occupants  is  diverted,  they  waste  time  and  energy: 
eventually,  they  put  down  the  window  and  gain  com- 
fort, even  though  it  is  less  healthy  for  them.  Window 
ventilation  is  not  adapted  to  factories,  schools,  pr  offices 
where  there  are  many  employes — certainly  not  when 
the  weather  is  very  cold. 


REGULATING  HEAT  OF  ROOMS 

In  the  crusade  for  better  surroundings  so  far  as  heat- 
ing and  ventilation  are  concerned  for  indoor  workers, 
an  article  by  Dr.  W.  A.  Evans  appeared  in  the  Chicago 
Tribune  some  little  time  ago  on  using  heat  as  follows: 

The  temperature  of  a  room  not  e(|uipped  with  fans 
must  not  be  allowed  to  go  over  70  deg.  When  the 
machinery  makes  it  impossible  to  maintain  a  tempera- 
ture below  72  deg.  conditions  can  be  made  fairly  harm- 
lesvs  by  using  fans  enough  to  keep  the  air  in  active 
motion.  A  bedroom  must  not  be  allowed  to  go  over  60 
deg.,  and  55  deg.  would  be  a  better  maximum.  An  in- 
fant's sleeping  room  should  be  kept  at  65  dec  until 
the  child  is  three  months  old.  Tlie  bedroom  of  an  in- 
fant three  to  twelve  months  old  should  be  55  deg. :  after 
a  year.  45  to  50  deg.    Adults  should  dress  in  a  room 


70  to  75  deg.  A  living  or  sitting  room  should  be  65  to 
70  deg.,  according  to  the  humidity.  Tf  the  humidity  i« 
under  30  a  temperature  of  70  deg.  is  required  ;  if  the 
humidity  is  50  to  70.  a  temperature  of  65  deg.  is  nroper. 

The  same  conditions  apply  to  offices  and  schools. 
We  have  nothing  to  say  about  factories,  because  fac- 
tory heating  and  ventilation  form  the  sub.iect  of  a 
series  of  articles  which  will  be  run  shortly.  Street  cars 
should  not  be  heated  above  60  deg.,  and  a  55-deg.  tem- 
perature is  better:  day  coaches  not  above  65  deg.; 
sleeping  cars  not  above  68  deg. 

It  will  be  noticed  that  the  temperatures  advised 
range  from  45  to  75  deg.  There  is  a  reason  in  each 
instance. 

The  influence  of  humidity,  of  physical  activity  and 
weight  of  clothing  must  each  be  considered.  Indi- 
viduality cannot  be  forgotten.  Some  have  coddled 
themselves  until  they  have  greatly  reduced  their  heat- 
making  powers. 

Anyone  reading  this  article  so  far  would  be  justified 
in  concluding  that  a  given  type  of  room  should  be  kept 
uniformly  at  the  temperature  set  for  it.  Uniformity  of 
temperature  is  harmful.  One  of  the  few  advantages 
of  open  fireplace  and  stove  heating  is  the  lack  of  uni- 
formity. Men  and  women  who  work  in  offices  where 
the  temperature  is  evenly  maintained  slow  up  and 
presently  get  sleepy.  About  once  in  so  often  they  get 
headaches.  The  human  body  needs  the  stimulus  which 
comes  from  having  changes  in  temperature.  This  is  one 
of  the  great  advantages  from  having  the  room  .iudi- 
ciously  blown  out  from  time  to  time.  This,  not  over- 
done, will  make  everybody  feel  better,  and  the  work 
will  show  the  effect. 


Copy  of  circular  wliich  The  Knterprise  Foundry  C  o..  Saokville,  N.R 
are  giTinff  in  quantities,  w  ith  dealer's  imprint,  for  diw- 
tribution  in  dealer's  locality. 


DID  THE  MAIL  ORDER  HOUSE  EVER  DO  THIS? 

Did  you  ever  hear  of  a  mail  onler  hoii.<!e  setting  up 
;i  stove  in  a  cnstonier'.*  house? 

Do  you  know  that  it  is  often  a  matter  of  weeks 
before  the  mail  order  house  makes  delivery? 

Do  yon  know  that  the  mail  order  stove  often  arrives 
broken,  thus  necessitating  much  red  tape  with  rail- 
way officials  and  a  great  loss  of  time — often  whet  the 
sto\  e  is  most  needed  ? 

Do  you  have  a  look  at  a  mail  order  stove  before 
you  buy  it? 

Do  you  see  a  mail  order  stove  before  you  «enl  yo.ir 
money  ? 

Tf  the  mail  order  stove  proves  defective,  who  do 
you  ha\e  to  aiv]ieal  to?  The  mail  order  house  ma.,  be 
liuniired.s  of  miles  aw^y. 

Who  uncrates  and  unpacks  the  mail  order  stove,  puts 
the  parts  together,  fits  the  joints  and  tests  the  stove 
to  see  if  it  is  in  perfect  working  condition? 

Wtiat  do  you  do  when  you  want  repairs  for  r.  mai! 
order  stove? 

Who  fits  the  pijves  for  the  mail  order  stove? 

Does  the  mail  order  house  haul  the  stove  from  the 
station,  sign  for  the  st-ove  in  good  condition,  nnyiack 
it,  mount  it  and  see  that  it  is  free  from  defeats  before 
it  is  clelivered  to  you? 

Does  the  mail  order  house  help  to  build  up  your 
community  ? 

Does  the  mail  order  house  contribute  to  thv?  support 
of  local  schools,  churches  and  public  institutlt-ast 

Does  the  mail  order  house  i.>mploy  any  of  your  fellow- 
townsmen  and  thus  enable  them  to  support  their 
families. 

Does  the  mail  order  house  buy  an\'thing  from  the 
other  merchants  of  the  town? 

If  you  want  to  buy  a  stove,  ask  yourself  the  above 
questions  and  then  come  down  to  our  store  and  let 
us  talk  it  over  with  you. 
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Methods  for  Promoting  the  Warm-Air  Furnace  Industry 


That  there  are  several  lines  which  should  be  fol- 
lowed in  promoting  the  warm-air  fnrnace  heating  in- 
dustry was  the  agreement  reached  at  a  meeting  of  fui-- 
nace  men  held  in  one  of  the  United  States  cities  some 
little  time  ago,  according  to  a  report  in  Hardware  Age. 
One  of  the  suggestions  made  was  to  the  effect  that  fur- 
nace manufacturers  should  be  willing  to  support  a  na 
tional  organization  for  the  upbuilding  and  promotion 
of  the  only  hygienic  and  sanitary  form  of  heating  sys- 
tem within  reach  of  the  average  man. 

This  can  best  be  done  by  an  organization  of  those 
who  manufacture  the  goods,  for  furnace  manufacturers 
are  very  ready  and  quick  to  form  organizations  for 
their  mutual  protection  and  the  correction  of  anything 
that  appears  to  fringe  upon  their  rights  and  privileges. 

Manufacturers  should  be  ef|ually  as  ready  and  will- 
ing to  support  an  organization  having  as  its  object  not 
only  their  own  welfare,  but  the  welfare  of  the  dealer 
on  whom  they  depend  for  their  business,  as  their  inter- 
ests in  this  respect  are  mutual,  and  the  perpetuity  of 
the  industry  flcniiiiuls  the  elevation  of  the  warm-air 
furnace. 

This  f|uestion  is  of  more  importance  now  than  ever 
before,  as  the  country  is  growing;  more  modern,  up- 
to-date  homes  are  being  erected  than  ever  before,  and 
the  hygienic  and  sanitary  system  of  warm-air  heating 
should  be  promulgated  and  kept  before  the  public  and 
not  permit  the  other  forms  of  less  satisfactory  systems 
of  heating  to  walk  off  Avith  the  business  unchallenged. 

Publicity  Campaign  Necessary 

To  do  this,  of  course,  would  mean  a  publicity  cam- 
paign. This  is  one  of  the  most  important  needs  at  the 
present  time.  Many  furnace  manufacturers  seem  to 
have  become  more  or  less  indifferent  as  to  this,  but  the 
time  has  come  when  an  organization  should  remind 
them  of  their  duty  toward  the  dealer  in  general.  It  is 
the  duty  of  those  who  manufactui-e  the  goods  to  create 
the  market  by  educating  the  buying  public  and  rhake  it 
understand  more  thoroiighly  the  meritorious  features 
of  strictly  high  grade  warm-air  heating.  The  consum.er 
would  not  then  look  upon  the  warm-air  heating  system 
with  such  disfavor,  and  better  prices  could  be  obtained 
for  the  better  gradi^  of  goods. 

Tt  is  gene?-ally  well  understood  and  recognized  by 
the  best  advertising  men  in  the  country  that  in  order  to 
create  an  active  demand  for  any  article  is  to  acquaint 
the  buying  public  of  its  merits,  and  furnace  manufac- 
turers should  follow  the  example  of  those  who  have 
attained  success  in  this  manner. 

It  is  also  a  well  known  fact  that  most  of  the  furnace 
manufacturers  do  spend  considerable  sums  in  adver 
tising  their  product,  but  most  of  them  have  done  very 
little  towards  aiding  the  dealer  in  any  way  to  remarket 
their  product,  but  instead  have  allowed  the  dealer  to 
shift  for  himself  in  the  best  way  he  could. 

No  effort  should  be  spared  to  induce  I  lie  furnace 
manufacturer.*?  of  representative  linos  to  band  them- 
selves together  into  one  national  organization  which 
shall  have  for  its  purpose  the  safeguarding  of  the  repu- 
tation of  the  furnace  trade,  and  the  advancement  of 
good  heating  in  general. 

Co-Operative  Campaign  Suggested 
An  orcranization  imbued  with  such  high  ideals,  free 
from  all  petty  .ioalousies  and  selfish  motives  could  ac- 


complish wonderful  results  by  launching  a  vigorous 
campaign  in  the  daily  press  and  periodicals  in  the  in- 
tei-est  of  good  heating  without  mentioning  any  partic- 
ular name  or  kind  of  furnace,  but  merely  for  the  gen- 
eral good  of  all  alike.  Let  them  divide  into  two  the 
.sums  generally  set  aside  by  each  for  advertising  pur- 
poses. Let  them  spend  one-half  of  it  in  advertising 
their  respective  lines  in  trade  journals,  and  let  them 
spend  the  other  half  in  a  nation-wide  publicity  cam- 
jiaign  that  will  reach  the  public,  and  let  them  note  the 
result.  Such  a  campaign  appearing  in  the  press,  setting 
forth  the  merits  of  good  furnace  heating  in  short,  clean- 
cut,  snappy  articles,  free  from  misrepresentations  of 
all  kinds,  will  do  more  good  to  the  manufacturers  of 
liigh  grade  furnaces,  will  benefit  the  trade  generally 
more,  and  will  be  a  greater  incentive  to  every  reputable 
heating  contractor  to  sell  only  the  high  class  jobs,  at  a 
t'air  margin  of  profit,  than  advertising  has  ever  done 
before. 

While  convinced  as  to  the  necessity  of  a  publicity 
campaign  the  conviction  is  held  that  furnaces  .should  be 
tested  and  rated  according  to  some  standardized 
method  by  those  who  manufacture  the  goods.  Furnace 
manufacturers  generally  are  fully  aAvare  of  the  import- 
ance of  this.  To  do  it  properly  a  publicity  campaign 
should  be  advocated  as  the  first  step  forward,  as  this 
would  materially  increase  the  sale  of  furnaces,  and 
manufacturers  would  then  be  willing  to  support  such 
an  undertaking. 

While  there  are  a  few  furnace  manufacturers  who 
are  conducting  an  individual  publicity  campaign  in 
certain  localities  with  marked  success,  this  movement 
should  be  a  nation-wide  campaign  supported  by  manu- 
facturers generally. 


USE  OF  TOO  SMALL  FANS 

Should  a  man  receive  credit  for  good  intention  or 
be  denounced  for  bad  judgment  in  his  installations 
when  the  result  brings  suffering  to  a  great  many,  and 
particularly  to  school  children,  in  the  instance  which  I 
intend  to  bring  to  attention.   Here  is  the  case  in  point. 

A  firm  which  employs  a  large  number  of  men  and 
is  supposed  to  know  its  biisiness  in  doing  a  school- 
house  job  evidently  endeavored  to  save  a  little  on  the 
cost  of  the  installation  and  used  two  42-in.  disc  fans 
where  in  my  opinion  they  should  have  iised  two  80-in. 
l)late  bloAvers.  Tn  two  of  the  rooms  there  is  trouble 
due  to  cold  air  coming  down  the  vent  shaft  at  times 
with  sufficient  strength  to  blow  out  into  the  rooms. 
When  something  was  placed  against  the  grille  recently 
to  prevent  this  outflow  of  cold  air  by  one  of  the 
teachers,  it  was  blown  down.  Tn  order  to  overcome 
this  back  current  and  downflow.  louver  plates  were 
placed  in  the  flue  so  arranged  that  when  the  air  blew 
down  these  louvers  or  valves  would  close.  They  are 
supposed  to  open  and  stand  out  horizontally  when  the 
vent  flue  is  working  in  the  proper  way. 

My  opinion  being  asked  on  the  matter  and  being 
invited  to  see  the  school  and  look  over  its  equipmeTtt, 
I  had  no  hesitation  in  sa.ving  that  if  they  would  use 
the  larger  size  fans  mentioned  in  the  foregoing,  there 
would  be  no  occasion  for  any  arrangement  before  the 
grille  to  prevent  down  currents,  and  if  anything  were 
used  it  should  be  a  light  cloth  of  some  kind  instead  of 
anv  metal. — A.  Y..  in  I^letal  Worker. 
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Valuable  Table  for  Making  Cylindrical  Vessels 


Compiled  by  Wm.  Anderson,  Toronto 


In  the  accompanying  table  of  capacities  it  will  be 
noticed  that  it  is  divided  off  into  columns  of  figures, 
each  one  of  which  represents  either  the  decimal  part 
of  a  gallon  or  the  whole  number  together  with  its 
decimal  part.  It  will  also  be  noticed  that  at  the  ex- 
treme right  and  left  of  the  table  are  lines  of  figures, 
marked  depth  in  inches,  and  at  the  top  and  bottom 
there  are  also  lines  marked  diameter  in  inches.  There 
is  also  a  supplementary  table  which  gives  the  decimal 
equivalent  to  the  fractional  part  of  a  gallon,  the  use 
of  which  will  be  shown  further  on. 

Now  to  show  how  the  table  of  capacities  is  to  be  used, 
we  will  suppose,  for  example,  that  a  cylinder  is  wanted 
to  hold  three  gallons.  We  will  therefore  look  over  the 
figures  until  we  come  to  the  number  three,  and  having 


found  this  number,  we  trace  the  column  to  the  top 
or  bottom  and  it  will  give  us,  in  the  case  I  am  using, 
nine  inches,  which  is  the  diameter.  We  will  now  trace 
the  line  to  the  extreme  right  or  left  and  we  find  the 
ISVii  inches,  which  is  the  required  depth;  .so  that  a 
cylinder  nine  inches  in  diameter  and  13V2  inches  deep 
will  hold,  as  per  table,  3.096  imperial  gallons.  Perhaps 
someone  will  say:  "Well,  but  what  does  the  0.096 
mean?"  Now  if  he  will  only  look  at  the  supplemen- 
tary table,  and  look  down  the  columns  of  figures  until 
they  come  to  the  figures  0.09375,  that  being  the  nearest 
to  0.096,  they  will  find  that  it  simply  means  3  gills. 

Take  another  example :  A  cylinder  is  wanted  to  hold 
25  gallons:  again  look  over  the  figures  until  we  find 
25;  in  this  case  it  is  found  In  the  line  showing  the 


CAPACITY  OF  CYLINDRICAL  VESSELS  IN  IMPERIAL 

Diameter  in  inches 


1 

IJ'j 

2 

^'2 

3 

3K 

4 

4'.. 

5 

5  '  2 

6 

6>X 

7 

7K 

8 

8K 

9 

9  .'--2' 

10 

1 

.002SI 

00037 

01133 

0177c 

02.549 

.03469 

.04528 

0573 

07081 

0S5()8 

10197 

1 1967 

13879 

1.5932 

18128 

.2046 

.22940 

2556 

.2832 

.0042-1 

.009,5.^ 

016E 

.0265 

0.382 

0520.1 

0679 

.0860 

1062 

1285 

1529 

1795 

.2081 

2389 

.2719 

.3069 

3441 

3834 

-4248 

2 

.OO.^fi-l 

.022f 

.0354 

0509 

069.39 

0905 

1147 

1416 

1713 

.2039 

2393 

2775 

3186 

.3625 

4093 

4598 

51 12 

5664 

.lKJ7Uo 

.01.59t 

.0283 

0442 

0637 

0867 

1132;  1433 

1770 

2142 

2549 

.2991 

3469 

.3983 

.4532 

.5116 

5745 
.6882 

6390 

7084 

3 

.00X4*. 

0191] 

.0339 

.0531 

076-1 

10-lOC 

loOo 

1  7on 
1  / 

.2124 

257C 

.  .3059 

.3590 

4163 

4779 

.5438 

6139 

7668 

.8497 

37^ 

.0099 1 

.022^ 

.0396 

.06 1? 

0892 

121'3 

1  ^QA 

2478 

299S 

3568 

4188 

4857 

5576 

0344 

7162 

.8029 

.8947 

9913 

4 

.01 1 32 

02.54^ 

045^ 

.0708 

lOlf 

1  OOT 

I.io/ 

lol  I 

'>9Q/1 

2832 

.3427 

.4078 

4787 

5551 

6372 

7251 

8186 

.9176 

I  022 

1 .132 

^yi 

.0127^ 

UoU. 

.u/yt) 

114/ 

lool 

^•>oJ 

318(: 

3855 

.4588 

.5385 

6245 

7169 

8157 

.9209 

1  032 

1 .150 

1 .274 

6 

0 14  Ifi 

f\'l  1  o 

056( 

0885 

127-1 

1  'TO  A 

1  /o4 

354C 

4284 

.5098 

.5982 

6939 

7966 

9064 

1 .023 

1  147 

1.278 

1.416 

.01.5.5 

062r 

097E 

140) 

1908 

2490 

.3154 

3894 

.4712 

5608 

6582 

7633 

8762 

9970 

1.125 

1 .261 

1 .405 

1  ..557' 

6 

.01G9f 

moo 

.0075- 

lUo2 

1.52E 

2081 

2716 

3441 

424^* 

514C 

61 1^ 

718C 

8327 

95.59 

1  087 

1 .227 

1  376 

1  533 

1 .690 

6  j-2 

.01841 

041-^ 

.0736 

1 15C 

165f 

2255 

.2943 

3728 

4002 

550C 

0628 

7778 

9021 

1 .035 

1  17? 

1  330 

1  491 

1  661 

1 .84 1 

7 

.01982 

.U/9.5 

178'^ 

242f" 

.3169 

4015 

4956 

5997 

7137 

8377 

9715 

1.115 

1  268 

1 .432 

1 .605 

1  789 

1  98J 

TA 

.0215 

0477 

0S4f 

1327 

1911 

2002 

3390 

4301 

531C 

6426 

7647 

8975 

1 .046 

1  194 

1  359 

1  534 

1  720 

1  917 

0  1  <i  • 

3 

.0220 

0509 

.0906 

1416 

2036 

277.5 

.  3622 

4.588 

.5665 

6854 

81  =17 
010  i 

1  1 IC 

1  274 

1  4^n 

1  637 

1  835 

2  045 

2  26." 

Bii 

0240 

0541 

0963 

1504 

2160 

2949 

3848 

4875 

6019 

.7282 

8667 

1.017 

1  179 

1  354 

1  540 

1  73» 

1  949 

2  172 

2  407 

9 

02.>t 

0573 

1019 

1593 

2294 

3122 

4075 

5102 

6373 

7711 

.9177 

1  077 

1  ^9 

1  4.33 

1  631 

1  841 

2  064 

2  300 

2.54'.' 

9 'A 

.()2f,.S 

.0605 

1076 

1081 

2421 

3296 

4301 

5448 

0727 

.8139 

9687 

1  136 

1  3  re 

1  513 

1  722 

1  944 

2.179 

2  428 

2  691^ 

10 

.028:3 

0637 

1133 

1770 

2549 

3469 

4528 

.5735 

70814 

8568 

1  019 

1  196 

1  387 

1.593 

1.812 

2  046 

2.294 

2  556 

2  832 

10', 

.0297 

0669 

1189 

1858 

.2676 

3643 

4754 

6022 

7435 

.8996 

1  070 

1  256 

1  457 

1  672 

1  903 

2.14S 

2.408 

2  684 

2  974 

11 

.o:ii.5 

.07(10 

1246 

1947 

2803 

3816 

4980 

6309 

7789 

9424 

1  121 

1.310 

1 .526 

1  752 

1  994 

2.251 

2  523 

2.811 

3.11.- 

11 'J 

.0.329 

.0732 

1303 

.2035 

.2931 

3990 

.5207 

6596 

8143 

9853 

1  172 

1  370 

1.596 

1  832 

2  084 

2.353 

2  638 

2  939 

3  257 

12 

0.339 

.0764 

1359 

2124 

.3058 

4163 

5433 

6882 

8497 

1  028 

1.223 

1.436 

1  665 

1  911 

2  175 

2  455 

2  752 

3  067 

3  3Qv 

12 'i 

0353 

.0796 

.1410 

.2212 

3186 

4337 

.5060 

7169 

.8851 

1.071 

1.274 

1.495 

1  734 

1  991 

2.266 

2.558 

2  867 

3  195 

3  54C 

13 

.0368 

.0828 

.1472 

.2.301 

3313 

4509 

5880 

7455 

,  9205 

1  113 

1.325 

1  555 

1.804 

2  071 

2.356 

2  660 

2  982 

3  323 

3  68- 

13  >^ 

.0382 

0860 

.1529 

.2389 

.3441 

.4083 

6112 

7742 

.9559 

1.156 

1.376 

1  615 

1  873 

2  150 

2.447 

2  762 

3  096 

3  451 

3  82:  - 

14 

039(i 

.0892 

1586 

2478 

.3.50 

.4850 

.6339 

.8029 

.9913 

1.199 

1  427 

1  675 

1.943 

2.230 

2.537 

x2.S65 

3.211 

3.578 

3  96.- 

14  ■ , 

0110 

.0923 

.1642 

.2506 

.3696 

.5030 

6565 

.8315 

1.026 

1.242 

1  478 

1  735 

2.012 

2  310 

2.628 

2.967 

3.326 

3  706 

4  10: 

15 

0424 

.09,55 

1699 

.2655 

.3823 

.5205 

.6792 

.8602 

1 .002 

1.285 

1.529 

1  795 

2.081 

2  .389 

2.719 

3.069 

3.441 

3  834 

4.24S 

15 

.0438 

.0987 

.  1 756 

.2743 

,.395 

.5378 

.7018 

.8889 

1.097 

1.328 

1  580 

1  854 

2.151 

2  469 

2.809 

3.172 

3.555 

3  962 

4  390 

16 

.0453 

.1019 

1812 

.2832 

407 

.5552 

.7244 

.9176 

1.132 

1.370 

1.631 

1.914 

2.220 

2.549 

2.900 

3  274 

3.670 

4.090 

4  53: 

16K 

.0407 

.1051 

.  1869 

.2920 

.420 

.5725 

.7471 

.9462 

1.168 

1.413 

1.682 

1.974 

2.290 

2.628 

2.991 

3.376 

3.785 

4  218 

4.67". 

17 

.0481 

.1083 

.1926 

3009 

433 

.5899 

.7697 

.9749 

1.203 

1.456 

1  733 

2.034 

2.359 

2.708 

3.081 

3.479 

3.899 

4.345 

4.815 

yj'A 

.0495 

.1115 

.  1982 

.3097 

.446 

.0072 

.7924 

1 .003 

1.239 

1.499 

1  784 

2.094 

2.428 

2.7§8 

3.172 

3.581 

4.014 

4.473 

4  956 

18 

.0509 

.1146 

.2039 

.3186 

.458 

.6246 

.8150 

1.032 

1.274 

1.542 

1.835 

2.154 

2.498 

2.867 

3.263 

3.683 

4  129 

4.601 

5.09S 

18K 

.0523 

.1178 

.2096 

.3274 

471 

.6419 

.8376 

1.060 

1.309 

1.585 

1.886 

2.213 

2.567 

2.947 

3.353 

3.786 
3.888 

4.243 

4.729 

5.240 

19 

.0538 

.1210 

.2152 

.3363 

.484 

.0593 

.8603 

1.089 

1.345 

1.627 

1.937 

2.273 

2.637 

3.027 

3.444 

4.358 

4.857 

5.381 

19>^ 

.0552 

.1242 

.2209 

.3451 

497 

.0700 

.8829 

1.U8 

1.380 

1.670 

1 .988 

2.333 

2.706 

3.106 

3.534 

3.990 

4.473 

4  984 

5  525 

20 

.0566 

.1274 

.2260 

.3540 

-.509 

.0940 

.9050 

1.147 

1.416 

1.713 

2.039 

2.393 

2.775 

3.186 

3.625 

4.093 

4.588 
4.702 

5.112 

5  665 

20 

.0580 

.1306 

.2322 

.3628 

.522 

.7113 

.9282 

1.175 

1.451 

1.756 

2.090 

2.453 

2.845 

3.266 

3  716 

4.195 

5.240 

5.806. 

21 

.0594 

.1338 

.2379 

.3717 

.535 

.7287 

.9508 

1.204 

1 .487 

1.799 

2.141 

2.513 

2.914 

3.345 

3.806 

4.297 

4.817 

5.368 

5.945i 

21K 

.0608 

.1369 

.2435 

.3805 

.548 

.7400 

.9735 

1.233 

1.522 

1.842 

2.192 

2.572 

2.983 

3.425 

3.897 

4.399 

4.932 

5.496 

6  OS? 

22 

:0623 

.1401 

.2492 

3894 

.500 

.7634 

.9961 

1.261 

1.557 

1.884 

2.243 

2.632 

3.053 

3.505 

3.988 

4.502 

5.046 

5.624 

6.231 

22  >^ 

.0637 

.1433 

.2549 

.3982 

.573 

.7807 

1.018 

1.290 

1.593 

1.927 

2.294 

2.692 

3.122 

3.584 

4. 078 

4  604 

5.161 

5.751 

6.37;v 

23 

.0651 

.1465 

.2605 

.4071 

.5802 

.7980 

1.041 

1.319 

1.628 

1.970 

2.345 

2.752 

3.192 

3.604 

4.169 

4.706 

5.276 

5.879 

6  514 

23M 

.0665 

.1497 

.2662 

.4159 

.5985 

.8154 

1.004 

1.347 

1.664 

2.013 

2.396 

2.812 

3.261 

3.744 

4.260 

4.809 

5.390 

6.007 

6.65r> 

24 

.0679 

.1529 

.2719 

.4248 

.6107 

.8327 

1.086 

1.376 

1.699 

2.056 

2.447 

2.872 

3.330 

3.823 

4.:i50 

4.911 

5.505 

6.135 

6.798 

24M 

.0693 

.1561 

.2775 

.4336 

.6230 

.8501 

1.109 

1.405 

1.734 

2.099 

2.498 

2.931 

3.400 

3.903 

4.441 

5.013 

5.620 

6.262 

6.939 

26 

.0708 

.1593 

.2832 

.4425 

.6352 

.8674 

1.132 

1.433 

1.770 

2.142 

2.549 

2  991 

3;469 

3  983 

4  532 

5  ri6 

5.735 

6  390 

7. 081 

1 

ivi 

2 

2>^ 

3 

3>i 

4 

4>^ 

5 

6 

6;; 

7 

8 

8'.' 

9 

9M 

10 
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diameter  to  be  19  inches  and  the  depth  24'2  inehes, 
and  upon  looking  at  the  supplementary  table  we  find 
that  the  decimal  0.051  is  not  shown,  but  as  it  can  be 
seen  at  a  glance  it  would  come  between  0.03125  and 
0.0625,  it  would  therefore  be  equivalent  to  about  3  half 
gills.  A  close  observer  will  notice  that  this  table  is 
eifually  u.seful  where  either  the  depth  or  diameter  is 
given. 

1  will  cite  one  more  example  to  further  explain  the 
supplementary  table.  A  cylinder  is  required,  the  diam- 
eter of  which  must  be  12^/2  inches  and  it  must  hold  5 
gallons  and  3  quarts.  Now  if  we  look  at  the  supple- 
mentary table  we  will  find  that  the  decimal  equivalent 
to  3  quarts  is  0.75 ;  therefore,  all  we  have  to  do  to  find 
the  depth  is  to  look  down  the  column  in  the  table  of 
capacities  marked  1214  until  we  come  to  the  number 
5.752,  and  on  tracing  upon  this  line  to  either  the  right 
or  left  we  find  the  figures  13.  which  is  the  required 

depth.  Table  of  Decimal  Equivalents 

The  following  table  gives  the  decimal  equivalents  to 
the  fractional  part  of  an  Imperial  gallon: 


.03125  is 

ei[iia 

1  to 

.0625 

■ ' 

.09375 

J ; 

.125 

)  ! 

>  > 

.15625 

;  > 

)  ) 

.1875 

)  > 

)  ) 

.21875 

y  > 

>  ) 

.25 

;  ? 

!  ) 

.28125 

r  ? 

>  ) 

.3125 

3  ? 

>  > 

.34375 

?  7 

.375 

J  ? 

!  > 

.40625 

>  > 

)  ) 

.4375 

>  ) 

)  > 

.46875 

)  ) 

>  ) 

.5 

?  > 

>  ) 

.53125 

)  ? 

>  ) 

.5625 

>  ) 

)  > 

.59375 

J  ? 

7  7 

.625 

)  ) 

7  7 

.65625 

)  ! 

7  7 

1  gill 

1  half  pint 
3  gills 
1  pint 
5  gills 
11/2  pints 
7  gills 

I  quart 
9  gills 
21/2  pints 

II  gills 
3  pints 
13  gills 
31/2  pints 
15  gills 

1  half  gallon 
17  gills 
4^/2  pints 
19  gills. 
5  pints 
21  gills 


(Continued  on  page  28) 


fALLONS  AND  DECIMAL   PARTS  OF  A  GALLON 

Diameter  in  inches 


10', 

11 

11 ' 

12 

12,'; 

13 

13', 

14 

14 

16 

16  J  i 

16 

16^ 

17 

17"^ 

18 

18>^ 

19 

19 

20 

il229, 

.34274 

.37460 

.4078 

.4425 

.4787 

.5162 

.55518 

.5955 

.6373 

.6805 

.72513 

.77116 

.81860 

8674 

9173 

.90944 

1.0225 

1  0770 

1  1330 

1 

46841 

5141 

.5019 

.61  IS 

.6638 

•  .7180 

.7743 

.8327 

.8933 

.9559 

1.020 

1 .087 

1.156 

1.227 

1  301 

1.-375 

1  454 

1  533 

1  615 

1.699 

6245^ 

.0854 

.7492 

8157 

8850 

.9574 

1.032 

1  110 

1.191 

1 .274 

1 .301 

1  450 

1 .542 

,  1.637 

1  734 

1.834 

1  938 

2.045 

2.154 

2.266 

2 

7807} 

85CS 

.9365 

1 .019 

1.106 

1 .196 

1.290 

1.387 

1.488 

1 .593 

1.701 

1 .812 

1 .927 

2.046 

2.168 

2.293 

?.423 

2.556 

2.692 

2.832 

2K 

930.V 

1 .028 

1.123 

1.223 

1.327 

1 .430 

1.548 

1  665 

^  1.780 

1.911 

2.041 

2.175 

2.313 

2.458 

2.602 

2.752 

2.908 

3.067 

3  231 

3.399 

3 

1  093; 

1.199 

1.311 

1 .427 

1.54S 

1.675 

1.800 

1 .943 

2.084 

2.230 

2.381 

2.537 

2.698 

2.865 

3.035 

3.210 

3.393 

3.578 

3.769 

3.965 

3K 

1 .249i 

1.370 

1 .498 

1 .631 

1 .770 

1 .914 

2.064 

2.220 

2.382 

2.549 

2.722 

2.900 

3.084 

3.274 

3.469 

3.669 

3.877 

4. 090 

4.308 

4.532 

4 

1  40.'")i 

1.542 

1.685 

1.835 

1 .991 

2.154 

2.323 

2.498 

2.679 

2.867 

3.002 

3.263 

3.470 

3.683 

3.903 

4.128 

4.362 

4.601 

4.840 

5.098 

1 .713 

1.873 

2.039 

2  212 

2.393 

2.581 

2.775 

2.977 

3.186 

3.402 

3.625 

3.855 

4.09.3 

4.337 

4.586 

4.847 

5.112 

5.385 

5. 005 

6 

1.885 

2.060 

2.243 

2.433 

2.032 

2.839 

3.053 

3.275 

3.505 

3.742 

3.988 

4.241 

4.502 

4.771 

5.045 

5.331 

6.623 

5.923 

6.231 

1  87a 

2.056 

2.247 

2  447 

2.655 

2.872 

3.097 

3.331 

3.573 

3.823 

4 . 083 

4.350 

4.620 

4.911 

5  204 

5.504 

5.816 

6. 135 

0.462 

6.798 

6 

2.0291 

2.227 

2.434 

2.651 

2  870 

3  111 

3.355 

3.608 

3.871 

4. 142 

4.423 

4.713 

5.012 

5.320 

5.638 

5.963 

6.301 

6.046 

7.000 

7  364 

2.399 

2.622 

2.855 

3.097 

3.350 

3.613 

3.S86 

4.168 

4.461 

4.763 

5.075 

5.398 

0.  /oU 

A  A'yo 
O.U  /  J 

6.421 

6.786 

7. 157 

7.539 

7.931 

7 

t  3421 

2.570 

2.809 

3  059 

3  318 

3.590 

3.871 

4.163 

4.406 

4.779 

5. 103 

.5.438 

'TOO 
0.  /OO 

6.139 

D.OUD 

6.880 

7.270 

7  668 

8.077 

8.497 

^.  /  *T_ 

2.996 

3.203 

3  540 

3.S29 

4. 129 

4.441 

4.764 

5.098 

5.444 

5.801 

6.169 

6.548 

6.939 

7.339 

7.755 

8.180 

8.616 

'9.064 

Q 
0 

i 

2.914 

3.184 

3.460 

3.761 

4.008 

4.387 

4.719 

5.062 

5.417 

5.784 

6.163 

6.554 

6.958 

7.373 

7.797 

8.240 

8.691 

9.154 

9.630 

- 

3.085 

3.371 

3.070 

3.982 

4.308 

4.646 

4.996 

5.359 

5.735 

6.124 

6.526 

6.940 

7.367 

7.807 

8.256 

8.724 

9.202 

9.693 

10.197 

9 

t.'  966 

3.257 

3.558 

3.874 

4  203 

4  547 

4.904 

5.274 

5.657 

0.054 

6.464 

6.888 

7.326 

7.770 

8.240 

8.715 

9.209 

9.713 

10.231 

10.763 

^'A 

3.428 

3.746 

4.078 

4.425 

4.787 

5.162 

5.551 

5.955 

6.373 

6.805 

7.251 

7.711 

8.186 

8.674 

9.173 

9.694 

10.225 

10.770 

11.330 

10 

3. 599 

3.9.33 

4.282 

4  646 

5  026 

5.420 

5.829 

6.253 

6.691 

7.145 

7.613 

8.097 

8.595 

9.108 

9.632 

10.179 

10.736 

11.308 

11.896 

io>^ 

3:771 

4.120 

4.486 

4.867 

5.205 

5.078 

6.106 

6.550 

7.010 

7.485 

7.970 

8.482 

9.004 

9.542 

10.091 

10.663 

11.247 

11.847 

12.463 

11 . 

3. '54  2 

4.307 

4.690 

5.088 

5.505 

5.930 

6.. 384 

6.848 

7.-329 

7.825 

8.338 

8.868 

9.413 

9.975 

10.549 

11  148 

11.758 

12.385 

13.029 

11>^ 

,47 

4.113 

4.495 

4  894 

5.310 

5.744 

0.194 

6.662 

7.146 

7.647 

8.106 

8.701 

9.253 

9.823 

10.409 

1 1 .008 

11.633 

12.270 

12.924 

13.596 

12 

j3  903 

4.285 

4.082 

5  098 

5.531 

5.983 

0.452 

6.939 

7.444 

7.966 

8  506 

9.064 

9.039 

10.232 

10.843 

11.467 

12.118 

12.781 

13.462 

14.162 

la-^ 

059 

4  456 

4.869 

5  302 

5.752 

6.223 

6.711 

7.217 

7  742 

8.285 

8.846 

9.426 

10.024 

10.641 

11.270 

11.926 

12.602 

13.292 

14.001 

14.729 

13 

il  216 

4.620 

5  057 

5  506 

5.974 

6.462 

6.909 

7  494 

8.039 

8.603 

■9  187 

9.788 

10.409 

11.051 

11.709 

12.384 

13.087 

13.803 

14.539 

15.295 

13K 

M72 

4.798 

5.244 

5  710 

0  195 

6  701 

7.227 

7  772 

8.337 

8  922 

9  527 

10.151 

10.795 

11.460 

12.143 

12.843 

13.572 

14.315 

15.078 

15.862 

14 

»  528 

4  969 

5  431 

5  914 

6  416 

6  941 

7  485 

8  050 

8.635 

9  241 

9.867 

10.513 

11.180 

11.869 

12.577 

13.302 

14.056 

14.820 

15.616 

16.428 

14K 

■  ■  M 

5  141 

5.019 

6  118 

6  638 

7  ISO 

7  743 

8  327 

8.933 

9  559 

10.207 

10.876 

11.566 

12.279 

13.011 

13.760 

14.541 

15  337 

16.155 

16.995 

15 

5.312 

5.800 

0  322 

6  859 

7  419 

8.001 

8.605 

9.230 

9.878 

10.548 

11.239 

1 1  952 

12.688 

13.444 

14.219 

15.026 

15.848 

16.693 

17.561 

\b'A 

5.483 

5.993 

6  526 

7  080 

7  659 

8.259 

8.882 

9.528 

10.197 

10.88cS 

11.601 

12.337 

13.097 

13.878 

14.678 

15.511 

16.360 

17.232 

18.128 

16 

>  152 

5.655 

6.181 

6  730 

7  302 

7  898 

8.517 

9.160 

9.820 

10.515 

11.228 

1 1 .964 

12.723 

13.500 

14.312 

15.136 

15.995 

16.871 

17  770 

18.694 

16K 

J.309 

5.826 

6.308 

6  933 

7.523 

8.137 

8.776 

9.438 

10.124 

10.834 

11.568 

12.326 

13.108 

13.916 

14.745 

15.595 

16.480 

17.382 

18.309 

19.261 

17 

>  465 

5.997 

6  555 

7  137 

7  744 

8.377 

9.034 

9  715 

10.422 

11.153 

11.909 

12.689 

13.494 

14.325 

15.179 

16.054 

16.965 

17.893 

18.847 

19.S27 

17K 

1^021 

6.169 

6.742 

7  341 

7  905 

8.616 

9.292 

9.993 

10.719 

11.471 

12.249 

13.051 

13.879 

14.734 

15.613 

10.513 

17.449 

18.405 

19.386 

20.394 

18 

777 

6. 340 

6.930 

7.545 

8  187 

8.855 

9.550 

10.270 

11.017 

11.790 

12.589 

13.414 

14.265 

15.144 

16.046 

10.971 

17.934 

18.916 

19.924 

20.960 

18K 

.  933 

6.512 

7.117 

7.749 

8  408 

9.095 

9.808 

10.548 

11.315 

12.109 

12.929 

13.776 

14.650 

15.553 

16.480 

17.430 

18.419 

19.427 

20.403 

21.327 

19 

^089 

6.683 

7.304 

7.9.53 

8  629 

9.334 

10.066 

10.826 

11.613 

12.427 

13.270 

14.1,39 

15.030 

15.902 

16.914 

17.889 

18.904 

19.938 

21.001 

22.093 

'  246 

6.854 

7.492 

8  157 

8.851 

9.574 

10.324 

11.103 

11.910 

12.740 

13.610 

14.502 

15.422 

16.372 

17.348 

18.347 

19.388 

20.450 

21.510 

22.60C 

20 

■•402 

7.026 

7.679 

8.361 

9.072 

9.813 

10.. 582 

11.381 

12.208 

13.005 

13.950 

14.864 

15:807 

16.781 

17.781 

18.800 

19.873 

20.961 

22.078 

V558 

7.197 

7.866 

8.565 

9.293 

10.052 

10.840 

11.658 

12.506 

13.383 

14.290 

15.227 

16.193 

17.190 

18.215 

19.205 

20.358 

21.472 

22.017 

23.793 

21 

-714 

7.368 

8.054 

8.769 

9.514 

10.292 

11.099 

11.936 

12.804 

13.702 

14.631 

15.589 

16.578 

17.599 

18.649 

19.723 

20.842 

21.983 

23.155 

24.359 

21K 

i  870 

7.540 

8.241 

8.973 

9.73( 

10.531 

11.357 

12.213 

13.102 

14.021 

14.971 

15.952 

16.964 

18.009 

19.082 

20.182 

21.327 

22.495 

23.694 

24,920 

22 

voce 

7.711 

8.428 

9.177 

9.9.57 

10.770 

11.015 

12.491 

13.39? 

14.339 

15.311 

16.314 

17.349 

18.418 

19.510 

20.039 

21.812 

23.006 

24.232 

25.493 

22>^ 

MR2 

7.883 

8.615 

9.381 

10.178 

ll.OlC 

11.873 

12.769 

13.697 

14.658 

15.652 

16.677 

17.736 

18.827 

19.951 

21.099 

22.297 

23.517 

24.771 

26.059 

23 

r338 

8  054 

8.803 

9.585 

10.399 

11.249 

12.131 

13.046 

13.995 

14.977 

15.992 

17.040 

18.122 

19.237 

20.385 

21.558 

22.781 

24.028 

25.309 

26.620 

23>^ 

r  494 

8.225 

8.990 

i|  9.78P 

10.621 

11.4SS- 

12.389 

13.324 

14.292 

15.295 

16.332 

17.403 

18.508 

19.646 

20.819 

22.017 

23.260 

24.540 

25.848 

27.192 

24 

'  651 

8  397 

9.177 

1  9.992 

10.841 

11.72}- 

12.647 

13.601 

14.591 

15.614 

16.672 

17.765 

18.893 

20.055 

21.253 

22.476 

23.751 

25.051 

26.386 

27.759 

24>i 

7.802 

8  56S 

9.365  10  197 

■f  11  Of.: 

1 1  967 

12  90.'^ 

13. 8751 

14.8SS 

115.933 

17.0i3 

18  12s 

19.279 

20.465 

21.086 

22.934 

24.236 

25.562 

26.925 

2S.:}2 

26 

«M 

11 

12 

12', 

13 

13'. 

14 

14', 

15 

15 -4 

16 

16K 

17 

17M 

18 

18;  i 

19 

19', 

20 

D 
PI 

X 
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Making  Connections  for  the  Furnace 

When  making  up  the  furnace  cfusiug,  provision  must 
be  made  for  \hv.  connection  of  the  cold-air  inlet,  unless 
the  furnace  is  to  be  set  over  a  pit. 

The  cold-air  inlet  collar  should  be  of  a  size  to  have 
an  area  equal  to  the  combined  area  of  all  the  warm- 
air  pipes.  The  inlet  opening  should  never  be  more  than 
12  inches  in  height,  unle.ss  it  is  very  large,  and  the 
width  should  be  not  only  sufficient  to  extend  around 
the  base  of  the  furnace  far  enough  to  give  the  desired 
area,  but  also  to  deliver  the  air  all  around  the  furnace, 
instead  of  supplying  the  air  at  some  one  point  and 
letting  it  rise  and  the  distribution  take  care  of  itself. 

The  possible  effect  might  be  that  it  would  rise  to 
some  one  point  and  some  pipes  would  be  well  supplied, 
while  other  pipes  would  remain  unfilled  and  do  unsat- 
isfactory work. 

The  cold-air  inlet  may  well  be  of  sufficient  width  to 
take  up  nearly  the  whole  diameter  of  the  ca-sing,  re- 
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Fig.  5.— Layinfr  out  cold-air  inlet  connection.  Fig.  6.— Developing  pat- 
tern. Fig.  7.— Klbow  and  tee  joint.  Fig.  8.— Laying  out  elbow.  Fig.  9.— 
Developing  elbow  pattern. 

gardless  of  the  height,  even  though  the  duct  may  be 
made  with  a  double  flare  or  taper  to  the  Qpllar  which 
connects  the  casing. 

To  lay  out  the  inlet  connection,  supposing  it  is  to  be 
straight  and  rectangular,  proceed  as  follows:  Let  A. 
B.  C  and  D,  in  Fig.  5,  represent  the  length  and  width 
of  the  inlet  that  will  give  the  area  required. 

Then  with  any  straight  line  as  A  E  in  Fig.  6,  draw 
perpendiculars  as  shown  by  A  B  C  D.  Let  A  B,  in  Fig. 
6,  equal  the  dimension  of  A  B  in  Fig.  5,  and  B  C  in  Fig. 
6,  equal  B  C  in  Fig.  5,  C  D  in  Fig.  6  equal  C  D  in  Fig. 
•5,  and  D  E  in  Fig.  6  equal  D  A  in  Fig.  5. 

Make  the  perpendicular  line  e(iual  to  the  length  of 
the  inlet  collar,  then  with  the  terminal  point  equal  to 
one-half  of  the  diameter  of  the  bottom  ring  of  the  fur- 
nace, describe  the  ares  F  G  and  H  I.  As  shown  in  Fig. 
6  at  the  end  E  T,  allow  1  inch  for  a  lap  for  riveting,  as 
shown  by  J  K.  Then  cut  out  the  inlet  piece,  form  it 
up,  square,  turn  the  lap  over  at  the  corner  and  rivet. 
Then  turn  a  %-in.  flange  on  the  epd  to  fit  against  the 
furnace  casing.  Form  up  another  piece  of  metal  ^5 
or  4  ins.  long  and  fit  it  inside  of  the  inlet  collar,  letting 
one  end  extend  ^/^  in.  beyond  the  flange. 

Rivet  it  in  place  in  the  collar.  This  inner  piece  can 
then  be  notched  all  around  the  edge  at  intervals  of 
about  in.,  as  shown  in  Fig.  5.  Then  when  the  inlet 
collar  is  in  place  on  the  casing,  the  notched  part  is 
turned  over  on  the  inside  of  the  casing,  making  a  firm, 
tight  joint. 

If  the  inlet  is  of  a  large  size,  there  should  be  a  brace 


put  in  at  the  centre  and  riveted  in  place  to  prevent 
sagging  and  pulling  out  from  the  casing  along  the 
top  line. 

Many  furnaces  have  a  double  smoke-pipe  connection, 
as  shown  in  Fig.  7,  consisting  of  an  elbow  and  a  tee 
piece.  The  elbow  should  be  made  either  of  three  or 
four  pieces,  and  if  the  workman  has  a  good  pattern 
handy  the  elbow  and  tee  piece  can  be  made  in  a  few 
minutes  for  any  size. 

Tf  there  is  no  pattern  he  may  lay  out  the  elbow  and 
tee  piece  as  follows:  Let  A  B  C  D,  in  Fig.  8,  represent 
tlie  elbow  required,  the  distance  A  D  and  B  C  being 
equal  to  the  diameter  of  the  pipe.  Then  establish  the 
point  IT,  making  the  distance  H  F  and  H  G  equal  to 
one-f|uarter  of  the  diameter  of  the  elbow.  Then,  plac- 
ing one  point  of  the  dividers  on  the  point  H.  describe 
the  quarter  circles.  1  5  and  F  G. 

For  a  three-piece  elbow,  divide  this  quarter  circle 
into  four  equal  parts,  as  shown.  1.  2.  3.  4  and  5.  The 
dotted  lines  1  and  5  show  the  end  of  the  quarter  circle. 
In  laying  out  any  elbow  of  this  kind,  no  matter  how 
wvAxxy  pieces  are  to  be  used,  it  is  important  to  note 
that  each  end  piece,  as  from  1  to  2  or  4  to  5  counts 
as  one  part,  and  each  middle  piece,  as  2,  3,  4,  counts  as 
two  parts  of  the  quarter  circle,  a.s  laid  out  by  the 
dividers. 

Following  this  rule,  then  the  first  joint  or  seam  in 
the  elbow  would  be  the  line  2  H,  then  allowing  two 
parts  for  the  next  section,  the  next  joint  would  be  4  H. 
Then  the  line  1  2  is  equal  to  the  rise  of  a  three-piece 
elbow. 

In  laying  out  elbow  patterns,  the  quarter  circle  for  a 
three-piece  elbow  should  be  spaced  in  four  equal  p.nrts, 
a  four-piece  elbow  in  six  parts,  a  five-piece  elbow  in 
eight  parts,  and  so  on,  allowing  one  space  at  each  end 
and  counting  two  for  each  middle  section. 

After  obtaining  the  rise  of  the  elbow,  as  shown  in 
Fig.  8,  to  make  the  pattern,  place  the  stretch-out  on 
any  straight  line  as  A  B,  Fig.  9,  and  of  a  length  equal 
to  the  circumference  of  the  pipe.  Divide  it  into  any 
even  number  of  equal  parts  and  erect  perpendicular 
lines,  as  shown  in  Fig.  9.  On  the  end  lines  A  C  and  B  D 
lay  out  a  half-circle  equal  in  diameter  to  the  rise  of 
the  elbow  desired. 

Divide  these  half-circles  into  half  as  many  spaces  as 
there  are  on  the  stretch-out  line  and  draw  line  parallel 
to  the  stretch-out,  as  shown  in  Fig.  9,  then  a  line  drawn 
through  the  points  of  intersection  will  be  the  desired 
pattern.  Allowance  much  be  made  for  edges  at  each 
end. — Metal  Worker. 
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  5I0  pints 

  23  gills 

  3  quarts 

  25  gills 

  6^0  pints 

  27  gills 

  7  pints 

  29  gills 

  7V2  pints 

  31  gills 

  1  gallon 


Mackenzie  Bros.,  Ltd.,  Winnipeg,  have  been  incor- 
porated to  carrv  on  a  hardware  business.  Canital, 
$100,000. 
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Ontario  Retail  Hardware  Association's  Service  to  Members 

Applications  coming  in  for  membership  in  Association — "  Busi- 
ness Aids  "  Service  Plan  in  operation — Value  of  Association 


TIN'"  (■aiui)aiy:n  inaugurated  a  montli  ago  to  increase 
uieinborship  in  the  Ontario  Retail  Hardware  and 
Stove  Dealers'  Association  is  already  bearing 
tniit,  and  some  of  the  captains  at  least  are  working 
hard  for  and  obtaining  results. 

Secretary  W.  F.  Maepherson  is  pushing  on  from  his 
end  tlie  work  of  building  up  a  strong  organization.  In 
a  letter  to  the  editor  of  Canadian  Hardware  Journal  he 
says :  "'Returns  from  our  first  circular  have  been  com- 
ing in  nicely,  showing  the  interest  of  the  trade  in  the 
proposition  outlined.  T  have  received  over  60  applica- 
tions, including  travelers,  during  the  past  few  weeks, 
and  the  present  issue  of  sample  lists  is  sure  to  interest 
the  trade,  when  they  realize  that  a  series  of  lists  will 
bf  obtainable   for  the  small  nienibership  fecasked." 

Service  for  Membership 

The  "Business  Aids"  proposition  outlined  in  the  first 
circular  sent  to  the  ti'ade  by  Secretary  Maepherson, 


I 


and  mentioned  in  his  letter,  are  three:  A  series  of  re- 
tail price  lists;  classification  for  cheeking  railway 
freight  rates;  and  collection  letters  and  stoye  lien  notes. 
These  were  described  in  our  last  issue. 

Two  of  the  retail*  price  lists  are  now  ready  and  are 
being  distributed,  one  on  coach  and  lag  screws,  and 
one  on  common  carriage  bolts.  The  accompanying 
illustration  of  the  screw  list  gives  a  fair  idea  of  how 
compact  and  handy  will  be  the  series  of  lists  when  com.- 
plete.  At  a  glance  the  salesman  will  know  the  price 
for  any  quantity  of  these  articles  that  may  be  required. 
Coming  in  a  uniform  size,  two  sets  to  each  member,  the 
lists  arc  enclosed  in  folders,  and  are  always  ready  for 
reference.    One  set  should  bf  in  the  dealer's  off^ci-  and 


the  other  behind  the  counter  in  the  department  where 
the  goods  are  stocked. 

Members  who  are  paid  up  to  Dee.  31,  1915,  will  re- 
ceive all  issues  of  lists  as  soon  as  ready. 

What  Price  Lists  Mean 

In  connection  with  the  retail  price  service,  Secretary 
Maepherson  has  sent  out  the  following  circular  letter 
to  the  trade : 

"Dear  Sir:  You  have  doubtless  read  the  circular 
mailed  you  under  date  of  April  15th,  relative  to  the 
issue  of  a  series  of  Price  Lists  for  the  use  of  the  mem- 
bers of  our  Association. 

"The  first  issue  of  the  series  has  .just  been  received 
from  the  printer  and  I  have  pleasure  in  enclosing  you 
a  copy  to  illustrate  the  manner  in  which  the  various 
lists  will  be  prepared.  As  stated,  the  members  will  be 
furnished  with  two  copies  of  each  list,  all  of  uniform 
size,  one  of  which  may  be  mounted  on  cardboard  and 
hung  near  the  stock,  and  the  other  sheet  filed  in  ths 


loose  leaf  binder  to  be  furnished  to  each  member 
for  office  use.  You  will  notice  that  the  lists  are  printed 
on  heavy  ledger  paper  to  permit  of  erasures  being 
readily  made  when  price  changes  occur.  The  following 
lists  are  now  ready  for  publication,  some  already  in 
the  printer's  hands:  Coach  or  lag  screws,  flat  head 
wood  screws,  flat  and  round  head  stove  bolts,  sleigh 
shoe  bolts,  tire  bolts,  round  head  wood  screws,  blank 
nuts,  square  and  hexagon,  iron  washers.  Other  lists 
such  as  bar  iron,  wire  screening,  poultry  netting,  mal- 
leable pipe  fittings,  iron  pipe  (black  and  galva)iized) 
are  under  preparation  and  will  be  fui'uished  to  mem- 
bers as  soon  as  published. 

"Net  costs  at  standard  discounts  will  be  furnished 
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STANDARD  DISCOUNT 


2.85 
3.05 
S.3i 
3  45 


■J.  7  J 
2,9o 


3.74 


<.;a 

3.01 


I'j  3-15 

2  3.47 
■in  3.73 

3  4  II 
l.S  4.43 


RETAIL   PRICE  LIST 

COACH  AND  LAG  SCREWS 

With  Square  H«ada  and  Olmt«t  Points 


7  16  inch— cont'd 


6.03 
6  35 


G.91I 
7.31 


5.55 
3.91 


3-15 
9.S7 
11.31 


9  16 

and  5  8  inch 

3/4  Inch— cont'd 

G.OU 

IG.20 

6.50 

LC.90 

3 

7.00 

9 

18.30 

3;; 

7.&0 

10 

19.70 

4 

8.0O 

It 

21.10 

S.OO 

13 

23.50 

6 

9.00 

7  8  inch 

9.50 

L«ph   Lu,    ^x..  i:X 

6 

lO.OO 

3 

15.00 

lO.W 

16.00 

11  00 

4 

17.00 

it.:>o 

*'A 

1 1^.00 

1?.00 

19.00 

9 

13.00 

20.00 

10 

It. 00 

C 

21.00 

11 

15.00 

2-.'.  00 

\: 

16,00 

7 

23.011 

3  4  inch 

■il.OO 

■JV.Oo 

•J.20 

27.  OU 

3 

9.90 

10 

29.00 

10.60 

1) 

31.00 

A 

11.30 

33  00 

*y, 

12  00 

12.70 

13.40 

Coach   Scrows  with 

N.IU 

Hoxagon  Heads  add 

14. «0 

10      to    List  Price* 

7 

15.50 

K.\,i..i,l)  H  of  one  sheet  of  the  retiiU  price  list  being  prepared  and  sent  out  by  Secretary  Maepherson  of  the  Ontario 
lielHil  Hardware  As.^ooiation.    The  pnges  are  ruled,  the  line.';  not  .■^bowing up  in  the  illu-stration. 
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for  each  list  for  insertion  by  member  in  his  j)rivate 
cost  mark.  Concessions  in  price  and  gxtra  discounts 
should  mean  extra  profit  to  the  dealer  fortunate  enough 
to  receive  same,  and  only  standard  costs  should  be  ob- 
served in  fixing  retail  prices. 

"With  these  prepared  lists,  new  prices  can  be  quickly 
filled  in  and  extra  profits  realized,  when  often  the  lack 
of  time  required  to  get  up  a  new  price  list,  defers  get- 
ting the  advance  for  weeks,  at  a  very  considerable  loss. 
Every  dealer.  T  am  sure,  will  confirm  this  statement. 

Will  Try  for  500  in  June 

"1  would  very  much  appreciate  your  appreciation  of 
the  work  being  done  for  the  trade  by  our  association, 
and  would  like  you  to  be  one  of  500  to  apply  for  mem- 
bership this  month.  A  $3  membership  fee  will  give  you 
membership  to  December  31st,  1916,  all  the  'aid  to 
members'  promised,  including  price  lists  and  binder, 
collection  letters.  lien  notes,  and  all  other  aids  as  are 


R.  Hawkins,  Smiths 
Falls,  Captain  of  East- 
ern Ontario  district. 


extended  from  time  to  time.  I  have  already  received  a 
goodly  number  of  applications  and  if  yours  has  not 
been  forwarded,  am  sure  that  you  will  see  in  the  propo- 
sition outlined  a  Large  and  sure  return  for  a  very  small 
investment." 


QUEBEC  HARDWARE  DEALERS  ELIGIBLE 

The  association  ofiScers  wish  it  to  be  generally  under- 
stood that  dealers  in  Quebec  Province  are,  under  the 
constitution  and  rules  of  the  0.  R.  H.  &  S.  D.  A.,  eligible 
for  membership  in  the  association.  A  number  of  in- 
quiries from  the  sister  province  on  this  point  makes 
necessary  this  statement.  Hardware  dealers  in  Quebec 
will,  therefore,  be  welcomed  as  members  of  the  asso- 
<nation. 


ONE  HARDWARE  MEETING  REPAYS  EXPENSE 

"I  was  more  than  repaid  at  the  first  meeting  of  thin 
year's  hardware  convention  for  all  the  expense  T  in- 
curred," writes  F.  W.  Barton,  of  Barton  &  Fisher,  Port 
Arthur,  on  the  worth  of  membership  in  the  O.  R.  H.  & 
8.  D.  A.  "Quite  a  number  of  new  ideas  learned  while 
there  have  gone  into  the  make-up  of  our  new  stor»-, 
thus  giving  us  the  enconragennent  and  confidence  we 
needed  to  tide  over  a  hard  proposition  in  a  hard  time 
You  may  rest  a.ssured  that  T  will  always  boost  the  asso- 
ciation, knowing  that  it  is  a  great  boom  to  the  hard- 
ware trade. " 


CATALOGUE  AS  RESULT  OF  CONVENTION 

"One  of  the  irleas  T  got  at  this  year's  convention." 
writes  R.  Hawkins.  Smiths  Falls,  captain  in  eastern  On- 
tario, "is  a  trade  catalogue,  which  T  got  out  this  spring 
and  sent  to  all  the  farmers  adjacent  to  our  town.  I 
hope  and  Ijclicye  it  will  prove  a  good  investment." 


HOW  ALABAMA  IS  INCREASING  MEMBERSHIP 

Tlie  Alabama  Retail  Hardware  Associatiori.  after 
trying  several  plans,  without  visible  results,  to  increase 
membership,  at  their  convention  last  year  dividf^d  the 
state  into  fourteen  districts  and  elected  a  good  man 
president  of  each.  J.  D.  Martin,  secretary-treasurer  of 
that  association,  believes  this  plan  "is  going  to  be  pro- 
ductive of  more  real  good  than  any  movement  we  have 
yet  put  into  operation."  This  is  the  statement  made  by 
him  to  Canadian  Hardware  Journal. 

Co-operative  insurance  is  one  of  the  features  of  as.so- 
eiation  membership  in  U.  S.  trade  organizations,  and 
the  saving  in  premiums  on  insurance  carried  his  been 
a  helpful  means  of  increasing  membership  in  the  Ala- 
bama Retail  Hardware  Association. 


ALBERTA  R.  M.  A.  MEET 

The  Alberta  Retail  Merchants'  Association  held  their 
annual  convention  at  Red  Deer  on  ^lay  18  and  19. 
Among  the  important  matters  discussed  at  the  con- 
vention were  the  following:  The  Small  Debts  Court 
Act ;  the  power  of  municipalities  to  deal  with  the  sale 
of  goods  to  country  residents  by  other  than  local  trades- 
men ;  the  disposal  by  wholesalers  and  others  of  bank- 
rupt and  assigned  stocks;  the  Bulk  Sales  Act  and  itB 
operation;  cash  versus  credit;  the  necessity  for  asso- 
ciation ;  (juestions  from  the  question  box.  and  many- 
other  interesting  matters. 


HARDWARE  DEALER  KILLED  IN  ACTION 

Corp.  Kenneth  Oourties  Martin,  of  Bowmanville. 
Ont..  who  was  killed  in  action  in  France,  was  the  only 
son  of  "W.  H.  ^Martin,  hardware  merchant,  of  that  place. 
Born  in  Kingston.  29  years  ago.  he 'was  educated  in  the 
public  school  there  and  in  Mowatt's  private  school. 
Montreal.  It  was  in  the  latter  city  he  received  his  first 
militarj^  training  in  the  Highland  Cadets  under  Ma.ior 
Loudon  and  later  in  the  Army  Service  Corps  in  King- 
ston. He  was  manager  of  the  Latchford  Hdwe.  Co.,  of 
Latchford  and  Elk  Lake.  A  year  ago  he  opened  a 
hardware  business  in  Bowmanville  with  his  father  and 
on  declaration  of  war  was  one  of  the  first  to  enlist  in 
the  46th  Durham  Rifles. 


DEALERS'  APPLICATION  FORM 

 1915 

W.  F.  Macpherson, 

Secretary  O.  R.  H.  &  S.  D.  A., 

Prescott,  Ont. 

I  hereby  make  application  for  membeTsliip  in  the 
Ontario  Retail  Hardware  &  Stove  Dealers'  Association 
and  enclose  fee  of  $3.00,  for  which  I  am  to  receive 
the  service  and  material  outlined  in  circular  No.  1, 
April  15th,  1915. 

Membership  under  this  special  application  to  expire 
on  December  31st,  1916. 
Solicited  by, 

Na;ne   

Firm    . 

Address   
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Stunts  of  Canadian  Hardware  Dealers  to  Stir  Up  Trade 


The  retail  dealers  of  Crescent  Heights,  a  section  of 
Calgary,  Alta.,  have  combined  to  publish  and  distribute 
to  every  home  in  that  suburb  a  little  weekly  paper 
called  "Crescent  Heights  Store  News."  It  is  one  of 
those  little  stunts  in  co-operation  that  mean  so  much 
to  build  up  and  foster  a  spirit  of  loyalty  among  the 
merchants  and  residents  of  small  centres — and  it  is 
working  well.  Chesney's  Hardware  has  a  page  spread, 
in  which,  besides  advertising  seasonable  goods,  offers 
too,  a  number  of  "Saturday  Specials." 


INCREASING  SALES  OF  ELECTRIC  LAMPS 

Here's  a  good  way  of  increasing  Mazda  electric  lamp 
sales  in  furniture  stores,  says  a  dealer  in  these  goods: 
"Most  large  furniture  stores  have  the  lamps  for  each 


floor  controlled  by  a  switch.  When  the  salesman  leaves 
the  elevator  with  a  customer  he  lights  the  lamps,  but 
until  then  the  floor  is  absolutely  dark.  A  certain  class 
of  furniture,  we  will  say,  is  shown  on  the  fifth  floor, 
but  other  very  attractive  lines  are  shown  on  the  third 
and  fourth.  With  the  floors  in  absolute  darkness,  how 
much  does  the  prospective  customer  see  as  he  rides  past 
on  the  elevator? 

"We  made  a  test  of  15  and  20-watt  Mazdas,  and 
very  soon  700  Mazdas  are  to  be  installed  on  three  floors 
as  a  try-out  on  all-day  burning.  If  it  sells  more  furni- 
ture three  more  floors  will  be  etiuipped.  This  helps 
the  merchant  and  also  helps  sell  lamps." 


ADVOCATES  5,  10  AND  15  CENT  COUNTERS 

The  hardware  department  of  the  F.  R.  MacMillan 
Company,  of  Saskatoon,  Sask.,  finds  the  5,  10  and  15 
cent  section  a  valuable  one  for  promoting  sales  in  small 
lines  in  wliich  it  is  diffieult  to  work  up  business  in  any 
other  way. 

"It  certainly  sells  the  goods,"  was  llic  statement  of 
E.  A.  McFarlaiie,  manager  of  the  hardware  department, 
to  The  CaiLidian  Hardware  Journal.    "Women,  for  in- 


stance, rarely  visit  this  section  without  picking  up  some 
of  the  small  lines,  and  sales  most  frequently  follow. 
The  goods  practically  sell  themselves.  It  also  makes 
possible  the  display  of  a  big  variety  of  goods.  The 
trouble  in  many  stores  is  that  they  don't  get  before  the 
people  a  lot  of  lines  for  which  there  is  demand  if  they 
only  were  shown." 

Many  mahogany  fixtures  are  in  use .  in  the  store. 
While  they  cost  a  good  deal,  it  is  pointed  out  that  they 
are  also  a  material  help  in  making  sales.  The  wall  fix- 
tures in  this  department  show  the  goods  on  the  front, 
while  the  surplus  stock  is  kept  behind.  Counters  are 
in  use  with  the  rear  section  raised  and  used  for  display 
purposes. 


INCREASING  THE  SALE  OF  VACUUM  MACHINES 

Electric  vacuum  machines  have  reached  a  high  de- 
gree of  efficiency  and  electrical  dealers  are  meeting 
with  considerable  success  in  selling  this  new  sanitary 
sweeper. 

One  dealer  in  Toronto  has  found  that  it  pays  to  rent 
out  these  machines  at  $2  per  day  or  $1  for  half  a  day. 
For  small  houses  half  a  day  is  sufficient  to  clean  the  car- 
pets, mattresses,  curtains,  etc.    The  result  of  this  is  to- 


Uni(Hie  siuw  and  hammer  case  made  .md  used  in  store 
of  U.S.  hardware  denier.  For  economy  of  space  and 
convenionco  in  handling  and  showing:  this  device  is  in 
the  first  rank. 


demonstrate  to  the  housewife  the  value  of  the  vacuuni 
cleaner,  and  at  the  same  time,  secure  a  revenue  fronx 
the  machines. 

Provide  Demonstration  Space  in  Store. 

While  customers  do  go  into  a  store  and  purchase 
these  machines,  sales  may  be  greatly  increased  by 
having  a  demonstration  space  in  the  store,  and  by  occa- 
sionally using  the  window  arul  a  lirisrlit  rutr  for  the  pur- 


Handy  axed  isr  lay 

rack  mad  ■  by 
Shapleigh  Hard- 
ware Company, 
St.  Louis.  The 
rack  is  made  of  1- 
inch  ga.s  pipe  tub- 
ing and  can  be 
fastened  to  the 
floor  with  screws. 
The  rack  can  be 
placed  against  the 
wall  or  in  the  cen- 
tre of  the  store, 
and  it  presents  as 
good  an  appear- 
ance from  the 
back  as  from  the 
front. 
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pose  of  showing  what  the  macliine  will  do.  When 
crowds  are  on  the  street,  have  someone  operate  the  ma- 
chine.   A  "live"  window  is  sure  to  attract  them  to  it. 

A  sifter  filled  with  powdered  borax  should  be  handy, 
and  a  little  borax  sprinkled  on  the  rug  and  picked  up 
by  the  cleaner  is  a  mighty  convincing  demonstration. 


day  in  Kansas  Cify,  and  the  merchants  set  about  to 
remedy  this.  They  succeeded  in  a  highly  satisfactory 
way  by  calling  Wednesday  "Suburban  Day."  and  of- 
fering special  inducements  to  suburbanites  to  come  to 
the  city  on  that  day  instead  of  coming  on  Saturday, 
when  the  stores  are  already  crowded. 


SELL  THE  BIRDS— THEN  THE  CAGES 

A  Western  Canadian  hardware  dealer  in  a  fair-sized 
town,  who  does  not  want  his  name  published,  recently 
conducted  a  sale  of  canaries.  Tie  advertised  them  u\ 
his  local  paper  to  sell  at  from  $2  each  up.  Asked  as  to 
the  outcome  of  this  sale  and  its  profitableness  by  the 
Canadian  Hardware  Journal,  the  dealer  replied:  "We 
do  not  make  a  practice  of  selling  canaries  the  year 
round.  These  were  just  a  few  birds  we  bought  from 
a  party  near  liere  who  raises  them  and  who  was  in  abso- 
lute need  of  money.  We  sold  about  three  dozen  in 
two  weeks'  time.  On  a  bird  which  we  sell  for  $5  we 
make  a  profit  of  $3,  and  with  every  bird  we  sell  also  a 
bird  cage,  on  which  there  is  a  good  profit.  As  regards 
this  specialty  sale  affecting  the  sale  of  other  lines,  it 
no  doubt  has  somewhat  of  a  good  effect,  for  anything 
which  draws  the  people  to  your  store  is  bound  to  have 
a  little  effect  on  the  sales." 


GETTING  PEOPLE  TO  READ  CIRCULARS 

It  is  frequently  difficult  to  get  the  attention  of  cus- 
tomers by  letters  or  circulars.  The  customer  who  re- 
ceives them  is  likely  to  cast  them  aside  with  little 
attention  unless  there  is  some  outstanding  feature 
about  them  to  attract  attention.  A  plan  that  has  been 
used  by  dealers  in  various  lines  of  business  is  that  of 
paying  the  prospect  for  his  or  her  time  in  reading  the 
letter  or  circular.  The  advertising  is  sent  out  to  those 
on  the  mailing  list  and  with  it  a  cheque  for  a  small 
amount,  say,  five  cents.  The  first  paragraph  of  the 
letter  reads: 

"We  l\'now  your  time  is  valuable  and  we  are  will- 
ing to  pay  for  it  at  the  rate  of  $10  per  day.  We  .iust 
want  two  minutes  of  your  time,  and  although  this 
letter  is  of  itself  well  worth  your  while,  we  are  will- 
ing to  pay  you  for  the  two  minutes  it  takes  to  read  it, 
for  which  we  enclose  you  our  cheque  for  five  cents." 

The  unusualness  of  the  idea  proves  excellent  adver- 
tising for  the  store.  Canadian  hardware  dealers  might 
j)robably  ])e  able  to  use  this  plan  to  advantage  when 
tlii'v  have  something  special  which  they  wish  to  interest 
customers  in. 


FILING  USEFUL  CLIPPINGS 

A  Winnipeg  subscriber  to  The  Canadian  Hardware 
Journal  described  to  a  representative  his  method  of 
filing  clippings.  He  maintains  a  large  scrap  book, 
which  he  has  divided  roughly  into  a  number  of  depart- 
ments. 

An  index  is  kept  of  all  the  articles,  and  each  clipping 
is  entered  in  the  index  with  the  number  of  the  page  on 
which  it  is  pasted  opposite.  Thus,  in  referring  to  clip- 
pings on  a  certain  subject,  they  will  generally  be  found 
very  close  together. 


SUBURBAN  DAY  BARGAINS. 

The  retail  merchants  of  Kansas  City.  Mo.,  have  hit 
upon  a  good  idea  that  is  explained  in  their  slogan: 
"Every  Wednesday  is  Suburban  Day  in  Kansas  City." 
As  in  most  other  hig  cities.  Wednesday  is  a  light  trade 


THE  DEVELOPMENT  OF  INITIATIVE. 

Most  of  the  big  things  in  this  world  have  been  accom- 
plished by  men  with  initiative,  those  who  have  not  been 
content  with  doing  things  forever  in  the  same  old  way, 
but  have  used  their  brains  to  think  up  something  new 
and  at  the  same  time  practical. 

The  individual  who  is  always  dependent  upon  some- 
one else  to  bring  out  his  own  usefulness,  and  who  is 
lacking  in  original  ideas  of  his  own.  which  ho  can  put 
into  force  all  by  himself,  lacks  initiative.  Men  with 
initiative,  on  the  other  hand,  can  pick  out  a  course  and 
go  ahead  without  waiting  to  be  told.  They  do  not  re- 
(|uire  superintendence  and,  therefore,  are  worth  more 
money  than  those  who  cannot  go  ahead  without  con- 
stantly consulting  someone  close  to  them  and  thus  tak- 
ing the  other  man's  time,  which  is  valuable  because  he 
has  initiative  or  leadership. 

Some  people  claim  that  initiative  is  bom  in  a  person. 
.\o  doubt  that  is  true  to  some  extent,  but  initiative  can 
also  be  cultivated  to  a  remarkable  extent.  This  is  dem- 
onstrated by  the  instances  where  men  have  made  little 
progress  until  they  put  forth  a  real  effort  to  make  good. 
Then,  their  initiative  began  to  develop. 

The  clerk,  no  matter  what  position  he  may  occupy, 
has  plenty  of  room  for  the  development  of  initiative — 
thinking  up  new  and  improved  ways  of  doing  things 
and  carrying  on  his  work  without  having  to  be  con- 
stantly directed  what  to  do. 


FOUR  QUESTIONS  FOR  THE  DEALER. 

Do  you  cultivate  your  existing  customers  with  a  view 
to  getting  information  about  new  ones?  Don't  forget 
to  ask  if  they  are  good  payers. 

Do  you  question  the  traveling  salesman  as  to  how  to 
market  at  the  best  profits  the  goods  you  give  him  an 
order  for?   Salesmen  acquire  all  kinds  of  information. 

Do  you  take  pains  to  make  a  good  first  impression 
on  new  customers?  Goods  don't  sell  themselves.  There's 
a  personal  side  in  sales. 

Do  you  sit  in  silent  dignity  in  your  private  office  or 
do  you  mix  in  with  your  clerks  and  customers?  It's 
the  dealer  who  keeps  in  close  touch  with  everj'thing 
who  has  his  store  in  good  shape  at  all  times,  and  whoSe 
clerks  are  usually  agreeable  to  their  customers. 


OUTGREW  BUILDING  IN  EIGHT  YEARS 

(Continued  fmni  pos^e  .o. ) 

pleasing  and  attractive;  everything  in  fact  to  care  fnr 
the  comfort  and  convenience  of  tenants. 

Carrying  a  stock  of  shelf  and  heavy  hardware,  paints 
and  oils,  garden  tools,  harness,  baby  carriages,  bicycles, 
silverware,  brass  goods,  sporting  goods,  refrigerators, 
stoves,  etc.,  a  big  exhibition  of  these  goods  was  shown 
on  opening  day.  As  well,  a  baking  demonstration  w*)s 
held  for  the  benefit  of  women  callers,  to  show  the  merits 
of  the  ranges  carried  by  the  firm.  Hot  biscuits  and 
coffee  were  served  during  the  afternoon  and  evening. 
The  event  was  a  successful  augury  for  business  develop- 
ment in  Barton  &  Fisher's  new  store. 
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A  hardware  dealer  felt  tliat  his  gasoline  sales  were 
not  what  they  might  be.  Roek-bottom  prices  and  a 
large  sign  above  the  door,  stating  the  low  price,  brought 
no  results. 

To  remedy  rhis  condition  he  decided  to  use  a  plan 
that  he  had  seen  worked  when  he  lived  in  a  small  town 
some  years  before.  Then  the  local  milk  dealer  had 
issTied  booklets,  the  pages  being  subdivided  into  .small 
"tickets"  with  perforated  edges.  "One  pint,  one 
quart"  were  printed  on  the  marked-off  portions.  Then, 
as  the  milk  was  purchased  by  the  consumer,  the  correct 
ticket  wp.s  given  for  the  qaantity. 

This  plan  the  hardware  dealer  decided  to  apply  to  his 
gasoline  business.  Instead  of  pints  and  quarts,  the 
measure  on  the  booklets  which  he  issued  was  "gallons." 

These  booklets  he  sells  to  owners  who  keep  their 
machines  in  his  garage,  and  to  outsiders  whom  he  can 
interest  in  them.  The  method,  he  finds,  has  greatly 
augmented  his  gasoline  sales.  Women^ — wives  cf  car 
owners — find  it  very  convenient  to  get  gasoline  in  ex- 
change for  a  scrap  of  paper,  and  so  do  men.  Fiirther, 
this  plan  guar.iutees,  in  a  large  measure,  gasoline  sales 
that  would  probably  go  to  other  dealers. 


NEW  AUTOMOBILE  ACCESSORIES  AND  PARTS 

The  Windsor  Machine  and  Tool  Works  will  shortly 
put  on  the  market  a  new  license  holder. 

The  Swedish  Crucible  Steel  Co.  of  Windsor  has  start- 
ed its  plant  in  the  manufacturing  of  automobile  cast- 
ings. 


MAY  BUILD  CANADIAN  PLANT 

The  contract  to  manufacture  the  Bell  pump  lin-e  by 
the  White  ^Machine  Co..  Windsor,  has  been  cancelled. 
The  Detroit  concern  contemplate  the  organization  of  a 
Canadian  company  this  year. 


COMPANY  ENLARGE  MANUFACTURING  SPACE 

The  Diamond  ^Manufacturing  Co.  of  Walkerville, 
manufaeturei"^  of  wind  shields,  have  largely  increased 
their  floor  space  by  taking  over  the  rooms  formerly 
occupied  by  the  Walkerville  Power  and  Light  Co. 


MOTOR  ACCESSORIES  IN  ONTARIO 

The  motor  industry  in  the  Western  Ontario  section 
has  developed  wonderfully  in  the  recent  past.  The 
Ford.  Co.  commenced  the  upward  move.  S(0  that  at 
this  time  of  writing  over  1.'300  men  are  on  the  pay 
sheet,  and  additional  men  are  added  every  day.  The 
output  has  been  increasing  daily,  until  it  has  reached 
12.^  cars,  thus  passing  last  year's  record 

Tlie  effect  of  this  has  been  felt  in  other  factories  in 
Windsor,  Walkcn-ille  and  Ford.  The  Kelsey  Wheel 
Co.,  The  Dominion  Stami)ing  Co.,  Canadian  Lamp  and 
Stamping  Co.,  The  P'isher  Body  Co.,  The  American 
Auto  Top  Co.,  Diamond  Mfg.  Co.,  and  the  McCord  Mfg. 
Co.,  and  others,  all  located  in  this  section,  are  running 
to  full  cai)acity  as  a  result  of  the  Ford's  big  output. 

The  Studebaker  Corporation  has  started  up  with  250 
men,  and  things  are  commencing  to  hum  in  this  factory. 
Since  the  raise  in  the  duty  of  7^^  per  cent.,  numerous 
conferences  of  the  officials  have  been  held.  As  a  re.sult 


it  has  been  decided  that  the  company  will  absorb  the 
extra  duty,  so  that  the  prices  previously  announced 
by  the  Studebaker  Corporation  will  stand. 

Besides  numerous  orders  from  old  dealers,  three  were 
received  recently,  calling  for  deliveries  for  600  cars. 

It  has  also  been  decided  by  this  company  that  here- 
after all  export  business  will  be  handled  by  the  Cana- 
dian company.  This  will  mean  business  all  the  year 
round,  large  additions  to  the  factory  buildings,  larger 
staffs  and  a  much  greater  production. 


SHOCK  ABSORBER  FOR  FORD  CARS 

The  shock  absorber  for  Ford  cars,  shown  in  the  ac- 
companying illustration,  vdll,  it  is  claimed  by  the 
makers,  cut  down  tire  bills  materially  and  add  greatly 
to  the  life  of  the  cai*.  The  "Noshok"  shock  absorber 
has  an  oscillating  motion,  which  is  very  sensitive.  The 
sensitiveness  of  action  of  the  absorber  automatically 
takes  up  and  destroys  .jars  and  jolts,  heavy  or  light. 


Shock  absoi  ber  for  Ford  cars,  nianufactured  by  ihe  Richards- 
\\  ilco.K  Caniidian  Co.,  London,  Ont. 


not  only  absorbing  the  shocks  but  preventing  the  re- 
bound, and  to  the  occupant  of  the  car  it  seems  like 
riding  in  a  boat  on  a  quiet  sea. 

The  "Xoshok"  shock  absorbers  are  easy  to  apply. 
They  take  the  place  of  the  spring  shackles  and  can 
therefore  be  applied  without  removing  the  rear  wheels 
or  tearing  down  the  front  axle.  No  special  tools  are 
required,  as  they  are  attached  to  the  original  bracket 
already  on  the  car,  do  not  alter  the  slant  of  the  axle 
found  so  essential  by  the  Ford  Motor  Co.,  and  therefore 
do  not  change  the  driving  of  the  car. 

The  load  is  carried  on  the  bronze  bushing  in  the  Ford 
bracket.  The  plate  which  carries  the  coil  spring  is  pro- 
vided with  lugs  which  engage  the  bolt  passing  through 
this  bracket.  The  car  springs  cannot  bump  on  the 
axle,  as  the  cushion  slot  in  the  absorber  prevents.  The 
claim  is  made  that  the  absorber  cannot  be  injured  by 
an  overload. 

The  "Noshok"  shock  absorber  retails  at  $8.00.  It 
is  nianufactured  by  the  Richards-Wilcox  Canadian  Co., 
London.  Ont. 
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Advertise  Electric  Window  Display 

When  an  cleetrical  dealer  has  a  particularly  attract- 
ive window  display  it  is  good  business  to  have  as  many 
people  as  possible  view  the  display.  One  way  to  let 
the  people  know  about  it,  of  course,  is  through  the 
medium  of  the  local  newspaper.  The  accompanying 
advertisement  shows  how  a  dealer  in  Brantford  tells 
the  people  what  he  is  doing. 

A  special  appeal  is  made  to  the  ladies  to  view  the 
electric  cooking  utensils.  "They  take  the  drudgery 
out  of  housework,"  is  an  appealing  phrase  to  any 


Particularly  The  Ladies 


Should  See 

"COWAN'S 
WINDOW" 

Display  of  "Simple)^" 
Electric  cooking 
utensils 

They  tAk«  tbf  dmcigpry  ont  of 
bonsflwork.  and  leave  tb« 
faoQBewife  mora  time  for 
recreation  and  rest 

"Siniptex"  goods  are  bailt  to 
Uat,  aod  have  been  ginng 
■atiBfaotioD  for  20  years. 


"^imnlav"  ITIartrir  '''o^*  Toa»tcra.  P«re«lfttera,  Tea  Uma,  Hs&tine  »ada,  Watar 
«JlUl|llt;A      CrfilTLU  IC  Cup.,  CarliBf  Toag  Haatari.lBaaeea.  ate.  «tc. 

T    A    row  AN  SI  Colborne  Street 

Jl  •    ra»    ^^Vf  tT  /  mil    the  store  with  the  blue  front 


PLUMBrNQ 


Brantford  dealer  advertises  his  window.  This  attractive,  "  pulling" 
advt.  was  6i  x  6  inches. 

woman,  and  the  whole  arrangement  of  the  advertise- 
ment suggests  an  excellent  window  display. 

In  order  that  the  store  may  be  easily  recognized 
the  front  is  painted  blue  and.  mention  of  the  fact  is 
made  in  the  advertisement — "The  Store  with  the  Blue 
Front." 


HELP  MANUFACTURERS  IN  DISPLAY 

The  manufacturer  has  learned  that  the  show  window 
is  a  powerful  selling  force,  and  the  retailer  has  learned 
that  the  manufacturer  can  bring  to  bear  well-directed 
advertising  that  adds  greatly  to  the  efificiency  of  the 
show  window.  This  applies  not  only  to  electrical  manu- 
facturers who  have  nation-wide  distribution  of  their 
products,  but  to  the  smaller  ones  whose  products  are 
sold  only  in  more  or  less  restricted  zones.  In  other 
words,  the  manufacturer  and  retailer  have  found  that 
it  is  possible  for  them  to  work  together  with  better  re- 
sults than  can  be  had  if  they  work  alone. 


NOVEL  AND  ATTRACTIVE  WINDOW  DISPLAY 

Next  to  live  things  in  the  window — chickens,  rabbits 
•or  puppies — the  public  dearly  loves  to  see  something  in 
motion.  The  biggest  shopping  crowd  at  Christmas  time 
is  never  found  before  the  array  of  dolls,  but  where  the 
mechanical  train  goes  puffing  around  the  real  track. 
Another  strong  factor  in  interesting  a  crowd  is  the 
''money  motive" — cupidity.  If  they  think  they  can 
get  something  for  nothing  they  will  stay  until  the  police 
drive  them  away. 

A  retailer  of  electrical  novelties  comlbined  these  two 
appeals  in  a  striking  window  display,  which  he  says 


brought  him  the  best  results  he  has  ever  had  from  any 
trim  he  ever  invented.  A  common  wire  waste  basket 
was  set  in  the  window  upside  down,  with  an  electric  fan 
under  it  placed  so  as  to  force  a  current  of  air  up 
through  a  wire  mesh  into  the  enclosed  space  of  the  in- 
Verted  basket.  Here  he  put  a  number  of  dollar  bills, 
and  when  the  fan  was  started  they  danced  for  dear  life 
in  the  breeze.  A  placard  at  one  side  said:  "Count  the 
Dollar  Bills  and  Get  One  Free,"  and  the  rest  of  the 
window  was  dressed  with  timely  electrical  novelties 
which  were  for  sale  inside. 

The  dancing  dollar  bills  speedily  drew  a  crowd,  and 
although  it  was  practically  impossible  to  count  them, 
all  day  long  there  were  willing  aspirants  before  the 
window,  who  incidentally  got  a  very  good  idea  of  the 
location  and  character  of  the  store. 


WINDOW  ADVERTISING  BY  CONTRAST 

A  window  dis{)lav  wliieh  received  considerable  at- 
tention was  made  by  dividing  the  window  into  two 
parts.  Various  things  were  arranged  to  contra.st  the 
old  and  new  methods  of  housekeeping.  The  things 
were  arranged  in  coi-iTsponding  positions  on  either  side 
of  the  window.  TUv;  following  gives  an  idea  of  the 
contrast : 

Old  Fashioned.  Modern. 

CoTOTnon  Broom  Viacuum  Cleaner 

Hot  Water  Botitle  Electric  Foot  Warmer. 

Common  Coffee  Pot   Electric  Coffee  Percolator. 

Flatiron  Electric  Iron. 

Wire   Toaster   Electric  Toaster. 

Common  Wiasih  Tulb   Electric  Washinor  Machine. 

Box  of  Matches   Flusih  Button  Smt«h. 

Coal  Oil  Lamp   Tungsten  Lajnp. 

The  use  of  tlie  electric  and  coal  oil  lamps  adds  to  the 
contrast  and  this  is  heightened  by  using  a  blue  back- 
ground on  the  section  showing  the  old  fashioned  goods. 
This  may  be  panelled  with  white  strips.  The  back- 
ground of  the  electric  section  should  be  white  panelled 
with  blue.  The  floors,  also,  should  be  bhae  and  white 
respectively. 


ELECTRIC  LIGHT  BULBS  NOW  MADE  IN  CANADA 

Electrical  men  will  be  very  much  interested  to  know 
that  electric  light  bulbs  are  now  being  made  in  Canada 
for  the  first  time. 

Recently  the  Jefferson  Glass  Company,  Limited.  To- 
ronto, reopened  their  factory,  and  one  of  the  new  lines 
which  they  are  making  is  electric  light  bulbs  for  Cana- 
dian lamp  manufacturers. 

Previous  to  this  electric  light  bulbs  have  been  im- 
ported from  the  United  States  and  from  Austria.  Since 
the  war  the  Austrian  supply  has,  of  course,  been  elim- 
inated; and  this  fact,  together  with  the  recent  addition 
of  71/0  per  cent,  duty,  has  enabled  the  Jefferson  Glass 
Company  to  start  turning  out  electric  light  bulbs  at  a 
cost  which  enables  them  to  compete  successfully  with 
foreign-made  bulbs. 


HYDRO-ELECTRIC  RADIATION,  LIMITED 

Dominion  charter  has  been  granted  Ilydro-Electrie 
Radiation,  Limited,  Toronto,  Ont..  to  carry  on  business 
in  the  manufacture  and  sale  of  radiators,  stoves,  ranges, 
boilers  and  all  kinds  of  heating  appliances  for  the  radi- 
ation and  supply  of  heat  by  means  of  electricity  or  in 
any  other  way. 

John  Templeton,  Harry  C.  Ix>ng  and  John  McDonald, 
all  of  Toronto,  are  interested. 

The  new  company  is  capitalized  at  $500,000. 
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[lorm.K  WINDOW  Disi'i.Av  MA  111':  iiv  nxmoN  (S;  kisiip;h,  pokc  arthl'r,  for  their  oi'knino  day. 


Business  Outgrew  Building  in  Eight  Years 

Barton  &  Fisher,  Port  Arthur,  settle 
in  new  store — An  auspicious  opening 


AN  APi'REClATrON— Further  thau  the  fact  that 
it  lias  always  been  our  constant  endeavor  to 
conduct  our  business  strictly  along  lines  Of  abso- 
lute fair  dealing  to  everybody,  we  do  not  take  any 
credit  to  ourselves  whatever  for  the  great  success 
which  has  been  ours.  But  we  .give  credit  where  credit 
is  due — and  that  is  with  the  many,  many  people  who 
have  so  appreciated  our  efforts  to  please  them  that 
they  have  become  constant,  regular  customers.  We 
hope  to  see  you  one  and  all  it  our  store  to-morrow. 
You  cannot  fail  to  be  interested  in  familiarizing  your- 
selves with  our  goods  in  the  new  store,  wfliile,  besides 
with  the  added  room,  we  are  increasing  the  variety  of 
our  stock  to  a  large  degree.  We  can  be  jf  greater 
service  than  ever,  while  any  additional  attentioi;  which 
will  make  your  pilrehase  more  satisfactory  is  gladly 
at  your  disiiosal. ' ' 


THE  above  is  the  invitation  issued  by  Barton  & 
Blsher.  hardware  dealers,  of  Port  Arthur,  Out., 
to  come  to  the  formal  opening  of  their  new  store 
•on  Saturday,  April  17. 

Barton  &  Fi.sher  commenced  business  in  their  old 
stand,  at  188  Algonia  Street,  on  May  1.  1907.. so  that  in 
■eight  years  they  completely  outgrew  their  old  store, 
rendering  necessary  the  building  of  a  new  structure  to 
house  their  business  a  little  further  along  the  street. 

The  first  customer  who  entered  the  old  store  in  1907 
was  a  Mrs.  McCormick.  still  a  respected  resident  of 
Port  Arthur,  and  a  constant  and  consistent  customer 
ever  since. 

Before  letting  the  contract  both  .Messrs.  ilai-lnn  and 
Fisher  made  several  trips  to  the  East,  making  studies  of 
the  leading  features  of  the  best  Icnown  hardwar'^  stores, 
which  later  were  embodied  in  ilir  plans  and  specifica- 
tions of  their  new  building. 

Mr.  l>arton.  in  this  fonnectioii.  vonclies  for  the  as- 
•sistancf  givfii  him  by  the  officers  and  members  of  the 
Ontario  Retail  Hardware  Association,  and  stat"s  that 
his  attendance  at  the  convention  meetings  also  was  a 
paying  [)roposition  and  investment. 

The  building  is  ;\  t  lu'ee-storey  st  i  iiel  ii  n-,  1].')  tCrt  l»y 
28  feet.  The  walls  are  solid  brick,  17  inches  thick,  aiid 
steel  girders  sup|)orl  all  floors.  A  notal)le  thinir  abnul 
the  .ioists  is  that  not  one  of  them  has  been  cut  to  allow 
for  jiiping  or  wiring. 

Hot  water  lii'atiiii,'  is  iiisi;illril  :  li rnii^liou t .    There  is 


a  large  vault,  roomy  elevator,  ample  and  adequate  fire 
escapes,  pleasing  and  harmonious  decorations  through- 
out, ample  accommodation  without  crowding,  and  other 
features,  which  go  to  make  the  building  complete  and 
modern  in  every  sense.    It  is  a  credit  to  Port  Arthur. 

The  store  is  large  and  roomy,  the  ceiling  being  17  feet 
high,  allowing  ample  space  for  easy  and  pleasing  dis- 
pla.ys  of  goods.  The  high  ceiling,  too,  allows  for  double 
window  displays — the  upper  portion  being  readily  seen 
from  street  cars  or  across  the  street.  Both  windows  are 
constructed  along  scientific  lines. 

A  public  hall  occupies  the  entire  second  storey  of 
the  building.    It  is  eipiipped  with  kitchen,  cooking  re- 

SPECIAL  PRICES 


Household  Necessities 

at  the  Big  Store,  Monday  and  Tuesday,  April  1 9-20 

Fotlo-*  ing  our  Fortnal  Opening  of  San  rday.  April  I7tb.  when. you 
had  the  pleasure  of  seeiu;r-ifi''o'Jph  our  "cn-  luiitdiiit:.  wt  arc  tfoiitiniiin(£ 
the  opcDiiig  acMvities  for  iw<i  da>s  lorlgii  d  'lunng  These  r^o  days 
have  decided  lo  ofTer  tht  follnwuiR  TEN!  I' I  I  '-G  PRICES  on  household 
necessities  This  ij  only  n.  paninl  li^i.  bcwix-tr  Wiiile  you  are  in  ili. 
store  you  will  sec  tdany  oihcr  valuable  savfnf^f. 


73e. 


"•Vash  Boilers,  regular  f^y  j*.  special 
Wash  Boilers,  regular  $i  oo.  special 
GaU'auucd  Boilers,  rcgnlhr  $i  50  speci,il 
Galvaii.^cd  Tubs.  Sos  1.1.  ^  spcc-nl 
Brooni!>.  regular  ,15c.  45c  and  50c.  spcanlS  ai 
Wash  Hoards,  special  at  .  . 

Door  Mats,  regular  $<  3*.  and  ■fi  00,  special. 
rtooT  Mnttt,  regular  $1  'o  and  $1  60.  ^pc^ial 
Flotir  riins,  regular  5*1  75  $2.7$.  ipctini     '  I. 

Bread  lk>xc>.  White  Enamel,  regular  %i  50    fi-TS  ' 
Special  .  I, 

l}oul>le  Cookeni,  regular  $1  10,  spccinl, 

Diist  Kaiis.  regular  25c  special  

Individual  Tea  Pols,  regnlar  6  c  and  75c,  •^pcciol  . , 
Kryiiig  Pans,  special  a(  ,10,  .15, 

Uouble  Cookers.  No  50.  »p^iAl  at  .  . 
Crinile  Coke  Tins.  M>ccial  ai 


.  $2.50 
t.SO 
1.20 

90c  »ad  1.00 
.25 

20  and  .40 
75  ftnd  90 

60  and  75 
.00.  I  40  1-75 
a-i  00 
15.  1.35  t.50 
.85 
.15 

.SOfiod  .55 
.70  ud  ^5 
.45 

3  (or  .25 
3  for  .25 


BEAR  THIS  MCT  IH  MIND:  IT  MEANS  MUCH  TO  TOU 


r  goodr.  i.rr  marked  ivi  PLAIN  flGl'KRS. 
e  make  a  SPF-CIAL  OFFUR.  you 
10W  thal'ii  is  GKNiriNF 


BARTON  &  FISHER 

Tjri.milh^  and  Dealer,  in  all  kinds  of  HanUarr  - 
Bicycle! .    Rcfrigcfalor..   Bjliy   C«rriaj{r»  cic 
Piio>«  Norlk  433     116  >•<  til  Alioaa  Sltid  Soolb 

The  llr^l  "harplin  dii.v  s"  Hnnouii'  i-iiu  nl  iiMlmv- 
iiitr  Miii  niiitf  of  new  ^loi  <■ 

i|nirciiirnt.s.  ilislics.  niitc-fooins.  jiiul  oIIht  con vei'ieiice.s, 
in;iking  it  avnilahlc  lor  daners.  uict  ting.s,  etc. 

Tho  third  storey  is  divided  into  suites,  with  every 
Miodorn  conv^Miience,  ineludinf;  tine  bathrooms,  wiring 
For  electric  stoves,  decorations  and  tinishings  Uiat  are 

(Continued  on  pnge  J2. ) 
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Advertising  for  the  Summer  Sporting  Goods  Trade 

Bd     b.  lever 


DKALERiS  will  probably  experience  a  fairly  good 
demand  for  sporting  goods  this  season.  Owing 
to  the  war  Canada  will  this  summer  see  more 
visitors  from  the  United  States  than  ever  before.  The 
fact  that  the  hotels  on  the  upper  lakes  and  at  the  sea- 
side are  booked  up  for  the  season  to  a  degree  unprece- 
dented in  their  history  assures  this.  Nine-tenths  of 
these  visitors  will  purchase  sporting  goods  of  some 
kind  during  their  stay  in  our  midst,  for  even  do  they 
not  all  purchase  their  full  equipment  in  Canada,  there 
are  few  that  will  not  find  it  necessary  from  time  to  time 
to  replenish  their  supply — if  they  know  where  they  can 
do  so. 

Then  there  is  the  trade  of  Canadians  themselves  to  be 
taken  into  account.  The  probability  is  that  it  will 
show  no  diminution  this  season.  And  among  lovers 
of  sports  and  pastimes  there  are  none  more  ardent 
than  the  people  of  Canada.  Most  of  them  are  as  en- 
thusiastic over  fishing  as  some  people  are  over  religion. 

To  supply  the  demand  of  these  enthusiasts  of  outdoor 
sports  and  pastimes  is  naturally  the  desire  of  every 
dealer.  And  as  the  best  way  of  getting  it,  next  to  hav- 
ing the  necessary  goods  in  stock,  is  to  advertise,  I  have 
for  this  issue  selected  for  reproduction  a  number  of 
sporting  goods  ads.  These  ads  are  not  only  of  varioiis 
sizes  and  descriptions,  but  being  the  advertisements  of 
dealers  far  and  wide  in  Canada  are  representative. 

The  first  ad.  shown  in  the  group  is  that  of  the  Tour- 
tellot  Hardware  Company,  Ltd.,  Port  Arthur.  Tt  is  an 
attractive  and  well-balanced  ad.,  but  its  outstanding 
feature  is  the  appeal  it  makes  to  the  holiday  trade. 
Doubtless  it  led  many  people  to  decide  how  they  would 
spend  the  holiday  as  well  as  sold  supplies  to  others  who 
had  already  come  to  a  decision  on  this  point.  He  is  a 
wise  dealer  who  studies  how  he  can  frame  his  advertis- 
ing in  order  to  catch  the  eye  and  get  the  sympathy  of 
people  during  outstanding  occasions  either  in  nation?] 
or  local  affairs.   The  original  was  41/2  by  6  inches. 

The  advertisement  of  Tisdall's,  Ltd.,  Vancouver,  is 
typical  of  the  many  which  this  firm  run  in  the  local 
newspapers  during  the  summer  season.  Their  ads.  only 
occupy  a  space  of  4i/4  by  2%  inches,  but  they  are  al- 
ways outstanding.  And  a  fisherman  would  certainly 
stop  to  peruse  the  one  herewith  reproduced. 

While  the  advertisement  of  C.  T.  Laird,  Regina,  does 
not.  strictly  speaking,  deal  with  sporting  goods,  yet  it 
deals  specifically  with  certain  supplies  which  are  de- 
cidedly requisite  to  campers  and  sojourners  in  .summer 
cottages.  The  ad.  is  a  good  one  and  in  its  origiiuil 
size  was  2Vh  by  6I/4  inches. 

Rice  Lewis  &  Son's  ad.  is  a  striking  exiiiiiplc  of  how- 
well  even  small  space  may  be  utilized  to  advantage. 
The  original  was  only  2Vs  by  5Vi  inches,  but  it  was  so 
well  written  and  so  well  laid  out  that  it  immediately 
arrests  the  attention. 

"Be  a  Sport — Play  Tennis,"  the  introductory  phrase 
in  the  advertisement  of  R.  Uglow  &  Co..  Kingston,  is  a 
catching  one,  which  is,  after  all,  what  every  introduc- 
tory line  should  be  in  an  advertisement  as  well  as  in  a 
newsjiaper  article.  Of  course,  a  phrase  may  be  catch- 
ing and  yet  not  appropriate.  This  is  both  catching  and 
appropriate.  The  purpose  of  the  ad.  Avas  to  excite  a 
desire  for  lawn  tennis  and  to  furnish  information  as  to 


the  price  at  which  racr(uets  could  be  purchased.  The 
original  was  4^4  by  iYg  inches. 

The  advertisement  of  the  Fraser  Hardware  Com- 
pany, Vancouver,  is  an  all-round  good  one.  It  is  w^-ll 
written,  well  balanced,  newsy,  and  its  general  appear- 
ance artistic.  At  the  same  time,  it  is  made  up  of  a 
number  of  simple  statements  of  fact,  and  wnthout  an)* 
attempt  at  introducing"  smart  language.  Tt  is  an  ad. 
that  may  well  serve  as  a  model.  The  original  was  6^ 
by  9%  inches. 

Ingram  &  Davey,  St.  Thomas,  usu&lly  get  out  attrac- 
tive advertisements.  In  the  one  reproduced  in.  this 
issue  they  have  maintained  their  reputation.  Tt  is  not 
only  an  attractive  advertisement,  but  it  is  comprehen- 
sive enough  to  include  articles  employed  in  nearly  all 
classes  of  sports.  Prom  a  perusal  of  the  ad.  th-  reader 
gathers  the  idea  that  Ingram  &  Davey's  sporting  goods 
department  is  so  complete  that  the  needs  of  all  classes 
can  be  supplied  there.  Tn  other  words,  it  is  an  adver- 
tisement that  tends  to  build  up  reputation.  The  on'?- 
inal  was        by  8  inches. 

The  advertisement  of  The  Christie  Bros.  Co..  L^^d., 
Owen  Sound,  is  striking.  And  so  much  .so  that  no  one 
interested  in  baseball,  lacrosse,  football  or  lawn  tenni-s 
would  be  likely  to  pass  it  without  stopping  to  r^ad  its 
contents.   The  original  was  614  by  7  inches. 

From  the  advertisement  of  James  Xeill  &  Sons. 
Ltd.,  Fredericton,  the  idea  would  doubtless  be  gathered 
that  for  fishing  tackle  and  fishermen's  snndries  it 
would  be  a  comparatively  easy  matter  to  get  a  full 
supply  from  the  firm's  sporting  good  department  Tt 
is  naturally  a  good  thing  to  get  an  imy)ression  like  tha* 
abroad.  Tt  creates  good  will,  which  is  the  obiect  every 
advertiser  should  have  when  he  is  preparing  his  copy 
for  the  printers.  The  ad.  is  also  striking  and  well 
balanced.    The  original  was  6V2  by  6I/4  inches. 

"Fishermen  and  lawn  tennis  players  particularly 
would  naturally  have  their  attention  arrested  by  the 
advertisement  of  Hurd  &  Company,  Ottawa.  From  a 
typographical  point  of  view,  however,  the  ad.  is  not  a'l 
that  it  might  have  been,  the  type  having  been  thrown 
together  rather  too  carelessly.  Tt  is  the  illustrations 
and  not  the  display  type  which  attracts.  The  original 
was        by  5%  inches. 


THE  RISE  OF  TRADE-MARKED  GOODS 

A  certain  kind  of  manufacturer  lias  come  into  The 
open.  These  men  turn  the  white  light  on  their  goods. 
When  a  man  puts  his  business  name  on  his  merchan- 
dise he  has  practically  signed  a  contract  with  the  pub- 
lic to  deliver  goods  worth  that  price.  His  success  de- 
pends upon  public  approval  of  the  quality  at  the  price. 
That  manufacturer  does  not  make  a  fortune  on  his  first 
sale.  If  he  makes  a  profit,  it  is  up  to  the  re-orders  that 
bespeak  public  trial  and  a  favorable  verdict.  If  he 
fails  to  make  profit,  it  is  because  the  public  has  tried 
the  goods  and  found  them  not  worth  the  money,  or  be- 
cause the  manufacturer  has  set  the  price  too  low.  In 
any  event  the  transaction  is  carried  on  in  the  open. 
There  is  another  set  of  manufacturers  who  prefer  to 
send  out  their  goods  with  no  brand  marked  on  them. 
In  many  cases  they  obliterate  their  own  names  and 
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allow  the  dealer  to  sell  the  goods  uuder  his  name  and 
at  whatever  price  he  can  get.  Generally  these  manu- 
facturers do  not  advertise  their  goods  widely.  They 
ride  to  success  on  the  advertising  of  the  well-known 
goods.  When  the  consumer  asks  for  the  advertised 
brands  he  is  invited  to  accept  these  unknown  goods  at 
whatever  price  the  dealer  thinks  he  will  pay.  This  is 
the  substitution  canker.  It  is  one  of  the  most  malig- 
nant sores  on  the  commercial  body.  Nearly  every 
reputable  maniifacturer  of  wide  fame  is  anxious  that 
the  dealer  sell  his  goods  at  the  same  price  to  everyone. 
But,  as  the  law  stands,  he  cannot  compel  the  dealer  to 
do  so.  Thus  it  is  that  the  unscrupulous  retailers  are 
able  to  juggle  prices  of  branded  goods — selling  too  low 
to  some,  too  high  to  others,  getting  their  profit  some- 
how or  other,  when  it  would  be  a  simple  and  more 
honest  matter  to  sell  at  the  reasonable  profit  .set  by  the 
manufacturer  as  determined  by  the  merits  and  quality 
of  the  article. 


THE  REAL  TEST  OF  AN  AD. 

If  your  advertisement  reads  as  if  you  were  trying  to 
make  a  profit  out  of  the  reader  by  hypnotizing  his 
judgment,  instead  of  seeking  to  meet  his  needs  or  de- 


sires, all  the  space,  copy  "punch,"  and  artistic  layouts 
in  the  world  will  not  make  it  a  good  ad.  You  may  talk 
yourself  black  in  the  face  about  the  "benefits"  to  be 
derived  from  using  your  goods,  but  it  will  do  you  no 
good.  Tf  your  mind's  eye  is  on  the  dollar  you  are  seek- 
ing, the  ring  of  the  metal  will  get  into  your  voice,  and 
somehow  it  will  sound  more  like  brass  than  silver. 
And  that,  it  seems,  is  the  basic,  the  ultimate  test  of  what 
we  may  call  technical  merit  in  advertising.  If  your 
copy  appeals  to  the  reader  as  helping  him,  he  will  heed 
it.  Tf  it  reads  as  if  you  were  trying  to  use  him  as  a 
means  to  help  yourself,  he  will  turn  away.  And  the 
diflt'erenee  is  perhaps  oftener  a  subtle  matter  of  "how 
it  sounds''  than  of  any  specific  ditference  in  theme. 


SELL  PUMPS  BY  DEMONSTRATION 

Revillion  Wholesale,  Ltd.,  of  Edmonton,  have  samples 
of  the  pumps  in  their  hardware  department  set  up  and 
in  working  order,  the  water  going  into  a  trough  and 
running  ot¥.  This  practical  demonstration  of  the  pumps 
is  'an  excellent  way  to  convince  prospective  purchasers 
of  their  value.  Why  could  not  the  retail  dealer  use  the 
same  idea  to  sell  pumps? 


FOR  THE' 
HOLIDAY 


Going  Fishing  ? 


BASEUAl.l.  GOODS 


TOURTEUOT  HARDWAKE  CO,  LTD. 


HiHING  TACKLE  .^HB!!^ 
fOR  ULRY  PURPOSL  ^''''1%J 

BAID-HED  rUES 

■■•>  «...  .1  a-l«  ,ay  ^f.,rr,  of  Tl«-  *•  S*'.SKi  F.J  5(rTfT 

TIbDALLb 

LIMITLD 

Tcnis 

A  Bargain  For 
You  Today 

1  SIZFV  Good  Duck 

Kj;*-  $11.25 

For  the  Holiday 

FUhing  T  ckle 

r«i  nil  m^r,  tr^  nja 

For  BaKball 

c.  lIaird 

lice  lewi3&Son 

l£'ni  1!  i.'H  11 1 

BF.  A  SPORT 


Play  Tennis  ! 


TUKii  tAogum 

111  «f.«h'.  tf..n  *.*<tl  *-  'V'<^' 

T'U4*  »Mt*.  !.(.•«-  fft.  —1  r-<"  Tl- 


R.  UGLOW  &  CO.  '^'s.,:::  '" 


Special  Saturday  Values  in 
Hardware  and  Sporting  Goods 


,.y  Gjr  iciten. 

llOO  v.ln«  [or  ....  75f 
l1,>0Y»lun  lor  51-15 
12i»  vtJu.  lor         SI  .50 

lliO  T,;««  io.  83-10 
LACROSSE  SnCKS-*4M 
Miunlot  ..  .  82.78 
CRICKET  BATS-JIOOO 
^.ignloi  se.50 
BASEBAU.  CLOVES  1-3 
OFT 

BASE^LL    SUITS  1-2 

FtSBI5C  RODS 

iS'ly  icttcicd.  Iiaoo'viljc 
i»,  ..    .  fll.&O 

fflKltd   CtKSbun.    110  CO 

..J»*[or.  S7.50 


40c     P'"^  ....  S7.0O 

81.10      GREAT  AMERICAN  LAWN 
!iM,  35^      MOWERS;  per  inch  Sl.OO 
TENNIS    COURT  LAWN 
MOWEK.  nude  ipetijUy  lot 


EAKK0CK9 

tXOO  viluei  loi  82.25 
US)  v>Um  lc>  82.65 
tSOO  obei  fei  S3.75 
IliCO  vilun  lor  89.00 

COUCH  HAHMOCKS 


TEKFIS  SACHETS  W;mW«toii.  r. 

FRASER  HARDWARE 


Pkore  Seymour  1013 


Do  you    play  Tennis, 
Golf,  Baseball,  Football, 
Lawn  Bowls,  or  are  you 
a  Fisherman 


Baseball  Goods 


flits  tWj 


Pi^  tNkk  I^W\  « 


INGRAM  &  DAVEY 

Till-  Km  ll.inKv.in-  Slorc 


Sporting  Goods 


We  have  Just  received  a  large  shipment  from  SPALDING'S 
and  have  a  complete  stock  of  all  kinds 
of  Sporting  Goods. 

PETERBOROUGH  CANOES,  from  $26.00  up. 


The  CHRISTIE  BROS.GO..  Ltd. 


Wholesale  and  Retail  Hardware 


FISHING  TACKLE 


upply  you  with  your  Fishing  Tackle 
lable  pricci-Rodi,  Reel..  Hook*  on 
Cut,  Line*.  FlicR,  Leaden.  Ba^kcU.  Bail  Boxe*. 
Unding  Ncti.  Drinking  Cup»,  Tent*.  Etc 
Cnl]  and  look  this  line  over 
AgcnU  for  Saxon  and  Overland  Automo- 


James  S.  Neill  &  Sons,  Lid. 

FREDERICTON  S  BIG  HARDWARE  STORE 
WHOLESALE  RETAIL 


on  AW  AS  HEADQUARTERS  FOR 

SPORJING  GOODS 

Fishing  Tackle,  Guns, 

Rifles,  Ammunition, 
Baseball,  Cricket,  Tennis 

and  Lacrosse  Outfits 
BOATS  and  CANOES 

HURD&CO.,  i9iSp.,k.S...0iu,.l 


t:xamplp«  "f  I'O"'  -omo  C'ana<llun  li.Lrilunri-  deuli  r-  iin-  ail  vci  i         for  MimnuT  bportiiic  t'ooiiK  ti  iuio. 
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Collins'  Course  in  Show  Card  Writing 


/  9lh  of  a  icr/ej  of 
ariicUi  specially  prepared 
for  ihii  journal  A  con- 
venient work  table. 


In  an  earlier  lesson  we  suggested  that  an  ordinary 
kitchen  table  was  suitable  for  a  card  writer's  work 
table.  For  those  who  may  wish  a  special  table  for  their 
work  we  give  herewith  a  drawing  of  one  that  is  easily 
made  and  is  adjustable  to  any  desired  position. 

The  top  should  be  well  made  of  %-ineh  clear  lumber, 
well  jointed  and  glued  together,  and  battened  on  the 
back  with  %  by  2-inch  pieces  screwed  on  edgeways. 
The  top  may  be  any  desired  size,  but  should  not  be  less 
than  30  by  36  inches.  It  should  have  a  little  strip  or 
ledge  at  the  bottom  side  of  the  table  to  keep  the  cards 
fi'om  sliding  off  when  used  in  a  slanting  position. 

If  %-iuch  lumber  is  used  for  the  under  framework 
the  uprights  should  be  about  4i/2  inches  wide,  and  the 
sliding  uprights  attached  to  the  table  should  be  about 
2y->  inches  wide,  the  lower  crosspiece  about  4  inches 
wide,  and  the  upper  crosspiece  and  the  two  braces 
about  2yo  inches  wide.  The  feet  should  be  about  2  ft. 
6  inches  long  by  about  7  inches  wide.  %  by  1-inch  pieces 
should  be  used  as  guides  on  each  side  of  the  sliding 
u|)right  pieces.  Butterfly  or  thumb  nuts  should  be  used 
with  bolts  to  hold  these  sliding  pieces  in  position.  Screw 
a  half-circle  of  cast  iron  on  the  underside  of  table  for 
adjusting  the  top  to  any  desired  position  or  angle.  The 
bolt  for  this  should  go  through  from  one  side  to  the 
other  and  one  butterfly  nut  used  to  hold  the  top  in  posi- 
tion when  tilted  or  wheii  used  flat.  Should  it  not  be 
possible  to  get  these  half-circle  pieces  conveniently, 
straight  pieces  of  %  by  %  inch  iron,  can  be  attached 
to  the  front  of  the  battens,  one  on  each  side,  and  thuinh 
nuts  and  bolts  used  to  hold  them  in  place.  The  dotted 
lines  show  how  these  pieces  can  be  attached.  Let  them 
pass  over  the  top  of  the  bolts  and  use  a  washer  to 
tighten  the  thumb  nut  against  these  pieces. 

The  small  drawing  will  show  how  to  attach  the  up- 
rights to  the  battens  on  the  underside  of  the  table. 
The  top  of  the  uprights  should  be  rounded  to  permit 
the  table  to  tilt.  Slots  cut  in  the  uprights  will  permit 
the  table  to  be  adjusted  to  any  height  desired.  The 
object  of  this  is  to  lower  it  so  one  may  sit  down  to  work 


or  raise  it  sufficiently  to  stand  while  working  full  sheet 

cards. 

It  will  add  to  the  appearance  of  the  table  if  the  en- 
tire framework  is  painted  or  stained  some  dark  color, 
but  the  top  or  board  on  which  you  do  your  work  should 
be  left  the  natural  color  of  the  wood.  A  table  of  this 
kind  will  be  found  a  most  convenient  accessory  for 
doing  your  work,  and  as  you  should  be  able  to  make  it 
yourself  its  cost  will  be  trifling. 

Colors  for  Outdoor  Use 

Every  card  writer  will  be  called  upon  to  letter  cards 
for  outdoor  use.  These,  when  not  protected,  should  be 
done  in  colors  that  will  not  "run"  with  the  wet. 

There  are  two  blacks  that  are  in  general  use.  Pos- 
sibly the  more  convenient  one  is  the  ordinary  stovepipe 
varnish,  which  in  reality  is  nothing  but  black  japan  or 
asphaltum.  This  can  be  obtained  in  10-cent  and  15- 
cent  tins.  It  usually  needs  a  little  thinning,  which  can 
be  done  with  gasoline.  This  is  preferable  to  turpentine, 
but  should  be  handled  with  care,  on  account  of  ita 
inflaramableness.  It  should  not  be  exposed  to  a  fire  in 
any  way.  Care  should  also  be  exercised  in  keeping 
the  japan  or  varnish  tin  covered  when  not  in  use,  as  it 
hardens  when  exposed  to  the  atmosphere. 

The  other  black  is  the  ordinary  coach  painters'  drop 
black  ground  in  japan.  This  may  be  had  in  any  paint 
store.  It  should  be  thinned  with  gasoline  and  have  a 
little  "drier"  added  to  it.  Mix  only  a  sufficient  quan- 
tity for  your  immediate  use.  as  japan  and  oil  colors  will 
not  keep  the  same  as  water  colors  will. 
■  For  red,  mix  dry  vermilion  with  driers,  oil  and  gaso- 
line in  about  the  following  proportions :  One  table- 
spoonful  of  driers,  half  tablespoonful  of  oil.  and  two  or 
three  tablespoonfulls  of  gasoline.  Use  enough  red  to 
make  a  good  workable  color  that  will  cover  well  and 
not  be  streaky.  The  oil  is  added  to  prevent  the  color 
from  drying  too  quickly,  and  in  this  small  proportion 
will  not  "grease  out"  around  the  letters.  With  a  little 
practice  you  will  soon  learn  the  different  amounts  to 
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Plato  1() — Lower  caso.  Iwo-color  design,  rapidly-uiade  alphabet. 


use.  The  amounts  given  above  are  only  approximate 
and  a  little  more  or  a  little  less  of  either  will  not  make 
much  difference.  You  may  use  your  own  judgment  as 
to  the  amounts  after  you  have  experimented  some  with 
the  colors.  The  small  quantity  is  given  above  because 
it  will  be  necessary  to  mix  fresh  color  each  time  you 
use  it  if  much  time  intervenes. 

For  other  colors  use  dry  green,  chrome  yellow,  burnt 
sienna,  burnt  umber,  blue,  etc.  For  white  use  white 
lead  ground  in  oil,  but  add  no  oil;  simply  mix  with 
driers  and  gasoline.  These  colors  will  dry  almost  imme- 
diately, and  if  sufficient  oil  and  driers  are  used,  they 
will  not  run  even  though  subjected  to  rain. 

After  using  your  brushes  in  this  color  do  not  let  them 
remain  without  cleaning.  You  can  clean  them  best 
by  dipping  and  rinsing  them  in  "Paint  Take-off." 
Clean  them  well  in  this  and  then  wash  in  soap  and 
water.  The  "Take-off"  can  be  used  over  and  over 
again.  You  can  use  the  same  brushes  that  you  do  for 
your  water  color  work. 

Alphabets 

The  alphabets  this  month  are  particularly  interest- 
ing as  they  are  very  easy  to  execute  and  are  suitable 
for  a  quick  job  that  you  may  want  to  rush  out.  The 
top  or  open  part  may  be  in  any  bright  color,  preferably 


Card    writer's    convenieiU    work    table  > 

red.  This  color  may  hr  put  on  first  almost  in  a 
dauby  way.  Thi-n  the  letter  is  outlined.  The  irregu- 
larity of  the  formation  of  the  letters  permits  of  very 
rapid  work.  You  are  not  hold  to  a  conventional  form, 
or  to  many  straight  linrs.  After  outlining,  fill  in  the 
lower  parts  with  black  and  the  bli'iuling  of  the  two 
colors  may  be  done  in  different  ways  as  suggested  in 
the  different  lines  of  letters. 


GOOD  ADVICE  FOR  RETAIL  DEALERS 

In  the  course  of  an  address  delivered  at  the  annual 
convention  of  the  Pennsylvania  and  Atlantic  Seaboard 
Hardware  Association,  the  president  of  that  organiza- 
tion laid  down  the  following  rules  for  every  hardware- 
man  to  adopt : 

He  should  know  how  to  figure  the  cost  of  business. 

He  should  realize  fhat  his  most  valuable  advertising 
medium  is  his  window.  It  should  be  changed  once  a 
week. 

He  should  know  that  a  great  trade  winner  is  polite- 
ness, and  that  it  costs  nothing. 

Another  winner  that  costs  little  is  cleanliness. 

He  should  know  that  the  customer  is  always  right, 
that  he  is  boss;  because  he  pays  not  only  the  clerks' 
but  the  proprietor's  salary  also. 

That  advertised  goods  are  sold  for  him.  Don't  be 
a  price  cutter. 

He  should  know  that  if  he  subscribed  for  every 
magazine  and  book  published  he  would  not  learn  as 
much  about  his  business  as  by  reading  one  issue  of  his 
trade  paper. 

CATALOGUE  BRINGS  CUSTOMERS  AND  DEALER 
TOGETHER 

R.  Hawkins,  Smiths  Falls,  Ont.,  is  another  hardware 
dealer  who  has  published  a  catalogue  of  his  hardware, 
paint,  wallpaper,  and  tinware  lines.  It  is  a  48-page 
catalogue  and  price  list,  of  convenient  size,  and  ready 
for  reference  always.  The  purpose  of  it  is  told  by  Mr. 
Hawkins  in  the  introduction : 
' '  To  my  customers : 

"I  take  pleasure  in  presenting  to  you  this  catalogue, 
which  I  trust  will  serve  to  bring  us  closer  together  in  a 
business  way  that  will  be  mutually  beneficial.  This 
will  show  a  few  of  the  many  lines  we  carry  in  stock, 
which  we  try  to  keep  up-to-date.  The  prices  given 
are  based  on  present  values,  which  are  subject  to 
changes  from  time  to  time.  Owing  to  war  conditions 
and  increases  in  tariffs,  many  advances  will  be  neces- 
sary, but  our  prices  will  not  be  advanced  more  than  is 
compulsory.  T  desire  to  have  evei-y  customer  satisfied, 
and  while  it  is  impossible  to  give  personal  attention  in 
every  case,  I  will  consider  it  a  favor  to  be  advised  by 
anyone  before  leaving  the  store,  if  not  satisfied.  T  hope 
to  have  won  a  measnrr  of  eotifideniM'  during  my  27 
years  business,  and  by  studyinLr  tlic  rfi|uirements  of  my 
patrons,  buying  to  the  best  ailvantagc.  and  giving  my 
customers  tlip  benefit  nf  the  best  pi'lecs.  consistent  with 
^ouml  business  nicthods.  I  bnpc  to  nici-il  a  t'ui'tlic!-  iri- 
cri'asc  of  your  esteemed  pal  ronat^e.  " 


To  keep  tools  bright,  melt  slowly  together  six  parts 
lard  and  one  of  rosin.  Add  benzine  in  the  proportion  of 
one  pint  to  a  half-pound  of  lard.  A  light  coating  of  this 
rubbed  on  the  tools  will  effectively  prevent  them  from 
r-isting. 
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Selling  Gas  Stoves  in  Early 
Summer 


Tho  present  is  n  vccy  good  tiim'  to  push  hard  on  all 
gas  and  sununer  stove  lines.  To  be  ready  for  this  busi- 
ness, however,  dealers  should  lay  their  plans  well  in 
advance.  During  the  (piiet  days  of  winter  is  a  good 
time  to  prepare  for.  the  trade,  and  some  novel  methods 
are  continually  coming  to  light  of  how  stove  men  have 
interested  prospective  customers  in  tlie  lines  they  carry 
well  before  the  summer  season  comes  on. 

But  if  the  dealer  has  not  made  preparation  for  sum- 
mer stove  sales  it  behooves  him  to  work  double  time 
in  interesting  intending  and  likely  customers  in  his 
lines  now. 

The  moving  season  at  the  commencement  of  summer 
is  an  especially  good  time  to  get  after  the  newcomers 
in  the  neighborhood.    It  is  then  that  the  new  house- 


To  A.  >VKIX"H  i*.  !SC>N 

/  agrte  to  rent  from  A.  WELCH  Cr  SU^  goodi  ai  ipr.ititd  ttlov. 

Older  No. 


PIrair  i§U*tr  ro  mt  ml  Hm  ,  i  -  —  An.  Si. 

Ahayi        t,rr   „  M  Avi.  SI. 

Dait  pi  DiUvirj   „    -  101   dl.  .:.A.m.  r.M.^AMti. 


Extrm  tkif$«  r»r 

for  wKirli  I  agni  m  pay  tlir  lam  ol  deliaii  at  r^tlowii    1h€  wilialt  amoaal  lo bt  potd 

in  dayi  oi  C  O  D  .  old  Horn  valaed  ai  Dollart  and 

 Doltd'i  Colli  ammt  or  idti  ar  C.O.n.  oa  deiirtry,  and   

Dolldrl  ptr    until  titi  lull  amoant  of  thi  pari^ait  monty  hai  litrn  paid.    Thi  dbovt  pritt 


Pair  III  OiJif  111  SignrJ 

fialfimaa  PH  Addirit   

ftatairnri  Ottapalion   ~  -  

Addmi  Wluii  Employed  

10^  ■•rvml  pel  •Doum  tbarjnt  on  ovtrdur  pccouWfc  Addfli    -  

Stove  lien  note  used  by  A.  Wel<  h  &  Son,  Toronto.  They  state 
they  havo  been  using  these  notes  "for  a  good  many  years  and  so  far 
have  found'nothing  that  suited  our  purpose  better.  They  are  simple 
and  easy  to  understand,  and  we  Hlw.ays  give  customer  a  copy  of 
same,  using  carbon  paper,  so  that  one  writing  makes  both  copits.  We 
think  the  lien  will  explain  itself.' 


keepers  are  in  a  mood  to  get  all  the  comfort  they  can 
out  of  their  new  home,  and  what  more  comfortable 
article  than  a  gas  stove. 

Another  and  a  strong  point  for  buying  a  gas  stove  in 
the  early  summer  is  the  fact  that  a  gas  range  for  cook- 
ing is  a  needful  article  during  the  warm  weather,  when 
the  heat  is  oppressive  in  the  house.  This  poitit,  if 
brought  to  the  attention  of  prospective  buyers  early 
in  the  season,  will  help  sales,  and  bring  them  the 
dealer's  way,  instead  of  letting  them  pass  by  to  a  rival. 

But  there  should  also  be  a  method  of  getting  a  list  of 
prospects.  To  do  this  a  number  of  schemes  could  be 
tried  out.  First  of  all  the  gas  stoves  should  have  a 
prominent  place  in  the  store.    An  occasional  window 


display  would  not  come  amiss.  Then,  if  a  systematic 
canva.ss  was  made  of  every  person  entering  the  store 
by  asking  if  they  possessed  a  gas  stove,  it  would  be 
Found  that  quite  a  large  proportion  of  those  entering 
the  store  had  nothing  of  the  kind.  This  would  give 
the  basis  of  a  list  of  prospects  on  whom  to  begin  work. 

A  personal  call  on  or  circular  letter  to  all  house- 
keepers  in  the  neighborhood  is  another  plan  that  could 
be  adopted  to  secure  such  a  list  and  bring  to  their  at- 
tention that  you  had  a  splendid  range  of  gas  stoves  jnst 
suitable  to  their  needs. 

By  cultivating  such  a  list,  and  helping  on  the  gas 
stove  department  by  a  little  .judicious  advertising  in 
the  press,  there  can  be  no  doubt  that  the  dealer  will  be 
well  satisfied  with  the  results  accruing  to  his  business 
through  pushing  for  sales  in  his  gas  stove  department. 


WIFE  HELPS  SELL  STOVE 

"T  do  not  believe  that  one-half  the  sah-smen  know 
what  it  means  to  be  a  salesman."  says  a  hardware  clerk 
in  a  communication  to  Hardware  Age.  He  thon  pro- 
ceeds to  tell  how  his  wife  helped  him  sell  a  stove. 

T  have  in  mind  a  lady  who  wanted  an  oil  stove  but 
did  not  want  the  style  that  we  carry  in  stock.  T  learned 
that  she  was  going  to  buy  a  stove  and  I  began  to  work 
on  her  husband,  and  he  told  me  that  she  wanted  another 
style  of  stove.  I  had  been  obtaining  quite  a  bit  '^i  busi- 
ness from  "Hubby"  and  had  always  satisfied  him.  so 
he  said  T  might  deliver  the  stove  and  show  his  wife  how 
it  worked  and  if  I  succeeded  in  persuading  her  to  keep 
it  he  would  "set  'em  up." 

r  loaded  "Mr.  Stove"  in  the  wagon  and  then  drove 
past  my  home  and  had  my  wife  go  with  me  to  deliver 
it.  When  T  left  the  store  the  "Boss"  and  the  book- 
keeper said  if  I  persuaded  the  customer  to  keep  the 
stove  it  would  be  a  feather  in  my  cap,  for  she  did  not 
want  that  make. 

W^ell,  my  "Better  Half"  and  I  delivered  the  stove 
and  had  the  lady  make  up  some  biscuit  and  we  baked 
them  in  just  a  short  time.  The  prospect  was  W"ll 
pleased,  bought  the  stove,  and  has  been  a  good  customer 
ever  since.  She  says  she  certainly  is  glad  I  sold  her 
that  stove  for  .she  would  not  give  it  up  for  any  other 
she  ever  saw. 

I  tell  you,  boys,  you  who  are  married  can  get  your 
wives  to  help  you  make  sales  sometimes,  and  they  are 
always  glad  to  help.  If  your  man  behind  the  counter 
is  the  man  behind  the  gun  and  if  he  will  do  his  very 
best  he  -will  always  find  the  "Boss"  ready  to  back  bim 
up.  and  when  pay  day  comes  the  salesman  feels  that 
he  is  entitled  to  what  he  gets  and  that  his  employer  has 
received  his  money's  worth. 


THERE'S  A  REASON 

Mr.  Smith  came  home  very  late  for  supper  one  even- 
ing. He  called  to  his  wife  and  told  her  to  cook  ever%-- 
thing  there  was  in  the  house. 

"W^hy.  John."  .she  said,  "what  makes  you  so  terribly 
hungry  ? ' ' 

"I'm  not  hungry,"  he  growled,  "I'm  going  to  pawn 
the  stove." 


The  Enterprise  Foundry  Co..  Saekville,  N.B..  is  offer- 
ing a  cash  prize  of  $10  for  the  best  advertisement  of  the 
Enterprise  Monarch  steel  range  and  a  second  cash  pri^e 
of  $5  for  the  next  best.  This  contest  is  open  to  anyone 
in  the  stove  business  in  any  province  in  Canada. 
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What  a  Farmer  Thinks  of  Paint  Up 

By  L.  K.  Shaw.    Wdland  Co..  Onl. 


"Marshalls  live  just  three  farms  down  on  the  same 
side  of  the  road  from  the  one  with  the  red  barns.  Yon 
can't  miss  it." 

"With  a  "Thank  you,  friend,"  ray  encjuirant  moved 
alonij.  Had  he  asked  for  Taylor's  or  Williams',  or  any 
otht'i-  of  the  neighbors  down  the  county  line,  T  would 
have  based  my  directions  on  the  painted  barns  of 
Neighbor  Anderson.  A  couple  of  coats  of  paint  on  all 
the  outbuildings  have  given  a  distinction  to  the  old 
Anderson  property.  Only  three  years  ago  there  was 
nothing  to  distinguish  Anderson's  place  from  any  other 
place  up  and  down  the  road.  Now  it  stands  out  squarely 
from  them  all. 

Who  would  not  rather  have  his  farm  stand  out  as  a 
landmark  and  have  other  homes  pointed  out  in  relation 
to  his,  rather  than  have  visitors  directed  to  his  own 
home  because  of  its  distance  from  that  of  someone 
else.  Unconsciously  it  makes  a  man  carry  his  head  a 
trifle  higher  to  know  that  he  has  a  home  that  has 
attractions  of  its  own.  Nothing  that  I  know  of  will 
effect  an  outstanding  improvement  in  such  a  short  time 
at  comparatively  so  little  expense,  as  will  paint. 

Paint  Pays 

1  have  heard  the  economy  of  paint  on  outbuildings 
debated  again  and  again.  I  have  always  been  convinced 
in  my  om-ii  mind,  however,  that  paint  pays.  Examine 
a  new  liiii'ii  wlien  it  first  goes  up.  If  the  lumber  has 
bcpii  well  selected,  every  board  is  sound.  Examine 
again  in  a  couple  of  years.  Every  board  is  shrunken 
and  warped.  The  wood  has  crept  together,  leaving 
millions  of  minute  little  cracks.  Tnto  these  cracks  the 
water  finds  its  way  and  disintegration  takes  place  fairly 
rapidly.  Our  own  barn  was  painted  within  three  weeks 
of  the  raising.  That  was  many  years  ago,  but  the  sid- 
ing is  as  good  to-day  as  it  ever  Avas,  and  the  barn  will 
outlast  my  son  as  well  as  myself;  that  is.  providing  the 
paint  is  renewed  at  necessary  intervals. 

We  always  plan  to  paint  in  our  spare  time,  do  it 
all  by  our  own  labor,  and  the  expense  is  therefore  not  so 
great.  We  favor  early  in  the  spring  as  the  ideal  paint- 
ing time,  or  along  in  the  fall,  as  then  farm  work  is  not 


How  .M.irtiii-Sic'nourV  "I'liint  .Snlatl"  pictured  the  ■"Paint  fp  ' 
cnnipai^  this  .~^prinK. 


so  rushing,  the  sun  is  not  hot  enough  to  blister  the" 
paint,  and  there  is  less  dust  blowing.  If  it  came  to  a 
choice  between  painting  in  mid-summer  or  not  painting 
at  all.  we  would  paint. 


FOR  THE  SUMMER  COTTAGE 

Hardware  dealers  in  sections  of  the  country  close 
to  summer  resorts,  and  in  centres  from  which  summer 
visitors  come,  might  with  advantage  to  themselves  de- 
velop a  trade  bj'-  encouraging  the  annual  painting  up 
of  summer  homes. 

Most  of  the  summer  houses  in  this  country  are  rather \ 
rough  affairs — houses  that  are  distinctly  different  from 
the  winter  homes  in  the  city — and  paint  would  act  as 
a  preservative  to  the  wood  as  well  as  adding  an  attrac- 
tiveness to  the  house  that  would  more  than  repay  the 
slight  cost  of  the  paint  used.  Need  we  also  saj"-  that 
dealers  should  bring  forward  the  sanitary  features 
of  the  paint  line?  This  point,  if  emi)hasized,  would  be 
alone  provocative  oP  sales. 

The   freshly  ])Hiiit('d  summer  fotliige  adds  to  the 


Late  A.  A.  Ayres,  president  and  general  manager 
of  Ottawa  Paint  Works  and  Ottawa  Varnish  Co. 


beauty  of  the  surrounding  natural  attractions  and 
helps  rest  the  eye  and  makes  more  enjoyable  the  vaca- 
tion of  the  summer  visitors.  How  much  more  pleasant 
a  summer  spent  in  such  surroundings  than  one  lived 
in  a  rieketty,  sun-burned  and  decrepit  looking  shack. 
This  latter  is  apt  to  get  on  the  nerves  and  irritate  in- 
stead of  rest  the  weary  man  of  business  out  for  his 
annual  holiday. 

All  these  points,  if  properly  and  politely  bro'ight  to 
the  attention  of  the  owners  of  summer  homes  by  hard- 
ware dealers  would  immensely  boost  paint  sales,  and 
besides  selling  products  in  this  one  line  should  lead  to 
business  in  repair  tools,  roofing,  kitchen  needs,  and 
many  other  lines  that  luiturally  go  with  these  items, 
and  that  will  suggest  themselves  to  any  and  every  wide- 
awake dealer. 

Let  the  sunuiie)'  cottagers  know  their  needs  in  this 
regai'd  ;iiid  let  llicm  know  you  have  the  goods. 


PROMINENT  VARNISH  MAKER  DEAD 

Albert  .\.  A\rcs.  pi-csidciit  and  general  manager  of 
the  Ottawa  Varnish  Co..  died  recently  at  Ottawa  after 
an  opei-ation  for  appendicitis.  ]\Ir.  Ayres  was  born  in 
Montreal  in  18S6.  and  shortly  aftei-  removed  to  Toronto 
mth  his  parents,  his  father  being' superintenden!  of  the 
varnish  factory  of  the  ("aiuula  Paint  Comiiaiiy  there. 
On  his  t'ather'.s  I'et ii'einep.t.  Mr.  .Vyres  succetMb'd  him 
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and  was  for  a  time  in  charge  of  the  same  factory.  Three 
years  ago  he  went  to  Ottawa  and  Avith  J.  M.  Young  and 
Charles  Hickman  organized  the  Ottawa  Varnish  Com- 
pany, Ltd.  Mr.  Ayres  had  exceptional  ability  as  a  var- 
nish maker  as  was  exemplified  by  the  consummate  suc- 
cess of  the  firm  in  which  he  was  the  mainspring. 

His  father,  A.  J.  Ayres,  has  returned  from  the  West 
and  is  at  present  filling  his  son's  place  as  manager  of 
the  Company  at  Ottawa. 


CORRECT  WAY  TO  GLAZE  WINDOW  GLASS 

Although  few  builders  know  it,  there  is  a  right  and 
a  wrong  way  to  glaze  window  glass.  If  the  edge  of 
a  sheet  of  glass  is  examined  closely,  it  will  be  noticed 
that  the  whole  sheet  curves  slightly.  This  curve  is 
caused  in  the  process  of  manufacture. 

In  placing  the  sheet  in  the  frame,  the  curved  side 
should  be  placed  to  the  outside  owing  to  the  fact  that 
in  manufacturing  the  glass  the  hollow  side  is  the  last 
side  to  the  fire,  and,  necessarily,  gets  the  greatest  num- 
ber of  burns,  fire  marks,  and  other  blemishes.  There- 
fore, this  side  should  be  placed  to  the  inside  in  order 
that  the  outside  appearance  may  be  improved. 


ESTIMATING  TABLE  SAVES  TIME 

The  following  paragraph  from  Pratt  &  Lambert's 
"Varnish  Talks"  should  be  helpful  to  hardware  dealers 
who  are  asked  by  customers  to  estimate  on  their  paint- 
ing wants. 

A  painter,  as  a  short  cut  in  figuring,  went  carefully 
over  several  houses  and  measured  up  the  doors,  the 
door  trim,  stairs,  attic  stairs — in  short,  each  item  of 
the  whole  house,  and  figured  out  the  cost  of  doing  each 
item  in  several  standard  sizes,  having  this  in  tabulated 
form.  This  helps  him  in  figuring  from  plans  and  blue- 
prints. When  he  has  a  number  of  doors  he  can  look  at 
his  standard  price  figures  and  have  the  price  at  once. 


PAINT  MAKERS  FORM  SAFETY  ASSOCIATION 

The  Paint  Manufacturers  Safety  Assn.,  with  head 
ofiices  at  Toronto,  has  received  an  Ontario  charter  "to 
promote  and  carry  on  the  work  of  prevention  of  acci- 
dents in  the  manufacture  of  paint  and  any  other  in- 
dustry which  may  for  the  time  being"  be  assessable  by 
the  Workmen's  Compensation  Board.  The  provisional 
directors  are:  James  W.  Corcoran,  Toronto;  Fred.  E. 
Lyman,  Toronto;  Fred.  Chalcraft,  Brantford ;  F.  W. 
Meek,  Oakville,  and  Howard  Everett,  Hamilton. 


PAINT  NOTES 

Brandram-Henderson,  Ltd.,  have  been  authorized  by 
Ontario  statute  to  do  business  in  that  province  using 
capital  to  the  extent  of  $130,000. 

The  Carpenter-Morton  Company,  Boston,  Mass.,  im- 
porters, manufacturers  and  wholesalers  of  paints,  var- 
nishes, and  paint  specialties,  will,  on  June  12,  celebrate 
the  completion  of  seventy-five  .vears  of  successful  bi;si- 
ness  life.  This  anniversary  celebration  -wall  be  held  at 
the  Riverside  Recreation  Grounds,  Riverside,  Mass. 


A  showcard  can  often  be  brightened  up  by  an  appro- 
priate picture  cut  from  a  paper  or  magazine  being 
pasted  on  it. 


BUSINESS  CHANGES  , 


Alberta 

Cadogan — Block  Bros.,  hardware,  dissolved.  J.  A. 
Block  continues. 

Millet — Morris  &  Taylor,  hardware,  commeucing. 

Saskatchewan 

Milden — F.  L.  Gimby,  hardware,  succeeded  hv  Tj.  H. 
Cowell. 

Antler — W.  R.  Merrill  &  Co..  hardware,  dissolved. 
W.  R.  Merrill  continues. 

Tugaske — Frank  Phillips,  hardware,  has  opened  a 
branch  at  Darmody. 

Estevan — J.  A.  Holingren.  hardware,  succeeded  by 
Holingren  Bros. 

Manitoba 

Mulvey  Hill — A.  F.  Deruchie,  hardware  and  tin- 
smith, removed  from  St.  James. 

Ontario 

Dorchester  Station- — R.  L.  Hodgins,  hardware,  sold. 
Hamilton^ — W.  H.  Henstridge,  hardware   and  gro- 
ceries, sold. 

Toronto — Batty  Bros.,  hardware,  sold  to  S.  E.  Jeffery. 
Walkerville — Nelson  Bros.,  hardware,  sold  to  H.  J. 
Hicks. 

Toronto — Jaekes  &  Co.,  hardware,  sold  to  R.  P  Freek 
Hardware  Co. 

Quebec 

Hull — B.  Carriere,  hardware,  sold. 


The  hardware  stock  of  the  late  J.  Bernthal,  at  Win- 
nipeg, has  been  sold  to  J.  A.  Chmelnitsky. 

Clare  &  Broekest,  Ltd.,  wholesale  dealers  in  stoves, 
furnaces,  and  hardware  specialties,  Winnipeg,  are 
changing  their  name  to  Clare  Bros.  Western,  Ltd. 

W.  E.  Bustow  has  sold  out  his  hardware  business  at 
Elgin,  Man. 


sterling  silver  pitcher  donated  by  Henrr  Di.s.ston  &  Sons.  Philadelphia,  m 
troph.v  for  golf  tournament  of  Mnnufacturerers  and  Distributors  Golf 
Association,  nnd  competed  for  on  .Tune  1  and  '2.  at  \\tiite  Maroh  Valley 
County  Club.  PbiUwli  Ipbia. 
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anadian  Trade  News  'f^ 

-  ^  —     —  -^-^ 

W.  B.  Dixon,  a  retired  stove  manufacturer,  of  Sack- 
ville,  N.B.,  is  dead. 

F.  C  Bishop's  hardware  store  at  Norwich,  Ont.,  was 
damaged  by  fire  recently. 

Archibald  &  Co.,  electrical  supplies  dealers,  have 
been  registered  at  Montreal. 

S.  Herman  &  Co.,  hardware  and  crockery  dealers,  at 
Montreal,  have  been  registered. 

The  Queezi  City  Oil  Co.,  Ltd.,  Toronto,  has  been  incor- 
porated with  a  capital  of  $50,000. 

James  E.  Earle,  for  21  years  with  T.  McAvity  & 
Sons,  St.  John,  N.B.,  died  recently. 

Fire  at  Three  Rivers,  Que.,  caused  $50,000  damage  to 
Cyrille  Labelle  &  Co.'s  hardware  store. 

The  Western  Foundry  Co.,  Ltd.,  Wingham,  Ont.,  has 
increased  its  capital  from  $50,000  to  $200,000. 

The  Kawneer  Mfg.  Co.,  Ltd.,  with  Canadian  factory 
at  Guelph,  have  increased  their  capital  from  $100,000 
to  $200,000. 

Lande's,  Ltd.,  Montreal,  has  been  incorporated  with 
a  capital  of  $49,000  to  cany  on  business  as  dealers  in 
oil  lamps,  gas  and  electric  fixtures,  heaters  and  furni- 
ture. 

The  Steel  Co.  of  Canada  have  removed  their  Toronto 
offices  from  Bay  Street  to  the  Traders  Bank  Building. 

James  White,  of  the  Windsor  Hardware  Co.,  Wind- 
sor, Ont.,  and  E.  H.  Lewi^  a  hardware  dealer  at  To- 
ronto, are  among  the  wounded  reported  in  action  in 
France. 

A.  R.  Turner,  of  the  George  Taylor  Hardwaz-e  Co., 
New  Liskeard,  and  Wm.  A.  Ferguson,  of  the  Northern 
Canada  Supply  Co.,  Haileybury,  Ont.,  have  enlisted  for 
service  at  the  Front. 

Canada  Woodenware,  Ltd.,  Toronto,  has  been  incor- 
porated with  a  capital  of  $40,000,  to  make  clothes  pegs, 
skewers,  and  other  wooden  articles.  Abraham  Ball, 
A.  F.  Haviland  and  F.  W.  Chapman  are  interested. 

H.  T.  Eager,  manager  of  Wood,  Vallance  Co.'s  To- 
ronto office,  has,  owing  to  ill  health,  resigned  his  posi- 
tion. H.  D.  Fleming,  eastern  Ontario  representative, 
has  been  appointed  in  his  place.  L.  Leclair,  recently 
with  Lewis  Bros..  Ltd.,  has  .joined  the  Wood-Vallance 
staff. 

The  Hamilton  Lock-Nut  and  Specialty  Co.,  Ltd.,  re- 


cently incorporated,  has  taken  over  the  People's 
Brewery  Building,  and  will  commence  operations 
shoi-tly.  The  officers  elected  were  as  follows:  M.  J. 
Dunham,  president;  J.  T.  Stroud,  vice-president  and 
secretary-treasurer. 

British  Souvenir  Spoon  Co.,  Ltd.,  Toronto,  has  been 
incorporated  at  Toronto  vnth  a  capital  of  $25,000,  to 
make  and  sell  silverware,  silverplated  ware,  and 
cutlery. 


News  From  Western  Canada 


Molstad  &  Anderson  are  closing  out  their  hardware 
store  at  Bawlf,  Alta. 

Hanbury's  hardware  store,  at  Plenty,  Sask.,  was 
damaged  by  fixe  recently. 

The  Wauchope  Oil  Supply  Co.,  Ltd.,  Wauchope, 
Sask.,  has  been  incorporated. 

Small  &  Smiles,  hardware  dealers,  at  Macklin,  Sask., 
have  added  a  line  of  furniture. 

Paul  Bider,  hardware  dealer  and  tinsmith,  Winnipeg, 
has  added  a  grocery  department. 

Hamil  Bros,  are  removing  their  hardware  business 
from  Edmonton  to  Lashburn,  Sask. 

Peart  Bros.'  Hardware  Co.,  Ltd.,  Edmonton,  are  dis- 
continuing their  branch  at  Moose  Jaw. 

McTnnes  &  Abell  is  a  new  hardware  and  farm  imple- 
tnent  business  opening  up  at  Carroll,  Man. 

John  N.  Niven,  manager  of  the  J.  H.  Ashdown  Co.'s 
Saskatoon  store,  was  recently  married  to  Miss  B.  Man- 
nering. 

The  Calgary  Iron  Works  have  a  trial  order  contract 
for  5,000  shells.  The  Buckeye  Machine  Co.,  Calgary, 
also  have  an  order  for  shells. 

W.  H.  Kelly,  an  employe  of  the  J.  H.  Ashdown  Co., 
Winnipeg,  is  reported  among  the  wounded  at  the  Front. 
A.  E.  Ward  and  L.  Macnama,  of  the  same  company,  are 
also  among  the  wounded. 

Mr.  Brown,  proprietor  of  The  Manitoba  HardAvare 
Company,  Vancouver,  has  had  to  go  to  White  Rock  to 
recover  his  health.  He  has  been  "under  the  weather" 
for  some  time,  and  the  doctor  made  him  take  a  vacation. 

A.  D.  Dinnick  succeeds  the  Bailey  Hardware  Com- 
pany in  Vancouver,  B.C.  Mr.  Dinnick  is  an  old-time 
hardwareman,  having  been  with  Wood,  Vallance  & 
Leggatt  for  more  than  three  j'ears,  and  for  fifteen  years 
previous  to  that  he  owned  a  i-etail  "ironmongers" 
business  near  Cardiff,  Wales. 


Now  factory  )i\iildint;  erectoil  liy  ilio  KciniiiKlon  AriiiH- 1  'nioti  Mctiillic  Cartridge  Co.,  Win(l,sor. 
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New  Features  in  this  Year's 
Furnaces 


Kir-Ben,  Ltd.,  Almonte,  Ont.,  have  a  roally  good  tui  - 
nace  in  their  "lrf)n  DuUc"  heater.  The  furnace  appeals 
to  the  class  of  dealers  who  believe  in  warm-air  heatinvj 
on  account  of  its  merits  rather  than  its  price.  The 
company's  first  effort  is  to  build  heaters  which  will  by 
their  quality  reflect  credit  on  warm-air  heating.  Their 
facilities  for  producing  good  heaters  are  the  very  best. 
Their  plant  is  equipped  with  fhe  most  modern  devices 
for  turning  out  goods  which  are  right,  and  their  ship- 
ments arc  promptly  and  carefully  made. 

All  these  facilities  are  at  tlie  service  of  customers 
and  nothing  is  spai-ed  in  their  efforts  to  co-operate  with 
them  in  the  interest  of  good  heating.  All  Kir-Ben  fur- 
naces are  made  from  a  correct  mixture  of  the  highest 
grades  of  carefully  selected  pig  •  iron,  scientifically 
blended,  insuring  strength,  uniformity  and  smooth- 
ness of  castings  and  quick  radiation.  All  castings  are 
moulded  by  the  ahiminuin  matchplate  process,  the  plar.t 
being  completely  ('(luipped  in  this  way,  insuring  accur- 


ate fitting  in  all  parts.  M'he  Iron  Duke  is  made  with 
as  few  joints  as  possible,  and  all  of  the  joints  are  of  a 
deep  cup  style,  which,  Avheii  properly  packed  and  ce- 
mented, are  absolutely  gas  and  dust  tight,  and  also 
allow  for  expansion  and  contraction. 

The  Pease  Foundry  Co.,  Ltd.,  Toronto,  have  added  a 
new  furnace,  named  the  "Brampton,"  to  their  line.  It 
is  gotten  out  to  provide  a  good  furnace  at  a  low  price. 
The  "Brampton"  has  many  features  which  are  not 
to  be  found  in  other  furnaces  at  similar  prices,  among 
these  being  grates  very  easily  removed  and  to  be 
shaken  individually:  copjier  bearing  steel  radiator; 
special  provision  for  introducing  the  coil  for  domestic 
water  heating  without  taking  down  the  furnace:  spe- 
cial air  blast  for  admitting  heated  air  into  the  combus- 
tion chamber  immediately  over  the  fuel,  and  extra  large 
casings  as  compared  to  the  size  of  the  firepot. 

The  Pease  Company  officials  believe  that  this  furnace 
will  be  a  winner  where  installations  at  a  moderate  price 
are  required,  hut  they  do  not  anticipate  that  it  will  re- 
duce the  sale  of  their  "Economy."  which  is  th-ur  highest 
grade  furnace,  at  all. 

The  Hamilton  Stove  &  Heater  Co.,  Ltd.,  Hamilton, 

are  this  year,  to  meet  the  growing  demand  in  certain 


sections  where  natural  gas  is  available,  equipping  their 
entire  C  series  line  of  New  Idea  furnaces  with  a  perfect 
working- and  economical  gas  burner.  It  is  a  compu  te 
circle  fop  of  the  base,  cast  with  a  hollow  ga-s  chamber, 
and  is  located  over  the  grates  and  under  the  firepot, 
so  that  it  is  perfectly  indestriictible.  having  no  joints 
to  leak  or  cause  trouble.  Either  gas  or  coal  can  be 
be  used  or  both  together  if  necessary  without  any 
change  whatever. 

The  convenience  and  many  advantages  of  this  at- 
tachment make  the  New  Idea  furnace  a  strong  and 
fast  heater,  and  is  invaluable  for  spring,  chilly  and 
early  fall  months.  One  half-hour  burning  will  com- 
pletely change  the  entire  temperature  in  any  house  at  a 
trifling  expense,  and  let  the  home  folks  enjoy  all  the 
comforts  and  conveniences  of  a  large  coal  fire,  less  the 
dust,  ashes  and  cinders. 

The  James  Smart  Mfg.  Co.,  Brockville,  Ltd.,  are 

bringing  out  a  number  of  new  lines  this  yejtr.  .\mong 
others  they  are  just  starting  to  make  a  new  steel  range 
which  is  said  to  be  first  class  in  every  way.  It  will  be 
called  the  "St.  Lawrence,"  and  it  will  be  guaranteed 
in  every  respect.  It  is  fitted  with  genuine  duplox 
grates,  is  fully  nickelplated.  the  trimmings  being  quite 
plain.  Two  samples  have  been  sent  out  and  they  w^re 
disposed  of  in  a  few  days.  Additional  orders  have  since 
been  received. 

They  are  also  making  a  new  hot  blast  called  the 
"Loyal,"  fitted  with  1.5-in.  firepot.  This  is  an  attrac- 
tive looking  stove,  and  is  supplied  with  either  eastiron 
firepot  or  with  brick  linings. 

They  are  also  making  a  complete  line  of  tortoi.se 
stoves,  including  the  old  style  with  fire  brick  from  top 
to  bottom  and  also  fitted  with  a  grate  when  renuired 
that  way.  Also  a  No.  .S  and  No.  4  fitted  with  or  with- 
out grate,  with  two-hole  top  when  ordered. ,  These  tor- 
toise stoves  have  nickelplated  bands  around  the  top, 
and  the  stoves  that  are  fitted  with  legs  have  also  eot 
nickelplated  rails,  which  is  a  new  feature. 

Another  tortoise  is  No.  4  and  No.  5,  which  is  fitted 
with  either  eastiron  or  steel  oven,  and  they  are  remark- 
ably popular  where  sales  have  been  made,  but  it  has 
been  found  in  Ontario  and  Western  Canada  that  stove 
dealers  as  a  rule  are  not  inclined  to  push  this  line  of 
goods  and  most  of  the  sales  are  made  in  the  province 
of  Quebec.  The  tortoise  stoves  can  use  any  kind  of 
fuel,  either  soft  coal,  coke,  wood  or  hard  coal,  and  with 
excellent  resialts.  All  tortoise  stoves  and  heaters  are 
fitted  with  regular  planished  steel  bodies  of  good 
weight. 

The  Smart  Mfg.  Co.  also  put  out  the  Kelsey  warm 
air  generator.  They  have  also  the  Canadian  air  warmer 
and  the  Tropic  furnace,  which  is  low  in  price.  Al 
though  several  thousand  of  these  furnaces  have  been 
sold  they  have  not  received  a -single  complaint  as  yet. 
The  Emperor  furnace  for  wood  only  is  another  line 
Tliis  furnace  is  very  popular  as  it  is  economical,  ern- 
eient  and  durable.  -It  is  constructed  entirely  of  cast- 
iron  and  for  this  reason  is  said  to  be  more  durable 
th;m  wood  furnaces  which  are  partly  constructed  of 
steel. 


JUST  AS  GOOD 

Wild-eyed  Customer:  T  want  a  quarter's  worth  of 
carbolic  acid. 

Clerk:  This  is  a  hardware  store,  but  we  have — er — a 
fine  line  of  ropes,  revolvers  and  razors. — ^Tale  Reoord. 
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Davidson^  s 
Premier  Stoves  and  Ranges 

There  is  a  Premier  to  meet  every 
demand,  whether  it  be  for  a  steel  or 
a  cast  range,  one  fully  dressed  or  one 
strictly  plain. 

There  is  every  indication  that  a 
big  business  will  be  done  by  the  wide 
awake  Stove  Dealers  this  Fall.  To 
get  your  share  and  at  the  same  time 
build  up  a  lasting  reputation  for  high 
quality  goods  you  must  handle  the 
Premier. 

A  grand  display  of  ''Premiers" 

Were  on  exhibit  at  Toronto  and  Ottawa  Ex- 
hibitions where  were  explained  the  merits 
and  features  of  our  line  by  a  competent  corps 
of  demonstrators,  and  were  viewed  b\)  a  large 
number  of  interested  housekeepers. 

This  popular  priced  steel  range  is 
a  wonder.  Dealers  are  unanimous  in 
the  opinion  that  it  is  the  greatest  value 
in  a  steel  range  on  the  market. 

The  body  is  made  of  heavy  pol- 
ished steel  and  is  well  protected  by 
asbestos. 

The  Fire  Box  has  been  given 
careful  consideration.    With  the  wood 
PREMIER   LEADER  extension  you  have  a  large  fire  box. 

For  Coal  or  Wood  The  linings  and  the  duplex  grates  are 

heavy,  insuring  durability. 

The  oven  is  made  of  heavy  steel,  strongly  braced  to  prevent  warping  and  is  most 
efficient  for  bakmg.  The  top  is  made  m  sections  and  all  covers  and  centres  strongly 
ribbed.    The  nickelled  trimmings  are  neat  and  attractive. 

The  Premier  Leader  is  made  square  or  with  reservoir.  High  Closet  roll  door  or 
our  attractive  Persian  Closet  can  be  supplied.  The  price  will  surprise  you.  Write 
for  particulars.    Our  stove  catalogue  mailed  on  request. 

The 

Thos.  Davidson  Manufacturing.  Co.,  Limited 

Toronto  Montreal  Winnipeg 
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Send  for  this  new  Gurney-Oxford  catalogue.  This  new  catalogue 
of  Gurney-Oxford  lines  contains  one  hundred  and  ninety-eight 
pages  and  includes  coal  and  wood  stove  and  range  catalogue,  with 
oil  stove  section,  gas  stove  catalogue  and  furnace  catalogue.  It 
is  full  of  interest  and  information  on  anything  pertaining  to  stoves 
and  furnaces  and  is  certainly  well  worth  your  careful  perusal. 
Every  Gurney-Oxford  Dealer  should  have  one  in  his  hands  NOW, 
and  if  you  did  not  get  your  copy  be  sure  to  let  us  know,  stating 
what  line  or  lines  you  are  interested  in. 

''The  Quality  Line'' 

THE  GURNEY  FOUNDRY  CO,  LIMITED 

TORONTO  MONTREAL  HAMILTON 

WINNIPEG  CALGARY  VANCOUVER 


i 
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GURNEY-OXFORD  TORTOISE 

QUEBEC  HEATER 

Showing  new  series  with  grates  and  legs. 


No.  50 


ILLUSTRATING  ONE  OF  OUR  VERY  NEWEST  LINES 

These  heaters  are  good  sellers 
any  place  —  town  or  city. 


THE  GURNEY  FOUNDRY  CO.,  LIMITED 


TORONTO 
WINNIPEG 


MONTREAL 
CALGARY 


HAMILTON 
VANCOUVER 
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The  Monarch  Peninsular  Coal  and  Wood  Range 


SPECIAL  FEATURES 

1.  Porcelain  enainol  finisli  on  oven  door,  fire  door,  reservoir  end  and  high  closet  panel.  Smooth 
nickel  castings  with  no  bolts  or  nuts  shov'ing.  Not  only  will  the  appearance  of  this  range  appeal 
to  the  intemiimg  purchaser,  but  the  above  features  alone,  from  the  standpoint  of  cleaJiliness  and 
sanitation,  make  it  a  most  desirable  range.  The  smooth  sarfaees  are  very  eiisily  cleaned.  Nickeh  d 
instead  of  enameled  ovens  if  desired. 

2.  The  reversible  contact  resefrvoir  can  be  used  on  either  end  of  The  range.  Encased  right-hand 
reservoir  is  supplied  when  ordered. 

3.  Wood  fire-box  27  inches  long,  with  tlie  fire  door  opening  8I/2  x  9  inches. 

4.  The  rounded  corners  on  the  body,  remiovable  edges,  aluminized  ovens  are  some  of  the  many 
features  not  to  be  overlooked. 


SIZES: 


No. 

68-  18 

69-  18 

68-  20 

69-  20 


Covers. 

Six  8  inch 
Four  9-inch 
and  Two  8-inch 
Six  8-inch 
Six  9-inch 


Size  of  Oven. 
18  x  20  x  121/4 
18  X  20  X  I2V4 
20  X  20  X  1214 
20x20x1214 


Wood  Length. 
27  inches 
27  inches 
27  inches 
27  inches 


Clare  Bros.  &  Co,,  Limited,  Preston,  Ontario 

Makers  of  the  HECLA  FURNACE 

CLARE  BROS.  WESTERN  Ltd.,  Winnipeg    REYNOLDS  &  J.ACKSON,  Calgary    RACE,  HUNT  &  GIDDY,  Edmonton 
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Lighter  Day 
High  Oven  Range 


This  cut  ropresents  a  New  Style  Kitciheii  Ramge.  It  is  not  an  experimeut,  but  an  actual,  handsome, 
labor-saving  range,  which  doos  the  work  rei|uii-ed  of  it  snlen(lid'l\  in  I'eeord  time,  and  saves  the 
stooping  and  other  inconveniences  peculi^u"  lo  tli^  ordinai-y  range. 

Can  anything  be  more  convenient  in  a  stove  fcr  a  n-omaii,  than  to  do  all  her  work  withoul 
bending  over? 


NOTE 


A  Heated  W,ARi\riNG  CLOSET— above  the  ovlmi. 
Ariotlier  Clo.s€t — wftll  up  off  thf  door. 
Ample  TOOin  undcT  tiho  Ra.'nffc  for  svvwtpiiig. 
Beautiful  PorcelaiTi  Eiianie'l  or  Tilie  isack. 
GLAS6  OVEN  DOOR— .vith  Kiiainel  Greni>e  Guard. 


I'.sidc  J'ol  Holes — No  eooking  odors  in  the  hous<>. 
Toasititig  Lever — for  lifting  a  wliole  section  of  top. 
Eevorsible  Ooal  or  Wood  grates — ^or  Special  Wood 

grate — Wood  box  2(3  incJies.  long. 
The  quickest  OVEN  .ve  ever  produced. 


Write  for  our  handsome  booklet.    Mailed  Tree  npon  application. 

'I'his  range  is  made  in  14,  16,  18  and  20  by  '20  inch  ovi^ns,  and  is  uneonditionally  guaranteed. 

Clare  Bros.  &  Co.,  Limited,  Preston,  Ontario 

Makers  of  the  HECLA  FURNACE 

CLARE  BROS.  WESTERN  Ltd.,  WinnipeR    -REYNOLDS  &  JACKSON,  Calvary     RACE,  HUNT  .S;  GIDDY,  Edmonton 
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Which  Stove  Line  for  Your  Store  ? 

For  the  last  four  months  we  have  been  telling  the  hardware  dealers  of  Canada  just  what  we  will  do 
to  sell  stoves  for  him  in  his  locality.  Many  a  dealer  has  taken  hold  of  our  proposition,  and  our  selling 
helps  and  sales  plans  are  already  increasing  his  stove  business. 

It  will  pay  you  to  keep  samples  of  "  Garland  "  stoves  on  your  floor.    They  are  the  easiest  sold, 
easiest  to  work,  give  best  satisfaction,  lightest  on  fuel,  and  ^ 
are  money-makers  for  the  dealer.  jl^ 


mm 


Have  you  the 

BASE  BURNER 

agency  ? 

It  will  help  your  store 
business. 

Every  range 
guaranteed  to  give 

satisfaction  to 
both  the  dealer  and 
customer. 


EMPIRE  GARLAND 


6i 


ART  GARLAND 


Garland  Ranges 

will  boost  and  increase  your  sales  and  boost  your  profits.  Competition  will  not 
worry  you  with  these  ranges  on  your  floor.  They  will  sell  themselves.  The 
housewife  will  appreciate  merits  of  these  ranges  and  sale  will  be  quickly  closed. 


WRITE   FOR  PRICES 


BOWES,  JAMIESON  LIMITED 


HAMILTON 


ESTABLISHED  1883 


ONTARIO 


"Garland"  Stoves,  Ranges  and  Furnaces — Coal,  Gas,  Oil,  Wood    "Lion"  and  "Star"  Water  Heaters — Gas  and  Gasoline 


PEART  BROS.  HARDWARE  CO. 
Rcgiaa,  Saik. 


ALLAN  TILLEY.  MONTREAL 
Eastern  Representative 


MARSHALL-WELLS  HARDWARE  CO- 
WinBipeg,  Man. 


i 
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Get  Behind  a  Good  Line 

The  Kir-Ben  Range  has  more  strong,  convincing  sales-making  points 
than  any  other  on  the  market.  These  points  are  easily  explained  to 
the  prospective  buyer,  and  seldom  fail  to  close  the  sale. 

The  Kir-Ben  Range  is  designed  to  bake  well,  save  fuel 

and  last  a  lifetime 


Broiler 
and  Hood 

The  finest 
feature 
ever  supplied 
with 
a  range 


Economic 
Damper 

gives  absolute 
contr&l  of 

fire 
under  all 
conditions 


Kir-Ben  Range  with  Standard  Finish.    Also  made  in  Ebony  Finish  and 
in  Nickelled  Finish.    18  and  20  inch  ovens. 

OTHER  ATTRACTIVE  FEATURES 

Four  Styles  of  Dress:  Ebony,  Standard  or  Nickelled  Finishes.    Full  Glass  or  Plain 
Oven  Door.    Dockash  or  Duplex  Removable  Grates.  Kir-Ben 
Improved  Flue.    Ordinary  or  large  Wood  Firebox. 

WRITE  FOR  OUR  CATALOGUE  NO.  5 

KIR-BEN  AGENCY  IS  THE  BEST 

Kir-Ben.  Limited  Almonte,  Ontario 
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The  St.  Lawrence  Steel 
Range  will  catch  the 
Housewif e^s  Fancy 


It  is  of  the  very  latest  design  and 
is  fully  guaranteed. 

The  many  special  features  of  the  St. 
Lawrence  Steel  Range  will  place  it  well 
in  front  this  year  as  a  (juick  seller. 

Besides  its  classy  design  and  serviceable 
appearance  it  possesses  the  following, 
among  other  points,  which  will  readily 
recommend  it  to  the  prospective  buyer: 

Front  Hinged  or  Lift  Top. 

Large  and  Serviceable  Ash  Pan. 

Interchangeable  Fire 
Box  Linings 

All  Loose  Nickel 
Plated  Trimmings 

The  St.  Lawrence  has  an 
extra  large  cooking  surface. 
Eas  ly  operated.  Oven  Damp- 
ers which  control  the  heat 
perfectly,  and  a  water  front 
of  powerful  capacity— points 
which  will  strongly  reco-n- 
mend  it  to  the  housewife. 
Drop  us  a  line  to-day  and  ask 
us  for  further  particulars  re- 
garding this  fully  guaranteed 
Steel  Range. 

THE  JAMES  SMART 
MFG.  CO.,  LIMITED 


Wei»em  Branch  : 

WINNIPEG,  MAN. 


Hesd  OfHce  and  Work*  : 

BROCKVILLE,  ONT. 
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Money  for  Business.  Tliat  the  banks  will  have  no  diffi- 
culty in  financing  the  movement 
of  the  crops  and  furnishing  accommodation  to  the 
business  enterprises  of  the  country  is  evident  from  the 
figures  revealed  by  the  Government  returns. 

Never  in  the  history  of  the  country  were  the  banks 
ever  better  supplied  with  funds,  the  savings  deposits 
during  the  last  two  or  three  months  having  exceeded 
all  pre"\ious  records.  At  the  end  of  June  they  weie 
!^1. 0:^2.818,783,  an  increase  of  *20,571,697  for  the  year. 
The  notes  in  circulation  were  >t^99, 12-5,000,  and  increase 
f.f  $2,836,000  and  $1,364,000  respectively. 

As  it  is  by  the  loaning  of  money  that  the  banks  are 
able  to  keep  their  doors  open  and  earn  dividends  for 
their  shareholders,  it  naturally  follows  that  with  good 
(trops  assured  they  will  judiciously  loosen  their  pi;rse 
strings  at  the  earliest  po.s.sible  moment.  At  present 
they  have  about  .$78,000,000  less  out  in  commercial 
loans  than  they  had  a  y"ar  ago. 

//  is  by  pushi/ig  the  stove  trade  that  the  deale? 
warms  up  his  own  business. 


Reckless  Extension 
of  Credit. 


There  is  a  good  deal  of  reckless 
extension  of  credit  in  the  retail 
business.  This  fact  is  driven 
home  by  the  statement  of  an  official  of  the  Canadian 
Credit  Men's  Association  that  the  book  debts  of  insol- 
vent merchants  in  the  Province  of  Alberta  yield  only  a 
trifle  over  40  per  cent.  Figures  from  other  proAances 
would,  no  doubt,  show  the  same  thing  true  to  a  greater 
or  les.s  extent — that  a  good  deal  of  goods  goes  over  the 
counters  of  our  retail  stores  for  which  no  returns 
come  in. 

It  is  most  regrettable,  particularly  in  view  of  the  fact 
that  much  of  this  loss  could  bi-  prevented  b.v  the  exer- 
cise of  a  little  caution  and  common  sense  by  merchants 
who  conduct  a  credit  business.  Tt  is  this  reckless  ex- 
tension of  credit  that  is  re.spon.sible  to  no  little  extent 
for  so  many  failures.  A  dealer  has  to  have  a  good  re- 
serve bank  account  to  hand  out  credit  to  every  Tom, 
Dick,  and  Harry  who  applies  for  it.  and  still  remain  in 
business.  The  trouble  is  that  too  many  dealers  are 
over-anxious  for  sales,  so  much  so  that  they  take  big 
chances  in  the  extension  of  credit. 

Would  it  not  be  bettor  if  such  merchants  would  keep 


the  goods  on  their  shelves,  rather  than  to  hand  them 
out  to  people  who  cannot  pay  for  them?  The  dealer 
should  bear  in  mind  that. goods  are  just  the  same  as 
money,  and  should  not  give  goods  on  credit  to  people 
to  whom  he  would  not  lend  actual  money  to  the  same 
amount.  Such  a  rule  Avould  save  a  good  de.^l  of  money 
for  many  merchants  and  save  many  from  bankruotcv. 

The  good  crops  ought  to  stimulate  the  Autumn 
sporting  goods  trade. 


The  Late  Joseph 
R.  Henderson. 


By  the  sudden  passing  of  Mr. 
Joseph  II.  TIenders.on.  presid'ent 
of  the  Brandram-Henderson  Com- 
pany, Ltd.,  Canada  loses  not  only  a  man  who  has  con- 
tributed miuch  to  the  upbuilding  of  the  prepared  paint 
industry  of  the  eoumtry  but  one  who  possessed  an  ex- 
ceedingly interesting  and  pleasing  personality. 

At  the  time  of  his  death  he  was  64  years  of  age,  but 
of  that  number  of  years  no  less  than  43  had  been  spent 
in  the  paint  industry.  Mr.  Henderson  having  become 
manager  of  the  Dolphin  Manufacturing  Company  at  the 
age  of  21.  This  business  flnall.y  became  known  as  Heu'- 
derson  &  Potts,  and  was  ultimately  merged  into  the 
l.'^rger  enterprise — the  Brandram-Henderson,  Limited, 
with  the  late  Mr.  Hender.son  as  president. 

The  late  Mr.  H'^nderson  believed  in  quality  of  goods 
and  (|nality  of  service.  And  not  only  was  he  a  believer 
in  these  things  himself,  b'lt  he  possessed  the  knack  of 
inspiring  his  staff  of  employes  with  the  same  spirit.  He 
also  inspired  them  to  something  else,  and  that  was 
fealty  to  his  firm  and  his  person.  Talk  with  a  salesman 
of  Brandram Henderson,  Limited,  and  his  enthusiasu) 
for  both  tlie  fii-m  and  the  chie  f  soon  made  itself  mani- 
fest. 

He  was  a  man  among  men.  and  Canada  could  ill 
aft'ord  to  spare  him.  Of  lat''  years  IMr.  Henderson  had 
resided  in  Montreal,  and  it  was  while  on  a  visit  to 
Halifax,  th'e  scene  of  his  early  business  activities.  th;it 
he  pa.ssed  away  so  sudd^nl.v  and  un<^xpectedl.v. 

Deceased  has  been  succeeded  in  the  presidency  of 
lirandram-H'ender.son.  Limited,  by  his  .son  George,  who 
has  for  soni'^  yeans  had  charge  of  the  Halifax  factory 
of  the  fiiMH  The  new  president  pos.«esses  many  of  the 
qualities  of  his  honored  father,  and  no  doubt  will  ii'- 
spire.  among  the  emplo.ves  of  the  firm  the  same  enthus- 
iasm as  th(>  latter  did  in  his  dav. 
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He  Failcc'  to  Criminal  proceedings  have  been 

Keep  Books.  instituted  against  a  merchant  in 

Toronto,  ^vhich  is  of  interest  to 

business  jaen  generally. 

The  charge  is  that  he  failed  to  keep  books  of  account 

as  provided  for  in  the  Cnminal  Code. 

The  clause  under  which  the  Canadian  Credit  Men's 

Association  laid  the  charge  is  417,  and  reads: 

"Everyone  is  guilty  of  an  indictable  ofPeuce  and 
liable  to  a  fine  of  $800  and  one  year's  imprison- 
ment who,  being  a  trader  and  indebted  to  an 
amount  exceeding  $1,000,  is  unable  to  pay  his  cred- 
itors in  full  and  has  not,  for  five  years  next  before 
sach  liability,  kept  such  books  of  account  as,  ac- 
cording to  the  usual  course  of  any  trade  or  business 
in  which  he  may  have  been  engaged,  are  necessary 
to  exhibit  or  explain  transactions,  unless  he  may 
be  able  to  account  for  his  losses  to  the  satisfaction 
of  the  court  or  .judge  and  to  show  that  the  absence 
of  such  books  was  not  intended  to  defraud  his 
creditors." 

The  Toronto  trader  who  is  now  under  indictment 
only  began  business  in  1914,  but  since  then  he  had 
started  a  chain  of  three  stores.  It  was  only  when  he 
assigned  that  it  was  discovered  that  he  had  kept  no 
books  of  account. 

Th'!  law,  it  will  be  noticed,  does  not  demand  that  a 
deialer  shall  keep  books  of  account.  But  it  does  de- 
mand that  he  shall  be  able  to  produce  them  in  case  of 
insolveneJ^  Consequently,  the  only  safe  thing  for  a 
man  in  business  to  do  is  to  keep  books.  At  anv  rate, 
aside  altogether  from  compliance  with  the  law.  he  who 
does  not  keep  books  of  account  cannot,  for  certainty, 
ascertain  his  financial  position.  He  may  be  able  to 
make  a  close  guess,  but  guessing  is  about  as  dangerous 
for  a  business  man  as  it  is  for  a  mariner.  In  the  one 
instance  the  merchant  may  drift  into  bankruptcy  and  in 
the  other  the  mariner  may  drift  upon  the  rocks. 

Encourage  your  clerks  io  '■^roundup"  cus- 
tomers for  Autum?!  sporting  goods  trade. 

Gretting  More  When  one  cannot  get  within  cer- 

Repair  Work.  tain  prescribed  limits  that  which 

one  wants,  it  is  sometimes  pos- 
sible to  get  it  bv  enlarging  the  bounds  of  the  territory. 

A  certain  plumlber  and  tinsmith  in  Toronto  has 
learned  this  from  experience.  His  shop  is  situated  in 
one  of  the  suburbs,  and  it  has  not  been  customary  for 
hira  to  go  outside  the  district  either  for  jobs  on  new 
buildings  or  for  repair  work.;  I?ut  on  account  of  the 
trade  depression  he  decided  some  months  ago  to  cir- 
cularize for  repair  work  in  territory  beyond  the  limits 
in  which  he  had  been  in  the  habit  of  undertaking  jobs. 

The  results  were  satisfactory.  He  did  not  get  work 
enough  to  keep  his  shop  going  to  the  capacity  of  the 
boom  times,  but  he  got  encu.t'h  to  keep  his  hands  em- 
ployed most  of  the  time,  and  that  enabled  him  to  hold 
them. 

And  thus  is  again  illustrated  the  truism  that  a  little 
more  effort  usually  produces  a  little  m.ore  business. 

Get  your  sporting  goods  in  shape  for  the 
Autumn  season,  and  when  this  is  done  ac- 
quaint the  public  of  the  fact. 

Decrease  in  Owing  to  the  adverse  trade  con- 

Cutlery  Imports.        ditions  and  the  influence  of  the 
war,  Canada's  imports  of  cutlery 
during  the  fiscal  year  ending  March  3j  last  declined 


about  401/2  per  cent.,  compared  with  the  previous  year. 

The  total  imports  were  valued  at  $741  975,  compared 
with  $1,255,252  in  1914  and  $1,389,122  in  1!»13.  Of  the 
imports  in  1915  $41''., 930  Tvorth  came  from  Gr^at  Bri- 
tain, $202,533  worth  from  the  United  States,  and  $119, 
422  wr,rth  from  G'  rmany.  In  the  case  of  British  goods 
the  decrease,  compared  with  the  previous  year,  was 
31.45  per  cent.;  American,  17.50  per  cent.,  and  German, 
fjS  per  cent. 

So  complex  is  the  situation  as  far  as  British  goods 
are  concerned  that  in  some  instances  manufacturers 
there  will  not  accept  orders  for  cutlery  except  on  the 
condition  that  higher  prices  may  be  charged,  if  found 
necessary,  even  after  the  goods  have  been  shipped  and 
are  in  transit  to  destination. 

Business  men  should  look  as  closely  after  the 
collection  of  their  accounts  as  the  farmers  are 
at  present  after  the  gathering  of  their  harvest. 

Over  Ten  Thousand  Although  the  razors  being  col- 
Razors  Collected.  lecfed  by  Mr.  T.  B.  Lee,  30  Front 
Street  East,  Toronto,  for  the  Bri- 
tish army,  have  already  in  number  exceeded  expecta- 
tions, yet  they  are  daily  coming  to  hand. 

Up  to  the  third  week  in  August  over  10,000  razors 
had  been  received  in  response  to  the  appeal  he  sent  out 
on  behalf  of  the  War  Office,  but  still  there  is  a  need  for 
all  that  can  be  obtained. 

Contributions  are  coming  from  all  parts  of  the  Do- 
minion. Some  of  them  have  come  from  remote  places 
in  the  Western  Prairies.  Among  the  razors  collected 
have  been  some  valuable  sets  in  cases,  but  probably  that 
which  has  excited  the  most  interest  is  one  blade  that 
was  used  by  a  British  soldier  on  the  field  of  Waterloo, 
a  hundred  years  ago.  Notwithstanding  its  value  as  an 
heirloom  it?  owner  was  willing  to  surrender  it  for  the 
i)enefit  of  a  British  soldier  of  to-day. 

A  clean  up  Of  razors  like  this  will  contribute  to  the 
benefit  of  the  hardware  trade  as  well  as  to  the  comfort 
of  the  soldiers  in  the  field. 

//  is  just  as  necessary  to  eliminate  waste  in 
the  store  as  it  is  in  the  factory. 

American  Cittlery  The  United  States  consul  at  King- 
in  Canada.  ston,  Out.,  is  urging  the  cutlery 
manufacturers  in  his  country  to" 
awaken  to  the  possibilities  of  the  Canadian  market. 
He  thinks  the  opportunity  is  golden. 

Possibl.v  he  may  be  right  In  spite  of  the  inroads 
which  cutlery  of  German  and  American  manufacture 
have  made  of  late  years  upon  the  British  product  in  the 
Camidian  market,  over  one-half  of  our  imports  still 
come.s  from  the  ^lother  Country 

As  to  what  the  records  will  show  during  the  period 
of  the  war  is  another  matter.  Judging  from  the  fact 
that  at  present  it  is  very  difficult  indeed  to  get  delivery 
cf  cutlerj'  from  Great  Britain,  owing  to  the  demand 
for  equipment  for  the  army  and  navy,  the  prospects 
.ire  that  what  has  hitherto  been  our  chief  source  of 
supply  is  likely  to  be  a  very  much  diminished  one  for 
some  time  to  come.  Germany,  which  was  in  import- 
ance our  second  source  of  supply,  is.  of  course,  no 
longer  a  factor.  Taking  everv'thing  into  consideration, 
it  certainly  does  look  as  if,  at  any  rate  until  the  war 
is  over  and  business  has  assumed  a  normal  condition, 
the  opportunity  for  enlarged  business  in  Canada  was 
with  the  United  States.    What  might  happen  after  the 
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war  is  aaoth-er-thiai^.v  British  cutlery  will  continue  in 
many  ways  to  have  the  preference  in  the  Canadian 
market.  German  cutlery  will,  ou  the  other  hand,  have 
to  face  a  very  strong  prejudice.  But  we  have  learned 
in  the  past  what  Germany  will  do  in  the  way  of  sacri- 
ficing profits  in  order  to  get  business.  We  also  know 
that  in  business  there  are  buyers  who  will  sink  preju- 
dice when  price  is  an  inducement  to  place  an  order. 
In  spite  of  this,  however,  it  looks  as  if  the  future  will 
see  a  larger  share  of  American  cutlery  sold  in  Canada 
than  in  the  past. 

A  little  advertising  in  the  Fall  will  do  for 
business  what  a  little  fertilising  does  for  the 
crops  in  the  Spring — stimulate  growtli. 

Show  Visible  Signs  The  writer  frequently  finds  in  his 
of  Your  Faith.  intervieAvs   with   retailers,  that 

they  will  declare  their  faith  in 
the  window  as  a  selling  agent  in  miost  emphatic  form, 
and  yet  some  of  those  same  dealers  are  not  reaping  as 
richly  from  their  display  windows  as  they  might,  for 
the  simple  reason  that  they  are  not  giving  them  suffi- 
cient attention. 

These  dealers  are  strong  enough  in  their  declaration 
of  faith  in  the  window,  but  weak  in  outward  and  vis- 
ible signs  that  such  faith  exists  within  them.  This  is 
a  bad  business  w^eakness,  and  very  much  akin  to  the 
man  who  is  an  enthusiastic  religionist  when  the  min- 
ister is  around  but  who  loses  his  enthusiasm  when  left 
to  himself  and  the  regular  routine  of  life. 

We  would  say  some  very  uncomplimentary  things 
about  the  farmer  who  can  harvest  four  crops  of  alfalfa 
a  year  and  who  took  of?  only  one.  Yet  there  are  no 
doubt  many  retailers  who  could  reap  four  times  as 
large  a  harvest  from  their  display  windows  if  they 
would  only  give  them  sufficient  attention.  Especially 
at  the  present  time,  when  competition  for  business  is 
keen,  it  behooves  the  dealer  to  show  outward  and  vis- 
ible signs  of  his  faith  in  the  display  window. 

A  neglected  business  will  get  cold  feet  even  dur- 
ing the  hottest  months  of  the  year. 

Be  Friendly  With  Did  you  ever  see  two  neighbors 
Your  Neighbors.  living  beside  one  another  for  a 
considerable  time  and  neither 
one  making  any  advances  towards  that  friendliness 
that  assists  so  much  in  making  home  life  congenial? 
I  have  seen  that  kind  and  felt  like  giving  them  both  a 
swift  kick.  I  feel  the  same  when  I  see  two  dealers  in 
the  same  line  of  business  in  the  same  block  or  com- 
munity refusing  to  have  anything  to  do  with  one  an- 
other. They  are  not  only  missing  a  chance  for  pleasur- 
able intercourse,  but  they  are  passing  up  a  business 
advantage. 

The  exchange  of  ideas  and  information  between 
dealers  in  the  same  line  of  trade  is  very  helpful.  All 
have  practically  the  same  troubles,  and  it  is  well  for 
one  retailer  to  explain  to  his  neighbor  and  friend  how 
he  meets  this  and  that  difficulty. 

This  exchange  of  information  cannot  help  but  be  very 
helpful,  and  it  is  a  splendid  idea  for  every  retailer  to 
have  at  least  one  or  two  other  retailers  whom  he  can 
consult  from  time  to  time  as  to  methods  employed. 


Advertising  is  one  of  the  best  medicines  known  for 
a  business  that  is  inclined  to  be  sick. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

If  you  would  maintain  sales,  maintain  your  selling 
effort. 

*  *  • 

The  clerk  who  is  fired  with  ambition  is  not  likely 
to  be  fired. 

*  *  • 

A  pessimist  is  a  person  who  is  seasick  during  the 
entire  voyage  of  life. 

*  «  * 

It's  all  right  to  save  time,  but  some  people  lose  a  lot 
figuring  how  they  can  save  a  little. 

*  #  * 

Show  yourself  a  man  by  not  getting  hot  under  the 
collar  even  when  you  have  considerable  provocation. 

*  *  * 

The  merchant  who  stops  pushing  because  times  are 
dull  will  be  the  one  who  will  not  wake  up  when  times 
begin  to  get  better. 

*  •  • 

The  bouquets  people  may  hand  us  about  our  business 
methods  miiy  tickle  our  ears,  but  it  takes  good,  sound 
criticism  to  stir  our  determination. 

*  *  • 

Tivo  sets  of  rules  in  the  store — one  for  the  favored 
clerks  and  the  other  for  the  rest — is  liable  to  reduce 
the  general  efficiency  of  the  sales  force. 

*  *  * 

A  circus  lithograph  in  yoxir  window  is  an  advertise- 
ment of  the  fact  that  you  do  not  know  what  your  win- 
dows might  be  made  worth  to  Your  business. 

*  *  « 

Competition  is  often  a  blessing  in  disguise,  making 
a  man  do  his  very  best  to  develop  his  business.  Why 
not  speed  up  without  such  a  competition.  It  Avill  mean 
more  profit  for  you. 

*  *  # 

If  a  competitor  is  getting  your  business,  there's  a 
reason.  If  it's  price-cutting,  leave  him  to  the  business 
undertaker;  if  not,  there  is  something  he  can  teach  you. 
Find  out  what  it  is. 

*  *  • 

There  are  two  things  which  a  wise  business  man  al- 
ways keeps  in  touch  with — the  figures  on  his  monthly 
balance  sheet  and  his  customers.  It  pays  to  be  well 
acquainted  with  each. 

*  •  * 

Don't  be  frightened  into  reducing  prices  just  be- 
cause a  customer  says  your  competitor  is  underselling 
you.  We  like  to  have  faith  in  our  customers,  but  some- 
times they  exaggerate  a  little. 

*  «  * 

The  dealer  who  is  contemplating  the  erection  of  a 
new  building  should  put  it  up  now.  Building  material 
and  labor  are  both  obtainable  at  lower  rates  than  have 
been  obtainable  for  many  years.  He  will  also  be  help- 
ing to  solve  the  unemployed  problem. 

*  •  • 

Every  time  a  man  or  woman  is  misled  by  a  false  ad- 
vertisement, the  selling  power  of  all  advertising  is 
lowered.  Every  time  a  false,  exaggerated  statement 
is  printed  in  an  advertisement,  all  advertising  is  dis- 
credited to  a  certain  extent.  As  a  means  of  self  pro- 
tection every  business  man  who  advertises  should  help 
to  drive  out  theiakers. 
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A  TIME  TO  THROW  OFF 
OUR  COATS 

By  The  Observer 

A YEAR  ago  Sir  Deorge  Paish,  the  erminent  financial  authority,   urged   business  men  to 
ki'A'p  haiiiincring  away  as  if  great  events  were  not  pending. 
The  advice  is  even  more  timely  to-day  than  it  was  a  year  ago. 

AvS  (/'anadians,  we  are  greatly  interested  in  the  war  But  there  is  just  a  danger  of  allow- 
ing our  thoughts  about  the  war  to  act  as  a  brake  upon  our  actions  in  regard  to  business 
affairs. 

Our  first  duty  is  undoubtedly  to  assist  in  defeating  the  enemy,  but  we  are  handicapping 
ourselves  for  even  this  duty  when  w'e  allow  pessimism  to  contra-ct  our  efforts  in  regard  to 
the  business  affairs  of  the  country. 

Ever  since  the  war  broke  oait  we  have  been  reading  a  great  deal  in  re'gard  to  the  morale 
of  the  troops  at  the  Front  and  its  importance  as  a  factor  in  bringing  about  the  ultimate 
victory. 

Morale  is  also  an  important  factor  in  business,  for  in  the  concrete  its  meaning  is  zeal, 
lionfidence,  spirit. 

In  business  affairs  Canadians  have  every  reason  to  exercise  zeal,  confidence,  .spirit. 

Never  in  the  history  of  the  country  h.Hs  Canada  had.  both  in  ijuantitv  and  quality,  such 
excellent  crops.  While  the  Kaiser  has  been  scoAvling  upon  us  Providence  has  been  giving  us 
His  most  beneficent  seniles. 

Our  farmers  manifested  their  indusitry  by  increasing  their  acreage  under  cultivation  by 
26  per  cent.    And  Providen-ce  has  blessed  their  efforts. 

Thanks  to  the  high  prices  induced  by  the  war,  the  farmers  of  Canada  last  year  received 
the  largest  financial  return  on  record  for  their  crops. 

And  now  on  top  of  this  comes  a  crop  far  beyond  that  of  1911. 

True,  prices  may  not  rule  as  high  as  for  the  crop  of  1914,  but  they  are  still  high  enough 
to  be  mo8t  remunerative. 

This  means  two  good  seasons  in  siuccession  for  the  farmers  of  Canada. 

It  also  means  two  consecutive  years  of  prosperity. 

And  plus  the  field  crops  there  are  the  live  stock,  the  dairy  products,  and  the  other  things 
which  tlie  farm  produces.    They  are  all  in  fair  to  good  condition. 

Taking  everything  into  consideration^ — 'grain,  roots,  vegetables,  live  stock,  dair^-  products, 
fruit,  etc. — the  farms  of  Canada  will  probably  yield  at  least  a  billion  dollars  of  new  Avealth. 
They  yield  approximately  this  in  normal  years.  But  1915  is  an  abnormal,  not  a  normal, 
year. 

But  our  source  of  Avealth  is  not  confined  to  the  farm.  There  are  the  factories,  the  forests, 
the  fisiheries,  and  the  raincs.  They  are  all  making  their  contribution  to  the  wealth  of  the 
country. 

These,  plus  the  products  of  the  farm,  will,  in  the  aggregate,  give  a  value  of  approximately 
tliree  billion  dollars. 

In  the  face  of  conditions  such  as  these  we  should  not  hesitate  to  tJirow  off  our  coats, 
oil  up  the  machinery,  and  get  down  to  business. 
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The  adjusting  process  which  has  been  at  work  during  the  last  year  or  two  has 
led  to  healthier  conditions  basically.  Lighter  stocks  and  smaller  debts. 
Healthy  condition  of  the  agricultural  industry  owing  to  war  prices  for  pro- 
duce. Effect  of  war  orders  on  the  manuj acturing  industry.  Canada's 
strong  position  financially-      Good  lime  to  get  ready  for  better  business. 


Bv  W.  L.  EDMONDS 


WTTILE  conditions  £rPiu-rally  are  not  all  that  could 
be  desired,  yet  the  outlook  for  fall  trade  is  one 
that  should  give  us  coniidf nee  rather  than 
fear.  Tli^y  are  decidedly  mwe,  reassuring  than  they 
were  a  year  ago.  A  year  ago  the  future  was  so  uncer- 
tain and  disturbing  as  to  demoralize  business  and 
scatter  credit  to  the  four  winds.  We  did  not  know 
"wliere  we  were  at"  or  where- we  were- going.  There 
was  only  one  thing  we  were  certain  about,  and  that  was 
that  we  were  in  a  parlous  condition. 

But  now,  in  approaching  another  fall,  we  realize  that 
while  Canada  has  passed  thr()ugh  a  period  of  commer- 
cial stress    and    strain    of  unusuai 
severity  the  worst  is  behind  her.  and 
that  from  now  on  better  conditions 
vriW  prevail. 


Hisrh  Prices  Saved  the  Farmer 


The  situation  was  saved  for  the 
farmer  by  the  high  prices  which  the 
war  created  for  everything  he  pro- 
duced, thus  imparting  to  a  crop  much 
below  the  average  in  quantity  a  value 
greater  than  at  any  time  in  the  history 
of  the  country.  The  past  year  has, 
therefore,  been  one  of  good  times  as 
far  as  the  farmer  is  concerned,  and 
explains  why  business  conditions  in 
country  towns  and  villages. have  been 
so  much  more  satisfactory  than  in  the  large  commercial 
and  manufactuT'ing  centres  of  the' Dominion.  And  bad 
and  all  as  business  has  been  in  the  large  centres  it  Avas 
saved  from  being  a  great  deal  worse  by  the  orders  for 
munitions  of  war  and  equipment  and  supplies  of  var- 
ious kinds  which  came  to  our  manufacturers  as  a  result 
of  the  ont'orcak  of  hostilities  in  Europe. 

The  War  Orders 

These  orders  have  not,  of  course,  been  sufficient  to 
make  up  for  the  dr^crease  in  home  trade  gf^nerally. 
Rut  they  have  materially  contributed  towards  doing  so. 

All  told,  these  orders  are  estimated  to  possess  an 
aggregate  value  of  about  $400,000,000.  which  is  about 
equal  to  2S  per  cent,  of  the  total  annual  output  of  the 
factories  of  the  country.  As  a  saving  factor  its  import- 
ance has,  therefore,  by  no  means  been  insignificant. 

Improvement  in  Iron  and  Steel  Trade 

This  has  bfcn  particularly  true  of  tiic  iron  and  steel 
industry.  Even  before  the  war  broke  out  the  iron  and 
steel  industry  was  at  a  low  pbb  as  fai-as  business  wa.s 
concerned.  Being  a  basic  industrA'.  it  was,  naturally, 
the  first  to  ff^el  th.^  efl'ect  of  the  depression.  And  dur- 
ing the  early  stages  of  the  war  the  leading  plants  of  the 
country  were  running  at  greatly  ri'du.ced  hours,  and 
with  but  a  fractional  [iai-t  of  the  lalxir  previously  em- 
ployed.   For  several  months  the  situation  was  critical 


^HILE  a  boom 
is  not  in  sight, 
the  general  situation 
warrants  business 
men  getting  ready 
for  a  better  and  big- 
ger Fall  Trade. 


indeed.  With  the  advent  of  orders  from  the  Imperial 
Government  for  sihells  came  an  improvement,  which 
has  been  making  a  steady,  headway,  although  the  out- 
)3ut  of  iron  and  steel,  owing,  to  the  small  demand  on 
the  home  market,- has  not  .vet  been  restored  to  the  nor- 
mal. Conditions, '  however,  are  infinitely  superior  to 
what  they  were  eight  or  ten  months  ago.  The  greatest 
blow  to  the  iron  and  steel  industry  was  the  marked 
decline  in  orders  from  the  railways,  the  agricultural 
implement  manufaoturers,  and  the  contractors  of  large 
i-.tructural  undertakings.  As  a-  result  of  the  large 
crops  th^t.are  being  harvested  all  over  the  Dominion, 
we  may  confidently  look  for  an  im- 
provement in  the  demand  for  iron  anid 
steel,  both  from  the  railways  and  the 
manufacturers  of  agricultural  imple- 
ments. The  great  decline  that  has 
taken  place  in  buildinig  operation^ 
naturally  affected  the  manufacturers 
of  hardware.  Some  of  them,  by  seeur- 
ing  business  which  they  had  not  hith- 
erto gone  after,  were  able  to  relieve 
the  situation  to  a  slight  extent,  but.  on 
the  whole,  they  have  been  running 
their  factories  at  greatly  reduced  time. 
'I'hey,  too.  wdll  naturally  feel  the  bene- 
fit that  wi]]  follow  the  large  crops  that 

  are  bein)g  harvested. 

That  th*^  condition  of  the  iron  and 
steel  industry  is  improving  is  shown  by  the  statistics. 
During  the  twelve  months  ending  December  last  the 
production  of  pig  iron  in  Canada  was  705.972  tons,  of 
which  442,4:^0  were  produced  in  the  first  half  of  the 
year  and  26;^, -542  in  the  second.  While  during  the  first 
half  of  1915  the  production  Avas  not  as  laige  as  for  the 
corresponding  period  of  1914,  yet  it  Avas  larger  by 
10?!, 28-3  tons  than  the  output  during  the  last  six  months 
of  1914,  being  866,825  tons.  Three  more  furnaces  Averc 
also  in  blast  at  the  end  of  June  last  than  on  December 
■j],  the  total  being  nine  as  compared  AAnth  six.  or  a  little 
less  than  one-half  of  tli"  tot;iI  nninber  in  the  DominioTi. 

Our  Economic  Excesses 

We  must  remember  that  it  Avas  not  the  Avar  that  Ava.s 
the  immediate  cause  of  the  depression  through  Avhich 
Canada  has  been  passing.  The  direct  cause  Avas  our 
economic  excesses.  Trade  began  to  take  a  bad  tuni  a 
year  before  the  war  broke  out.  The  Avar  merely  hast- 
ened the  crisis  and  hurried  the  adjustment. 

And  the  adjustment  Avhich  has  been  going  on.  Avhile 
•necessarily  painful,  has  been  productiA'e  of  good  results. 
On  the  one  li.ind  we  have,  in  both  business  and  private 
life,  been  eliminating  Avaste  and  studying  economy,  and 
on  the  other  Ave  have  been  concentrating  our  efforts  on 
production.   

By  these  efforts  business  ha.s  not  yet  been  brought  to 
the  point  of  activity.    But  it  ha.s  ln  -ii  bi'i,ii<:ht  to  the 
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point  whcrp  it  is  basically  hoalthier  than  it  ever  has 
been  in  the  history  of  the  country.  Slipshod  methods 
are  being  eliminated,  credit  is  being  conducted 
on  a  .sounder  basis,  and  buying  is  characterized 
less  by  speculation  and  more  by  necessity  than  has  been 
the  ease  for  many  years.  As  a  result  of  this  we  on  the 
one  hand  find  fewer  debts  on  the  books  of  retailers  and 
on  the  other  smaller  stocks  in  their  stores.  Of  no 
class  of  business  men  is  this  probably  truer  than  of 
those  engaged  in  the  hardware  trade. 

Adjusting  Our  Foreign  Trade 

The  adjusting  j)rocess  has  not  been  confined  to  the 
home  trade.  Tt  has  been  at  work  as  well  in  regard  to 
the  foreign  trade  of  Canada.  During  the  fiscal  year 
ending  March,  1914,  we  imported  about  *!  81,000,000 
more  merchandiso  than  we  exported.  But  since  then, 
by,  on  the  one  hand,  buying  abroad  more  cautiously, 
and  on  the  other  concentrating  more  on  the  export 
trade,  we  have  been  a^ble  to  turn  a  trade  balance  that 
was  adverse  to  us  into  one  that  is  favorable.  For  ex- 
ample, during  the  fiscal  year  ending  March,  1915,  the 
trade  balance  was  favorable  to  the  extent  of  about 
$6,000,000,  while  during  the  first  two  months  alone  of 
the  present  fiscal  year  it  reached  the  sum  of  nearlv 
$8,000,000. 

Tho  import  of  this  is  that  not  only  are  we  paying  for 
our  imports  with  our  exports  but  we  are  building  up  a 
credit  balance  abroad  which  helps  to  meet  our  interest 
charges  in  London,  which  amount  to  probably  $135,- 
000.000  or  $140,000,000  annually. 

Decrease  in  Imports  and  Increase  in  Exports 

The  merchandise  imported  during  the  fiscal  vear 
1915  was  $455,371,371  and  that  exported  it461 ,442^512. 
The  total  imports  of  merchandise  of  all  kinds  during  the 
first  two  months  of  the  present  fiscal  year  were  $62,- 
782,448,  comoared  with  $82,014,652,  and  the  exports 
$74,797,494  compared  with  $51,305,424.  In  domestic 
products  exported  there  was  an  increase  all  along  the 
line.  And  it  must  be  remembered  that  these  increases 
in  the  export  trade  have  been  brought  about  in  spite  of 
inadequate  ocean  transport  service. 

Foreign  Trade  in  Iron  and  Steel 

An  analysis  of  Canada's  foreign  trade  in  iron  and 
steel  and  manufactures  of  during  the  fiscal  year  end- 
ing March  31^  1915,  reveals  results  rather  more  than 
usually  interesting.  For  example,  the  imports  decreased 
46  per  cent.,  while  the  exports  increased  18  per  cent. 
The  total  imports  in  1915  werr^  $64,758,853.  compared 
yvith  $119,221,241  in  1914,  while  the  exports  were  $15.- 
915,535  and  $13,039,941  respectively. 

Two  Trade  Barometers 

Among  the  best  of  'barometers  whereby  the  conditioiL 
of  trade  may  be  gauged  are  the  bank  clearings  and  the 
monthly  bank  returns.  "While  the  bank  clearings  still 
show  a  decline  compared  with  each  of  the  three  last 
j'^ears,  yet  it  is  somewhat  reassuring  to  note  that  they 
are  larger  than  during  1911.  when  trade  was  normal. 
The  figures  for  the  seven  months  ending  July  clearly 
show  this,  they  being  $4,006,318,000.  compared  with 
$3,908,806,000  for  the  corresponding  period  of  1911.  or 
an  increase  of  $97,512,000.  Nineteen  hundred  and  twelve 
and  1913  were,  it  will  be  remembered,  abnormal  years. 
And  while  the  returns  are  running  below  that  of  1912. 
1913  and  1914.  they  are  not  doing  so  to  the  extent  they 
were.  In  fact,  in  certain  instances  the  latest  figures 
show  increases.  And  then  it  should  be  remembered  that 


there  are  not  now  anj'thing  like  the  same  transactions 
in  real  estate  to  help  swell  the  bank  clearings. 

More  Money  for  Business 

While  the  commercial  loans  continue  to  reflect  nuift 
business,  they  being,  according  to  the  Litest  r-'t-tums, 
9.41  per  cent  below  those  of  1914,  yot.  taking  the  bank- 
ing statistics  as  a  whole  the  financial  condition  of  the 
country  is  shown  to  be  strong.  The  June  deposits 
reached  the  enormous  snm  of  $1,032,818.78??,  which  is 
the  largest  on  record  and  about  $14,162,324  above  the 
figures  for  the  same  month  a  year  ago.  With  the  period 
at  hand  when  the  usual  heavy  demand  will  be  made 
upon  the  banks  for  funds  to  move  the  crops  these  fig- 
ures are  significant  On  Western  crops  alone  some 
$50,000,000  is  estimated  to  be  loaned  in  thin  way. 
Notes  in  circulation  are  larger  by  half  a  million  dol- 
lars than  thcv  were  a  vear  ago.  Thev  u«uallv  expand 
$20,000,000  to  $25,000,000  during  the  crop-moving 
period. 

The  Immigration  Situation 

Although  immigration  has  greatly  fallen  off.  pnv- 
cipally  owing  to  the  war,  yet  there  are  still  quite  a 
number  of  Americans  settling  in  the  Western  provinces. 
It  is  estimated  that  at  least  30.000  have  crossed  the 
boundary  line  during  the  last  twelve  months,  brin?- 
ing  with  them  cash  and  effects  to  the  value  of  $25,000.- 
000.  Even  if  each  of  these  immigrants  only  spends  on 
an  average  $200  a  year  on  merchandise,  we  have  a  new 
•permanent  purchasing  power  in  the  West  to  the  extent 
of  $6,000,000. 

Crops  as  a  Business  Factor 

But  that  which  Canada  is  the  most  concerned  about 
at  the  moment  is  the  coming  harvest.  Will  it  be  good 
or  bad?  That  is  the  all-important  question.  While, 
owing  to  the  unfavorable  weather  conditions  during 
June  and  July,  the  quality  of  the  crops  will  not.  on 
the  wihole,  be  as  satisfactory  as  was  at  one  time  antici- 
pated, yet  there  does  not  seem  to  be  any  reason  for 
doubting  that  the  farms  of  the  conntrv  will  yield  a 
larger  reveniie  than  ever  before.  The  area  under  wheat 
cultivation  is.  according  to  the  Government  returns. 
26  per  cent,  larger  than  that  from  which  crops  were 
harvested  last  year.  There  has  also  been  a  substantial 
increase  in  the  acreage  of  oats,  barley,  com  for  fodder, 
and  potatoes.  In  regard  to  live  stock  the  conditions  are 
also  on  the  whole  excellent,  there  having  been  an  in- 
crease of  48.361  in  horses  and  of  nearlv  65.000  in 
cattle. 

A  Promising  Outlook 

Perfect  conditions  as  to  either  crops  or  business. 
Canada  never  has  had  nor  never  will  have.  But  taking 
everything  into  consideration  she  enters  the  fall  of 
1915  under  reassuring  circumstances.  Business  gener- 
ally is  improving,  and  with  stocks  throughout  the  coun- 
try relatively  smaller  than  at  probably  any  time  in  her 
history,  there  does  not  appear  to  be  any  reason  why. 
after  harvest,  the  improvement  shoiild  not  become  more 
marked  and  general.  And  as  the  banks  are  in  a  more 
than  usually  favorable  position  to  pro\'ide  the  medium 
of  exchange,  money  ought  to  be  easier  to  secure  and 
cheaper  to  borrow  for  ordinary-  business  purposes. 

At  the  time  of  ■\\Titing  har\'esting  of  spring  wh-^-^' 
has  scarcely  begun.  With  fall  wheat  the  caso  is  dif- 
ferent, and  a  preliminary  report  issued  by  the  Statistics 
Office,  at  Ottawa,  on  August  11.  estimates  the  j-ield  at 
28.10  bushels  per  acre,  which  is  6.32  bushels  above  the 
average  of  the  last  five  years.    The  harvested  area  of 

(Continued  on  page  56) 


Septem/ber,  1915  CANADIAN  HARDWARE  JO UBNAL.  '  "  41 


Pushing  the  Sale  of  Necessities  on  the  Farm 

Getting  more  business  out  of  the  farmer  —  Farmers  have 
money  and  Want  goods — Catering  to  the  farm  and  home 


TTIE  farmer  is  the  man  Avho  is  best  of¥  in  th.i.; 
countrj^  to-day,"  said  a  prominent  Ontario  hard- 
ware jobber  to  a  representative    of  Oanadian 
Hardware  Journal:  "he  is  the  man  with  the  cash." 

All  throng-li  tlie  past  year  reports  from  the  smaller 
centres  of  the  country  shoAved  that  "business  as  nsnal'' 
jii-evailed;  and  it  was  only  in  the  cities  and  larger  towns 
that  any  falling  off  in  trade  occurred.  Now  things  are 
brighter;  and  in  the  country  crops  from  the  Atlantic 
to  the  Pacific  are  reported  to  be  "better  than  ever." 

If  the  farmer  had  money  all  through  last  year,  he 
certainly  has  plenty  of  it  to-day.    Automobile  manu- 


Wcl  1 -:i  rr.i iif^'i  il  I'oiuilry  ^ture. -- Intcri.ji'  of  Leiidlieii  &  (_'u.'s 
h  irdware  at  Durham,  Ont. 


factnrers  say  tliat  the  farmers  of  Can'ada  bought  more 
cars  during  this  year  fl915)  than  any  otlier  one  class 
in  the  eountr3^  That  shows  that  the  farmers  are 
spending  their  money. 

Is  the  haiwost  bountiful  in  your  section,  Mr.  Hard- 
ware Dealer,  and  a)-e  you  getting  your  share  of  the  big- 
gn-  business  that  is  bound  to  result  ?  Instead  of  letting 
the  farmer  invest  all  his  spare  money  in  an  automobile, 
would  it  not  be  well  to  suggest  to  him  a  number  of 
articles  he  will  want  before  the  first  snow  comes? 

Fully  80  to  90  per  cent,  of  the  articles  sold  in  hard- 
ware stores  are  absolute  necessities,  and  the  number 
of  things  wanted  about  the  home  and /arm  are  almost 
innumerable  A  litth-  suggestion  offered  will  often 
ojxMi  the  way  to  good  buying.  Ar-companying  this 
article  is  a  shoi-t  table  giving  a  hastily-conceived  list 
of  things  that  every  dealer  catering  to  farm  trade 
should  have  in  stock.  Tlu'  li<t.  of  course,  gives  but  a 
hint  :  it  could  be  multiiili'  d  ;i  liuiidredfold. 

A  year  airo  John  H.  Lee,  who  condaicts  "The  Pioneer 
Tfaniware  Rtore."  at  Stoney  Creek.  Ont.,  got  out  a 
M2-page  catalogue  of  his  goods:  circulated  it  througli- 
ont  the  farmers  cf  his  district;  and  during  the  ^nnter 
reaped  the  rew^ard  of  his  forethought.  It  was  a  handy 
booklet,  full  of  illusti-ntions  of  articles  needed  about 
th<'  fann.  niul  in  !irin.\-  ii  liom"stead  it  was  hung  up 
ready  for  reference.  What  Mr.  Lee  did  was  hut  to  fol- 
low the  example  .set  by  Creeper  &  Oritltin,  Owen  Sound, 
and  other  dealers  in  Oi't;.rio  and  the  Ciniadi;in  West. 
Tills  is  one  method  fcfr  stirring  up  trade,  and  there  are 
many  others    'Suggestion  is  the  thing. 


S.  Rundle's  liardware  store,  at  Sunderland,  a  little 
lime  ago  made  a  practical  -window  display  of  incuba- 
tors with  eggs  and  chicks  that  helped  sell  a  number  of 
these  articles.  A  similar  display  could  be  made  by 
other  dealers.  Or  a  display  could  be  made  of  other 
lines. 

Harness  is  one  of  these.  Iti  the  fall  the  farmer  Avill 
want  many  a  thing  in  eonnoction  with  his  stable,  his 
wagons,  and  his  horses  and  cattle. 

Then  there  are  pumps.  Every  farmhouse  should  have 
a  pump  in  the  kitchen  or  pantry.  The  day  when  the 
farm  housewdfe  has  to  draAv  watei  from  the  outside 
well  is  past,  or  should  be.  The  hardware  store  is  the 
natural  headquarters  for  puraps  in  general,  and  the 
fall  is  a  good  time  for  dealers  to  suggest  these  articles 
for  home  use. 

There  are  also  the  many  little  items  classed  under 
builders'  hardware.  Iioeks  and  bolts,  keys  'and  hasps, 
itarndoor  rollers,  track,  and  innumerable  other  articles 
that  will  be  needed  for  repairs  before  the  cold  weather 
sets  in. 

This  brings  on  the  thoiight  of  making  the  barn 
iuodern  and  sanitary,  which  also  will  bring  on  the 
})rospe'ctive  sale  of  newer  harndoor  equipment,  of  ce- 
ment for  a  waterproof  floor,  of  newer  sanitary  fixtures. 

Daily  aaid  creamery  supplies  are  another  kindred 
line,  with  their  separators,  churns,  and  other  modern 
utensils.  Geo.  R.  Simjnons,  of  Bracebridge,  Ont.,  has 
been  handling  cream  separators  for  five  years  or  more, 
selling  aboiit  fifty  every  year  by  offering  to  set  up  and 
start  in  operation  e\'ery  separator  purchased  from  him.' 
He  sells  most  of  them  in  the  store,  too,  to  farmers  ^yho 
come  in  to  look  thean  over.  Dear  knows  how  many  he 
might  have  sold  had  be  gone  after  the  farm  trade  hy  a 
personal  visit. 

That  suggests  the  advisability  of  making  a  farm 


SOME  FARM  NECESSITIES 


Ash  sifters 
Axes  and  ra]<es 
Axe  and  tool  inandles 
Barn,  farm,  and  house  hard- 
ware 

Bu)lder.s'  hardware 
Bolts  and  nuts 
Belting 

Brushes  for  various  uses 
Cow  ties 

Chains  for  all  pui-poses 
Cake  tins 

Curry  canibs  and  clippers 
Churns  and  dairy  supplies 
Dry  batteries 
Dishpans 

Lgs  ami  ba<;L'y  crates 
Electric  flashlights 
Food  cihoppers 
Farm  toot? 

Furnace  faces  and  registers 

TTame  fasteners 

Horse  blankets  and  harnesis 

Ironing  and  Imkeboards 

Incubators 

Implement  repair  tools 
Kifi^bcnware 


Lamps  and  lanterns 
Ladders 

Lumibeiring  tools 
!Metal  sheets  and  sliin.gles 
Nails  and  wire 
Oil  cans 

Paints  and  varnishes 
Pocket  and  table  cutlery 
Read.^-  roofing 
Razors 

Stox'e-s  aiid  ]iipes 
Shot  guns 
Saws 

Shovels  and  spades 
Scales 

Sharpening  stones 
Shearing  tools 
Tin  ami  cnanielware 
Tubs  and  washboards 
Vacuum  cleaners 
■\Vork  gloves 
Wagon  jacks 
Wasihing  max?hine6 
Wrenches  Hinges 
Water  pumps 
Window  gloss 
Wire  fence  and  staples 
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canvass.  Even  though  no  goods  are  sold  or  orders 
taken  on  the  early  visits  it  is  good  advertisiing  to  get 
in  touch  with  the  farmers  in  the  vicinity  and  knov/ 
them  'ind  their  families  find  let  them  be>come  acquainted 
with  yourself.  W.  F.  Macpherson,  Prescott,  Ont.,  presi- 
dent of  the  Ontario  Retail  Hardware  Association,  sends 
out  one  of  his  clerks'  to  malie  personal  visits  on  all 
farmers  within  reasonable  distance  of  Prescott.  He 
then  sends  out  two  or  three  circular  li^tters  during  th« 
year  to  these  farmers,  possibly  using  500  in  all,  and 
this  again  is  backed  up  by  local  newspj^per  advertising. 
The  salesman  on  his  call  makes  note  of  any  unusual 


striking  window  display  of  harvesting  needs  ujiidc  by  tliu  llo^~ 
Hardware  Co.,  Ltd.,  Moose  JaW.  Saslt.  Tlie  thresliing  oiittitis 
made  of  liardware  articles  carried  in  stock. 


fact  or  circum-stance,  such  as  alteration  to  the  house, 
erection  of  a  barn,  need  of  new  fences,  etc.,  and  this 
helps  Mr.  Maephereon  cater  for  this  business  later  on 
and  throughout  the  year.  The  resultant  business  has 
r-.een  well  worth  the  effort.  \  couple  of  seasons  ago 
he  sold  five  carloads  of  fertilizer  through  this  method. 

Besides  these,  there  are  a  thousand  and  one  things 
needed  about  the  farm,  and  the  hardware  dealer  shoul  1 
have  the  wanted  articlei^.  He  should  also  impress  on 
the  farmer  the  importance  of  doing  the  necessary' 
things  and  buying  the  necessary  'articles  before  sipend- 
ing  all  his  ready  cash  on  automobiles.  That  latter  i>. 
.another  consideration.  P>ut  the  farmer's  wife  shonld 
have  some  consideration,  too,  ajid  the  purchase  of  labor- 
saving  household  tools — ^iv'a.shing  miachines.  wringers, 
vacuum  cloaneirs,  lamps,  and  the  many  other  articles 
wanted  in  the  house  —should  be  suggested  by  the  dealer. 
Tho  farmer  has  the  money  to  .spend,  and  it  is  better  he 
should  spend,  it  on  necessities  that  will  bring  added 
relief  from  worry  and  pleasure  in  doing  his  work. 

To  do  this  properly  the  dealer,  besides  having  the 
goods  and  getting  in  touch  with  his  prospective  cus- 
tomers, should  think  more  earnestly  of  his  methods  of 
display.  In  most  country  towns  the  window  is  almost 
entirelv  neglected,  and  as  for  the  interior  it  is  left 
to  run  itself.  There  are  so  many  store  fixtures  now 
oflPered,  however,  that  the  wonder  is  that  tiiore  are  not 
in  use.  To  the  up-to-date  hardwareman  they  could 
serve  as  a  model  for  building  his  own  e(|uipment  if  he 
does  not  see  his  way  to  purchase  the  model  fixtures. 

The  racks  for  forks,  shovels,  spades,  hoes,  rakes,  and 
other  handled  implements,  are  now  so  well  known  that 
the  suggestion  is  sufficient,  but  ther^  are  many  other 
handy  display  fixtures  made  by  dealers  themselves  for 
odd  corners,  posts  or  pillars,  such  as  axe  racks  and 
similar  holders  that  hardwaremen  must  think  out  for 
thems<;lves.   A  Western  dealer  has  a  circular  as-e  holder 


built  up  in  three  tiens  about  a  f)illar  support  running 
up  the  centre  of  hi.s  .store,  and  The  Ru.^sill  Hani  ware 
iCoinpany  has  a  modification  of  this  in  rt  single  tier  axe 
tiolder  built  about  a  post  in  their  Toronto  store. 


CASH  IN  ON  CUSTOMER  S  PRESENCE  IN  STORE 

It  certainly  seems  a  fnnny  thing  to  the  writer  to 
see  some  dealers  paying  out  a  good  deal  of  money  for 
advertising  to  get  customers  into  the  store  and  then 
failing  to  cash  in  to  the  full  on  their  presence  there, 
as  they  might  by  having  goods  so  displayed  as  to  create 
additional  sales. 

It  is  certainly  good  business  for  the  dealer  to  look 
around  his  store  to  see  if  he  is  making  the  use  that  he 
might  of  the  space  at  his  disposal.  Try  to  look  at  your 
store  from  an  outsider's  viewpoint.  Being  in  your  own 
store  constantly  you  become  used  to  the  surroundings 
and  are  not  so  apt  to  see  the  defects  of  display  as  an 
outsider  might.  Look  at  things  through  your  cus- 
tomers' eyes.  It  might  even  be  well  to  get  some  friend 
who  knows  something  about  merchandise  to  givp  you 
his  opinion  or  suggestions. 


BOOM  FALL  SPORTING  GOODS  TRADE 

■  The  fall  athletic  season  ^t-ill  soon  be  in  full  swing, 
and  hardware  men  who  sell  sporting  goods  should  now 
bf^gin  to  put  football,  basketball,  and  other  sea.sonable 
sporting  goods  to  the  front.  School,  college  and  club 
business  is  a  particularly  profitable  line  of  endeavor, 
and  is  well  worth  a  .special  e'Tort  to  secure. 

In  order  that  this  business  may  he  b^«t  .secured  't  is 
well  that  the  dealer  or  his  clerk  become  intimately  ac- 
quamted  "  ith  the  various  organizations.    If  you  can 


Interior  of  Morton  s  Hard  wiire  lit  Vegreville.  Alta.  Note  the  promi- 
nence given  to  stove  stock.  Harness  is  also  a  big  line  with  this 
store,  farmers  buying  it  extensively. 


become  acquainted  with  the  officers  and  players  it  will 
exert  a  vas*  influence  when  they  have  occasion  to  buy 
equipment.  At  any  rate,  seasonable  sporting  goods 
should  be  given  prominence  in  display  at  the  proper 
time 


Little  Barbara  was  .i  farm-house  griest  and  was  in- 
tensely interested  in  everything  that  went  on  about  her. 
When  her  father  arrived  for  his  first  week-end.  she 
found  an  outlet  for  her  news. 

"Yes,  daddy,"  she  cried.  "T  sjiw  the  .sheep  and 
the  cows,  and  how  they  made  the  hay.  And  this  morn- 
ing I  saw  them  working  the  separator!" 

"The  separator?    What  did  thej-  do  with  that?" 

"They  separated  the  milk  from  the  cow." 
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Ready  for  the  demonstration.  — How  H.  W'olfhard  &  Co..  Beilin,  Ont.,  opened  their  fall  stove  campaign,  coupling  with  it  a 

window  display  ot  kitchen  utensils. 


Making  the  Stove  Department  a  Profitable  Success 

Methods  pursued  by  Canadian  dealers  lo  sell  more  stoves — Advertising  and  win- 
dows strong  helps — Demonstrations  an  aid — Salesmanship  that  gives  satisfaction 

iheir  unmial' stove  sales,  and  Welch  &  Son  ahvays  have 
splendid  v.'itidow  disiplays. 

Kilpatriek  Bros.,  London,  Out.,  give  over  one  side  of 
their  east  end  store  to  a  display  of  their  sto->'e  lines. 
With  competent  sales  help  they  have  made  this  one 
of  their  very  best  payimg  departments.  In  all  thev  ha've 
three  stores — one  in  another  section  of  London,  and  a 
tliird  in  St.  Thomas.  One  little  attention  that  the 
stoves  receiA^e  in  Kilpatrick's  is  th'at  they  are  all  dusted 
and  rubbed  np  every  morning.  They  also  keep  a  list  of 
purchasers  of  stoves,  sio  that  if  in  future  yeare  any 
rei)airs  are  necessiary  they  can  get  them  intelligently. 

The  Saskatoon  Hardware  Co..  at  Saskatoon,  think 
so  much  of  their  stove  line  that  they  give  one  whole 
f'oor  over  the  main  hardware  section  to  th^ir  stove  de- 
partment. Here  customers  may  inspect  stoves  in  peace 
■".nthout  intrusion.  The  season's  sal<^s  fully  justify  the 
arrangement. 

Elliott's  hardware.  ;,t  l^rant ford,  is  another  store 
that  devotes  a  whole  floor  to  its  stove  stock.  The  upper 
section  of  a  double-decked  window  gives  opportunity 
to  display  coal  i-anges  and  heaters  in  fall  ami  winter 
and  gas  stoves  in  summer. 

A.  Westman  &  Co.,  London,  is  still  another  with  a 
special  depiartment  for  stoves.  This  firm  makes  it  a 
point  to  set  up  a  stove  complete  in  the  store,  so  that 
cus-tomei's  can  see  just  how  it  will  look  at  home.  This  is 
a  telling  point  with  farmei«s.  many  of  whom  trade  at 
the  store,  it  being  close  to  th.e  market. 

Some  Window  Methods 

Now  as  to  some  stove  sales  helps.  ^lore  than  one 
iiianufa«tiirer  is  \villing  to  co-opeiate  with  dealers  in 


TPIE  stove  department  of  the  hardware  store  should 
be  one  of  the  most  important  and  profitable  ones*. 
The  reason  some  of  them  are  not. this  is  because 
there  is  either  no  attention  paid  to.  O'ccasional  window- 
displays,  sitoves  do  not  figuj-e.  in  the  advertisements,  or 
there  is  not  good  salesmanship  shoAvn  in  the  sale  of 
stoves.  Or  there  may  be  a  combination  of  all  these 
reasons.  • 

In  a  number  of  Canadian  stores  where  stove  sales 
iire  looked  after  and  cultivated  it  will  be  found  that 
there  is  a  manager  who  insist?  on  having  a  department 
separate  from  the  rest  of  the  stock,  wherein  he  cari 
have  the  customer  to  himself  without  distractinig  atten- 
tion from  the  stove  line  he  may  happen  to  be  sho^^^ng. 

Such  a  .store  is  Turnbull  &  Cutlilfe.  Ltd.,  Brantford, 
w*here.  a  short  time  ago.  a  record  was  made  of  selling 
6.5  srtoves  in  two  days  as  a  result  of  publicity,  concen- 
trated on  the  sitove  department.  This  company,  for 
nearly  20  years,  has  been  condxicting  an  anmial  stOA^e 
sale  early  in  the  fall,  each  succeedimg  year  being  more 
successful  than  the  previous  one. 

Smith  &  Gaetz,  of  Red  Deer.  .\l!.i..  is-  another  firm 
that  holds  an  annual  stove  sale,  'i'lu  y  do  not  contine 
themselves  to  a  few  lines,  but  carry  a  big  range  to  suit 
j)eople  in  a  scattered  community.  Their  slove  trade  is 
one  of  the  bigge,<?t  in  Western  Canada. 

A.  Welch  &  Son,  Toronto,  is  an  exclusive  stove  store, 
where  results  are  aimed  at.  They  have  a  record  of  4-3 
stoves  sold  in  a  .single  day. 

All  of  these  stores  sell  the  goods  because  they  get 
the  publicity  and  have  the  depaj-tment  and  saleiymen  to 
look  after  prospects  when  they  enter  the  store.  Turn- 
bull  &  CutlifFe  and  Srailh  &  Clnef?  advertise  extensivi  1\ 
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inaking  a  telling  and  striking  window  display.  One  of 
the  best  brought  to  our  attentioii  was  made  by  an 
Eastern  hardware  sitore,  which  usied  but  one  stove  in 
the  Avindow,  on  either  side  of  wliich  stood  a  small  pillar 
with  cards,  eaeh  telling  sionie  feature  of  the  stove. 
Tapes  ran  from  the  cards  to  the  parts  of  the  sto-ve 
described,  and  as  the  sitove  doors  aaid  lids  stood  open  ite' 
gave  a  splendid  chance  to  get  a  first-hand  inspectiou 
glimpse  of  the  sitove. 

Meeting  Mail  Order  Competition 

Hedley  &  Son,  of  ( 'liarksburg,  Out.,  believe  in  show- 
ing quality  stove®.  This  sueces's Cully  combats  com- 
petition. 

A  speaker  at  the  last  hardware  convention  said  it 
was  a  good  plan  to  have  a  cheap  stove  on  the  floor,  so 
that  farmers  who  were  thinking  of  buying  a  stove  from 
a  catalogue  house  eonid  be  shown  the  original  of  the 
catalogue  picture,  and  then  inirodnced  to  the  better 
stove  line  sold  by  the  dealer. 

Satisfying  the  Customer 

D.  A.  Cinnamon,  of  Lindsiay,  Out.,  sells  a  great  manj^ 
stoves  in  his  section  of  the  country  and  he  says  he  bas 
always  made  it  a  rule  to  see  that  the  customer  was  satis- 
fied Avhen  he  sold  a  stove.  For  this  reason  he  always 
sent  a  competent  man  to  set  up  the  stove  and  start  the 
first  fire,  explaining  to  the  purchaser  the  peculiarities 
of  the  drafts,  etc.  Not  only  this,  but  he  visited  the 
house,  or  called  up  the  people  some  time  after  the 
purchase  to  find  out  if  the  stove  was  giving  satisfactior;. 

The  Demonstration  Idea 

Canadian  hardware  dealers  Irindliiig  sitoves  are  not 
much  given  to  demonsit rations,  though  a  very  success- 
ful one  was  conducted  b}^  Jas.  N.  McGregor,  of  Oak- 
ville,  Out.,  two  seasons  ago,  in  conjunction  Avith  the 
Oumey  Foundry  Co.,  who  made  the  stoves.  A  triumphal 
entry  was  made  into  town  frnm  the  railway  station  to 


Now  we  are  prepared  for  the  customer  and  the  range  is  in  readiness 
to  be  demonstrated. 

T>lr.  McGregor's  store,  through  the  principal  streets, 
and  a  baking  eoinpetition  was  held  at  the  same  time. 
The  publicity  given  to  the  evMit  brought  big  crowds 
and  was  the  means  of  selling  a  great  many  stoves;  be- 
sides many  people  in  the  country  round  about  Oakville 
now  know  that  Mr.  McGregor  sellsi  stoves,  and  good 
ones.  I 


than  a  demonstration  where  something  L«t  baked  and 
given  away  to  eat,"  said  a  prominent  U.  S.  hardware- 

Ingram  &  Davie,  St.  Thora«s,  and  The  Fnwcett  Hard- 
v/are  Co.,  Saskatoon,  are  other  concerns  which  have 
successfully  tried  the  demonstration  idea. 

But  across  the  border  the  demonstration  idea  is 
pushed  stronger  than  on  this  side.  "There  is  nothing 
that  will  attract  crowds  into  a  hardware  store  quicker 


Use  but  one  stove  in  the  window,  open  it  up.  and  with  cards  at 
the  side  tellinsr  the  salient  points,  run  ribbons  from  these  cards 
to  the  part  of  range  described.  It  will  prove  one  of  the  best 
drawing  windows  you  ever  put  in  your  store. 

mian  the  other  day,  and  to  back  up  his  assertion  he  in- 
stanced the  makers  of  various  cooking  appliances  who 
are  all  the  time  conductiug  cooking  demonstrations. 

A  nuni])er  of  hardware  dealers  throughout  the  coun- 
try also  open  up  each  season  with  a  cooking  demon- 
stration, and  quite  a  few  of  them  conduct  a  prize 
guessing  competition.  A  novel  scheme  recently  con- 
ducted by  a  country  d  :aler  who  wanted  the  farmers  to 
look  at  his  stoves  was  to  open  a  com  contest,  the  idea 
being  to  have  the  contestants  bring  in  the  largest  and 
finest  ears  of  corn  they  had  grown.  These  were  tagged 
and  num.bered,  and  on  a  certain  specified  day  w^i-e 
judged  and  on  merits  awarded  imzes.  The  dealer  got  a 
large  crowd  of  farmers,  their  wives,  and  their  sons,  and 
it  is  gratifying  to  note  that  his  stove  demonstration, 
conducted  the  day  of  prize-awarding  helped  to  sell 
nearly  all  the  stoves  on  his  floor. 

There  is  hardly  a  limit  to  the  money-making  ideas 
an  energetic  dealer  can  make  to  attract  crowds,  espe- 
cially in  the  smaller  towns,  where  there  is  little  coiu- 
jietition.    They  are  worth  trvdng. 


NOT  HARD  TO  SELL  STOVES 

One  reason  that  the  stove  bu.siness  for  many  mer- 
chants is  not  larger  is  because  of  the  fact  that  they  go 
alonig  under  the  assumption  that  it  is  too  hard  to  sell 
stoves  and  the  profit  they  make  from  the  sale  of  the 
stove  is  not  worth  the  effort  necessary  to  sell  it.  Of 
course  it  takes  effort  to  sell  stoves — it  takes  effort  to 
.«ell  anything  nowadays — but  it  do<^  not  take  any  more 
effort  to  sell  a  stove,  provided  the  man  knows  the  sell- 
ing points  of  the  stove,  than  ii  does  any  other  line  of 
goods.  In  fact,  it  is  a  very  easy  matter  to  sell  a  high- 
grade  stove,  provided  the  merchant  knows  the  talking 
points  that  will  appeal  to  the  prospective  buyer. 

In  selling  a  stove  argiiments  should  be  made  that 
v\'ill  appeal  to  the  customer.  The  Siilesman  should 
place  himself  in  the  customer's  position,  show  every 
j)0ssible  feature  of  the  stove,  and  explain  these  facts  so 
the  customer  will  thoroughly  understand  them. 
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The  Foundry  as  a  School  for  Stove  Salesmanship 


By  a.  U.  lever 


THE  philosophers  of  ancient  times  impressed  upon 
men  the  importance    of    knowing  themselves. 
The  busiiness  philosophers  of  modern  times  im- 
press upon  salesmen  the  importance  of  knowing  the 
goods  they  sell. 

In  no  branch  of  business  is  this  probably  being  im- 
pressed more  consistently  than  in  regard  to  the  sale  of 
stoves. 

The  time  has  long  gone  hy  when  it  was  possible  for 
a  man  glib  of  tongue  and  defi.jient  in  knoAvledge  to  make 
L  success  in  stove  salesmanship. 

Just  as  a  manufacturer  v."ants  to  know  with  mathe- 
matical accuracy  what  a  machine  ^vi\l  accomplish  be- 
fore he  purchases  it,  so  the  housekeeper,  as  a  rule  wants 
to  know  the  efifieiency  of  a  stove  before  she  will  pur- 
chase it.  ]\rrs.  Greenhorn  may  not  be  insistent  on  this 
point,  but  the  average  purchaser  does  not  belong  to  the 
Greenhorn  family.  It  is.  therefore,  the  average  cus- 
tomer for  which  the  stove  salesman  needs  to  be 
cciuipped. 

Getting  at  the  Practical 

By  rlose  application  to  his  duties,  by  reading  the 
trade  and  technical  journals,  and  by  discussing  with 
representatives  of  the  manufacturers  the  m'erits  of  the 
stoves  they  turn  out.  a  great  deal  of  valuable  inform'a- 
tjon  can  undoubtedly  be  obtained.  Rut  it  is,  after  all, 
largely  theoretical  information,  and  Avhile  it  m^ay  serve 
in  many  a  pinch  to  sell  stoves,  there  are  occasions  when 
t  may  prove  inadequate.  It  is  for  emerg,?ncies  that  the 
salesman,  or  any  other  man.  for  that  matter,  needs  to  be 
equipped  And  the  best  way  to  be  prepared  for  emer- 
gencies is  TO  obtain  a  practical  and  th.^rough  knowledge 
of  the  article  he  is  selling. 

How  necess<ary  and  important  this  practical  knowl- 
edge is  may  be  gathered  from  the  fact  that  some  of  the 
L<-st  stove  dealei-s  in  Canada  insist  that  their  sons  and 
their  salesmen  shall  spend  a  period  in  the  foundiw  of 
rhe  manufacturers  who.ve  products  they  handle. 

In  certain  instances  a  period  of  even  six  months  has 
produced  extraordinary  results.  But  perhaps  after  all 
the  results  have  not  been  extra  ordinary^  for  the  youn.g 
men  who  are  am'bitious  and  zealous  enough  to  put  on 


overalls  and  enter  upon  the  hard  work  of  a  foundry 
in  order  to  acquire  a  knowledge  of  the  intricate  parts 
of  a  stove  and  the  purposes  they  serve,  being  usually 
oi'  the  best  class  mentally,  naturally  grasp  more  quickly 
the  knowledge  they  are  seeking.  It  is  the  indifferent 
man  who  is  slow  at  absorbing  stove  or  any  other  kind 
of  knowledge. 

Many  a  dealer  of  long  experience  has  confessed  that 
after  the  return  to  the  store  of  a  son  or  a  clerk  from 
the  training  school  of  the  foundry  he  has  bad  to  take 
a  back  seat  as  far  as  stove  knowledge  is  concerned. 

It  is  natural  that  it  should  be  so,  for  not  only  does  the 
gradiTate  of  the  foundry  know  the  anatomy  of  'a  stove, 
but  he  knows  how  each  port  is  jnade,  of  what  it  is  made, 
and  the  purpose  which  it  is  made  to  serve,  either  in  the 
efficiency  or  the  economy  of  a  stove. 

He  may  have  from  his  pr-ivious  experience  known 
that  this  or  that  part  of  a  stove  was  strong  and  that 
this  or  that  part  was  for  the  purpose  of  producing  cer- 
tain results.  But  he  probably  did  not  know  why  until 
he  had  learned  from  practical  experience  in  the 
foundry. 

A  man  thus  equipped  with  practical  experience  in 
stove  making  is  as  nearly  a  hundred  per  cent,  salesman 
as  can  be  produced,  provided,  of  course  he  possesses  in 
addition  the  qualities  of  salesmanship. 

He  Knov^rs  the  Why  and  the  Wherefore 

He  can  tell  a  .-customer  v.dlh  an  assurance  that  is  con- 
vincing why  the  firepot  of  the  particular  stove  he  is 
selling  is  constructed  as  it  is ;  why  this  or  that  door,  lid, 
or  any  oth'er  part,  possesses  the  strength  it  does,  and 
why  this  or  that  part  is  guaranteed  to  produce  certain 
results  claimed. 

Som.e  may  claim,  if  they  will,  that  a  5?alesnian  is  born 
and  not  made.  There  are,  undoubtedly,  certain  men 
who  would  not  make  succefsful  stove  saiesmen  if  they 
had  all  the  training — practical  and  thporetieal — in  the 
world.  But  one  thing  is  certain :  A  man  with  average 
ability,  plus  a  practical  training  in  the  foundry,  Aviil, 
as  a  rule,  make  a  better  stove  salesman  than  he,  who, 
n'hile  possessing  a  greater  measure  of  ability,  is  with- 
imt  training-  of  that  particular  kind 


OTOVKS  ftt  the  Kxhibilioii. 
'-^  Sugrsre^tintr  to  dealers  atiotlier 
method  of  giving  publicity  to 
their  stove-"  and  ranges.  Xo  mat- 
tor  how  large  or  how  small  the 
fair,  dealers  would  do  well  to 
take  advantage  of  the  oppor- 
tunity to  give  the  public  who  do 
not  as  yet  enter  their  stores  an 
idea  of  their  ^toek. 

Oiaplay  of  stoves  made  by 
MntFrtt  Stove  Co..  in  co-opera' ion 
with  \\>8lwood  Bros  ,  at  Cana- 
dian National  Kxliibilion. 
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Know  Your  Stove  and  Know  Your  Customer 


How  W estwood  Bros,  advocate  mafiing  sales — Good  windows  and  local 
advertising  arouse  interest  —  Then  comes  desire  —  Bookjng  the  order 


THE  dealer  who  plans  to  build,  iip  a  satisfactory 
stove  business:  must  do  somethiug  to  draw  cus- 
tomers to  his  store!  It  may  be  advertising ;  it'  raay 
be  window  and  interior  displays ;  it  may  be  dcTn'onstra- 
tions.  i>ut  when  the  prospect  is  in  the  store  it  takes 
salesm'anship  jind  ;i  knowledge  of  the  stiove  to  make  the 
sale. 

One  of  the  best  stove  salesnien  in  the  country  is  Ed. 
Wesitwood,  o'f  Westwood  Bros  .  Toronto,  and  it  is  a 
pleasure  to  lisiteu  to  hirn  talk  about  stoves.  His  store, 
pictured  above,  is  not  a  pretentious  biiilding,  but  he 
arranges  his  stock  to  suit  his  own  taste,  and  he  has  a 
number  of  striking  signs  on  the  walls  to  help  back  up 
lii.s  statements  ..    .  , 

.  in  .selling-  stoves  Mr... Westwood  siays  the  salesiman 
should  first  of  all  arous-e,  the^  interest  of  the  pro'spect  in 
the  stove  being  shown.  .  In  general  the  window  dis- 
plays and  local  ladvertising  do  this.  A  'good  method  is 
to  place  just  one  good  stove  in  the  window  marked  at 
an  attracti\'e  price,  though  shomn-g  a  fair  profit.  1:' 


be  booked.  Just  what  particular  argument  clinches 
the  sale  one  cannot  tell — every  prospect  is  an  entirely 
different  proposition.  But  in  mosrt  cases  the  transition 
trora  desirin'g  the  stove  until  the  customer  .says  he  will 
take  it  is  so  gradual  that  it  is  always  well  to  have  in 
inind  the  possibility  that  every  argument  will  have  to 
be  brought  out  again  to  decide  the  sale. 

Price  is  often,  indeed  in  the  great  majority  oi  cases, 
the  sticking  point.  The  customer  naturally  wants  the 
lowest  price  he  can  gel ;  at  the  same  time  he  has  nor 
much  contidence  in  the  man  who  changes  his  price  to 
(!fTeiet  a  sale.  For  this  rea.son  it  is  well  to  .stick  to  the 
jrriee  advertised,  to  the  price  on  the  .s-tove  in  the  win 
dow,  explaining  that  the  lowest  possible  price  has 
alre'ady  been  set  on  the  stove.  This  confidence  will  aid 
greatly  in  making  a  friend  for  your  store. 
•  One  word  more.  Having  s:aid  the  salesman  should 
ruidy  his  stove  line  thoroughly,  it  is  also  well  to  study 
the  customer.  Don't  argue  with  him.  Give  way  on 
minor  points,  but  stick  to  your  statement?  about  the 


Interior  of  We.stwood  Bros,  stove  store.  Toronto. 


lialf  a  doztn  good  points  abt  ut  the  stove  are  printed  on 
some  window  ciards  about  the  display  they  add  fifty 
per  cent,  to  the  value  of  the  window. 

Providing  the  store  inienor,  or  the  stove  depart- 
ment itself,  where  it  is  part  of  a  general  hardware' 
stock,  is  well  looked  after,  the  salesman  is  ready  for 
the  customer  who  has  been  made  interested.  It  is  now 
his  p'art  to  make  the  prospect  desire  to  obtain  that 
stove.  To  dio  this  the  salesman  must  know  the  stove 
ilself,  all  its  parts,  and  its  capabilities.  He  must  be 
able  to  give  a  reason  ^^'hy  he  considers  the  stove  he  is 
selling  and  the  line  he  is  handling  the  best.  This 
knOAvledge  .should  be  more  than  superficial.  It  is  to 
be  obtained  only  through  careful  stndy  of  stoves  and 
stove  construction,  and  the  material  from  which  stoves 
are  constructed. 

While  some  of  this  information  may  be  somewhat 
technical;  it  epuld  be  presenttd  to  the  prospect  in  a 
tilling  way.  The  salesman,  in  fact,  should  be  able  to 
Sell  himself  before  he'  sells  the  customer. 

Just  about  this  time  is  when  the  order  is  readv  to 


(|uality,  convenience  and  economy  of  your  stove.  He 
will  by  now  have  said  something  that  will  give  you  a 
clue  as  to  his  peculiarities.  Talk  to  hira  and  work  with 
.lim  along  this  line,  and  the  rest  of  the  selling  vriW  be 
easy. 

But  after  the  sitove  is  sold,  see  to  its  early  delivery 
Have  it  set  up  properly,  and  explain  to  the  buyer  the 
helpful  little  things  that  wiU  give  the  housewife  the 
greatest  amount  of  comfort  at  th©  least  possible  cosrt 
of  fuel. 


"GUNNING'  FOR  PROSPECTS 

Empty  number  ten  paper  cartridge  sheUs  were  used 
as  the  means  of  drawing  attention,  recently,  to  an  ad- 
vertising circidar  gotten  oiit  by  an  eastern  concern. 
The  shells  were  used  as  mailing  tubes  and  the  cord  on  a 
red  shipping  tag  was  slipped  through  the  primer  hole 
of  the  cartridge  to  carry  the  address.  The  novelty  of 
the  de\-ice  brought  many  favorable  commonts. — Syslera. 
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Methods  and  Sales  Stunts  of  Hardware  Dealers 

Pu'h  out  the  slow  sellers—  Closing  out  the  summer  lines 
— Pointed  goods  in  packages  —  Some  NorVell  adutce 


THIS  is  the  time  of  year,  at  the  beginning  of  an- 
othei-  fall  season,  with  demand  for  summer 
iroods  praetieally  over.  wh<»n  it  would  be  well 
for  hardware  dealers  to  make  a  clearance  of  their  rs- 
iiiaiiiing  summer  stocks.  I'jarly  in  September  a  clear- 
ance sale  could  vi'ry  easily  be  pulled  off  which  would 
almost  certainly  srreatlv  reduce  the  quantity  of  these 
unseasonable  goods  and  turn  into  ready  cash  articles 


which  otherwise  would  have  to  be  stored  for  next 
season. 

Ca>h  on  hand  is  always  woi-th  more  to  the  dealer 
than  when  tied  up  in  unseasonable  stocks  on  the  shelves 
or  in  the  store-room,  s/o  a  little  inducement  m.ade  to 
customers  in  the  matter  of  lower  prices  miay  help  move 
these  goods  at  the  end  of  the  season  when  making  roou". 
for  more  sea.sonable  articles. 

Dis<'nmination  in  prices,  however,  should  be  used 
cautiously  by  the  dealer  in  conducting  his  clearance 
sale.  Th"re  are  some  staple  lines  which  it  might  not  be 
good  policy  to  offer  at  reduced  prices,  because  with 
the  present  tendency  of  the  market  they  may  be  harder 
to  get  and  may  be  got  only  at  higher  quotations  Bui 
then-  are  old  goods  and  old  patterns  of  staple  lines 
which  should  be  turned  into  cash  at  reduced  rates. 
These  lower  i)rices  always  induce  other  sales  and 
eventually  lu-ing  m  w  custonn  rs  to  the  hardware  store. 

HOW  TORONTO  DEALER  DOES  IT 

Anthony  Mole,  a  liardwaic  dealer  on  Queen  Street 
West,  Toronto,  has  a  plan  of  Trifiay  and  Saturday  bar- 
gains which  helps  him  greatly  in  lessening  h.is  stock  cf 
past  s<\nson 's  goods.  Malcing  groups  of  articles  h'^ 
wants  to  get  rid  of,  he  makes  a  di'^.play  of  them  in  hi.«; 
window  or  on  a  .shelf  on  the  street  in  front  of  his  store 
puts  an  odd  price,  such  as  HP  cents  or  49  cents,  on 
the  group,  .ind  makes  his  siales. 

His  F'riday  and  Saturday  bargains  are  looked  for, 
and  using  this  method  to  lessen  i)ast  sea.son's  goods  has 
hel|)i'd  him  better  than  any  other  one  way. 

But  he  al.so  puts  in  a  few  iu>w  season's  articles,  par- 
ticularly those  that  take  up  little  space,  so  that  tho 


display  will  not  be  composed  entirely  of  old  stock ; 
and  he  is  a  firm  believer  in  price  cards,  it  being  a  rule 
set  forthwith  him  to  let  his  goods  speak  for  themselves, 
in  the  matter  of  price  at  leat-t. 

REST  ROOM  HELPED  WESTERN  DEALER 

A  hardware  dealer  in  one  of  the  cities  of  the  Cana- 
dian West,- having  read  in  Oaniadian  Hardware  Journal 
some  time  ago  of  a  "rest  room"  conducted  by  a  rural 
dealer  in  Ontario,  took  up  the  idea  and  opened  a  room 
at  the  back  of  his  store,  where  farmers,  their  wives  and 
children,  visiting  the  town  on  market  days  could  rest, 
leave  their  parcels,  and  use  it  as  a  meeting  place.  He 
put  in  a  number  of  chairs,  a  couple  of  tables,  and  a 
water  filter.    Last  winter  a  stove  was  in'stalled. 

The  tables  always  have  literature  about  articles  in 
stock,  which  is  read  by  the  patrons.  The  dealer  says 
the  room  has  helped  him  in  sales  and  has  given  him  an 
inside  track  as  compared  with  mail  order  houses. 

OUTSIDE  MAN  ASSISTS  WONDERFULLY 

Dent  Bros..  Bothwell.  Ont..  find  oil  iamtps  a  good  line 
u,  lia'd'c  in  th-ir  neighborhood.  !n  fact  they  -write 
that  oil  lamps,  being  a  necessity  in  almost  every  neigh- 
borhood, are  a  good,  profitable  line.  "We  also  have  a 
man  on  the  road,"  say  Dent  Bros,,  handling  automo- 
biles, carriages,  machinery,  etc.,  and  ■\ye  find  that  he  is 
of  wonderful  assistance  in  bringing  business  into  the 
hardware  store.  We  do  a  small  credit  business,  but  of 
late  are  using  the  Mc'Casker  system  of  earinig  for  ae- 


Safe  and  easy  way  of  Bhowing  various  sizes  and  styles  of 
lamp  glasses.    May  be  put  in  window  side. 

counts,  and  find  that  the  credit  end  of  our  business  is 
growing  smaller.  We  advertise  in  the  local  paper  and 
by  monthly  calendars,  and  find  results  from  both." 

CARDBOARD  BOXES  FOR  NAILS 

The  Russill  Hardware  Co..  Toronto,  have  given  up 
using  tile  ordinary  wrapping  paper  for  ])arceling  up 
nail.«>.  windoAV  points,  and  other  .sharii-pointed  small 
articles.    Instead,  they  have  had  made  for  them  a 


SATURDAY  SPECIAL 

Another  Auction 

20  per  Cent.  Off  for  Cash  on  Graniteware  and 
Tinware,  1 0  p.^r  Cent.  Off  for  Cash  on 
Stoves,  Ranges  and  Hardware 

Now  is  the  Time  to  Stock.  Up 


J.  H.  Ashd  own  Hardware  Co., 

Limited  Nelson  Branch 


Western  firm's  way  of  inducing  sales. 
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niamber  of  varied  sizes  of  patent  cardboard  folding 
boxes,  which  cost  very  little  more  than  the  paper,  for 
doing  up  these  goods.  IM^de  dn  one,  two,  rthreejir  five, 
seven,  and  ten-poilnd  'sizes,  tlie  clerk  is  able  to  make 
lip  a  neat,  handy  and  safe  parcel  for  the  customer  in 
less-  time  than  doing  up  in  the  old  way.  The  boxes,  too. 
have  printed  on  the  sides  and  ends  advertisements  of 
other  lines  carried  by  The  Rnssill  Hardware  Co. 

SPECIAL  BARGAINS  HELP  SALES 

Harland  Eros.,  Clinton,  Ont.,  some  little  time  ago, 
conducted  'a  special  week's  sale,  advertising  the  fact 
loeallv  and  backinie  up  the  advertising  by  Avindow  dis- 


special  Dargain  Lisi 

for  Saturday  and  all  Next  Week 


iMr=i   Pott<;  Ni^kle  Plated  Irons,  reg  SI.IU  for  880. 

G;im1.     T;  .k.  -   .nly  20c 

4-c;aii-  I  L  '  l  lj  Hid  cleaner  for  25c  - 

•Fl(  [i  [  I  I  '  1j'  t,'  w  furniture  polish,  only  25c 

Would  You  rick  up  $4.75  on  Ibe  Street? 

:.(fl#,t.^  Would  you  buy  a  ?:o  Safety  Razor  {<^r  25c.  That  is  the  in 
trodiictory  pricp  ot  the  Mark  Cross  Safety  Razor.  $5  Quality. 
Over  sixty  sotd  in  our  store  last  Saturday  98,000  sold  in  one 
day  in  New  York  City. 

•Rush  Still  Continues  for  the  following  Fopnlar  Ooods 

Sherwin- W  illiiiin''  Pdint?.  CampheU'e  Varnish  Stain.  Floorlac. 
jiinalac,  and  Berry  Bros.  Liquid  Granite,  Decorate  with 
Windowphane 

\\V  now  handle  BEAVEK  BOAKD  it  takes  the  place  of 
laUi  ;irid  [il.'^'tfr.  and  Bpore  sanitary.    Call  and  see  6ampleB„^iid 

get  p.M  in  ii' 11 

A  £iat>:.ii;i  1  ■  l  lf  of  Assorted  Graniteware,   slightly  damaged. 
Hig  Value.    Your  choice  for  15c. 


HARLAND  BROTHERS 

STOVES,  HARinVARE  AND  NOVELTIES 


plays.  As  a  result  of  their  sale  they  write  Canadiaii 
Hardware  Journal : 

"We  find  a  benefit  adA'^ertising  in  sueh  a  way,  quot- 
ing prices  on  some  special  lines,  especially  lines  that  we 
are  anxious  to  dispose  of  at  the  time;  and  in  all  in- 
stances wie  dresis  our  windows  to  carry  out  the  effect 
of  the  ad.,  and  m'ark  all  the  special  lines  in  plain  figures 
to  correspond  with  tbe  prices  quoted  in  the  paper.  We 
also  use  an  outside  wall  silent  salesiivan,  for  drawing 
the  attention  of  pass'ers-by  to  the  .articles,  all  marked 
in  plain  prices.  This  special  case  is  manufactured  by 
T.  McKenzie  &  Co.,  Clinton,  Ont.,  and  is  a  great  trade 
getter." 

SOME  NORVELL  HARDWARE  RULES 

During  a  recent  visit  made  up  north  by  Mr.  Norv'ell, 
of  NorA'ell-S'hapleigh  fame,  St.  Louis,  Mo.,  that  expert 
in  things  hardware  gave  expression  to  some  sound 
truths  on  how  to  conduct  the  hardAv^^re  business.  These 
ideas,  or  some  of  them  at  least,  were  passed  on  to  the 
editor  of  Canadian  Hardware  Journal  by  a  Toronto 
hardwareman  who  was  a  member  of  the  circle  in  which 
Mr.  Norv'ell  moved  at  the  time. 

On  the  question  of  salesmen  in  the  s-tore  Mr.  Norvcll 
said  every'  dealer  had  to  make  his  oVn  clerks,  and  it 
depended  a  lot  on  the  dealer  himself  as  to  whether  his 
staff  made  good  or  not. 

He  never  knew  of  a  retailer  to  get  rich  by  buying 
goods  cheap ;  usually  the  dealer  looking  to  get  goods 


cheap  ended  up  by  buying  cheap  goods.  The  problem 
tor  hardwaremen  to-day  is  that  of  distribntion 

On  the  chasing  iip  of  rebates  he  foTind  it  advisable 
to  let  a  clerk  look  after  these  matters.  If  the  dealer 
bothered  too  much  about  these  matters  he  wa.s  apt  to 
get  stomach  trouble. 

'.•  The  good  simple  rules  for  hardware  de'alers  to  follow 
were :  Have  the  goods  where  wanted ;  have  the  goods 
when  wanted;  and  get  the  extra  five  by  watching  dis- 
counts. A  great  amoiiut  of  money  is  lost  by  not  hav- 
ing goods  in  stock  v/hc-n  wanted. 

On  buying  he  kept  a  record  of  past  piirchases,  which 
enabled  him  to  place  his  orders  intelligently. 

CASH  REGISTER  KEEPS  COUNT  OF  MOWERS 

John  Oaslor,  known  to  every  hardwareman  in  On- 
tario as  treasurer  of  the  Ontario    Retail  Hardware 
Association,  has  built  up'a  big  business  fn  the  sharpen 
ing  of  lawn  mowers  in  Toronto.    A^  short  time  ago  he 


Number  of  handy  display  fixtures  in  S.  B.  McClung  &  Ca's 
hardware  store,  at  Trenton,  Ont.  Xote  the  silent  salesman, 
folding  display  stand,  lamp  glass  rack  on  pillar,  and  table  for 
bargains. 

had  registered  500  of  these  cutters.  He  says  it  is  quite 
simple  to  tell  how  many  he  sharpens  from  year  TO' year, 
keeping  track  of  them  on  a  cash  register. 


CANADA  STEEL  GOODS  CO.  SPREADING  OUT 

The  Cowan  &  Britton.  Ltd.,  plant,  at  Gananoque,  Ont., 
making  butts,  hinges  and  other  shelf  hardware,  has 
been  purchased  by  the  Canada  Steel  G-oods  Co.,  Hamil- 
ton. The  plant,  which  was  established  54  years  ago  by 
C.  E.  Britton  and  the  late  0.  D.  Cowan,  will  still  be 
operated  under  the  management  of  Mr.  Britton. 
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Business  Methods  as  Discussed  by  Exchanges 


HOW  DRIVERS  HELP  TO  HOLD  TRADE 

Tf  the  drivers  are  i)leasiint  and  courteous  and  oblig- 
ing, the  hoiTS'ewives  will;  think  of  the  impression  the 
drivers  have  made  upon  them  when  a  competitor  offers 
to  .supply  them.  They  will  say  to  themselves:  ''It  has 
always  been  easy  to  get  satisfaction  from  the  Consnmers 
Company."  They  will  think  ■'list  that,  even  though  the 
driver  is  the  only  member  of  our  organization  they  have 
met  face  to  face.  And  t'hey  may  also  think  to  them- 
selves: '"T  guess  I'll  continiie  to  deal  Avith  the 
Consumers  Company,  and  not  risk  trying  out  this  other 
company. — F.  W.  Upham.  in  System. 

NOVEL  SCHEME  THAT  PROVED  EFFECTIVE 

A  content  of  a  unique  character  served  to  keep  keen 
interest  centred  in  the  store  of  a  certain  "Western  dealer. 
Eveiy  morning  at  10  o'clock  and  every  afternoon  at 
2  a  number  of  cards  were  di-opped  from  the'-  second- 
storey  window,  each  beai-ing  a  letter  of  tbe  alpbabet.  A 
ten-dollar  gold  piece  was  offered  as  a  prize  to  the  indi- 
vidual who  first  presented  at  the  store  the  letters  spell- 
ing the  words.  "Green  &  Son — The  Qwality  Store." 
These  cards  were,  of  course,  so  gotten  up  that  they 
could  not  be  easily  duplicated. 

It  was  two  weeks  before  the  prize  was  finally  won, 
and  the  dealer  thinks  he  got  ni.any  times  his  money's 
worth  of  publicity. — F.  L.  Edman,  in  National  Hard- 
ware Bulletin 

HE  TOOK  TEE  HINT 

A  country  dealer  dropped  in  the  other  day  to  buy 
a  line  of  goods  from  the  wholesaler.  He  was  shown  a 
lot  of  new  things,  and  among  them  one  line  which  he 
recognized  as  the  same  he  had  held  over  for  a  couple 
of  seasons  as  out  of  date  an^d  unsalable.  Here  on  the 
wholesaler's  counters  this  material  looked  very  fresh 
and  attractive. 

The  rural  dealer  decided  to  work  off  that  stuff  on  his 
shelves,  and  the  finu.  of  which  he  bought  a  new  bill 
of  goods,  gave  hirn  a  valuable  pointer  as  to  how  to  go 
about  it.  They  advised  him' to  put  the  goods  to  the 
front  in  a  good  light,  talk  them  judiciously  to  his  eus- 
tom-ers,  and  not  pull  them  out  of  dark  shelves  as  though 
they  were  relics  of  a.  departed  age.  The  art  of  properly 
displaying  goods  is  one  which  needs  a  gi'eat  deal  of 
i.'ultivation,  and  one,  also,  which  dealers  might  well 
study  with  profit  to  themselves,— -Hardware  Dealers' 
Magazine. 

CULTIVATING  THE  TOOL  TRADE 

■"If  I  v.-er(^  a  hardware  dealer."  wTites  W.  F.  War- 
burg, in  System,  "I  would  empha.size  in  my  windows 
^'y  folders,  and  in  my  local  nf'-\A  spap'^r  adA'ertising,  'you 
don't  need  tn  be  a  carpenter  to  fix  things.' 

'"My  appeal  would  be  to  the  roan  who  has  no  partic- 
ular aptitude  for  carpentry,  yet  a  very  keen  dislike  for 
hiring  an  expert  at  high  prices  to  fix  a  doll's  carriage, 
a  hinge  on  a  cold  air  box,  a  loo.se  joint  iv  fumitnre,  or 
any  of  the  thousand  and  one  'round  the  house'  jobs 
\diif  h.  witli  the  most  simple  set  of  tools  a)id  a  minimuia 
of  knowledf'e.  could  be  dom?  by  an  intelligent  man. 

"The  burden  of  my  message  would  be  'Ask  us  how  t"; 


do  it.'  And  from  the  sales  of  hammers,  saws,  screw 
driA'ei"S,  chisels.  naiLs,  screws,  hinges,  glue,  cement  for 
mending,  hooks,  and  the  like,  I  would  be  sure  not  only 
of  profits  not  otherwise  po.ssible.  but  woul(^  also  place 
myself  in  line  for  the  worth-while  sales  of  la^vTi  mowers, 
vacuum  cleaners,  firelesis  cookers,  kitcheii  cabinets', 
and  other  a^tieles  carrAang  a  large  profit  on  a  single 
sale."  '  '  '  ' 

GETTING  MOST  OUT  OF  THE  CATALOGUES 

A  catalogue  that  hangs  behind  a  door,  tied  to  a 
string,  is  seldom  the  most  productive  catalo.gue.  In 
several  stores  T  have  visited  I  have  found  as^raany  as 
five  catalogues  from  the  same  manufacturer  filed  be- 
hind the  door.  It  happened  that  someone  asked  for  an 
article  not  carried  in  stock,  'i'he  bnsy  hardwareman, 
not  kijowing  that  he  already  had  the  manufacturer's 
catalogue,  had  Avritten  for  another.  Hence  the  dup- 
lication. 

There  is  onh'  one  way  to  file  a  catalogue,  and  that 
is  the  wasteless  way.  I  do  not  want  to  suggost  tbat 
you  make  up  an  elaborate  ero,ss  indek  file  showing  on 
one  card  the  article,  its  price  and  by  whom  made,  and 
on  another  the  name  of  the  manufacturer  and  what  he 
makes.  Th(at,  of  course,  is  an  excellent  plan.  But  your 
business  may  not  be  large  enough  to  warrant  it. 

Try  this:  Get  a  niimber  of  .small  gummed. lafeels  and 
put  a  niimber  on  eacli  one.  These  labels  are  pasted  on 
the 'backs  of  your  eatalogue'  and  fil'ed  in  mimieral 
order  in  a  sectional  bookcase,  numbers  to  the  front.  A 
card  file  in  your  desk  gives  the  items  and  the  numiber 
of  the  eatalogue  or  catalogues  in  which  these  items 
can  be  located.  Tf  you  know  this  pretty  well,  then 
simply  have  the  manufacturej's'  names  on  your  cards. 
You  don't  even  need  cards — a  notebook  will  do. 

Now  the  hardwareman  T  have  just  mentioned  goes 
over  each  new  catalogue  as  he  goes  over  his  trade 
journals.  He  wants  the  new  things.  Few  manufac- 
turers give  publicity  to  their  entire  lines — at  least,  not 
often  enough  to  be  of  much  help  to  you.  Rut  they  omit 
nothing  from  their  catalogues.  Frequently  you  ^vill 
find  some  splendid  little  novelty  tucked  away  between 
the  catalogue  pages  that  will  just  ,  fit  into  your  needs. 
Study  your  catalogues.  Try  to  get  some  good  idea, 
some  worthy  thought,  from  each  one  before  you  file  it. 
TLsually,  if  you  go  about  it  with  an  honest  desire  to 
discover  something,  you  will  disicover  it.  You  cannot 
tell  how  an  article  is  going  to  sell  and  how  to  sell  it  by 
looking  at  pictures  of  it.  That's  where  imagination 
comes- in.  ■  •  , 

"While  you  are  looking  at  .the  pictures  visualize  your 
)narket — get  it  in  front  of  you:  Tf  there  is  still  a  doubt 
that  won't  stay  settled,  talk  it' over  with  your  clerks. 
They  may  knoAV  more, f\ bout  it  than  you  do.  The  master 
politician  learns  a  great  deal  from  his  henchmen.  But 
he  is  a  better  organizer  than  they  are.  So  never  hesi- 
tate to  get  yoiir  men  tJiinking  with  you.  Dig  into  your 
catalogues. — R.  T.  Gebler,  in  Hardware  Age. 


Asked — Did  Rob  make  any  money  on  that  chicken 
farm  he  bought  ? 

Tellit — Did  he!  Whv,  he  cut  it  up  into  building  lots 
and  sold  the  chicken  coops  for  bungalows! 
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PRIZE-WINNING  WINDOW 

[)I;RI\0  the  week  of  th>;  'Jaltfary 
'•■^  Horf i'  ultiiral  Society  Show  the 
"  Commercial  Review  '  ottered  a 
-ilver  Clip  for  the  beat  dreH-ed  win- 
'low  in  Calgary  (any  line  of  merchan- 
•  lisei.  This  ia  a  photograph  of  the 
prize-winning  window,  entered  by 
'he  Comer  Hardware  f  ,o.,  which  con- 
>ained  a  splendid  -(election  of  high- 
L'Tade  builders  haidware  H;implea. 
The  decorations,  consiiting  of  fem->, 
i'alm><  and  sweet  peai.  though 
-imple,  gave  a  very  efTective  letting 
for  the  merchandine  di-playe'L  Two 
fancy  »how  cards  announcing  the 
date  of  the  show  added  to  the  in- 
terest of  the  window. 

Trimmed  and  designed  bv  f.  8. 
Young,  window  trimmer  for  the 
f.'omer  Hardware  Co. 


Putting  the  Punch  Into  Hardware  Store  Displays 


Interview  with  an  enterprising  clerk,  ^ho  has  gone  a  long 
Way  towards  learning  how  to  put  the  punch  into  displays 

WRITTEN  BY  A  STAFF  EDITOR 


ACtOOD  many  hardware  displays  lacl-v  the  neces- 
sary "punch"  to  put  them  into  the  attention-at- 
tracting and  sales-producing  class.  How  many 
displays  we  encounter  that  are  just  passable — perhaps 
not  bad  enough  to  bring  forth  any  unfavorable  com- 
ment, yet  lacking  the  "something"  that  will  impress. 
They  are  passed  by  unconcernedly  like  the  ordinary 
things  of  life  generally  are.  They  do  not  enthuse  or  in- 
spire to  action.  They  do  not  produce  results —  at  least 
not  the  maximum  results.  The  truth,  in  short,  is  that 
they  lack  the  "punch." 

Clerk  Takes  Deep  Interest  in  Display 

While  in  a  Canadian  city  not  long  ago,  the  writer 
came  across  a  clerk  who  has  gone  a  long  way  towards 
learning  how  to  put  the  "punch"  into  displays.  Back 
of  his  success  in  this  direction  is,  no  doubt,  his  deep 
interest  in  the  work  of  arranging  displays,  from  which 
he  may  see  direct  results  coming.  To  Mr.  Stover — we 
will  call  him  by  that  name,  laecause  he  rather  opened 
his  confidence  to  the  writer  as  to  his  work  and  ambi- 
tions, and  does  not  wish  his  name  mentioned  in  our  re- 
port of  the  interview — there  is  a  deep  satisfaction,  as 
undoubtedly  there  is  to  every  person,  in  turning  out 
displays  that  attract  attention  and  create  sales.  There- 
fore he  has  made  quite  a  study  of  the  producing  of  dis- 
plays that  will  not  only  appeal  to  the  eye,  but  which 
will  sell  goods. 

Gives  Study  and  Effort  to  Work. 

No  doubt,  a  good  deal  of  Mr.  Stover's  success  in  this 
direction  is  due  to  the  study  and  effort  that  he  puts 
into  the  work,  and  the  time  he  puts  into  planning  and 
working  out  displays  that  will  be  above  the  ordinarv. 
His  employer  gives  him  a  good  deal  of  a  "free  hand." 
and  he  is  thus  able  to  bring  his  full  initiative  into  plav. 
Just  here,  I  would  like  to  urge  that  dealers  give  clerks 
who  look  after  display  work  more  of  a  free  hand  than 
many  are  inclined  to.  A  man  does  better  work  when 
he  is  not  restricted  too  much.  He  then  feels  that  he  is 
responsible  for  this  work,  and  is  likely  to  put  more 
thought  and  effort  into  it. 

Mr.  Stover's  heart  is  in  his  work,  and  that  is  an  essen- 
tial in  order  to  produce  the  best  results.   The  enthusi- 


asm with  which  he  explained  to  the  writer  how  he  has 
worked  out  various  displays  showed  his  deep  interest. 
Down  in  the  basement  he  has  a  little  workshop  where 
he  builds  many  fixtures  of  his  own.  and  creates  many 
fancy  arrangements  that  add  much  to  the  appearance 
of  displays.  Here  he  stores  away  any  trimmings  that 
come  to  hand  that  will  come  in  useful  in  arranging  dis- 
plays. The  reader  does  not  want  to  run  away  with  the 
impression  that  he  spends  a  good  deal  of  time  in  this 
workshop  of  his,  when  he  should  be  looking  after  sales, 
for  he  does  not.  Whenever  he  wants  to  arrange  any- 
thing special  he  can  do  it  there  with  the  greatest  rapid- 
ity, because  he  has  things  conveniently  arranged. 

As  an  incentive  to  the  best  display  work,  it  is  neces- 
sary that  a  person  be  fully  convinced  that  it  is  valuable 
in  making  sales.  That  is  probably  the  reason  that  some 
dealers'  interest  in  display  is  only  lukewarm — they 
have  never  followed  its  value  close  enough  to  be  en- 
thused into  putting  effort  into  it  that  would  produce 
real  big  results.  Mr.  Stover  is,  however,  convinced  of 
the  value  of  display  in  getting  business,  and  particu- 
larly of  the  value  of  window  display.  This  is  because 
he  sees  such  a  large  amount  of  business  coming  in  as  a 
result  of  the  windows. 

Instance  of  What  Interior  Display  Will  Do. 

The  proper  kind  of  interior  display  is  also 
of  a  great  deal  of  value  in  creating  sales,  in  his 
estimation.  Of  this.  too.  he  has  had  much  proof.  He 
instanced  a  case  of  having  on  hand  six  dozen  of  a 
certain  article  that  was  not  known,  and  which  had 
not  sold.  It  had  been  hidden  away  in  an  unprominent 
corner.  He  took  it  out  ami  made  a  display  on 
the  main  counter  so  that  customers  could  see  what 
ihe  article  was  like.  A  price  card — the  regular 
price — was  put  on  the  display.  Not  only  was  this  stock 
that  had  been  sticking  worked  off,  but  a  good  trade 
was  buili  up  in  the  line.  Thus  is  shown  what  can 
be  done  by  proper  display. 

Many  New  Display  Ideas  Can  be  Worked  Out. 

"It  is  wonderful,"  stated  Mr.  Stover,  "how  many 
display  ideas  can  be  worked  out  if  a  person  only  gives 
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some  thought  and  study  to  the  work."  He  makes  a 
policy  of  changing  things  around  and  of  constantly  in- 
je-cting  some  new  feature  into  displays.  Fancy  display 
fixtures  are  extensively  used,  which  will  be  used  in  the 
window  and  afterwards  in  the  store  interior.  Then  it 
will  be  put  away,  and  later  on  brought  out  and  used 
again,  with  different  goods  or  with  some  slight  change. 

Some  Hints  on  Making  Fancy  Fixtures. 

"These  fancy  display  fixtures  are  easily  constructed 
once  one  gets  a  little  practice  at  making  them,"  states 
Mr.  Stover,  "and  it  is  wonderful  the  different  ideas  of 
arrangement  that  will  suggest  themselves  when  one 
gets  interested  in  the  work.   I  have  many  fixtures  that 


have  been  made  by  hand,  and  at  an  exceedingly  low 
cost — sometimes  practically  nothing.  ^  Display  stands 
do  not  always  have  to  be  finely  finished.  For  instance, 
for  a  window  pedestal,  I  frequently  use  a  rough  board 
nailed  on  top  of  a  piece  of  wood.  I  will  drape  this  with 
cloth,  catching  it  in  around  the  centre  with  a  ribbon, 
and  have  a  fine  display  stand.  The  same  cloth  and  rib- 
bon can  be  used  a  number  of  times." 

Many  little  artistic  display  arrangements  have  been 
fixed  about  the  store.  Flowers,  foliage  and  palms  are 
made  good  use  of  to  give  an  artistic  touch  to  displays. 
Showcards  are  also  made  good  use  of.  These  are  the 
things  that  assist  materially  in  putting  the  "punch "  of 
which  I  have  spoken,  into  his  displays. 


Attractive  Store  Windows  Make  for  More  Trade 


Passersby  desire  to  linger — Window  displays  attract  like 
scenes  on  stage  —  Make  them  produce  desire  to  possess 


Buying  centres  are  formed  by  attractive  store  win- 
dows. Take  any  city  of  moderate  size  and  group  in 
the  same  block  three  or  four  stores  noted  for  their  in- 
dividual and  interesting  window  displays,  and  you 
will  find  that  there  is  a  buying  centre.  The  public 
want  to  be  shown,  and  they  will  go  any  place  where 
there  is  enough  for  them  to  see.  If,  in  the  neighbor- 
hood of  your  store,  there  are  not  several  other  interest- 
ing windows,  it  is  all  the  more  necessary  for  you  to 
provide  one  yourself.  You  will  find  that  gradually 
the  quality  of  your  neighbors'  windows  improves  and 
thereby  influences  just  so  much  more  trade  to  come  to 
that  particular  centre. 

Window  a  Miniature  Theatre. 

A  window  is  really  a  miniature  theatre.   There  must 

be  something  about  it  which  attracts  the  crowd,  and 
something  which  holds  its  attention.  Get  a  clear  con- 
ception of  what  that  quality  is  that  interests  the  public 
and  then  work  on  various  phases  of  it  through  your 
window,  and  people  will  continue  to  talk — favorably — 
about  your  store. 

It  is  easy  to  prove  the  interest  of  the  street  audience, 
especially  so  by  contrast.  Consider  the  monotony  of 
walkijig  through  a  street  with  nothing  whatever  of 


interest  to  look  at.  Consider  a  city  street  on  Sunday 
when  the  curtains  of  the  shop  windows  are  all  closely 
drawn,  or  take  a  wholesale  district  of  any  large  city 
where  the  windows,  if  there  are  any,  are  filled  Avith 
boxes  instead  of  attractive  displays.  In  such  places 
that  feeling  of  lively  interest  in  things  about  you  is 
absent.  Your  sole  desire  is  to  get  through  the  street 
to  your  destination.  But  given,  on  the  other  hand,  a 
series  of  especially  prepared  windows,  you  will  find 
yourself  loitering  and  looking  and  thoroughly  enjoying 
the  walk. 

Not  only  that.  You  will  find  yourself  in  a  receptive 
frame  of  mind.  You  will  find  an  item  in  this  window 
or  that  one  which  interests  you  and  appeals  to  your 
desire  for  possession.  It  is  just  this  feeling  which  your 
windows  must  arouse  in  the  people  you  want  for  your 
customers. 

The  Cheapest  Advertising. 

Window  display  advertising  is,  from  the  standpoint 
of  cost,  the  cheapest  advertising  you  can  do,  because 
for  a  given  amount  of  expenditure  it  is  the  most  effec- 
tive. However,  don't  expect  your  windows  to  be 
effective  without  any  expenditure  of  money  or  effort. 
Don't  hesitate  to  put  a  little  money  into  window  equip- 


SureestlTo  settiii);  for  ii  window  dlsplny  of  cnnipinir  goods,  a  line  tlmt  could  be  played  up  during  fall  shooting  season.   An  appropriate  setting, 
even  though  It  bo  much  riitnplcr  than  tlio  one  yhown  hero,  is  sure  to  ndd  to  tlie  volue  of  the  window. 
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ment  when  necessary.  Such  things  as  boards,  fixtures, 
paper,  cloth,  and  lights  must  be  provided,  and  the 
expense  of  a  man  to  work  with  these  things  while  the 
windows  are  being  arranged.  Charge  these  items  up 
to  your  advertising,  as  it  is  all  money  well  spent. 

Remember,  the  first  essential  of  a  window  display 
is  to  attract  attention;  then  to  interest,  and  finally  In 
create  a  desire  of  ownership.  This  last,  however,  is 
least,  since  to  a  large  extent  your  windows  are  expected 
only  to  attract  attention  and  to  interest,  as  many  pur- 
chases are  made  months  after  a  display,  simply  be- 
cause the  person  saw  such  a  thing  on  display  and  was 
interested  in  the  display  in  your  window,  but  the  need 
or  the  desire  to  buy  did  not  arise  uijtil  the  later  date. 

Sales  the  Ultimate  Purpose. 

The  ultimate  purpose  in  every  case  is,  of  course,  to 
sell,  so  your  window  must  attract  favorable  attention 

by   a   distinctive    drnj?   display   and   aiin   toward  a 


A  background  for  fanciful  hardware  display. 


sale.  You  may  not  be  following  this  policy,  but  one 
of  the  methods  most  successful  in  helping  along  the 
window  sale  is  a  good,  plain  price  tag  on  every  article 
in  the  window.  Price  tags  add  a  touch  of  reality  to 
the  display.  The  spectator  in  looking  at  something  of 
interest  to  him  can  correctly  place  it  in  his  scale  of 
relative  values. 

Take  your  own  case  when  you  are  looking  at  a  shoe 
display  or  at  a  men's  furnishing  store  display.  Aren't 
you  always  just  as  well  satisfied  to  see  a  price  tag  on 
the  collars  and  shirts  exhibited,  as  to  be  left  in  the 
dark  regarding  their  selling  price?  Doesn't  the  price 
tag  sometimes  lead  you  into  the  store  when  otherwise 
you  would  not  go  in? 

Don't  overcrowd  a  window,  or,  rather,  don't  crowd. 
One  thing  or  one  line  at  a  time,  with  very  frequent 
changes,  is  the  best  working  plan. 


WINDOW  IS  THE  "FACE"  OF  THE  STORE 

When  a  salesman  comes  into  my  office,  I  judge  him 
first  by  his  face.  Is  he  clean?  Is  he  shaved?  Is  he 
smiling  or  gloomy?  Does  he  look  trustworthy?  Be- 
fore I  know  who  he  is  or  what  he  sells,  I  have  a  definite 
impression  of  s«me  sort  about  him. 

Your  show  window  is  the  "face"  of  your  store — 
keep  it  clean  and  smiling.  A  dull,  uninteresting  face 
is  never  a  good  introduction  either  for  a  salesman  or 
a  store.  As  long  as  I  have  not  entered  your  store,  I 
can  judge  it  only  by  what  I  see  of  its  windows  as 
I  pass.  If  this  fails  to  attract  and  interest  me,  only 
the  force  of  urgent  necessity  will  make  me  investigate 
further. 

Compare  the  policies  of  the  two  stores  that  I  have 
mentioned.  One  is  the  natural,  handy,  and  convenient 
place  for  me  to  trade,  yet  I  have  never  stepped  inside 
its  door  or  even  paused  to  study  its  windows.  It  has 
lost  my  trade  to  a  store  over  two  miles  away.  How 


many  more  possible  customers  is  it  losing  each  day  by 
this  policy  of  "It's-too-mueh-trouble-to-fix-up  the  win- 
dows, and-it-doesn  't-pay-anyway  "? 

On  the  other  hand,  the  store  that  does  use  its  win- 
dows to  attract  trade,  succeeds  in  securing  customers 
from  neighborhoods  two  miles  away.  If  it  does  that, 
you  can  be  sure  that  it  does  not  feel  much  competition 
in  its  immediate  nfjtjhborhood. 

Your  Windows  the  Introduction 

In  closing,  notice  one  thing:  I  have  not  even  men- 
tioned that  window  displays  sell  the  goods  on  display. 
That  is  an  additional  feature  that  often  makes  them 
return  big  profits  on  a  small  investment.  Wholly  out- 
side of  this  valuable  feature,  however,  is  the  undeniable 
fact  that  live  customers  like  live  dealers — and  the 
easiest  way  for  myself  and  my  friends  to  judge  a 
store  from  the  outside  is  by  its  windows. 

Until  we  actually  enter  your  store,  we  know  you  only 
through  your  window  displays.  Is  yours  a  favorable 
introduction? 


SEASONABLE  DISPLAYS 

With  the  arrival  of  tlie  fall  season  it  is  high  time  to 
take  the  refrigerators  and  the  ice  cream  freezers  out 
of  the  windov.'  and  put  in  more  timely  lines.  You  are 
not  going  to  sell  many  of  these  things  between  now 
and  next  June.  I'>etter  put  them  to  the  rear  and  bring 
out  something  that  is  likely  to  be  wanted. 

Stoves  are  always  good  at  this  time  of  the  year.  Why 
not,  as  an  exchange  suggpsts.  put  a  well-polished  range 
in  the  window?  Attach  stove  pipe  to  it  and  run  the 
pipe  out  of  sight  at  the  top. 

On  the  stove  put  a  tea  kettle,  a  coffee  pot.  a  kettle 
and  frying  pan.  Have  the  oven  door  next  to  the  win- 
dow open,  and  put  a  roasting  pan  in  there. 

Put  a  placard  down  in  front  reading,  "This  whole 


outfit  $00.00."  Sell  the  stove  and  all  the  utensils 
together  if  you  can.  If  desired,  you  can  put  a  wash 
boiler,  a  stew  pan,  water  bucket,  griddle  and  all  other 
common  kitchon  utensils  in  the  window  and  make  a 
pi'iee  on  the  whole  bunch. 

Or  the  stove  can  be  placed  there  entirely  alone.  If 
it  is  well  polished  and  the  background  and  floor  of  the 
window  covered  with  light-colored  cheesecloth,  it  will 
be  very  attractive. 


You  might  about  as  well  give  the  customer  counter- 
feit money  as  to  hand  out  counterfeit  talk  about  your 
goods. 
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Getting  After  the  Autumn  Sporting  Goods  Trade 


A  line  to  which  to  give  publicity  in  the  fall — Hardware  dealers 
should  go  after  gun  business — Examples  of  what  others  are  doing 


By  a.  B.  lever 


IT  is  good  for  the  hardware  dealer  to  advertise  at  all 
times.  It  is  better  still  that  he  should  do  so  at  par- 
ticular specified  seasons.  He  wbo  does  not  do  so 
cannot  keep  up  in  the  race.  He  may  not  be  put  out  of 
the  race  for  business  altogether  if  he  doesn't  advertise, 
but  he  will  always  be  some  distance  behind  the  leaders. 
One  thing  is  certain,  he'll  never  be  abreast  of  them.  Ad- 
vertising is  like  steam  to  a  locomotive — it  makes  the 
wheels  go  round. 

Just  now  we  are  in  the  fall  sporting  goods  season, 
and  it  is  a  particularly  good  season  in  which  to  do  some 
advertising.  In  the  first  place,  it  is  the  proper  thing 
to  do  and  the  improper  Ihing  not  to  do.  And  in  the  sec- 
ond place  people  who  buy  sporting  goods  are  people 
who  are  influenced  bv  advertising  because  tlieir  mind 


is  in  a  receptive  condition.  Those  who  are  in  this  re- 
ceptive state  of  mind  are  to  be  found  in  every  nook 
and  corner  of  this  Dominion.  In  the  aggregate  their 
number  is  legion. 

And  they  are  not  confined  to  those  "who  would  a- 
hunting  go."  There  ai-e  thousands  of  men  and  women 
all  over  the  Dominion  whose  summer  sports  and  pas- 
times are  necessarily  discontinued  with  the  advent  of 
the  fall  and  winter  months.  For  hunting  a  great  many 
of  them  have  neither  the  time  nor  the  inclination.  But 
for  indoor  exercises  they  have  both  time  and  inclina- 
tion. And  it  only  needs  the  sight  of  an  advertisement 
to  put  them  in  the  purchasing  mood. 

In  the  ads.  which  I  have  selected  for  reproduction 
this  month  there  is  only  one  which  makes  any  an- 
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Tf  yoa  on-  goiu-  oul  for  one  day  or  a  mo..th.  Irt  tu  ftt  you  out  in  proprr  «iuipmrDt 
to  vBxun  a  Hu»essfiil  Ihp.       Nolf  our  pricrn. 


Shot  Otiw  „i  

Pump  Quxa  , 

Huolins  Coata  ^ 
HuntlDR  Vrtta  - 
Slwll  B«K«  


-Jt  to  (50,00 
—  ZIM  In  aj.«l 
_  2J0to  lO-CO 


Oame  Carrlen 
Duck  Dmji  „ 


WiLfliPJlrr  Lc«rlf  r»Slipll*^„|lia  box 
Win'-hr»t<T  Bi-p^aUn  8hpll«.  1.00  '■/ 

U.i!,r;  .NItm  Club  ftlfllP.          50  •• 

DominimiSnvriripnSlirlls  .75  •• 

Dominioi)  RcgjI  Shell*  .,  .75  " 

EoBl.»hE!cy'«ShtlI«—  .75" 

Special  priff  I  cin-B  in  500 and  lOOO lota 
UV  wiU  not  you  a  (run  for  JI.OO  flnt 
day  and  Mr.  «  dav  afur. 


Moose  Jaw 
Hardware  Limited 


Big  Guns,  Great  Guns,  Cheap  Gnnu 


We  have  loU  of  other  Gun»  and  Rifles  of  the  best 
kiods  At  the  lowctt  priccn  in  town. 
Immualtlon  ilwtjrt  frcih 


MACNAB  BROS. 


I  t  It-*  vita  kto  W«U  •  luMkri  I 


Bic  Gine  Scuon  Opcu  Sit..  Rot.  lit 


Chown  Hardware,  Ltd. 


Have  You 
Outfitted 

ron  yovR 

1914 
Hunting 
Trip? 


Exercising  Your 
'tlusclcs  Means 
Improving  Your 
Health 


LL  THE  BEST  I 

KEBCISINO 

iPPABATUS 


.  810.00 

'SjMo«»~    Sprtn|  Dumb 


'Ashdowns" 


Special  On 

GUNS 


fcntrjl  llin)" 


How  80I1IC  Canadian  dciilere  are  advertising:  their  fall  aporting  goods. 
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nouncement,  regarding  goods  for  indoor  exercises.  That 
the  prevailing  ads.  at  this  time  should  deal  with  hunt- 
ing outfits  is  quite  natural.  That  is  the  big  thing  .just 
now.  But  I  would  strongly  urge  that  at  least  a  little 
more  attention  be  given  to  goods  which  are  designed 
for  indoor  sports  and  exercises,  emphasis  always  being 
laid  upon  their  beneficial  effect  from  the  standpoint  of 
health. 

The  outstanding  feature  of  the  advertisement  of 
Thompson  &  Sutherland.  Sydney,  N.S.,  is  its  layout.  To 
have  xised  the  illustration  of  the  gun  in  an  ordinary  ad. 
of  that  size  (2%  by  8  inches)  would  not  have  produced 
a  striking  effect.  By  the  exercise  of  a  little  ingenuity, 
however,  this  has  been  accomplished.  Thompson  & 
Sutherland  are  to  be  congratulated. 

The  ad.  writer  for  C.  T.  Laird,  Regina,  has  the  happy 
knack  of  turning  to  advantage  prominent  events  which 
are  before  the  public.  In  this  instance  he  is  using  the 
war  as  the  occasion  for  drawing  the  attention  of  the 
public  to  the  guns  and  hunters'  supplies  carried  in 
stock.  And  he  has  done  it  well.  The  original  was  21/4 
by  5%  inches. 

The  Fraser  Hardware  Co..  Vancouver,  have  made 
good  use  of  their  'ZVs  by  4%  inch  space.  The  ad.  is 
well  written  and  well  displayed.  It  may  well  serve  as 
a  model  to  other  dealers. 

The  advertisement  of  Maria  tt  &  MacKenzie,  Kam- 
loops,  is  well  balanced,  and  serves  well  its  evident  pur- 
pose, namely,  to  remind  sportsmen  that  they  are  in  a  po- 
sition to  su.'ply  them  with  a  wide  range  of  guns  and 
rifles.  Its  selling  qualities  would  have  been  improved 
had  it  conveyed  some  idea  as  to  prices.  Original  was 
4%  by  5  inches. 

The  advertisement  in  the  centre  of  the  group  is  both 
interesting  and  unique.  Peart  Bros.  Hardware  Co.  and 
the  Moose  Jaw  Hardware  Co.  are,  of  course,  one  and 
the  same  concern.  The  edvertisement  was  18  by  9  ins., 
and  it  will  be  noticed  that  a  portion  of  it  was  devoted  to 
a  recital  of  the  game  laws  of  Saskatchewan.  For  this 
latter  feature  many  readers  were  no  doubt  grateful. 
They  would  look  upon  it  as  enterprise  and  that  would 
go  a  long  way  toward  Peart  Bros,  getting  their  busi- 
ress.  It  is  worth  giving  up  part  of  the  space  for  the 
purpose  of  accomplishing  such  an  end. 

Macnab  Bros.,  Orillia,  have  a  simple,  yet  outstanding 
ad.  It  is  not  an  ad.  that  would,  perhaps,  produce  direct 
business.  It  is  more  in  the  nature  of  an  announcement 
to  the  effect  that  those  wanting  guns  and  rifles  will 
find  them  in  stock  at  Macnab 's.  As  a  preliminary  ad. 
it  serves  this  purpose  fairly  well.  The  original  was 
6%  by  71/4  inches. 

R.  Chestnut  &  Sons,  Frederieton,  realizing  that  tents 
are  often  necessary  in  order  to  complete  a  hunter's 
outfit  in  the  fall  as  well  as  a  camper's  outfit  in  the  sum- 
mer, have  done  wisely  in  devoting  their  space  to  the 
advertising  of  this  particular  line.  And  they  have  done 
it  in  a  way  that  would  scarcely  escape  the  attention  of 
the  readers  of  the  paper  in  which  the  ad.  appeared.  If 
there  is  any  suggestion  I  woxild  make  it  is  that  the  ad. 
Avould  have  been  rather  more  effective  had  a  little  more 
information  been  conveyed,  and  particularly  in  regard 
to  prices.   The  original  was  6V2  by  inches. 

Tisdall's,  Limited,  Vancouver,  give  a  good  talk  on 
shotguns  in  their  ad.  There  is  a  quiet  per.suasive  air 
about  the  talk  that  rather  excites  one's  confidence.  It 
is  just  what  a  salesman  should  say  who  understood  his 
business.  No  prices  are  mentioned,  but  the  talk  is  so 
effective  that  it  doubtless  induced  many  persons  to  call 
at  Tisdall's  for  the  purpose  of  seeing  how  the  firm 


would  fit  them  out  with  a  good  gun.  That's  salesman- 
ship.  The  original  was  4%  by  4%  inches. 

The  advertisement  of  the  Chown  Hardware,  Limited, 
Edmonton,  is  another  example  of  a  good  sf^lling  talk.  It 
conveys  interesting  information  regarding  ammunition 
necessities,  and  for  this  reason  would  have  the  ten- 
dency of  securing  the  attention  and  sympathy  of 
sportsmen  who  go  after  big  game,  or  who  think  of  do- 
ing so  for  the  first  time.  As  far,  however,  as  arresting 
the  attention  of  readers  is  concerned,  there  is  no  doubt 
about  the  ability  of  the  original  to  do  this,  for  it  was 
striking,  and  in  size,  6%  by  5  inches. 

Bell's,  Halifax,  have  made  good  use  of  their  2V8  by  6 
inch  space  in  reminding  hunters  that  they  have  the  fa- 
cilities for  equipping  them.  "Everything  for  the  man 
who  hits  the  trail,"  is  a  phrase  likely  to  catch  the  man 
who  is  fond  of  hitting  the  trail. 

The  ad.  of  Ashdown's,  Calgary,  is  the  one  I  have  al- 
ready referred  to  for  its  announcement  regarding 
goods  for  indoor  exercises.  It  is  an  all  round  good  ad. 
In  the  first  place  it  convincingly  emphasizes  the  value 
of  daily  exercise  for  both  men  and  women  and  boys  and 
girls,  and  then  sets  forth  the  prices  at  which  various 
appliances  for  indoor  exercises  can  be  obtained.  It  is 
also  well  displayed,  and  as  a  model  of  an  advertisement 
designed  to  sell  goods,  is  one  of  the  best  in  the  group. 
The  original  was  21^!  by  8  inches. 

The  advertisement  of  the  Central  Hardware  Co.,  Re- 
gina,  is  a  good  example  of  how  small  space  can  be  used 
to  good  advantage.  The  original,  which  was  2"%  by 
41/2  inches,  set  forth  in  terse  language  without  waste  of 
words  the  fact  that  the  firm  were  clearing  out  their 
stock  of  guns  at  reduced  prices.  "When  an  ad.  writer 
has  discovered  how  to  make  his  words  fit  well  into  the 
space  he  has  at  his  disposal,  he  has  learned  an  import- 
ant lesson. 


SHORT  HINTS  ON  ADVERTISING 

Use  plenty  of  descriptive  matter.  It  arouses  interest 
in  the  goods  you  desire  to  sell. 

*  *  • 

Don't  try  to  crowd  too  much  into  the  space  at  your 
disposal.   A  crowded  ad.  doesn't  appeal  to  the  eye. 

*  *  • 

Don't  be  too  long-winded  in  your  introduction,  say 
something  that  will  catch  the  eye  and  arouse  interest, 
but  make  it  short  and  to  the  point. 

*  •  • 

Better  to  deal  with  a  few  lines  and  do  it  so  as  to  in- 
duce sales  than  to  mention  many  in  a  way  that  will 
not  bring  results. 

•  •    *  # 

Quote  prices  in  your  ads.,  even  if  they  are  regular 
prices.  The  price  is  something  the  customer  must  know 
before  bu.ving. 


rE  advertiser  who  exaggerates  appeals  onlv  to 
that  part  of  the  public  \rhich  mav  be  classed  as 
easy  marks,  and  this  class  is  not  big  enough  to 
keep  the  salespeople  very  busy.  It's  be+ter  to  adver- 
tise an  article  as  -n-ortJi  a  dollar  and  sell  it  at  that 
price  than  it  is  to  claim  it  is  -worth  two  dollars  and 
sell  it  for  one.  Even  a  sucker  will  quickly  spot  the 
store  that  exaggerates  in  its  advertising. 
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Collins'  Course  in  Show  Card  Writing 


22nd  of  a 

series  of 

articla  ipecially 

prepared 

for  this  journal. 

A  recent  publication  inakes  this  pointed  and  signifi- 
cant statement : 

"Merchants  and  maniifactiirers' all  over  the  country 
are  coming  to  realize  more  than  ever  that  the  greatest 
advertising  space  in  the  world  is  the  retail  show 
window." 

This  view  we  h^ave  frequently  emphasized  and  are 
pleased  to  note  that  others  are  emphasizing  it  also. 
There  should  bo  no  doubt  about  the  fact  that  show  -win- 
dows are  the  strongest  selling  force  a  retail  merchant 
has  outside  of  his  sales  people.  If  anyone  doubts  the 
trade-pulling  qualities  of  show  windows  let  him  go 
to  some  laVge  department  store  and  see  how  the  man- 
agers of  the  vario^is  departments  clamor  for  -Rdndow 
space.  These  hard-headed  experienced  business  men 
know  what  brings  customers  to  their  departments.  Also 
consider  the  great  amount  of  money  large  stores  spend 
on  window  decorating,  which  includes  staff,  fixtures, 
special  lighting,  scenic  and  background  effects,  etc. 
"Would  this  expenditure  be  tolerated  if  it  did  not  bring 
financial  returns? 

Merchants  in  the  smaller  towns  and  cities  who  recog- 
nize the  above  should  bend  every  effort  to  make  their 


^  ^ 


 ^ 


Exnnii)lt'8  of  twi  novel  window  cardB. 

windows  as  at  tractive  as  possible.  There  is  a  tendency 
to  laxness  in  this  respect  aiuong  many  retailers,  but 


they  should  remember  that  it  pays  to  give  attention  to 
the  windows. 

Every  article  in  the  window  display  should  be  price- 
ticketed.  This  is  an  important  feature.  When  people 
see  an  article  in  th.e  window  they  most  naturally  want, 
to  know  its  price,  and  very  few  will  go  inside  to  inquire. 

Attractive  window  cards  are  strong  selling  factors. 
They  do  much  in  the  way  of  describing  the  goods  on 
display,  and  should  the  window  be  dressed  with  one 
price  goods  the  one  card  will  serve  to  tell  the  price 


The  Payzant  Pen — showing  how  to  clean  between  blades. 


Exact  sizes  of  strokes  made  with  Payzant  pen. 


as  well  as  describe  the  lines  on  display.  Where  various 
lines  are  shown  then  price  tickets  will  be  necessary. 

We  give  an  illustration  of  two  styles  of  cards  that 
can  be  made  very  attractive.  One  is  the  "Screen 
Oard."  "  This  may  be  made  any  desired  size,  and  variotis 
designs  may  be  used  for  the  tops  of  the  leaves.  This 
screen  effect  is  simply  three  cards  hinged  together.  The 
hinging  is  done  by  pasting  a  strip  of  cotton  do^m  the 
back  at  each  joint.  Care  must  be  taken  to  leave  it 
sufficiently  loose  to  permit  the  two  outside  leaves  to 
turn  forward  enough  to  allow  the  screen  to  stand 
upright.  The  three  leaves  may  now  bo  lettered  in  any 
desired  way. 

The  other  illustration  is  for  one  of  the  most  unique 
effects  in  card  writing.  Unfortunately  an  illustration 
will  not  give  a  true  idea  of  its  construction.  The  out- 
line drawing  sho^^^l  is  merely  to  suggest  how  the  cards 
are  made.  An  opening  is  cut  in  the  card,  any  attractive 
shape-  oval,  half -oval,  round,  half-round,  square  or 
diamond,  over  which  fine  black  netting  is  stretched 
and  pasted  to  the  back.  The  meshes  of  the  netting 
should  be  about  one-sixteenth  of  an  inch.  On  this 
netting  may  be  pasted  white  or  brilliant-colored  letters 
cut  out  of  "cardboard.  As  the  netting  is  invisible  when 
the  card  is  set  up  in  the  window,  the  effect  is  that  the 
lett<>rs  appear  to  be  suspended  unsupported  in  mid- 
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UVWXVZ 

Example  of  good  alphabet  for  use  in  color  work 


air.  Not  more  than  one  or  two  words  should  be  put 
on  the  netting;  the  balance  of  the  matter  may  be  writ- 
ten in  the  ordinary  way  on  the  lower  part  of  the  card. 
Cut-out  pictures  may  be  treated  the  same  way  and  are 
unusually  effective. 

Illustrations  of  Payzant^  Pens. 

We  sihow  a  number  of  illustrations  of  the  Payzant 
pen,  which  lack  of  space  prevented  our  showing  last 
month.  These  are  all  actual  size  of  the  pen  in  various 
conditions.  The  strokes  show  the  actual  width  of  lines 
made  wnth.  the  various  sizes  of  the  pens.  One  of  the 
other  illustrations  shows  the  method  of  cleaning  the 
pen,  and  the  third  one  .shows  the  pen  taken  apart,  illus- 
trating convenience  for  cleaning.  For  full  description 
of  these  pens  see  article  in  last  month's  issue. 

Alphabet 

The  alphabet  shown  this  month  is  a  rather  fanciful 
design,  but  not  difficult  to  execute.  It  is  suitable  for 
one  or  two  important  words  on  a  card  and  shows  well 
when  done  in  bright  colors  and  shaded. 


W.  WALKER  &  SON  ENLARGE  THEIR  BUILDINGS 

W.  Walker  &  Son,  1228  Yonge  St.,  Toronto,  recently 
constructed  the  large  new  warehouse  shown  in  the  ac- 
companying illustration,  to  carry  their  stoek  of  build- 
ing supplies.  The  original  store  is  16  x  70  ft.,  and  the 
addition  is  25  x  40  ft.  This  latter  is  a  three-storey 
building  with  elevator  and  basement.  It  is  of  brick 
construction,  cemented  basement,  steel  girders  covered 


New  warehoviso  of  W.  Walker  &  Son,  Toronto,  wholexale  hardware 
ineroliants,  and  specialists  in  Builders'  Hardware. 


with  concrete,  and  reinforced  windows,  making  a  fire- 
proof stnicture  throughout. 

The  top  flat  of  the  new  building  is  utilized  as  a  tin- 
smith and  galvanized  iron  department.    The  first  and 
second  floors  are  used  for  heavy  shelf  hardware,  saws, 
all  classes  of  builders'  hardware,  etc  ,  while  the  base 
ment  is  used  for  the  storage  of  asbestos  papers,  varnish 
paint,  white  lead,  and  glass. 

The  ground  floor  is  als^o  used  as  a  shipping  room^ 
there  being  an  entrance  to  it  beside  the  store.  Under- 
neath this  is  a  storage  room  9  x  70  ft.,  for  the  storage  of 
sash  weights,  etc. 

Complete  Sample  Room 

On  the  top  floor  of  the  old  building  is  a  sample  room 
16x50  ft.,  in  which  are  models  of  all  locks,  door 
checks,  parlor  door  hangers,  casement  fasteners,  grips, 
etc. 

At  the  front  of  the  building  is  a  huge  electric  sign 
13  ft.  wide  and  15  ft.  high,  T-shaped.  On  it  are  the 
words  "W.  Walker  &  Son,  Hardware,"  and  "House 
of  well-made  Hardware,"  the  conupany'g  motto. 

All  oils  are  handled  by  a  Bowser  s>'stem  of  tanks 
and  pumps.  This  system  includes  a  gasoline  storage 
tank  and  a  delivery'  pump  for  street  service. 

A  one-ton  WTiite  truck  is  used  for  delivery  within 
reasonable  distance  of  the  store  and  warehouse,  while 
the  travelers  use  Ford  cars  for  calling  on  customers. 


A  BETTER  AND  BIGGER  BUSINESS 

(^Continued  from  page  40) 

fall  wheat  in  Canada  is  235,400  acres  larger  than  in 
1914,  and  the  yield  33,957,800.  compared  with  20,837.- 
000  bushels  in  1914.  an  increase  of  nearly  63  per  cent. 

Get  Ready  for  Better  Business 

That  we  are  on  the  eve  of  a  business  boom  no  one 
conversant  with  the  situation  for  one  moment  believes. 
But  that  we  are  on  the  eve  of  a  period  of  better  and 
bigger  business  there  can  be  no  doubt.  And  it  looks 
like  a  time  for  the  business  men  of  the  country  to  judi- 
ciously prepare  for  it. 


SOME  MAXIMS  FOR  THE  CLERK. 

Service  is  the  big  thing  that  the  store  has  for  sale. 

No  transiaction  is  satisfactorv  unless  it  is  profitable 
to  both  i>artie5. 

The  customer  is  kiu^  immediately  he  puts  his  foot 
across  the  threshold. 

Anyone  can  give  g^ods  awav  but  it  takes  a  sales- 
man to  sell  goods  at  a  profit. 
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Why  the  Retailer  Should  Feature  Nationally  Advertised  Lines 

Written  for  Canadian  Hardware  Journal  by  W.  C.  SATTERLEE,  of  the  Oneida  Community,  Ltd. 


THERE  is  one  valuaMe  asset  to  the  retailer,  Avhether 
he  is  in  the  large  city,  or  the  country  town, 
whether  he  is  located  on  "Main  Street"  or  a 
side  street,  whether  Avith  thousands  or  hundreds  of 
dollars'  worth  of  stock — and  that  asset  is  "Natioxial 
Advertising-."  Many  hardwareinen  do  linlv  up  \vt!^Ii 
the  manufacturers'  advertising  campaign — they  write 
him  for  selling  lielps  and  ideas,  they  follow  his  adver- 
tising schedule  they  feature  his  goods  in  their  windows 
ajid  local  advertising.  They  are  the  stores  you  see 
every  day  moving  from  the  side  street  to  Main  Street — 
and  staying  there ! 

In  these  days  of  sti^ong,  relentless  competition  the 
man  who  stays  often  knows  the  outcome  was  the  sur- 
vival "of  the -fittest" ;  he  may  be  a  better  buyer  than 
his  immediate  competitor:  he  may  be  more  apt  at  train- 
ing his  clerks  in  the  proper  methods  of  merchandising, 
but.  all  other  thinsrs  eciual,  he  has  the  better  knowledge 
of  advertising. 

The  word  "advertising"  in  this  sense  does  not  mean 
that  he  must  have  a  large  sum  of  mcney  to  spend  for 
.space  in  the  new.spapers — rather  that  he  take  advan- 
tage of  the  millions  of  dollai'-s  sp^nt  annually  in  the 
magazines  by  the  "National  Advertisers,"  by  featur- 
ing to  the  limit  thie  n'ationially  advertised  lines  of  goods 

Take  up  any  hardware  journal,  you  can  select  any 
number  of  finns  such  as  Remington  Arms-Union  Metal- 
lic Cartridge  Co.,  Oneida  Community.  Ltd.,  Weed  Chain 
Tire  Grip  Co.,  Gillette  Razor  Co..  that  are  telling  vou 
their  story  and  offering  to  co-operate  with  the  retailer. 
True,  you  have  all  heard  of  the  manufactur'^r  who  sends 
the  retailer  a  lot  of  nondescript  advertising  matter 
that  looks  as  though  it  might  do  for  a  fii-e  sale,  and  we 
have  all  heard  the  retailer  say  he  has  so  much  adver- 
tising matter  on  hand  he  couldn't  possibly  use  more. 

A  word  on  this  subject.  You  will  seldom  or  never 
receive  anything  from  a  national  advertiser  unfit  to 
use.  They  spend  royally  for  their  publicity,  but  they 
spend  just  as  judiciously,  too.  Their  success  has  been 
built  along  the  lines  of  quality  and  their  whole  policy 
revolves  around  that  same  axle 

Again,  vou  have  a  stronger  leverage  on  your  trade 
with  the  nationally  advertised  line  since  the  design, 
pattern,  shape,  etc.,  is  always  the  last  word  in  its  class. 
The  manufacturer  would  not 'dare  oflPer  anything  else, 
for  his  publicity  has  already  half  sold  the  article  to 
numbers  of  prospective  customers,  and  the  goods  mo.st 
certainly  have  to  measure  up  to  the  advertising 

As  an  example  of  what  the  manufacturer  is  glad  and 
willing  to  do  for  the  retailer,  let  us  look  back  to  the 
advertising  cami)aign  of  the  Oneida  Community.  Lim- 
ited, during  the  fall  of  W^■^.  advertising  Community 
silver  plate.  A  total  of  eleven  national  magazi?ies  was 
used,  full-page  copy  predominating.  During  the 
months  of  September,  October.  November  and  Decem- 
ber ten  reprints  of  full-pagf'  advertisements  \\'ere  s^nt 
at  intervals  in  advance  of  publicafion  to  over  10.000 
retailers,  for  use  in  their  windows.  W'h'  n  these  adver- 
tispnimts  anpeai-ed  in  such  magazines  as  the  Saturday 
Evening  Post.  Ladies'  Home  Journal,  Collieis,  Woman's 
Home  Coinjianion  etc.,  the  dealer  who  had  the  reprint 
prominently  displayed  most  assuredly  cashed  in  on  it. 

Probably  one  of  the  most  siicces!?ful  features  of  the 


fall  was  the  Community  silver  plate  window  display 
of  "Miss  Fade- Away. "  This  scheme  centred  around  a 
lithographed  tigui'e  of  a  girl  kneeling  before  a  real 
chest  of  silver  plated  ware  with  a  background  of  hlack 
A'elvet.  Every  effort  was  made  to  give  all  possible 
beauty  and  attractiveness  Avith  a  minimum  of  fuss  and 
bother  in  putting  it  up.  To  link  this  up  ^Vith  the  retail 
dealer  electros  for  newspaper  advertising  were  fur- 
nished, also  reprints  and  hangers  of  the  same  .subject, 
and  a  back  cover  advertisement  was  specially  featured 
in  the  Saturday  Evening  Post.  As  an  instance  of  the 
success  of  this  undertaking,  30,000  displays  were  ac- 
tually requested  by  the  trade,  and  investigation  showed 
practically  all  Avere  used. 

It  would  surely  pay  any  dealer  to  select  the  nation- 
ally advertised  lines  in  his  store,  write  the  manufac- 
turers for  selling  helps,  and  then  feature  them  in  At 
style.  It  woidd  be  surprising  how  easily  such  limes 
would  sell. 

How  much  'better  it  Avould  be  for  the  bank  account 
to  have  four  or  five  turnovers  of  stock  instead  of  two 
or  three,  and  Avith  sio  little  additional  effort.  There  is 
another  phase  of  the  matter  that  the  live  retailer  is 
beginning  to  recognize.  It  Avas  not  so  long  ago  when 
the  sales  of  all  hard*Wiare  lines  to  the  A;vomenfolks  of  the 
family  AA^ould  not  reach  20  per  cent,  yet  the  woman 
does  75  to  85  per  cent,  of  the  buying  for  the  honw.  As 
never  before,  she  is  learning  to  lean  on  those  "trade 
papers  of  the  home,"  the  ladies'  and  general  maga- 
zines: and  it  is  in  just  those  publications  that  the  na- 
tional adA'ertiser  takes  his  stand. 

Women  throughout  the  country  read  the  ads.,  and 
in  such  cases  as  they  see  the  article  in  the  AAdndow  or 
notice  it  featured  in  the  dealer's  local  advertising'  of 
their  favorite  store,  as  Avell  do  you  fail  to  realize  how 
valuahle  an  asset  it  is  to  the  retailer,  for  the  woman 
steps  confidently  into  the  store  that  she  sees  features 
nationally  advertised  lines. 

To  sum  up,  the  retailer  should  feature  nationally  ad- 
A'ertised  lines  for  these  reasons  : 

1.  Because  of  the  vast  amount  of  high-cla.ss  publicity 
that  goes  AAith  them  absolutely  free. 

2.  Because,  by  a  little  extra  effort  and  trouble  the 
dealer  can  link  up  his  AA"indoAA's  and  local  adA^ertising 
and  secure  added  strength  and  prestige  for  hi^.  store. 

3.  Because  nationally  advertised  lines  sell  Avith  far 
less  effort  .and  affoi-d  quicker  tuniOA'ers  of  stock  for 
the  monej'  invested. 

4.  Because  of  the  feeling  of  confidence  his  ti-ade  has 
Avhen  they  know  he  features  such  goods. 

5.  Because  it  takes  less  of  his  oavu  adA'^ertising  efforts, 
and  Avhat  he  does  goes  farther  than  trA-ing  to  push  a 
line  that  is  unknoAAHT, 

6.  Because  nationally  advertised  goods  have  to  be  the 
best  on  the  market  in  order  to  hold  the  place  adA'^ertising 
gives  them. 

7.  Because  the  ncAvest  designs,  shapes  oi-  patterns  are 
ahvays  found  in  such  lines. 

8.  BecaTise  it  is  good  business  ethics  to  keep  Avhat  the 
consumer  Arants.  for  if  you  don't  your  competitor  cer- 
tainly Avill,  and  if  the  consumer  does  not  find  a  certain 
standard  article  in  your  store  he  is  apt  to  buy  many 
others  as  well  off  your  competitor. 


58 


CANADIAN  HARDWARE  JOURNAL. 


September.  191.") 


Increasing  the  Sale  of  Paint  in  the  Fall 

Farmers  good  paml  prospects — Fall  fairs  help  sales 
— Makers  Will  co-operate — Some  methods  that  help 


AT  the  very  threshold  of  the  fall  season,  demand 
for  ready-mixed  paint  should  now  be  increas- 
ing, and  dealers  ought  to  look  to  it  and  -seii 
that  they  are  prepared  to  meet  any  demand.  More  than 
that,  they  should  help  on  the  demiand  by  suggesting 
ways  and  means  whereby  more  pre];)ared  paints  could 
be  used. 

The  public  generally  has  come  round  to  the  view 
that  ready-mixed  lines  are  the  right  kind  of  paints  to 
use — right  because  they  are  ready  to  use;  can  be 
matched  satisf acitorily ;  and  right  for  the  pocket.  This 
last  consideration  is  an  importanit  one  during  the 
present  yearr  when  we  have  heard  so  much  about  low 
finances. 

There  are  a  nuraher  of  other  good,  sound  considera- 
tions in  favor  of  ready-mixed  paints,  and  the  hard- 
ware clerk  selling  in  this  department  should  familiarize 
himself  with  his  line  and  the  needs  of  the  people  who 
come  into  the  store.  No  doubt  a  number  of  people 
buying  paint  are  doing  their  own  painting  this  year; 
they  have  been  buying  p'aint  and  turning  it  over  to  a 
painter  engaged  to  do  the  work  in  normal  times,  but 
this  year  it  is  different. 

There  are  in  every  community  a  great  many  buildings 
that  Avould  be  benefited  by  a  coat  or  tAvo  of  paint.  Tt 
is  an  insurance  on  a  building,  preserving,  as  it  does^, 
the  wood,  and  adding  years  to  the  life  of  the  structure. 
AVouldu't  it  be  well  to  get  out  that  list  of  paint  pros- 
pects and  see  hoAV  much  paint  they  will  need  this  fall? 

Selling-  Paint  to  the  Farmer 

Especially  in  the  smaller  centres,  where  business  is 
chiefly  done  with  the  farmers,  there  ought  to  be  an 
effort  made  to  stir  up  trade.  He  is  surely  a  good  pros- 
pect for  paint.  He  has  the  money  to  spend,  and  after 
garnering  his  crops  he  should  have  time  enough  ou  his 
hands  to  do  that  little  bit  of  painting  he  has  had  in 
contemplatioiT  for  the  past  fen-  months.  The  present 
is  none  too  early  to  go  after  thait  business,  even  though 
requirements  are  a  little  anticipated. 

Now  that  farming  has  advanced  to  a  science,  and 


the  successful  farmer  must  also  be  a  business  man,  there 
is  an  important  point  for  him  to  consider,  and  it  is 
this :  The  farmer  will  house  his  buggies,  wagons, 
binders,  mowers,  plows,  rakes,  and  other  implements; 
wouldn't  it  be  Avell  to  suggest  to  him  that  a  little  paint 
■VA-ill  add  50  per  cent,  to  the  worth  of  his  outfit,  by  not 
only  improving  their  appearance,  but  by  saving  the 
machines  from  the  inroads  of  dirt? 

See.  Mr.  Dealer,  if  you  haA-e  a  line  of  paint  suitable 
for  painting  farm  implem'^nts.  and  go  after  the  trade. 

Fall  Fairs  a  Good  Introduction 

Various  methods  might  be  proposed  to  get  more  of 
this  country  business.  We  have  the  windows  and 
advertising  in  the  Aveekly  local.  We  can  put  out  a  little 
personal  letter,  or,  better  still,  we  can  get  in  personal 
touch  Avith  the  farmer  himself.  A\  e  can  also  combine 
all  these  at  this  time,  and  take  a  small  space  at  our 
country  fair. 

This  latter  is  a  method  which  has  been  tried  before 
and  found  to  be  a  good  one.  It  AA-ill  be  found  helpful 
to  get  into  touch  with  the  farmer  and  also  A\'ith  his  AA^ife. 
For  besides  paint  uses  about  the  farm.  Mrs.  Farmer 
Avould,  no  doxibt,  like  to  have  some  one  or  more  rooms 
in  her  house  painted  during  the  sIoav  days  in  the 
country. 

Carter  Bros  ,  of  Picton,  Ont.,  are  belicA-ere  in  this 
method  of  publicity :  in  fact.  Mr.  W.  J.  Carter  says  he 
can  trace  several  direct  sales  due  to  his  exhibit  at  the 
fall  fair.  His  booth  is  a  simple  one  and  can  be  used 
year  after  year.  The  booth  itself  is  coated  with  his 
line  of  prepai'ed  paints,  and  he  has  color  cards  for  in- 
spection and  distribution  to  aid  in  making  knoAA^l  his 
line. 

Manufactiirers  Will  Help 

Mr.  Carter  has  the  ass.istance  of  his  manufacturer  iu 
p'libellishing  his  booth  ■^i  the  county  fair,  and  in  general 
all  Canadian  makers  of  paint  state  they  aa-iII  be  glad  to 
co-operate  Avith  the  dealer  in  cA-ery  way  iu  making 
known  and  displaying  their  goods,  knowing  full  well 
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tliat  iiiutnal  good  will  ami  eo-ivperation  means  imitual 
profits. 

Bill  liiamifaetiirei's  wWi  not  only  help  dealei-s  at  fail- 
time,  they  will  lend  their  travelers'  help  at  all  times, 
will  send  literature  to  interested  parties,  will  give 
dealers'  imprint  eireulai"s  for  distribution,  and  will  sup- 
ply windoAv  trims. 

The  Timely  Paint  Window 

This  latter  is  an  important  adjunct  to  the  sale  of 
paint  in  both  the  country  and  town  store,  and  the 
present  is  a  good  time  for  the  dealer  to  become  seized 
.vith  the  idea  of  impressing  sitrongly  on  the  public  the 
desirabilitv  of  painting  up. 

He  could.  Avith  advantage  to  himself,  bring  forward 
the  durable  qualities  of  his  paint;  it®  preservative 
features;  its  saving  in  the  long  run  to  the  user.  And 
just  now  is  a  good  time  to  drive  home  these  points. 

But  education  is  necessary,  and  if  the  dealer  has  not 
the  good  points  of  his  own  lines  at  his  finger  tips  how 
can  ho  hope  to  impress  the  man  he  thinks  should  paint 
up  ?  On  this  one  point  of  education  a  maker  of  paints 
said  a  day  or  tAvo  ago  to  the  writer:  "It  is  not  only  the 
dealer,  but  also  the  clerk  in  charge  of  the  paint  de- 
partment who  needs  constant  education.  It  is  too  bad 
that  the  natural  place  for  us  to  look  for  our  salesmen 
(the  paint  department  of  the  hardware  store)  can  give 
us  so  fev7  men  acquainted  with  the  merits  of  the  use 
of  paint.  We  are  forced  to  go  to  other  lines  for  our 
men  who  sell  our  paints  on  the  road." 

After  the  Sale — Sending  it  Home 

After  getting  the  buyer's  money  in  exchange  for  your 
paint  there  should  be  a  desire  on  your  part  to  give 
satisfaction  by  completing  your  end  of  the  sale.  And 
one  of  the  important  things  about  this  is  delivery.  A 
person  having  bought  s^omething  in  the  store  wants 
the  goods  right  away.  See  to  it  that  the  paint  is  sent  as 
soon  as  possible.  If  a  farmer,  no  doubt  he  will  carry 
his  paint  home  with  him  in  his  wagon,  but  if  a  tow^ls- 
man.  he  will  expect  to  have  it  Avhen  you  Siay  it  w\U  be 
there.    See  to  it  that  he  is  not  disappointed. 


And  after  the  painting  luus  been  done  add  a  little 
finishing  touch  by  inquiring  about  the  work  and  con- 
gratulating the  user  on  the  neatness  of  his  jot). 


AN  ORDER  WELL  WORTH  THE  TRIP 

An  order  which  would  have  gladdened  the  heart  of 
any  salesman  was  that  which  was  given  to  George  Hen- 
derson, of  Brandram-Henderson,  Ltd.,  when  he  visited 
New  Glasgow.  N.S.,  some  few  days  ago.  It  was  from 
the  Eastern  Car  Works  Co.,  and  in  value  amounted  to 
more  than  $35,000  Just  how  many  carloads  of  paint 
such  an  immense  sum  of  money  would  purchase  no 
doubt  depends  on  the  character  of  the  paint  itself,  but 
even  the  most  expensive  kind  would  involve  a  good 
many  carloads;  a  good  many  thousand  gallons.  Mr. 
Henderson  spent  a  day  at  New  Glasgow  and  we  think 
he  did  a  good  day's  work.  Thirty-five  thousand  dollars' 
worth  of  paint  in  ojie  little  day  is  a  pretty  good 
showing. 


WINDOW  GLASS  SHOULD  SELL  WELL  IN  FALL 

In  the  fall,  always  a  good  time  for  window  glass 
sales,  dealers  should  see  that  users  are  made  aware  of 
the  stock  carried.  It  would  be  helpful,  too,  if  customers 
are  asked  about  their  glass  requirements.  There  are 
many  buildings  not  sufficiently  lighted,  and  the  present 
is  a  splendid  opportunity  to  lay  plans  to  reap  a  harvest 
from  glass  sales.   More  sales  :  more  profits. 


SENTENCE  SERMON  FOR  CLERKS 

Do  not  be  loud. 
Do  not  keep  customers  waiting. 
Be  more  careful  when  making  sales  cheeks. 
Keep  in  good  health  and  be  at  work  every  day. 
Be  neat  and  clean  in  your  personal  appearance. 
Keep  your  stock  neat,  orderh'  and  attractive. 
Be  more  agreeable  and  attentive  to  all  customers. 
Customers  do  not  know  what  you  have  to  sell  until 
you  show  them. 


The  late 
J.  R.  Henderson, 

president  of  Biand- 
ram-Henderson.  Ltd.. 
\vho^e  sudden  death 
l.ist  month  in  Halifax 
cast  a  gloom  over  the 
trade, 


George  Henderson, 

who  succeeds  his 
futhar  as  preeident 
anil  general  manager 
of  the  same  company. 


60 


CANADIAN  HARDWARE  JOURNAL. 


September,  1915 


Making 
the  Paint 
Window 
Attractive 


Display  made  by  Miss  C. 
Wiridiflelfl  for  McMillin 
&  Costain,  Ea^t  Toronto. 


ATTRACTTVENESS  of  an-an(gement  in  the  win- 
dow display  is  a  great  aid  to  the  dealer  in  in- 
orea«'ing  his  sale-s  of  paint  lines.    Customers  to 
the  store  and  passe rsby  in  the  street  are  more  impressed 
with  the  importance  of  the  dealer's  paint  department 
if  they  see  a  Avell-arranged  paint  Avindow. 

The  good  window  display  means  that  the  dealer  is 
ailive  to  the  worth  and  imiportanee  of  his  paint  business ; 
it  aids  the  salesman  in  making  sales;  it  gives  confidence 
to  the  customer  in  tradinig  in  sxieh  a  store. 

That  women  sometimes  hav<^  that  haippy  knack  of 
giving  the  final  touch  that  completes  a  window  display 
is  shown  by  the  "vvindows  illustrated  herewith.  Miss 
"Widdifleld,  who  dresised  these  windows  for  McMillin 
i  Costain.  must  have  chosen  for  her  subject  "cause  and 
e^eci,"  for  in  the  foregroiand  sihe  gives  us  some  samples 
of  th?  "caiTse. "  in  the  paint  cans  .set  about,  and  in  the 
background  we  get  the  "effect"  on  the  cards,  paper 
house  and  wall  hanigers  setting  off  the  display. 

The  Avindow  alsio  brings  out  this  point,  that  the  use 
of  manufacturers'  helps  aids  the  window  dresser  greatly 
in  making  his  display.  In  fact,  the  dealer  in  the  smallest 
toAATi,  without  any  ideas  of  his  own  regarding  window 
display,  can  be  helped  greatly  hy  using  the  advertising 
literature  that  comes  to  him  iron  time  to  time  froir. 
paint  makers. 

The  use  of  these  window  triins  and  wall  hafiigers  puts 
a  voice  in  the  paint  window,  and  a  speaking  window 
display  puts  a  punch  in  the  paint  business. 

Another  thing  about  manufacturers'  helps  is  that 
most  of  them  are  willing  to  lend  the  assistance  of  their 
salesmen  and  demonstrators  when  an  unusiial  display 
is  desired.  A  year  ago  one  of  the  Canadian  varnish 
companies  .made  a  round  of  the  Ontario  hardware  stores, 
giving  windoAV  demonstrations  of  a  new  varnish  line. 
Appealing  as  it  did  to  women  fit  was  suitable  specially 
for  the  home),  a  young  lady  explained  the  merits  of  the 
varnish  and  showed  how  easy  it  was  to  apply  and  use. 

An  old  kitchen  chair  was  one  of  the  principal  ex- 
hibits, one  half  varnished  and  the  other  half  left  un- 
done. The  yoiu'.g  lady  demonstrating  in  a  hardware 
window  drew  the  attention,  and  to  furthex  interest 
liie  women  to  enter  the  store  a  carnation  for  the  button- 
hole was  given  to  those  who  did  come  in  to  get  added 
information  about  the  product. 


It  struck  the  v.Titer  at  the  time  that  this  was  a  gor.d 
stroke  for  business.  It  helped  advertise  that  particular 
varnish  line,  and  it  interested  women  to  enter  the  store. 
That  is  about  all  we  can  expect  from  the  window,  the 
rest  depends  on  the  store  salesniiinship  itself. 

Make  the  window  look  ahead  a  bit;  anticipate  the 
seasons  as  the  come  round ;  give  it  a  little  more  time 
and  attention,  and  there  is  no  question  but  that  the 
window  will  justify  the  labor  devoted  to  it. 


WINNING  P  &  L.  VARNISH  SALESMEN 

The  Pratt  &  Lambert  prize  salesmen,  who  won  a  trip 
to  the  Panama-Pacific  ICxposition,  were  tendered  a 
banquet  at  San  Francisco  during  their  stay  in  that  city. 
Among  the  prize  winners  were  Daniel  Day.  who  travels 
Eastern  Canada,  and  A.  11.  Rohrer,  who  looks  after 
Western  Canada,  in  addition  to  the  northwestern 
States.  Pratt  &  Lambert,  Ltd.,  will  distribute  cash 
bonuses  to  salesmen  who  reach  their  sales  quot-a  at  the 
end  of  the  vear. 


PAINT  NOTES 

To  help  on  the  "paint  up  and  clean  up"  campaign 
last  spring  three  of  the  city  banks  of  Utica.  X.Y.,  adver- 
tised that  Ihcy  would  advance  funds  to  reputable 
propei-ty  owners  to  have  their  premises  painted.  Here 
is  a  suggestion  to  Canadian  dealers  to  co-operate  with 
the  banks  in  next  year's  '^ampaign  and  have  them  help 
finance  the  community's  interests. 

The  annual  get-together  meeting  of  the  traveling 
salesmen  representing  the  Carpenter-^Iorton  Co..  Bos- 
ton. Mass..  was  held  on  Augu.st  10th  and  11th,  at  the 
Boston  City  Club.  Thirty-five  salesmen,  representing 
nearly  every  state  in  the  Union,  and  Canada,  were 
present.  Addresses  were  made  by  George  C.  Morton, 
treasurer;  M.  Elton  Vose.  assistant  treasurer,  and  H. 
K.  Stroud,  vice-president  of  the  B?ver-Strond  Corp., 
advertising  eounseioi's  of  the  Carpenter-^Iorton  Co^. 
Seventy-five  years  of  successful  business  life  have  been 
completed  by  this  firm,  the  result  of  pursuing  a  consis- 
tent and  progressive  policy,  and  of  giving  good  values 
and  good  service,  th\is  building  up  an  inereasiu.'j 
clientele  of  loval  customers. 
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How  to  Make  a  Chimney  Flashing 

Pattern  and  instructions  b})  expert — Information 
of  value  to  metal  worl^ers — Solution  of  difficulty 

By  a.  F.  MUELLER 


FIG.  1  is  an  isometric  drawing  of  a  chimuey  flashing 
for  a  brick  chimney  located  on  the  ridge  or  comb 
of  a  shingle  roof.  This  flashing  can  be  put  into 
place  at  the  time  the  roof  on  a  new  building  is  being 
shingled,  and  the  chimney  built  later,  or  when  made  in 
two  pieces  it  can  be  pxit  into  place  around  a  chiianey 
already  built.  It  is  made  of  terne  plate  or  galvanized 
iron  and  the  shingles  should  be  kept  awaj^  from  the 
flashing  about  an  inch,  as  shown  at  V. 

Fig.  2  .shows  the  method  used  to  lay  out  the  pattern 
for  the  side  or  end  that  straddles  the  roof.  Draw  a 
horizontal  line  as  5'-5  and  lay  oif  the  pitch  of  the  roof 
5'-2  and  5-2,  dra'VA'ing  through  2  a  perpendicular  to 
5'-5.  Draw  on  each  side  of  this  line,  p^arallel  lines,  a 
distance  away  equal  to  the  half  -nddth  of  the  end  to 
represent  the  outlines,  and  the  line  p'-p  to  represent 
the  top.  As  the  butts  of  shingles  are  always  thicker 
than  the  points  and  as  the  flange  will  in  part  rest  on 
the  shingles  it  is  evident  that  the  pitch  will  he  therefore 
changed.  At  the  intersection  of  the  outlines  and  the 
pitch  lines,  as  3'  and  3,  set  ofl'  at  right  angles  a  distance 
of  three-eighths  of  an  inch  and  from  2  draw  lines 
through  these  points  as  2-4'  and  2-4  and  these  lines  just 
drawn  will  then  bo  the  true  pitch.  At  times  the  thi'ek- 
ness  3-4  will  be  more  or  less  than  three-eighths  of  an 
inch,  it  depending  on  how  the  chimney  is  shingled  and 
how  far  up,  or  near,  the  butts  come  at  the  line  e-f.  Tt 
is  impossible  to  measure  each  case  and  it  has  been  found 
in  practice  that  three-eighths  of  an  inch  is  a  general 
aA'erage. 


It  depends  on  the  size  of  the  chimney  and  the  size 
of  the  nmterial  to  be  used  as  to  whether  the  seams  are 
to  be  turned  against  the  long  or  short  .sides,  when  the 
body  is  made  in  four  pieces.  At  1'  and  1  are  shown 
dotted  lines  that  represemt  the  seaming,  single,  allow- 
ances when  the  seam  is  turned  on  to  the  end,  a  section 
being  showTi  at  D.  The  dotted  line  on  2-4  is  the  seam- 
ing material  when  the  seam  between  the  body  and 
plate  is  like  section  A",  and  the  dotted  line  on  2-4'  the 
material  added  when  the  seam  is  like  section  A'. 

Fig.  3  is  the  pattern  for  the  side  and  here  sho-HTi 
developed  by  projeetion.  The  allowances  6'  and  6 
are  a  little  more  than  tmce  the  allowances  at  1'  and 
1.  and  7  is  the  lower  addition  for  a  seam  as  at  A". 
The  bodies  are  alt  times  made  in  one  or  two  pieces, 
Avhich  AAdll  save  considerable  labor. 

Fig.  6  shows  the  method  of  laying  out  the  pattern 
for  the  plate.  The  ditferent  points  and  distances  are 
lettered  the  same  as  corresiponding  points  and  distances 
in  Fig.  1.  and  there  should  be  no  trouble  experienced 
in  developing  the  pattern,  t  and  t'  are  allowances 
when  the  seam  is  as  section  A',  and  s,  s'  when  the  seam 
is  as  section  A".  Soniotimes,  under  an  impression  that 
material  is  being  saved,  the  part  that  is  cut  out  of  Fig. 
6  is  so  cut  that  it  forms  parts  of  the  sides  and  ends. 
Then  it  is  necessary  to  fill  in  each  corner  and  the  ridge 
with  pieces,  six  in  all,  and  when  all  is  said  and  done, 
this  way  requires  as  much  material,  more  lafbor,  and 
the  result  is  a  veiy-mueh-patched  article. 

F^g.  4  is  the  half  pattern  for  the  cap  flashing  and 
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the  sides  and  ends  are  made  about  half  of  an  inch 
longer  than  similar  measairemonts  on  the  body.  The 
seams  are  ahvays  placed  at  the  comers  so  that  the 
angle  part  inserted  in  the  chimney  is  in  one  piece  and 
will  stiflFen  the  side  or  end.  The  scam-s  m'ay  be  double 
seams,  or  lai)pe'd  and  sioklered  seams.  At  8  is  material 
for  the  latter  seam,  and  the  other  end  of  the  pattern 
is  cut  on  the  net  line.  The  anerle  11,  a  section  being 
shown  at  C,  is  cut  on  the  line  0-10  and  the  dotted  lines 
\nll  match  when  the  piece  is  bent  on  the  line  10-g  in 
the  same  manner  as  sihown  at  B  in  Fig.  5. 

At  Pig.  7  is  a  vertical  section  on  the  cut  a,  b,  c,  d  in 
Fig.  1.  The  fla^hinig  sihould  be  made  some  larger  than 
the  chimney  and  not  reach  up  to  the  joint  in  which  the 
cap  flashing  is  inserted  by  several  inches  in  order  to 
give  the  chimney  a  chance  to  settle  and  not  rest  on 
the  flashing.  In  new  chimneys  the  mason  puts  the 
cap  into  plaee  and  walls  it  in  as  he  builds  the  chimney. 
In  work  tlhat  is  built,  the  sheet  metal  worker  must  put 
in  the  flashing  and  cap,  often  remeving  and  replacing 
shingles,  and  then  the  flashing  is  made  in  two  pieces 
when  there  is  a  brick  ehimney  top  AA'^hich  is  larger  than 
tlie  chimney.  The  seams  can  be  satisfactorily  doubly 
seamed  against  the  ciorners  of  the  chimney  and  then 
the  flashing  can  be  dropped  into  place.  The  cap  is 
made  with  one  open  comer  and  after  the  mortar  has 
been  sawn  out  of  a  .joint,  the  cap  is  drawn  around  the 
chimney  into  place  and  the  open  corner  lap  soldered 
and  also  as  mtieh  of  the  angle  laps  of  the  other  comers 
as  is  possi'ble.  The  job  is  then  finished  by  pointing 
the  joint  in  which  the  cap  angle  was  placed. 

All  seams  sbould  be  soldered  wihere  there  might 
result  a  leak  or  w^hore  the  seams  would  hold  water  and 
rust  them  out. — Hardware  Age. 


SIMPLE  METAL  WORK  CARD 

Jas.  N.  McGregor,  Oakville,  Ont.,  has  a  very  simple 
work  card  which  seems  to  answer  all  purposes.  Here 
it  is: 


JAS.  N.  McGregor 

TIME  CARD 


MECHANIC   HRS. 

HELPER    HRS 

JOB    DATE  


MATERIALS 


There  is  no  elaborate  table.  He  knows  how  much 
material  is  in  stock,  how  much  tised,  what  the  wages  of 
mechanic  and  helper  are :  in  fact  knows  what  the  job 
has  cost  him,  and  adds  his  profit  proportionately. 

At  the  end  of  the  year,  when  taking  stock,  he  knows 
at  a  glance  what  stock  he  should  have  on  hand,  how- 
much  the  sheet  metal  department  cost  him.  and  al) 
ordinary  information,  which  is  all  a  man  wants  anyway. 


HOW  A  BOILER  MAN  GOT  ORDER 

While  hardwf.reinen  generally  arf  not  directly  inter- 
ested in  steam  boilers,  the  following  incident  shows  how 
a  little  foresight  and  hindthought  will  often  land  an 
order  in  competition  even  with  big  corporations: 

One  of  the  Y.  W.  C.  A.  homes  in  Toronto  wanted  a 
new  heating  equipment,  and  price  wag  a  big  considera- 
tion in  letting  the  contract.  A  hfavy  item  was  the 
boiler  and  the  getting  of  it  into  the  cellar  of  the  build- 
ing, as  well  as  removing  the  old  one.  Nearly  all  the 
heating  engineers  in  the  city  went  after  the  contract, 
and  all  but  one  of  them  decided  that  the  back  wall 
would  have  to  be  broken  and  an  opening  made  to  get 
in.  the  l)oiler,  and  they  estimated  accordingly,  adding 


6  FF.ET 


5  FEET 


CELLAR  AREA 


from  .$150  to  $200  for  this  work.  The  odd  one  noticed 
that  the  opening  in  the  sidewalk  on  the  side  street,  for 
taking  in  coal  and  putting  out  cinders,  was  set  in  a 
stone  slab  6  x  10  feet,  while  the  boiler  was  5  x  12  feet. 
These  may  not  be  the  exact  figures,  bur  they  give  the 
proportions.  He  talkr^d  the  matter  over  with  the  dray- 
man, and  they  concluded  they  could  gpt  the  boiler  in 
that  way.  Figuring  on  this,  this  man  estimated  he 
could  cut  out  the  $150^and  he  got  tlie  contract. 

The  boiler  was  delivered,  the  stone  raised,  and,  put- 
ting the  tackle  so  that  the  firebox  end  went  in  first,  the 
boiler  was  lowered  into  the  hole.  It  was  allowed  to 
roll  over  on  its  side,  and  then  taken  into  the  cellar. 
The  old  one  was  taken  out  the  same  way.  The  boiler 
was  delivered  shortly  after  seven  o'clock  one  morning 
and  a  little  after  six  that  evening  the  old  boiler  was 
being  carted  away,  the  stone  set.  and  the  scene,  so  far 
as  outward  appearances  are  concerned,  left  as  it  was 
the  evening  before. 

"It  was  a  tight  fit,"  said  the  successful  heating  man 
to  a  representative  of  Canadian  Hardware  Joiiraal, 
"but  I  believed  it  could  be  done."  And  it  was,  which 
goes  to  show  that  a  little  foresight  added  to  a  little 
liindthought  will  ofttimes  land  business  in  competition 
with  bigger  concerns. 


TO  REFINE  ZING  IN  CANADA 

Steps  are  likely  to  be  taken  to  encourage  zinc  refin- 
ing in  Canada,  and  the  members  of  the  Dominion  Cab- 
inet recently  conferred  with  the  Shell  Committee  in 
regard  to  the  supply  of  zinc  for  the  manufacture  of 
Canadian  shells.  Canada  produces  large  quantities  of 
i'ine  ores,  but  the  refining  is  mostly  done  in  United 
States  plants.  With  the  demand  created  by  the  manu- 
facture of  shells,  the  price  of  zinc  rose  rapidly.  Can- 
ada will  now  need  more  and  more  of  this  metal  as  she 
engases  more  lareelv  in  the  making  of  munitions. 
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Automobile  Accessories  in  the  Hardware  Store 


A  symposium  on  the  subject,  in  which  is  set  forth  the  experi- 
ences and  views  of  hardware  dealers  in  the  United  Stales 


THERE  is  at  least  one  line  of  mere'handise  to  wihich 
the  hardivare  dealer  is  destined  to  give  a  great 
deal  more  attention  to  in  the  future  than  he  has 
in  the  past.    'I'liis  particular  line  is  automobile  acces^ 
series. 

The  use  of  the  automobile  is  no  longer  confined  to 
the  purpose  of  pleasui'e.  It  is  becoming  a  necessary 
adjunct  to  both  business  and.  agriculture.  As  this 
necessity  becomes  more  ■\^'idely  recognized  the  demand 
for  accessories  Avill  naturally  increase.  And  as  the 
hardware  store  is  the  natural  emporium  for  these 
supplies  it  follows  that  the  dealer  must,  of  necessity, 
give  more  attention  to  this  branch  of  trade. 

Hardware  Age,  of  Xew  York,  recently  published  a 
number  of  letters  from  retai]  hardwaremen  in  the 
United  States,  bearing  upon  the  subject  of  automobile 
accessories.  And  for  the  reason  that  the  experiences 
of  dealers  in  the  United  States  mil  naturally  interest 
dealers  in  Canada,  the  Hardware  Joiinial  takes  the 
liberty  of  summarizing  the  opinions  expressed  hy  the 
writer.s  of  these  letters. 


Profits  of  20  to  50  Per  Cent. 

A  dealer  in  Vermont  be- 
lieves that  the  hardware  dealer 
who  is  not  carrying  ;iutomo- 
bile  accessories  "is  passing  up 
a  good  thing. ' '  "  We  started, '  • 
he  .said,  "with  about  $300  in 
tires  and  tubes  and  about  $100 
in  accessories,  and  while  we 

do  not  keep  a  record  of  our  sales  in  these  lines,  we 
know  we  are  doing  a  nice  basines-s  in  them,  as  we  have 
had  to  re-order  several  times.  We  realize  about  20  per 
cent,  profit  on  the  cost  of  the  tires  and  tubes  and  a.hout 
50  per  cent,  on  accessories.  We  also  have  a  street  puncp 
for  ga-wline,  and  while  we  do  not  make  much  money  on 
that  we  know  that  it  helps  to  sell  automobile  Piipplies 
and  oils  and  greases." 

A  Penn.sylvanda  dealer  is  of  opinion  that  while  tires, 
tubes  and  accessories  ^^^ll  eventually  be  carried  exeli;- 
sivoly  by  hardware  stores,  still  at  the  present  time  it  is 
almost  impossible  to  do  a  "satisfactory  business  in  tires 
f;nd  tubes  because  everj'  small  garage  handles  such 
goods,  and  people  have  been  educated  to  buy  for  price 
rather  than  for  quality."  Proceeding,  he  says:  "The 
accessory  department  is  a  paying  proposition,  and  the 
only  drawback  to  it  is  that  a  large  stock  of  accessories 
laust  be  carried  in  order  to  accommodate  the  thoiLsand 
and  one  different  articles  demanded.  The  supposition 
that  the  accessory  department  can  be  maintained  on  an 
investment  of  loss  than  $1,000  Avill  soon  be  dispelled  by 
an  examination  of  the  daily  ordei-s.  T  would  '^•ay  that 
not  more  than  two-thirds  of  the  requests  can  be  accom- 
modated on  a  stock  of  less  than  $1,000." 

Slow  but  Increasing- 

A  dealer  in  a  small  town  in  New  York  State  found 
business  rather  slow  at  fii-st  in  wrenches  spark  plugs, 
tire  cement,  patches,  tires,  etc.,  but  lately  he  has  been 
doing  a  niee  business  and  anticipates  an  increa.siiig 
demand. 


A  MERICAN  dealers  say  that 
the  hardware  store  is  the 


logical  place  for  the  sale  of  auto- 
mobile accessories,  tires  and  tubes 


"We  added  an  automobile  accessoiy  department  two 
years  ago  and  the  results  have  been  veiy  gratifying 
indeed,"  says  another  Pennsylvania  firm. 

"We  hesitated  in  adding  this  department  for  th-^ 
reason  that  the  garages  in  general  were  carrjaug  a  fair 
sto'ck  and  we  did  not  think  that  we  had  sufficient  space 
in  our  store  to  add  such  a  dej)artment. 

"However,  after  giving  it  a  trial,  we  found  that  this 
department  does  not  require  a  large  space  and  it  is  a 
line  that  mixes  well  with  the  general  hardware  line." 

Used  His  Windows 

A  Connecticut  dealer  who  has  been  han^lling  acces- 
sories, tires  and  tubes  for  a  couple  of  years  is  well 
pleased  with  the  result.  "We  devote,"  ie  says,  "one 
of  owr  five  large  windows  to  this  line  exclusively,  and 
this  has  proved  a  very  good  attraction.  As  most  of  our 
customers  include  contractors  and  mechanics,  50  per 
cent,  of  them  are  aittomobile  owners,  and  by  displaying 
our  line  very  prominently  in  the  window,  also  iniside 

the    store,    there    are  little 
things     that     are  always 
brought  to  their  attention  that 
they  must  have.    We  special- 
ize on  spark  plugs  and  a  few 
other  items   which   prove  a 
great  attraction  to  the  Ford 
owners,  although    our  trade 
reaches  some  of  the  best  cars 
made."    That  there  is  much 
food    for    thought    in  this 
dealer's  experience  tiiere  can  be  no  doubt.    It  always 
pays  to  keep  merchandise  in  such  a  Avay  that  it  will 
reinind  customers  of  their  necessities. 

A  List  of  Accessories 

Another-  firm  in  a  small  town  in  New  York  State 
gives  a  list  of  the  articles  it  cames  in  stock,  and  ex- 
presses the  opinion  that  next  year  its  business 
double.  The  lines  the  firm  carries  are :  Automobile 
jacks,  shock  a'bs'orbers,  ^\'ren'ches,  nuts,  washers,  sercAvs, 
stocks,  taps  and  dies,  horns,  chamois,  dusters,  robes, 
batteries,  vacuum  bottles^  spark  plugs,  brake  lining, 
goggles,  flashlig'hts,  spring  clips,  patches,  cotter  pins, 
i'olts,  drills,  rubber  hose,  gasoline  cans,  pliei-s.  carbon 
removers,  screw  drivers,  top  dressing,  metal  polish,  top 
covering  and  sponges. 

"If  the  dealer  is  careful  in  his  buj-ing,  we  believe  he 
Avill  find  this  a  very  satisfactory  and  profitable  line," 
concludes  this  firm's  letter. 

.\  firm  in  Massachusetts,  while  not  handling  automo- 
bile accessories,  sells  a  good  maiiy  tools  to  automobile 
people,  and  believes  "that  the  hardware  store  is  the 
logical  place  for  such  goods." 

While  there  are  a  great  many  dealers  in  the  United 
States  who  do  not  handle  accessories,  tires  and  tubes, 
yet  there  is  evident  a  decided  growth  in  the  interest 
which  the  trade  is  taking.  Possibly  the  same  remarks 
may  apply  to  the  trade  in  Canada. 


Selling  goods  over  and  above  actual  demand  is  the 
thing  that  pleases  the  boss. 
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New  Automobile  Supplies 

Offered  the  Canadian  Trade 


A  miiiiber  of  new  features  arwl  addiitional  supplies 
{ire  being  offered  Canadian  hardware  dealers  who  are 
handling  auto  accessories  in  connection  with  their 
business.   Some  of  these  goods  ar"  noticed  below. 

NEW  KLAXON  HAND  HORN 

The  Lovell-McConnell  Mfg.  Co..  Newark,  N.J.  an 
noiince  a  new  hand  signal  called  the  Hand  Klaxonet, 
whiel"  retails  at  *r\50.  The  Hand  Klaxonet  is  said  to 
operate  on  an  entirely  novel  princ-iple.  The  plunger  pro- 
jects from  the  back  rather  than  from  the  top.  It  oper- 
ates at  the  slightesit  touch,  and  a  slight  movement  pro- 
duces a  very  lor.d  note.  Developnvciit  work  on  the  Hand 


New  Klaxonet  manu- 
factured by  Lovcll- 
McConnell  Mfp.  C  o., 
Newark,  N..I.  It  will 
be  for  sale  by  man.v 
Canaflian  dealers. 


Klaxonet  has  been  going  forward  for  the  past  few 
months.  It  will  be  handled  in  Canada  by  the  Northern 
3-.'lectric  Co.,  John  Millen  &  Son,  Canadian  Fairbanks- 
Morse  and  the  Canada  Cycle  &  Motor  Co. 


FORD  WINDSHIELD  VENTILATOR 

The  Richards-Wilcox  Canadian  Company,  London, 
are  placing  on  the  market  a  windshield  ventilator,  de- 
signed to  meet  the  demand  for  a  moderate  priced  wind- 
shield vemtilator  for  Ford  cars.  The  object  of  the  de- 
vice is  to  throw  the  windshield  back  about  two  inches, 
thereby  forcing  a  strong  draft  around  the  flo'Or  of  the 
front  compartment.  The  cut  shows  shield  open  and 
closed. 

The  ventilators  hold  the  shield  solid  in  either  the 
open  or  the  closed  positions.  Ventilators  are  adjust- 
able, allowing  windshield  to  be  opened  as  much  as  de- 
sired up  to  two  inches.  The  windshield  cannot  rattle 
after  same  is  locked  in  position.    The  ventilators  also 


hold  the  shield  to  the  dash  and  prevent  rain  from 
beating  in  when  closed. 

It  ean  be  attached  in  fifteen  minutes'  time,  as  they 
fasten  to  the  dash  in  place  of  the  clips  now  holding  the 
windshield. 
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They  are  made  entirely  of  .^eel  and  fini.9hed  in  black 
enamel.    A  pair  weighs  %  pound. 


NO-SLIP  FAN  BELTS  FOR  FORDS 

Under  the  name  of  "No-Slip,  No-Stretch,"  the 
Leather  Tire  Goods  Co.,  Niagara  Falls,  N.Y.,  has  added 
to  its  accessories  a  fan  belt  for  Ford  cars.  The  feature 
of  the  new  belt  is  a  combination  of  chrome  leather  and 


No-.'flip  fan  belt  for  Ford 
cars,  manufacturer!  by  the 
Leather  Oood^  Company. 
Niagara  Falls,  N.Y. 


inelastic  fabric,  by  which  the  stretching  incident  to 
some  of  the  all-leather  construction  is  eliminated  and 
also  the  tendency  to  slippage  sometimes  encountered 
when  the  belt  is  constructed  solely  of  fabric. 

The  new  belt  is  made  of  a  strong  inelastic  fabric  with 
a  ply  of  chrome  leather  sewed  on  the  inside,  where  it 
comes  in  contact  with  the  pulley.  The  whole  belt  is 
treated  by  a  special  process  to  make  it  waterproof,  and 
give  the  leather  a  rubberlike  finish  to  make  it  hold  to 
the  pulley  without  the  use  of  belt  dressing. 

In  the  Ford  size,  it  sells  for  40  cents,  while  similar 
belts  for  other  cars  may  be  obtained  at  20  cents  per 
foot. 


NEV/  GRAY  &  DAVIS  LIGHTING  AND  STARTING 
OUTFIT  FOR  FORD  CARS 

An  electric  lighting-starting  system  designed  espe- 
cially for  installation  in  Ford  cars  has  been  developed 
and  placed  on  the  market  by  Gray  &  Davis,  Inc.,  for 
whom  the  Universal  Car  Agency,  Windsor,  are  agents. 
The  details  have  been  so  worked  out  that  the  applica- 
tion of  the  outfit  is  a  matter  of  but  a  few  hours,  and  the 


Gray  v\;  liavis  lighting  and  ^n.utiiitr  outfit  for  Ford  cars. 
Distributed  by  the  Universal  Car  Agency,  Windsor.  Ont. 

work  can  be  done  by  any  mechanic  or  by  an  owner  who 
is  handy  with  ordinary  tools. 

The  parts  supplied  include  the  motor  and  generator, 
supporting  brackets,  driving  chain  and  s{">rockets,  fan 
support  to  replace  the  original  Ford  fan  bracket,  six- 
volt  storage  batterj-,  special  head  and  tail  lamps,  and 
all  wiring,  connections  and  such  auxiliaries  as  switches, 
cut-out,  etc. 
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The  starting  motor  and  the  genex-ator  are  separate 
units,  as  in  other  Gray  &  Davis  systems,  and  are  placed 
one  above  the  other,  the  motor  on  top  and  the  starting 
switch  mounted  on  top  of  the  motor  casing.  The  svpiteh 
is  operated  by  a  rod  which  passes  through  the  dash 
board  and  terminates  in  a  pedal.   Drive  from  the  motor 


The  Ford  s  new  premises  at  Toronto,  which  have  just  been  occupied 
by  the  Toronto  branch  staff. 

to  the  engine  when  starting  and  from  the  engine  to  the 
dynamo  when  running  is  through  silent  chain,  all  driv- 
ing being  through  the  crankshaft. 

The  motor-generator  combination  is  bolted  to  the 
engine,  a  special  bracket  that  is  furnished  with  the 
outfit  facilitating  the  attaehment.  A  easing  at  the  for- 
ward end  of  the  unit  encloses  and  protects  the  gear- 
ing and  clutch.  A  special  sprocket  with  which  the 
crank  claw  is  integrally  formed  is  mounted  on  the 
crankshaft  for  the  starting  drive.  The  regular  cut- 
out is  mounted  above  the  starting  motor  and  to  the 
right. 

A  lighting  SAvitch  placed  conveniently  on  the  dash- 
board controls  the  lamps.  The  storage  battery  is 
located  where  most  convenient  and  requires  only  occa- 
sional attention  under  ordinaiy  conditions;  the  chief 
reipiisite  being  that  water  be  added  once  every  two 
weeks  to  keep  the  level  of  the  electrolyte  above  the  tops 
of  the  plates  in  the  cells. 

All  parts  of  the  system,  when  installed  in  the  car, 
are  accessible  and  all  are  protected;  none  of  the  parts 
are  outside.  The  makers  s>tate  that  the  motor  will  turn 
the  engine  over  easily  in  the  coldest  weather  and  that 
its  aotioTi  i>;  uii;iffeetfd  by  baekfii'ins'  and  iiro-jfrnitini;. 


THREE  NEW  AUTC  PARTS  DISPLAY  STANDS 

Display  or  demonstrating  stands  are  productive  of 
increased  sales,  as  they  serve  as  constant  reminders  to 
customers  and  also  add  to  the  attractiveness  of  every 
dealer's  store.  Display  stands  demonstrate  the  prac- 
ticability and  application  of  the  device,  and  sales  pro- 
ducing results  are  effected  by  these  silent  salesmen.  The 
Auto  Parts  Company,  Providence,  R.L,  is  offering  free 
to  the  trade  three  demonstrating  stands  for  displaying 
the  Apeo  anti-rattlers,  valve  spring  remover  and  dash 
oil  gauge  for  the  Ford  car. 

The  valve  spring  remover  is  shown  compressing  a 
vaJve  spring,  and  the  stand  includes  the  push  rod,  valve 
and  guide.  This  stand  is  given  free  with  an  order  for 
25  removers. 

The  dash  oil  gauge  stand  includes  two  gauges  and  is 
given  with  an  order  for  12. 

The  anti-rattler  stand  shows  four  of  these  useful 
devices  and  comes  vpith  an  order  for  25.  Orders  must 
be  given  through  the  jobbers,  as  the  Auto  Parts  Com- 
pany does  not  sell  direct. 

DEMOUNTABLE  CLINCHER  WHEELS  FOR  FORDS 

The  Superior  Lamp  Mfg.  Co.,  of  136  AV.  52nd  St.,  Ne^v 
York  City,  has  brought  out  a  set  of  demountable 
clincher  wood  w'heels  for  Ford  cars. 

The  set  consists  of  four  best-growth  hickory  v^rheels, 
with  demountable  rims  attached,  including  one  spare 
rim,  with  wrench,  bolts,  and  holes  drilled,  ready  to 
attach.  The  wheels  are  furnished  in  either  natural 
wood  or  black  finish  at  the  same  price.  30  x  PA^  rims 
are  furnished  when  iio  other  size  is  .speeified,  although 


Demountable  clin- 
cher wood  wheels  for 
Ford  cars,  manufac- 
tured by  the  Superior 
Lamp  Mfg.  Co.,  New 
York. 


Three  new  display  stand 
<  of  the  Auto  Parts  Co.. 
Providence,  R.I. 


30x3  can  be  furnished  if  required.  This  same  set  of 
wheels  is  adaptable  for  use  on  Maxwell  Model  "25" 
cars,  and  it  is  necessary  to  speeify  when  ordering.  Sets 
are  crated  conveniently  for  sample  orders  and  are 
listed  at  $16.00. 

The  Superior  Lamp  Mfg.  Co.  is  also  marketing  a 
regular  clincher  wheel  for  Ford  cars  (not  demount- 
able), for  replacements^  and  which  lists  at  $3.00  each. 

SUPERIOR  LAMP  BRACKETS  FOR  FORDS 

A  nevv-  system  of  attaching  the  regular  type  of  oil 
lamps  to  Iho  1915  Ford  car  has  been  brought  out  by 
the  Superior  Lamp  Mfg.  Co.,  of  13G 
West  52nd  St,,  New  York  City,  in  the 
way  of  a  set  of  malleable  iron 
brackets,  consisting  of  two  side  lamp 
brackets  and  one  tail  lamp  bracket. 

These  brackets  are  especially  de- 
signed and  made  to  fit  the  projecting 
flange  from  the  windshield,  and  are 
fastened  on  by  means  o^^  a  bolt  and 
nut.  The  side  lamp  brackets  are 
made  up  in  rights  and  lefts,  and  take 
the  ordinary  flat  lamp  bracket  prop 
holder. 


.Nutomobile  supjilies  are  profitable 
to  handle.    Get  busv. 
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Hints  on  Retail  Bookkeeping  and  Financing 


CORRECT  FIGURING  IN  BUSINESS 

The  conect  fomidation.s  of  a  successful  business, 
which  to  my  mind  is  more  necessary  than  capital,  says 
a  prominent  credit  man,  are  as  follows: 

1.  An  aibsolute  knowledge  of  the  cost  of  conducting 
your  business,  so  that  you  will  know  every  item  of 
expense  in  eonneotion  with  it  and  charge  it  correefly 
to  each  deipartment. 

2.  The  correct  method  of  pricing  your  goodis  so  that 
you  can  put  a  desired  profit  on  your  wares  and  be  able 
to  prove  to  your  own  satisfaction  that  it  is  correct. 

3.  To  know  that  eacb  article  or  departmeut  is  giving 
you  a  profit  or  a  reason  for  not  makimg  one,  and  that 
e.ieh  article  or  department  stands  its  proportionate  rate 
of  expense. 

The  follo-rting  table  may  be  handy  to  refer  to,  as  it 
plainly  illusitraites  the  difference  between  profit  on  in- 
voice and  selling  price : 
5     per  cent  added  to  invoice  (cost) 

yl/^,  ?  7  '7  7  7  7  7  7  7 
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15 
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HOW  ONE  MAN  FIGURED  IT  OUT 


At  one  of  the  hardware  conventions  acro.ss  the  line 
recently  a  member  in  the  question  box  disensvsdons  gave 


as  follows  his  experience  on  profits  and  the  cost  of  do- 
ing business: 

These  questions  were  a  problem  to  me  until  about 
two  years  ago,  when  I  .sat  dovm  and  figiired  them  out. 
I  ascertained  my  total  expenses,  including  a  good  salary 
for  myself,  my  clerical  force  cost,  and  all  my  fixed  and 
incidental  expenses.  This  1  did  to  arrive  at  my  total 
expense  of  doing  business.  Next  I  figured  up  my  stoci:. 
including  the  freight  bills  the  same  as  merchandise 
bills.  After  I  had  obtained  the  selling  expense  and 
cost,  I  classified  my  stock.  For  exam^ple.  I  took  my 
implement  department,  and  ascertained  the  total  pur- 
chases, and  proceeded  likewise  in  the  stove  and  .shelf 
hardware  departments.  This  gave  me  the  total  pur- 
chases in  these  different  departments  for  the  year." 
'i'he  space  occupied  by  these  departments  was  next 
entered,  and  the  cost  apportioned  to  each,  in  the  way 
of  rental,  etc.  T  then  very  carefully  estimated  the 
time  taken  by  clerks  to  sell  goods  in  the  various  de- 
partments. This  estimate  could  not  very  well  be  accur- 
ate, but  an  approximation  was  made  from  watching 
and  based  on  my  own  experiemee.  For  instance,  siup- 
pose  it  takes  from  one  to  two  minutes  to  sell  a  box  of 
shells.  Mention  is  made  of  these  because  there  is  so 
very  little  profit  in  them.  T  figured  what  the  time  was 
vorth  and  added  that  overhead  expense  to  the  cost 
of  shells.  Then  if  T  found  that  I  was  not  selling  them 
at  a  profit,  or  Avas  losing  money,  I  knew  I  had  found  a 
weak  spot  in  the  business.  T  then  put  them  in  smaller 
spaces  and  cut  down  that  stock  and  carried  only  enough 
to  supply  the  actual  demand.  If  a  man  came  in  and 
called  for  shells  I  would  sell  same,  but  would  not  talk 
them  up  at  all.  In  fact,  we  would  get  through  with 
the  sale  as  quickly  as  possible.  But  we  would  take  some 
other  line,  on  A\^hich  a  good  profit  was  b"ing  made,  and 
push  that  line  and  trv-  to  make  the  sale  before  the  cus- 
t.-^mer  left  the  store. 

If  we  had  a  line  of  goods  on  wbich  a  competitor  was 
cutting  price,  we  would  cut  ours  down  to  a  point 
where  there  was  no  profit  in  it  left  for  him.  and  use 
it  as  a  drawing  card  for  more  profitable  business  along 
other  lines.  If  the  line  on  whieh  the  eompetiror  was 
cutting  prices  was  on*^  that  I  did  not  care  an^-thing 
;iliniit  T  would  drop  it  entirely  and  let  him  have  it. 


TABLE  FOR  FINDING  THE  SELLING  PRICE  OF  ANY  ARTICLE 


PROFIT  DESIRED 
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RULE 

Divide  the  cost  (invoice  price  with  freight  added) 
by  the  figure  in  the  colnmn  of  "net  rate  per  cent, 
profit  desired"  on  the  line  with  per  cent,  it  cost  you 
to  do  business. 

Example : 

If  a  wagon  cost   $60  00 

Freight   1  20 

•  $61  20 

You  desire  to  make  a  net  profit  of  ... 5  per  cent 

It  costs  you  to  do  business  19  per  cant. 

Take   the   figures   in   column   5   or.  line   with  '.9. 
whieh  is  76. 
76  j  Gl  2000  j  $80  52 — the    selling  price. 

60  8 

400 
330 

200 
152 

The  p'-rcentage  of  cost  of  doing  business  and 
profit  arc  figured  on  selling  price. 
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The  New  and  Improved  1915  Stove  Lines 

A  couple  of  novel  designs — Cleanliness  and  sanitary  features  catered 
to — New  ideas  in  construction — Economical  features  the  strong  point 


JUDGING  by  reports,  the  eoniimo:  fall  and  wiruter 
should  be  a  fairly  active  oue  for  tbe  selling  of 
stoves;  and  certainly  the  manufacturers  have  been 
doing  their  part  to  give  t'heir  dealers  and  tlie  public  an 
improvt-'d  ])rodiiet.  liolow  are  some  of  the  additions 
and  improvements  that  ("nnadian  factories  have  made 
to  their  stoves  since  last  year  : 

Kir-Ben,  Ltd.,  Almonte,  Ont.,  have  in  all  their  ranges 
practically  a  new  line.  aJid  have  confined  themselves, 
uKU'e  especially  the  past  few  month's,  to  imiprove  the 


patterns  they  already  have.  They  have  just  published 
their  catalogue  No.  5,  devoted  to  their  east  iron  ranges. 

Ever}'  one  of  these  raJi'ges  is  equipped  with  the  Kir- 
Ben  economic  damiper — the  company's  newest  feature. 
This  device  gives  control  of  the  fire  under  all  conditions. 
It  checks  the  fire  Avithout  cooling  the  range,  and  whi'lo 
cheeked  the  fire  is  burning  prae*^ically  no  fuel.  It  pre- 
vents the  escape  of  heat  into  the  cliimney,  and  is  a  com- 
i)ined  .shnt-ofl'  damper  and  air  check. 

Located  abo-ve  the  range,  this  economic  damper  eon 
lines  all  checking  to  the  outside  of  the  range,  nnd  the 
range  will  run  under  check  for  six  or  eight  hours  and 
still  be  hot.    It  means  a  fuel  sa\ang  of  from  15  to  3a 
per  cent. 

Tlie  damper  is  made  of  five  heavy  and  durable  ca.st- 
'ngs.  but  has  no  springs,  knobs,  or  other  things  to  give 
trouble.  It  is  easy  to  adjust  and  lias  a  iiieki'lcd  handle, 
l)y  which  to  oi)erate  it. 

Clare  Bros.  &  Co.,  Ltd.,  Preston,  Ont.,  lip.ve  a  number 
of  new  models  til'.is  year,  and  .some  improvements  to 
their  older  models.  To  describe  these  new  Pe7iinsular 
stoves  and  rairges  a  Mi;i|ili  iii.  n! y  catalogaie  has  just 
been  issued. 

The  gj-eatest  imiovatidii  is  to  sfiw  in  thrir  lighter 
day  liigh  oven  range,  whieji  is  a  i-.idical  departure 
from  the  .style  of  range  that  ha.s  bc-n  Iniilt  in  past  years, 
it  being  <!0Tistrncted  from  a  woman's  point  of  view, 
every  feature  being  designed  for  the  hou.sekeeiper 's 
comfort  and  convenience.  It  has  a  liigli  oven,  so  that 
baking  can  be  done  without  .^too^jing;  has  a  glass  door 
to  watch  cooking  without  opening  door;  tile  or  enamel 


splash  backs  for  easy  cleaning ;  two  inside  covers  for 
keeping  odors  from  spreading  through  house ;  two 
warming  closets  of  'great  capacity,  and  plenty  of  room, 
underneath  for  sweeping  and  dustin;g.  To  these  are 
added  a  beautiful  design  and  finish,  and  an  economy 
of  fuel  wln'u  in  use.  They  are  in  eoal  and  wood  eom.- 
binations  and  coal  and  gas. 

The  Monarch  Peninsiilar  is  fitted  out  this  year  in  a 
new  dress  of  white  enamel  trimmings,  making  them 
easily  cleaned  and  sanitary.  In  fact,  all  the  best  Penin- 
sular lines  this  year  have  white  enamel  triraminigs.  The 
Climax  Peininsula-r,  Rival  Peninsular,  and  Magnet  Pen- 
in  soilar  have  this  new  dress. 

A  new  heating  line  is  the  Tortoise  heater,  with  duplex 
grates  in  plain  and  with  urn  tops. 

Bowes,  Jamieson,  Ltd.,  Hamilton,  Ont.,  are  just  put- 
ting on  the  market  a  new  stove,  called  the  "Garland 
Belle."  It  is  a  handsome,  medium-size  range,  and  is 
specially  intended  for  city  and  larger  towii  trade. 
While  of  medium  size,  it  has  six  9-in.  covers,  whereas 
most  stoves  of  this  type  have  only  four  covers.  It  has 
a  very  large  overhanging  base,  which  'gives  it  a  much 
larger  aj^pearance  than  it  really  has.  All  nickel  is 
removable,  and  there  is  a  removable  towel  rail  which  is 
really  very  useful,  as  well  as  ornamental.  Stove  has 
duplex  grates,  a  nice  feature  of  which  is  that  they  can 
be  removed  through  the  side  of  the  'Stove  without  dis- 
turbing the  linings.  Every  stove  is  supplied  with  a 
reliable  thermo'me'ter.    Ovidng  to  its  large  appearance 


and  size,  and  the  handsome  lines  and  appearance  of 
the  stove,  it  is  sure  to  fill  the  demand  for  a  stove  of  that 
tyipe.  as  the  price  is  siiiprisingly  low,  considering  the 

•  inalitv. 


TO  MAKE  THE  STOVE  DEPARTMENT  PAY 

Cany  a  good  Oifsorbmeiit. 

.Vilvcrtisc  regrilarly  and  stixingly. 

Di.splay  stoves  to  a<ivaiita'ge. 

lj?t  your  salesmanship  be  pracbiaal. 

Oivp  <;oo(l  service. 

MMiTifMiii  tlio  .■^tore's  repulal  ion. 
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The  Thos.  Davidson  Mfg-.  Co.,  Ltd.,  Montreal,  have 

brought  out  two  new  ranges,  a  new  heater,  and  made 
important  improvements  to  their  "Premier  Royal"  and 
"Premier  Marathon"  ranges.  Those  latter  two  are  thf> 
eompany's  leaders,  bedng  high  class  in  every  particular. 

The  "Premier  Royal"  has  a  new  heavy  fire'box  and 
a  new  duplex  grate  of  simple  construction,  a  button 
only  being  neeessiarj'  to  turn  to  remove  the  whole  grate 
from  the  stove.  A  large  ashpan  that  eatehes  all  the 
ashes  is  another  desirable  feature.  P>ut  it  is  possibly 
tire  flue  construction  that  will  appeal  to  mo'sf  buyers. 
The  heat  from  the  fire  passes  twice  around  the  oven 
and  out  behind  the  last  hole  on  the  stove  before  release, 
thus  making  all  the  top  holes  on  the  range  equally  snil- 
able  for  use.  One  damper  controls  both  the  direct  and 
indirect  draft,  and  there  is  no  hole  down  the  range 
behind  the  oven  to  catch  and  acpumulate  the  soot  and 
dust.  The  flue  space  und'er  the  lids  i'S  large  and  high, 
so  that  when  the  stove  is  })].".elced  it  stays  blaek,  and 
there  is  no  d'anger  of  the  top  buckling  over  the  firepot. 

The  oven  iis  of  one  heavy  piece  of  cast  iron ;  in  fact, 
the  whole  range  1-%  extra  heavy,  veighing  750  pounds 
complete.  The  "Royal"  is  made  in  three  sizes,  with 
or  without  reservoir  or  high  closet.  The  smoke  pipe  at 
back  is  covered  with  tile  up  to  the  Persian  high  closet, 
with  mirror  doors  and  large  roomy  sipace. 

The  "Premier  Marathon"  is  a  high-class  modern 
steel  ra)ige  of  fine  finish  and  color,  easily  kept  clean. 
This  heavy  steel  is  protected  by  sheets  of  a«bestos.  The 
range  i3  well  proportioned  to  give  greatest  economy  in 
fuel  and  best  results  in  bakiiig.  The  linings  are  heavy 
and  the  firebox  is  both  large  and  has  a  new  style  inde- 
stnictibie  fireback.  The  oven  is  of  heavy  steel  rein- 
forced with  heavy  braces  to  prevent  buckling  and 
warping.   The  doors  are  also  substantially  built. 

The  front  has  a  lift  key  plate  for  broiling  and  toa.st- 


Clare  Bros.  &  Co.,  Ltd.,  Monarch  Peninsular  Range,  fitted  out 
this  yeiir  with  new  dress  of  white  enamel  trimmings. 

ing,  a  simple  ratchet  lift  doing  the  trick.    A  duplex 
draft  helps  regulate  the  fire  evenly.    Plain,  s<mooth 
trimmings  are  used,  easily  removed,  and  easily  cleaned. 
Of  the  same  class,  but  to  sell  at  a  lower  price,  is  the 


"Premier  Leader."  a  new  steel  range  for  coal  or  wood, 
and  the  "Premier  Chieftain"  is  a  new  low-priced  ca.st 
range  for  all  fuels.  Both  of  these  .stoves  are  well  saiited 
for  city  use,  where  kitchen  space  is  a  consid^ratior 
and  price  enters  largely  into  a  sale.  They  have  all  the 
irriportant  features  of  the  higher  grade  .'(toves  and  the 
workmanship  care  is  just  as  exacting. 

The  "Tiger"  is  a  new  hot  blast  heater  of  polished 
steel  for  aJl  fuel®.  It  is  made  to  sfll  at  a  popular  price, 
is  a  fuel  siaver,  siuitable  for  home,  .?tore,  and  office.  The 
nickel  trimmings  are  neat  and  attractive. 

The  Gurney  Foundry  Co., 
Ltd.,  Toronto,  have  made  thi*< 
year  a  nutnber  of  improve- 
ments to  their  stovP'S  and 
ranges,  and  in  addition  ha\e 
broaight  out  a  few  new  lines. 
The-sie  are  enumerated  in 
their  new  1915  Ourney-Ox- 
ford  catalogue.  No.  215,  just 
published.  Gurney  stoves 
have  been  made  for  three- 
quarters  of  a  eentxiry.  and 
year  by  y^ar  they  have  been 
d'evelof)ing  until  the  present 
high  standard  has  been 
reached.  The  economizer,  re- 
versible and  duplex  grates, 
all  steel  unlbreakabile  tops, 
rounded  firebox,  heavj' 
Scotch  fireclay  lining.s,  two- 
piece  noii-w.irping  covers, 
and  most  modem  flue  system 
are  among  the  feat'ires  of 
the  Gurney-Oxford  ranges 
to-day. 

There  are  the  Gurney-Ox- 
ford Chancellor  and  Senior 
steel  ranges  for  hard  or  soft 
cal,  and  wood,  and  the  New  Nugget  and  Golden  Nus- 
get,  for  three  fuels.  The  IinperiarOxford  "100  Serie>"' 
cast  ranges  for  coil  and  wood,  and  the  Crown  Prince 
cast  iron  range,  New  Rival  wood  cook  and  Don  wood 
cook  are  other  leading  range  lines.  The  Vulcan  is  a 
camp  cook  stove,  and  a  .'*i?igle  oven  army  range  is  tht 
John  Hull.  Besides  this  latter  is  the  Gumey-Oxford 
field  .service  range  for  military  camp  use. 

In  baseburners  the  Art  Laurel  and  the  Firesside  are 
leaders,  and  in  oak  heaters  are  the  Monogram  and  Gur- 
i.ey-Oxford  132  Series.  The  St-ation  Agent,  New  Glo-b  \ 
Tortoise,  and  Ilazd  are  heaters  of  the  Quebec  variety. 
Then  there  are  a  number  of  specials  for  a  variety  of 
uses — box  stOA^es,  airtight  wood  heaters,  tubular 
heaters.  Rancher  bachelor  stoves,  water  heaters,  laun- 
dry, and  street  car  stoves. 

Of  thf^  ncAv  healers  the  Gurncy-Oxford  "Tortoise" 
'}iiebee  heater,  illr.strated  here,  is  an  example.  Only 
the  bcft  of  materials  enter  into  tlte  consfruetion  or 
these  sitoves.  the  same  as  in  the  high  grade  ranges.  The 
grates  are  an  important  feature,  being  of  roller  shak- 
ing deign,  gear-driven,  triangular  in  shape,  and  cer- 
tain in  action.  A  large  ashpan  is  also  provideil.  and 
the  stove,  when  suppliinl  with  grates,  stands  on  cast 
iegs.  off  the  floor,  to  make  provision  for  SAveepinff  ut'- 
dcrn'^afh.    The  trimmings  are  iiickeled. 


Batten  Bros,  have  opened  a  hardware  business  at 
Thorold,  Ont. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  MoKinnon  Dash  Co.  are  olfering  a  new  auxiliary 
seal  for  l"\)ril  rar^.  This  neAv  seat  rests  on  the  door-sill 
and  is  held  in  i)laee  by  hooking  over  the  top  of  the 
door.  The  weisht,  however,  does  not  come  on  the  door. 
The  passeniger  using  it  sits  sideways  in  the  ear,  the  door 
arrting  as  a  'bae.k  for  the  seat. 

Its  frame  is  made  of  round  steel  electrically  welded, 
and  is  so  desiigned  that  the  door  of  the  car  cannot  open 
when  the  s^at  is  in  place.  It  is  finished  in  japan  with  a 
padded  art  leather  seat,  the  hook  being  wrapped  \Wth 
the  same  mateinal,  so  as  to  overcome  any  possibility  of 


iii  icriiig  the  door.  The  McKinnoi!  people  report  that 
111  is  new  seat  is  taking  wonderfully  well  with  the  trade. 
They  call  it  their  No.  90  seat,  and  have  esitahlished  a 
list  pi-iec  of  Jf^l.50  each. 

The  Peck,  Stow  &  Wilcox  Co.,  Southington,  Conn., 
have  brought  out  a  new  brace,  which  combines  all  the 
advantages  for  which  the  carpenter  and  mechanic  are 
looking,  in  the  Pexto  Samson  with  concealed  ratchet. 

The  most  important  Tiew  feature  about  this  brace  is 
the  concealed  ratchet.  Added  to  the  already  noted 
Samson,  it  has,  so  its  makers  feel,  put  this  brace  far 
in  advance  of  anything  in  the  brace  line.  The  latest 
Samson,  which  is  known  as  No.  8200  series,  has  a  tight 
grip,  instant  release,  ball-bearing  head,  and  all  parts 
t-ncased  and  dust-proof.  The  big  ball-bearing  chuck 
fits  the  hand  comfortably  and  makes  it  possible  even  for 
a  mechanic  with  a  weak  wrist  to  get  a  powerful  grip 
on  any  shaped  drill  shank,  and  release  it  easily. 

One  of  the  important  features  in  this  'brace  is  the 
extra  strong  alligator  jaw,  which  adapts  itself  instantly 
lo  any  type  of  drill  shank  and  grips  it  as  powerfully 
as  a  vise.  It  will  take  any  sized  shank  from  one-eighth 
lo  one-half  inch  in  diameter.  The  new  Samson  is  m'ade 
in  sis  sizes,  with  SAveeps  from  sis  to  sixteen  inches.  It 
stands  at  the  head  of  the  A-ery  complete  line  manufac- 
tured by  the  Pexto  Co..  which  has  heen  making  braci  s 
for  ni^arly  three-quarters  of  a  century,  they  having  put 
out  the  first  carpenter's  brace  in  this  country  about  the 
middle  of  the  last  century.  The  Samson  was  the  orig- 
inal "big  chuck"  or  ball-bearing  type  of  brace.  Avhich 
has  become  gf-nerally  accepted  by  mechanics  as  the 
best  form  (>f  construction. 


P>RISK  STEF.L  BUSINESS  IN  NOVA  SCOTIA 

Over  ;{.000  nvn  are  said  to  be  employed  at  the  steel 
works  in  New  Glasgow,  and  4100  at  the  steel  works  in 
Sydney— -in  boMi  instances  a  larger  number  than  ever 


before  at  one  time.  The  mines  of  the  Dominion  Coal 
Co.  are  also  very  busy.  These  facts  will  have  a  very 
important  infliience  on  the  situation  in  this  province 
during  the  coming  fall  and  winter. 


NEW  BICYCLE  OR  MOTORCYCLE  LAMP 

The  electric  bicycle  or  motorcycle  lamp  has  many 
advantages  over  the  old-style  carbide  variety.  A  new 
electric  lamp  has  been  introduced  by  the  Interstate 
Electric  Novelty  Co.,  Toronto.    This  lamp  may  be  had 


New  electric  bicycle  or  motorcycle  lamp  introduced  by  the  Interetate 
Electric  Novelty  Co.,  Toronto. 

equipped  v\dth  a  nitrogen  battery,  or  can  be  supplied 
in  a  style  to  accommodate  the  regular  6-in.  dry  cell. 
The  reflector  is  fastened  to  the  front  of  the  cycle  and 
wires  run  down  to  the  battery  can  fastened  to  the  frame. 

The  lamp  has  bayonet  connection,  with  a  switch  at 
the  socket,  which  allows  of  the  light  being  turned  off 
or  on  at  will,  without  having  to  disconnect  the  bat- 
teries. 


NEW  ELECTRIC  IRON 

A  new  electric  flat  iron  with  the  winning  name  of 
"Kitchener"  and  slogan  "smooths  the  way  on  ironing 
day"  has  been  put  on  the  market  by  the  Canadian 
General  Electric  Co.  The  "Kitchener"  iron  is  fitted 
with  the  "economic"  heating  element  and  is  guaran- 
teed for  five  years  from  date  of  sale.  It  has  a  very 
attractive  appearance  and  can  be  supplied  with  heel 
stand  or  double  deck  as  required. 

Among  the  points  of  superiority  claimed  for  the 
"Kitchener"  are  the  following:  A  more  pointed  iron, 
a  cooler  handle,  a  cooler  plug  with  less  plug  trouble, 


The  "  Kitchener"  electric  iron,  nianufacl  urr>;  The  C  iinadian 
General  Klcctric  Co.  It  can  be  supplied  wiili  heel  stand  or 
double  deck,  as  required. 


a  more  even  tempei'ature,  greater  economy  in  current 
consumption  and,  generally,  a  first-class  iron  to  meet 
the  requirements  of  the  user. 


Hugh  McGillivray 's  bi-aneh  hardA\  are  store,  at  Stoncy 
15oaeh,  Sask.,  was  burned  rec^ctly. 
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Double  Membership  by  End  of  Year 

Now  that  tho  summer  holiday  scavson  is  over,  the  con- 
test for  memlbers  for  the  Ontario  Retail  Ilarrlware  and 
Stove  Dealers'  Assoeiation  is  expected  to  get  some 
s^\nnig  again. 

President  Maepherson,  in  a  letter  to  tHie  editor  of 
Canadian  Hardware  .Tonrnal,  states  that  he  has  re- 
ceived a  nice  lo^t  of  apT>lications,  and  he  feels  siure  that 
the  assoeiatioin  m*>Tnb(>rship  will  be  doubled,  if  not 
more,  by  the  end  of  the  year. 

Fred  Ellis.  Who  is  looking  after  the  Toronto-to-Barrie 
dist/riet,  expects  to  call  on  every  dealer  in  his  district 
this  fall.  A.  J.  Wright,  of  flainilton,  hopes  to  line  up 
the  Niagara  district,  and  the  other  cai)tains  also  are 
laying  plans  for  big  thimgs  this  fall. 

These  are  the  captains  who  are  to  s'-lect  teanwi  and 
the  districts  in  which  they  will  work : 

(a)  Central — Nia^gara  Peninsnla;  criptain,  A.  J. 
AV right,  Hamilton ;  (b)  Eastern — All  Ontario  east  of 
Toronto;  captain.  A.  Hawkins,  Smiths  Falls;  (c)  Nor- 
thern— Toronto  to  Barrie,  including  Toronto  city,  York, 
Peel  and  Ontario  connties;  captain,  Fred  Ellis,  A. 
Welch  &  Son,  Toronto;  (d)  Western — All  Ontario  west 
of  Brantford;  captain.  Reg.  F.  Scott.  Guedph;  (e)  New 
Ontario,  north  of  Barrie  ;  captain,  E.  A.  Whitten,  Brace- 
bridge. 

The  competition  closes  on  January  15. 


ASSOCIATION  TRADE  PRICE  LISTS  A  BOON 

The  price  lists  distributed  last  month  by  President 
Macpherson  are  spoken  of  in  the  highest  terms  by  mem- 
bers. To  a  great  many  these  lists  fill  a  long  felt  want. 
They  are  a  handy  set  of  tahles,  giving  at  a  glance  the 
price  information  to  the  clerk  at  the  moment  he  want-s 
to  Icnow. 

These  lists  should  stimtilate  in  some  quarters  more 
interest  in  the  association  among  members  of  the  trade. 


ADDED  OFFICERS  IN  R.  M.  A. 

E.  M.  Trowern,  who  has  been  secretary  of  both  the 
Dominion  and  Ontario  boards  of  the  R  M.  A.,  was. 
owing  to  increased  duties,  appointed  to  give  his  whole 
time  to  the  Dominion  Board,  at  the  tenth  annual  con- 
vention of  the  R.  M.  A.,  at  IMontreal.  recently.  W.  C. 
Miller,  his  assistant  for  the  past  year,  was  appointed 
Ontario  secretary.  J.  L.  S.  Hutchinson,  of  Saskatoon, 
a  prominent  hardwareman  in  the  West  was  elected  a 
vice-president  of  the  Dominion  Board. 


CHEERFULNESS  AN  ASSET 

We  frequently  hear  employers  preaching  the  value 
of  cheerfulness  to  their  clerks,  but  from  my  observa- 
tions I  think  a  good  many  employers  need  a  little  ser- 
mon on  the  same  subject  themselves.  Going  into  a 
store  on  a  bright  day  and  finding  the  boss  looking  like 
a  fresh  fruit  merchant  on  a  wet  Saturday  night  is  not 
going  to  induce  a  person  to  buy  very  much. 

Cheer  up,  Mr.  Merchant.  Smile  a  little  bit.  You 
may  have  something  to  be  downcast  over,  but  I  know 
a  good  many  people  worse  oflf  than  you.  I  know  a 
fellow  who  has  been  crippled  with  a  broken  back 
for  years,  and  yet  he  always  has  a  smile  on  his  face. 
He  says  he's  glad  he  isn't  dead. 

Don't  go  round  as  if  you  were  carrying  the  responsi- 
bilities of  the  whole  world  on  your  shoulder.  Pick  out 
the  rays  of  sunshine  in  the  cloud  and  show  you  are  glad 
to  be  living,  hy  being  cheerful. 


After  the  Shutters  are  Up 


Mrs  Finiiickle  (ejitering  kitchen  with  newsfjaper)  — 
NoTah,  a  celebrated  doetor  says  that  brooms  are  full  of 
microbes,  so  hereafter  you!l]  have  to  give  your  broom 
an  antiseptic  bath  cverj'  day. 

Norah — Sure  Oi'll  not!  Next  thinig  ye '11  be  a-sking 
me  to  give  it  masisage  thraternents  and  hipp.vderrnic  in- 
.jections,  an'  ye  may  a-s  well  understand  right  now  that 
Oi'm  no  thrained  nurse  ! 

*  *  • 

"Sure,  Oi'll  write  me  name  on  the  back  o'  your  not^. 
guaranteein'  ye '11  pay  ut,"  said  Pat.  siniling  pleasantly 
as  he  indorsed  Billu[)'s  note,  •'•but  Oi  know  doomed  well 
ye  won't  pav  ut.  We'll  have  a  laugh  at  th'  ixpinse  of 
the  bank." 

*  •  • 

"You  are  about  recovered  from  that  attack  of  ner- 
vous prostration,"  said  the  doetor  at  his  final  visit, 
"and  if  in  the  future  I  can  po.ssibly  help  you  to  ward 
off  a  repetition  of  it  I  shall  do  it !" 

"Very  well,  then,  doctor,  don't  send  in  your  bill!" 

*  *  • 

Proud  Mother — Do  you  know,  dear,  1  believe  our 
baby  will  be  a  great  siniger,  perhaps  a  famous  tenor? 

Tired  Father — He  strikes  high  C  mighty  often,  if 
that  is  what  you  mean. 

Proud  Mother— Yes.  the  tone^  are  so  sweet  and  shrill. 
T  hope  he  will  be  able  to  have  his  voice  cultivated  in 
Italy. 

Tired  Father — 'By  Jove  !  Good  idea !  Send  him  now. ' ' 

*  *  • 

A.  traveling  man  who  .stutters  spent  all  afternoon  in 
^rying  to  sell  a  grouchy  business  man  a  bill  of  goods, 
'nd  was  not  very  successful. 

As  the  salesman  was  locking  up  his  grip  the  grouch 
wais  impolite  enough  to  observe  iu  the  presence  of  his 
clerks:  "You  must  find  that  impediment  in  your  spee^'h 
very  inconvenient  at  times." 

"Oh,  n-no,'"  replied  the  salesuian.  "  Everj'one  has 
his  p-peculiarity.  S-stammering  is  mine.  What's 
.y -yours  1 ' ' 

"I'm  not  aware  that  I  haA'e  any,"  replied  the  mer- 
chant. 

"D-do  you  stir  y-yovir  coft'ee  with  your  r-rigbt 
hand?"  asked  the  salesman. 

"Why,  yes,  of  coui^e, "  replied  the  merchant,  a  bit 
puzzled. 

"W-well,"  went  on  the  salesman,  "t-that's  your 
[)ecu1iarity.    Most  people  use  a  teaspoon." 

*  •  • 

But,  sav.  HardAvare.  what  are  vou  looking  so  glum 

about?" 

The  hardwareman  turned  a  sad  face.  "  lost  one 
of  mv  best  eustomers  yesterday."  he  sighed. 

"Too  bad!"  .sj-mpathized  evervbody.    "Did  he  die?" 

"No."  said  the  hardwareman  gloomily  "It  was  my 
j'ault.  I  told  him  1  had  a  great  line — remarkable — a 
line  that  would  knock  his  eye  out."  The  hardwareman 
stopped  and  blew  his  nose.  There  was  a  trace  of  tears 
in  his  eyes. 

"And?"  questioned  the  glass  man.  Everyone  was 
respectfully  silent. 

"Oh!"  sobbed  the  hardwareman,  "too  late  I  remem- 
bered that  he  had  only  one  eye!" 
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BUSINESS  CHANGES 


Alberta 

Spring  Lake — The  Kissel  Ihn  d  wai'e  Co.,  eoimneivced. 
MirroT' — The  jMin-oi'  TTardware  Co.  have  moved  to 
Spring  Lake. 

Saskatchewan 

Kisbey — J.  G.  Sullivan  hardware  and  iinpleinenf s, 
sold  hanhvare  to  ixoMins  Bros. 

RosetoArn — L.  F.  Heart  well  &  Co.,  hardware,  stock 
sold  to  C.  Phillips,  Kinder.^ley. 

Manitoba 

Virden — Lloyds,  Ltd.,  hardware  and  produce,  com- 
menced. 

Roblin^ — A.  i^rydon  &  Co.,  hardware  aJi'd  shoes,  suc- 
ceeded by  A.  Button. 

Ontario 

Mildma.y| — Huiistein  &  Dippel,  hardware,  ssold  to 
lieismer  &  Co. 

Toronto — ^M.  J.  GormaJi,  hardwui-e,  succeeded  bv 
Geo.  W.  Mahon. 

Quebec 

Montreal — Bourget  &  Pa(jnin,  hardware,  registered. 

Montreal — ^C'lark  G.  Norman  &  Co.,  electrical  sup- 
plies, registered. 

St.  John's — J.  F.  Maynard  &  Cie,  tinsmit.hs  and 
plumbers,  have  been  reigistered. 


Canadian  Trade  Notes 


The  Sussex  Mfg.  Co.'s  plant,  at  Sussex,  N.B.,  wa.s 
damaged  by  fire  recently. 

A.  Chatfield,  pi-esident  of  The  Chatfield  Heating  & 
Plumbing  Co  ,  Ltd.,  St.  Catharines,  Ont.,  is  dead. 

The  British-Pennsylvania  Oil  Products  Co..  dealers  in 
lubricating  oils,  has  been  registered  at  Montreal. 

The  factory  of  TTardware  Specialties,  Ltd.,  at  Pern 
broke,  Ont.,  was  completely  d'estroyed  by  fire  recently. 

The  Windsor  Mat  Co.,  Ivtd..  Windsor.  Ont..  capital 
$40,000,  has  been  incorporated  to  take  over  the  Tdeal 
Mat  Co.,  of  the  same  place. 

Auto  Products  Co.,  Ltd.,  Ottawa,  is  a  new  concern 
incorporated  with  a  capit^d  of  •i!2r)0,000,  to  make  and 
.<iell  automobiles  and  parts. 

The  Canadian  Hardware  Co.,  Toronto.,  suffei-ed  a  loss 
of  .1;1,500  through  fire  recently,  and  water  damaged  the 
,=;tock  of  Canada  Mantles  &  Tiles,  Ltd.,  next  door. 

McCaskey  Systems,  Titd..  capitalized  at  $500,000,  has 
iieen  incorporat<>d,  with  head  offi<*e  at  Toronto,  to  m^ike 
and  sell  account  registers,  and  parts  and  accessories. 

Ziiic  Co.,  Ltd.,  Sherbrooke,  '^ue.,  has  received  Do- 
iiiinion  incorporation  to  o|)eiatc  zinc  mines,  smelters, 
and  rf^nerif-s.  Capita.l,  $100,000.  L.  D.  Adam^.  Oak- 
land, Cal..  and  C.  H  Maxey,  Rutherford,  N.J.,  are 
interested. 

The  Canadian  Ventilator  <'(),,  Ltd,,  has  h.M  n  foi-ined 
i.nd  incon>orat(Ml  with  a  cai)ital  of  jf.lO.OOO,  to  lake  over 
the  patents  and  bvisine.ss  of  S.  J.  Roche  and  i)artners, 
Ottawa,  and  make  venitilators  and  similar  articles. 


R.  A.  Devine  and  Howard  Murray  are  provisional 
directors. 

The  Quebec  Munitions  (Jo.,  Ltd.,  capitalized  at  $50,- 
000,  ha?  been  ineorjiorated  with  head  ofifici?  at  Montreal. 
Howard  Murray,  C.  N.  Monsai-rat  and  V.  T.  Smart  are 
])rovisional  directors. 


News  From  Western  Canada 


Prank  Epp,  hardware  dealer,  at  Aberdeen,  Sask.,  is 
dead. 

J.  G.  Sullivan  has  sold  his  hard\vare  store  at  Kisbey, 
Sask. 

J.  A.  Wilson  has  close;d  out  his  hardware  business 
at  Wawota,  Sask. 

S.  E.  Buell  ha'S  moved  from  1146  Loasdale  Ave.  to 
down  town  quarters,  at  110  First  Street  East,  North 
Vancouver. 

The  B.  C.  Copper  Co.  are  again  operating  their  plant 
in  full.  Ne^^^nan  Erb,  chairman  of  the  board  of  direc- 
tors, stated  that  the  outlook  for  the  company  was  good. 
He  pointed  out  that  there  had  been  located,  up  to  June 
J,  7,000,000  tons  of  1.7  per  cent  ore,  and  between 
3,000,000  and  4,00(>,000  tons  of  1.2  per  cent  ore. 

W.  C.  Stearman,  Avho  for  eleven  and  a  half  years  has 
conducted  a  retail  hardware  bu,sin'ess  at  546  Granville 
St.,  Vancouver,  has  been  forced  to  vacate  his  premises, 
OMnng  to  the  building  being  taken  over  by  the  Mer- 
chants Bank,  pending  the  erection  of  their  new  building 
on  Granville  Street.  With  the  exception  of  the  Hudson 
Ray  Co.'s  hardware  department,  Mr.  Stearman  is  the 
oldest  hardware  retailer  on  Granville  Street.  Eleven 
and  a  half  years  ago  the  oppo.site  side  of  the  street  was 
all  bush.  New  quarters  have  been  secured  by  Mr.  Stear- 
man, and  he  has  moved  his  stock  to  613  Granville 
Street. 


MARKET  NOTES 

The  Canadian  Car  and  Foundry  Company,  which 
eaAy  this  year  received  a  contract  valued  at  $83,000,000 
from  the  Russian  Government  calling  for  a  large  quan- 
tity of  shrapnel  and  high  explosive  shells,  it  became 
knoiATi  I'ecentlv.  has  had  the  original  order  raised  to 
the  sum  of  $1.54,000,000. 

Tt  is  also  known  that  the  Canadiau  Car  and  Foundry 
Company  has  applied  for  and  received  an  extension  of 
sixty  days  in  the  date  of  final  delivery  for  the  Russian 
shells,  under  the  provisions  of  the  first  contract.  The 
deliveries  under  the  original  order  from  the  Russian 
Government  were  to  be  finished  by  next  Februaiy.  The 
extensions  of  time  which  have  been  granted  place  the 
time  limit  on  the  original  contract  at  April  of  next  year. 

A  British  syndicate  is  said  to  be  behind  the  Process 
Engineers,  Ltd.,  Montreial,  which  is  reopening  'the 
antimony  mines  at  T;ake  George.  N.B.,  Avhich  have  be^en 
clo.^ed  foi-  some  years. 


Why  not  keep  in  touch  with  the  aiThit(M'ts  and 
i)uilders  in  youi-  community,  lettitig  lluMii  know  you 
liave  paint  to  sell  ? 

Even  if  you  saved  5  cenN  (ui  the  dollar  i)y  hnyini? 
elscwhe?-e,  which  is  doubtful,  you  Avould  lose  95  cents 
on  llu"  dollar  to  your  town,  wliieh  is  certain:  and  if 
everybody  saved  the  5  cents  anil  the  ti>wn  .liways  lost 
the  95  you  can  see  where  would  all  soon  be  finan- 
cially. 
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For  the  Man  Behind  the  Counter 


Brotherly  Talk  to  Hardware  Clerks 

By  One  of  Them 

THE  man  or  woirian  who  is  in  the  omploy  of  another 
man  or  woman  must  learn  that  the  employer 
has  a  right  to  say  what  the  employe  shall  do, 
and  when  he  shall  do  it.  This,  as  you  might  judge,  is 
to  be  a  little  talk  to  employes  by  one  of  them.  You  may 
remember  that  before  you  entered  upon  your  present 
employment  the  employer  was  getting  along  pretty 
well,  and  that  should  be  some  evidence  of  the  fact  that 
he  will  continue  to  get  along  all  right  after  you  are 
gone. 

Don't  Think  You  Are  the  Whole  "Works" 

Many  employes,  however,  are  unable  to  get  this 
through  their  noodle.  When  they  first  land  on  a  .job 
they  have  a  dread  of  being  fired  because  they  can't 
make  good,  and  after  they  have  been  on  the  job  three 
months  they  imagine  they  own  the  place  and  want  to 
tie  a  can  to  the  proprietor.  They  are  firm  in  the  belief 
that  if  they  were  to  quit  the  job,  get  fired,  or  die,  the 
whole  works  would  be  put  out  of  commission.  The 
writer  had  this  exalted  opinion  of  himself  once  upon 
a  time.  He  finally  got  fired,  and  he  walked  around 
past  the  place  every  day  expecting  to  find  a  "closed 
by  the  sheriff"  sign  on  the  door,  but  the  sign  didn't 
appear.  The  business  kept  right  on  growing.  It  was 
hard  for  a  certain  growing  youth  to  believe  that  such  a 
thing  was  possible,  but  there  was  the  physical  evidence 
right  before  his  eyes.  That  probably  did  more  than 
anything  else  to  convince  him  that  he  wasn't  the  whole 
bag  of  tricks,  and  that  there  were  others  in  the  world 
who  were  pretty  good  workers. 

Don't  Underestimate  the  Boss 

Too  many  employes  imagine  that  they  know  more 
albout  the  business  than  the  boss,  and  they  question 
his  judgment  every  time  he  finds  something  for  them 
to  do.  If  they  don't  tell  the  boss  himself  that  he  is 
wrong  they  tell  every  other  employe  about  the  place 
what  a  grave  mistake  the  old  man  is  making  in  not 
asking  their  advice  in  all  matters,  regardless  of  how 
trivial  or  how  important  they  may  be.  The  man  or 
woman  who  enters  the  employ  of  another  will  get 
along  best  who  does  as  he  or  she  is  told  to  do  and  asks 
no  questions.  It  will  be  well  to  remember  that  it  is  the 
boss  who  will  lose  if  he  is  wrong  and  not  the  employe. 

Clerk  Must  Learn  to  Obey 

It  often  has  been  said,  and  truly,  too,  that  no  man 
can  command  who  cannot  first  obey.  One  of  the  many 
great  faults  to  be  found  with  employes  is  that  they 
have  chosen  a  poor  motto.  This  motto  with  many  is 
"Ischi  Beble"  when  in  reality  it  should  be  "Ich  Dien" 
— I  serve. 

The  employer  has  a  right  to  expect  obedience  and 
loyalty  from  every  man  and  woman  in  his  employ. 
Not  long  ago  a  story  was  told  of  a  young  woman  who 
secured  a  position  as  saleslady  in  a  woman's  ready-to- 
wear  department.  The  store  was  located  in  a  small 
city  and  the  young  woman  knew  almost  everybody 


there.  The  store  was  not  as  reliable  as  it  .should  have 
been  and  instead  of  trying  to  sell  goods  this  yonng 
woman  spent  her  time  telling  everybody  who  came  to 
her  that  the  goods  in  the  store  were  not  worth  the  price 
asked  and  advised  them  to  go  somewhere  else.  Yet, 
when  Saturday  night  came  around,  this  young  woman 
accepted  her  envelope  and  growled  because  it  did  not 
contain  more.  If  this  young  woman  was  willing  to 
accept  pay  she  should  have  been  willing  to  perform  the 
duties  for  which  she  was  paid.  If  she  wanted  to  warn 
her  friends  that  the  goods  were  not  as  the  store  repre- 
sented she  should  have  done  it  on  her  own  time,  and 
not  on  that  of  the  owner  of  the  store. 

Need  of  Loyalty  and  Vim 

The  man  or  woman  who  is  carried  on  the  payroll  of 
any  institution  should  consider  himself  as  a  part  of  the 
concern,  and  consider  that  the  success  of  that  concern 
means  the  success  of  everybody  connected  with  it. 
When  the  place  gets  so  distasteful  to  you  that  you  can 
no  longer  be  loyal  to  it,  quit;  don't  growl  about  it — 
quit.  Then,  after  you  have  quit,  there  will  be  no  ex- 
cuse to  growl— you  will  be  too  busy  hunting  a  new  job. 
In  order  to  he  successful  in  any  position  an  employe 
must  have  vim,  nerve  and  vitality,  instead  of  being 
void,  verbose  and  virulent. 


USEFUL  HINTS  FOR  THE  CLERK. 

By  The  Boss. 

If  you  want  to  represent  water  or  ice  in  a  window 
display  use  a  mirror. 

•  *  • 

Tissue  paper  is  an  excellent  material  for  polishing 
showcases  and  mirrors. 

•  •  • 

If  you  are  not  a  good  showcard  writer,  why  not  use 
ordinary  school  slates  for  writing  selling  messages  on? 

•  •  • 

Don't  say  "That's  all,  isn't  it?"  to  a  customer.  Say 
rather  "Now,  what  else  caii  I  got  for  you  ^Ir.  Jones?' 

•  •  • 

A  special  container  at  the  end  of  the  counter  for 
waste  paper  will  help  a  good  deal  in  keeping  the  floor 
clean. 

•  •  • 

When  a  label  comes  off  a  can,  do  not  allow  it  to  be- 
come lost.  Stick  it  on  again  without  delay  with  a  little 
glue. 

•    •    •  • 

Honest,  sober  and  industrious  employes  are  in  de- 
mand, but  those  who  are  ideal  have  one  other  quality, 
and  that  is  ambition. 

•  •  • 

Don't  be  too  dignified,  even  if  you  do  hold  a  fairly 
good  position.  Those  who  are  long  on  dignity  are  gen- 
erally short  on  popularity. 
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Ifs  easy  to  sell  goods  when 
vou  are  sure  of  the  quality 
and  have  confidence  in  the 
maker. 


We  Offer  You 
Our  Best 

Turned  out  in  Pexto 
home  shops  by  expert 
tool-makers.  A  guaranty 
of  excellence  and  prompt 
service  from  a  house  with 
a  century  of  achievement. 

The  Peck,  Stow  &  Wilcox  Co. 

Mfrs.  Mechanics'  Hand  Tools,  Tinsmiths'  and 
Sheet  Metal  Workers'  Tools  and  Machines, 
Builders'  and  Genera!  Hardware. 


Southington,  Conn. 


Cleveland,  Ohio 


TWEED  ^t^XLOSET 

We  want  every  Hardware  Man,  Implement 
Dealer  and  all  our  Agents  to  write  us  for  Our  New 
Tweed  Closet  Literature,  Our 
New  Prices — They  will  enable  you 
to  get  big  business  this  Fall  in  the 
closet  line. 

Buy  TweetJ  Chemical  made  hy  expert  chemisb. 
Poor  chemical  will  k'lt  the  closat  trade. 

The  Steel  Trough  &  Machine  Co. 

Limited 

6  Jamei  Street,  TWEED.  Ont. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line,  one  inaertioB 
Four  lines  once  for  $1.00.  three 
times  for  $2.00. 

Cash  must  accompany  the  order 

No  accounts  booUed. 

MINIMUM  50  CENTS 


WANTED  tci  ln-^ir  I'miii  till'  owner  ol  a  ^'i>(,ii  hanlwarc  store 
'  or  ssLle.  State  oaRh  price,  description.  D.  F.  Bush,  Mianeapoliy, 
VUnn.  9[5[3 

FOR  SALt— Tlardware  and  tins-niithing  business  at  Querael, 
!'..(,'.  Stcw  k  about  $7,000,  bi'loniging  to  the  eebate  of  J.  W. 
Howison,  dt'cwuied.  Railway  expei'te^l  there  this  yettir.  Apply 
to  R.  B.  KHi.s.  :US  Homw  81.'.  Vancouver,  B.C.  

For  iwlc  or  ox<'han<ie,  hardwiirc  and  implement  business  ib 
Thaini's\ illo,  esteiblishocl  fourtoen  years;  turnover  $2.'5,000  per 
anniun.  Property,  $2,:!00.  Stock,  iii "voice  prices.  Rwuson  for 
seliinji,  going  West.    W.  .1.  Waller,  Thajnesrville,  Oat. 


DOUBLE  YOUR 

PAINT 

SALES 

Your  store  stands  or  falls  by  the  reputation  of  the  goods 
you  sell.  There's  a  bigger  profit  in  "repeat  sales "  from 
a  truly  high  class  article  than  there  is  from  any  other 
kind.     When  you  sell  PAINT— Sell  Moore's. 

MOORE'S 

PURE   LINSEED  OIL 

PAINTS 

The  kind  that  keeps  on  selling 

We  ask.  dealers  who  are  interested  in  gelling  and 
giving  Ihe  best  in  the  trade,  to  inquire  from  us. 

Benj.  Moore  &  Co.,  Limited 


THE  SQUARE 
DEAL  PEOPLE 


Mfrs.  of  Paints  and  Varnishes 

West  Toronto 
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Comparison  of  Cost-Motor  v.  Horse 

WHILE  the  respective  rneriis  of    motor  and 
horse  delivery  are  still  matters  of  debate 
among  merchants,  it  is  noticeable  that  each 
year  more  and  more  retailers  are  purchasing 
automobiles  for  delivery  purposes. 

To  the  dealer  to  vphom  the  outcome  of  installing 
motor  delivery  is  uncertain,  the  first  cost  seems  a  big 
item,  and  for  another  thing  the  average  merchant  is 
not  as  familiar  with  the  expense  of  running  an  automo- 
bile as  he  is  with  that  of  horse  delivery. 

Say  Motor  Does  Work  of  Four  Horses. 

One  retail  firm  that  has  been  using  motor  delivery 
and  are  well  pleased  with  it,  is  Wilson  &  Swayze,  of 
Welland  Ont.  Welland  is  a  town  of  some  5,500  popu- 
lation, in  the  Niagara  district. 

This  firm  has  an  International  motor  truck  and  two 
wagons  to  deliver  goods.  They  also  cart  their  own 
freight  to  and  from  the  stations. 

In  regard  to  the  merits  of  their  motor  truck,  they 
make  the  statement  "that  when  the  roads  are  good 
the  truck  can  deliver  more  goods  than  four  delivery 
wagons.    In  fact,  there  is  no  comparison." 

Cuts  Delivery  Expenses. 

They  have  kept  tab  on  the  cost  of  operation  since 
putting  the  truck  into  operation  in  their  business,  and 
figure  that  from  $2.75  to  $3.00  per  day  covers  all  ex- 
penses in  running  the  truck,  including  the  wages  of 
the  driver,  cost  of  gasoline  and  oil,  and  an  allowance 
for  wear  and  tear. 

"Compare  this  with  the  expense  of  maintaining 
four  delivery  wagons  with  drivers,  and  it  means  the 
truck  is  a  big  item  in  the  keeping  down  of  delivery 
expenses,"  they  point  out. 

In  addition,  they  find  that  the  motor  delivery  allows 
them  to  give  much  quicker  service  to  customers,  and 
is  also  an  advertisement  for  the  store. 

City  Dealer  Has  Two  Motors  in  Place  of  Five  Horses. 

A  further  comparison  of  cost  between  motor  and 
horse  delivery  is  given  by  a  Toronto  retail  firm  which 
has  two  motors,  taking  the  place  of  five  horses  and 
wagons  which  they  previously  used.  They  figure  that 
the  cost  of  repairs,  gasoline,  etc.,  for  each  machine 
costs  $25  per  month.  They  have  their  own  garage. 
The  same  drivers  manage  the  cars  that  formerly  drove 
the  wagons.   The  cars  cost  $1,300  each. 

Comparison  of  Cost  of  Maintenance. 

The  cost  of  maintenance  compares  as  follows: 


Wagons,  per  week — 

Five  drivers,  at  $10  $50.00 

Five  horses'  keep  at  $3.50   17.50 


$67.50 

Automobiles,  week — 

Two  drivers,  at  $10   $20.00 

Repairs,  gasoline,  etc.,  two  cars   12.00 


$32.00 

Cost  per  year — 

Wagon  delivery   $3510 

Auto  delivery   1664 


Difference  $1846 


GERMANY  S  PAINT  TRADE  AND  THE  WAR 

An  industry  in  which  fi»rmany  mu.st  lo.se  heavily 
tlirough  the  war  is  that  which  in  concenu-d  with  the 
p!odiiction  of  paintersi'  colors  and  mat/'Halsi.  In  1912 
Uennany  exported  to  all  df-stinations  painters'  c.'>lor8 
and  materials  to  the  value  of  about  $1 ').000.000.  Britfiin 
v.'ns  by  far  the  besit  cu.stomer  of  GfTmariv  for  thesie 
goods,  the  e.xports  to  the  United  Kin^rdom  being  25  p^r 

rit.  of  the  total.  Th/at  market  is  now  lost  to  Germany, 
iind  the  loss  is  likely  to  be  a  p^raanent  one,  as  British 
paint  and  color  manufacturers  are  now  successfully 
mfiking  almost  all  the  material  which  have  hitherto 
been  supplied  from  th.'  Continent.  The  result  will  be 
that  some  |!2,000,000  a  y(  ar,  which  has-  heretofore  gone 
ill  Avagi's,  to  rrcnnan  workers,  will  now  be  paid  to  the 
I'lHtish  people 


RUSSIAN  COPPER  PRODUCTION 

The  Inerea.sing  prodiiefion  of  capper  in  Russia  in 
1')10,  1911  and  1912  rendere'd  it  probable,  aecorrling  to 
the  report  of  the  Rusi.sian  Copp»r  Syndicate  Medj  in 
1912,  that  the  conntr\'  would  become  entirely  indepen- 
dent of  any  external  supplies  in  the  course  of  the  vear 
1915.  This  asisumption  was  apparently  ba.se<l  upon 
the  fact  that  the  outi)ut  had  reache-d,  at  33.100  tons  in 
1912,  the  highest  level  ever  attained,  and  that  it  would 
continue  to  exi)and.  In  1013,  however,  the  oiitturji 
declined  to  32,800  tons,  and  the  returns  for  1914  indi- 
cate a  further  reduction  to  31,900  tons.  It  appears 
l!:at  since  October  operations  at  one  works  of  the 
(  aucasian  Copfx-r  liidustrv  Company  have  been  at  a 
standstill,  the  resumption  of  work  at  one  factor^'  of 
the  Siemens  (Siicccssors)  Company  has  been  prevented, 
and  a  restriction  in  the  num'ber  of  workmen  at  all  thi^ 
other  works  has  prevailed.  It  is  estimated  by  th»^ 
syndicate  that  thf  production  will  reach  34,800  tons  in 
the  present  year. 


NICE  PRESENT  FOR  CANADIAN  SOLDIERS 

The  Gurney  Foundry  Co..  Ltd..  Toronto,  report  the 
sale  of  about  a  hundred  field  kitch- ns  for  use  with  the 
f'anadian  contingent  at  the  Front.  The  kitchens  have 
the  stove  body  balanced  on  the  axle,  and  may  be  drawn 
b.y  onie  or  two  horses.  Raeh  kitchen  contains  four  steel 
cooking  vessels  of  15  gallons  each.  The  firebox  is  in 
two  parts,  each  with  its  own  grate,  and  capable  of  biim- 
i'lg  wood,  coal,  or  straw. 

The  grates  and  other  parts  of  the  eqxiipmenrt  are  of 
standard  sdze,  so  that  repairs  if  necessar>-  may  be  had 
in  England.  The  w-iheels  and  axles  are  also  of  the 
.standard  as  used  on  Kivglisli  watei*eart.s 

Suitable  swinging  supr^orts  are  provided  to  hold  the 
kitchen  in  a  horizontal  j>osition,  and  the  cooking  vessels 
are  intepchanigeable.  so  that  if  necessary  they  may  be 
re^ilaced  with  bake  ovens.  I^he  total  weight  of  a  field 
kitchen  is  about  1.800  pouiuls  and  they  cost  about  .$475. 

The  MeClaiy  ^Mfg.  Co.,  Ltd  .  have  also  made  a  mnr.- 
her  of  field  kitchens  for  the  Canadian  contingents. 
They  are  si)lendidly  suitable  for  presentation  purposes. 


Push  collections  when  money  is  plentiful,  because 
it  is  easier  to  get  payment  then.  Push  collectioiis  when 
money  is  scarce,  because  there  is  always  danger  of  it 
getting  scarcer.  Push  collections,  because  business  suc- 
cess depeiids  upon  efficiency  in  that  department.  Push 
collections. 
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MARTIN-SENOUR 

PAINTS  AND  VARNISHES 


MADE  IN 


CANADA 


A  Trade  Mark  Which 

Assures  Quality  and  Service 

Back  of  the  name  Martin-Senour  and  "  the  hand  behind  the 
brush"  trade  mark  are  found  paint  and  varnish  products  as  nearly 
perfect  as  human  agency  can  devise. 

To  build  a  successful  business  on  a  basis  of  permanence  and  profit 
it  is  absolutely  necessary  to  supply  your  customers  with  Quality 
Goods. 

The  great  essential — Made-in-Canada  goods  to  meet  the  ap- 
proval of  Canadian  buyers  must  of  necessity  be  Quality  goods. 
The  splendid  quality  of  Martin-Senour  Paints  and  Varnishes  has 
long  been  recognized  by  Canadians. 

Our  Dealer-Agents  vouch  for  it.  Users  positively  know  it.  Time 
has  surely  proven  it.    We  fully  guarantee  it. 

Value — the  best  salesman — keeps  our  factories  running  full 
capacity. 

The  Martin-Senour  exclusive  agency  is  a  valuable  asset.  Would 
you  like  to  have  the  plan  laid  before  you  for  consideration? 

^yie  MARTIN-SENOUR  60. 

LIMITED 

PRODUCERS  OF  PAINTS  AND  VARNISHES 
CHICAGO        MONTREAL  Winnipeg 

HALIFAX  •    LINCOLN   •  TORONTO 
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MARTIN-SENOUR 

PAINTS  AND  VARNISHES 


MADE  IN 


CANADA 


S.lPAI|i)T 

VARNISHES 


IT'S  A  SOURCE  OF 
GREAT  SATISFACTION 

for  a  Dealer- A  gent  to  positively  know  that  every  time 
he  sells  a  can  of  1  00%  Pure  Paint,  he  has  provided 
his  customer  with  1 00%  Efficiency.  He  knows  his 
customer  has  bought  satisfaction  because  100%  Pure 
means  highest  quality  and  lasting  service. 

It's  also  a  source  of  great  satisfaction  for  a  Dealer-Agent 
to  know  that  the  story  of  100%  Pure  Quality  and 
Service  is  not  only  widely  heralded,  but  it]^is  truth- 
fully told  in  such  a  way  and 'through  such  numerous 
mediums  as  to  make  it  the  easiest  and  most  profit- 
able to  sell. 

Purity  in  Paint,  Truth  in  Advertising,  the  winning  combination. 
Jot  down  a  line  for  our  proposition 

■^he  MARTIN-SENOUR  6a 

LIMITED 

PRODUCERS  OF  PAINTS  AND  VARNISHES 
CHICAGO        MONTREAL  Winnipeg 

HALIFAX  •    LINCOLN   •  TORONTO 
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Does  a  Year's  Business  in  Six  Months 


HERE'S  a  letter  from  C.  H.  Pock- 
randt,  a  live  wire  in  the  paint  busi- 
ness, that  is  full  of  information  for 
any  dealer  who  wants  to  realize  bigger  sales 
and  profits  in  his  Varnish  Department. 
Mr.  Pockrandt  says  his  sales  up  to  July  15th 
equaled  those  for  the  entire  year  of  1914, 
and  tells  you  the  reasons  why  he  was  able 
to  make  such  a  showing  —  the  same  reasons 
why  it  would  be  entirely  possible  for  you 
to  make  such  a  showing  also.  Read  his 
letter.  Then  write  for  complete  Dealer's 
Proposition. 

Pratt  &  Lambert-Inc. 

30  Courtwright  St. 
Bridgeburg,  Ont. 


and! 


Akron  Ohio 


Contlcrnen:  - 

He  take  ttie  llbarcy  in«rltin£  >ou  tr^ac  me  feel  . 
very  proud  of  tte  fact  tliat  <ie  lucceelel  in  (etllOi^  tbe  7ar&l*C) 
buelneee  on  trie  Y.  'J.  C.  A.  BuiMtng  here,  in  coii.pet  it  ion 
miiti  five  otner  proxirient  Varnieti  Koueee,  eoley  becauee  all 
contractors  fi^rir^^  tbie  «ork  preferred  to  uec  Pratt  A  Lacbert 
?arnier>cB  t&an  any  otner  cane. 

The  writer  nae  had  oany  yeare  ot  experience  in  cn«  retail 
paint  and  varnien  oueioeee  acid  naa  never  bandied  a  line  of 
Varnie.-iee  or  Painte  tnat  ta«.e  a«  ■ell  aith  tbe  paintere  and 
ooneuaerB  ae  Pratt  i  Laabert'a  

Our  ealea  eo  far  tbia  year,  bave  alreaJ/  equalled  tnat  of 
1914.  We  attribute  no  ecall  part  of  our  incraaaini  eucceaa 
Nlth  your  varnlenee  to  your  advertiainit  in  national  publication*, 
attractive  store  and  «indoii  satter,  ne>spaper  electros  and 
aovie  slides,  and  special  eaDpalfna  to  painters,  architects 
and  booe  builders.  Ve  consider  Pratt  1  Laabert  Varnisbcs  a  very 
Taluablo  aeeet  to  our  buaioess. 

Expecting  to  10  on  increasing  our  business  oo  Prstt  A  Laxbart 
Varnlsbes,  as  se  bave  .in  tbe  past,  ■»  rsaaio. 


DrdttalanibertWdmishproposition 

iQualityL  Sales  iProfitsl  Repeats*-* 

Factories:    Bridgeburg,  Ontario       New  York      Buffalo      Chicago      London      Paris  Hamburg 
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There  are  many  kinds  of  paint — Good,  Medium 
and  Bad.  Some  cost  high  and  are  not  worth 
it.     Some  are  cheap  and  full  of  adulterants. 

We  don't  claim  that  ours  is  the  only  good  paint  on  the  market, 
but  we  do  guarantee  it,  and  it  sells  at  a  moderate  price. 

Facts  count  more  than  all  the  talk  in  the  world. 

Give  us  the  opportunity  to  place  our  proposition  before  you. 

It  costs  nothing  to  mvestigate.     Write  to-da^ 

R.  C.  Jamieson  &  Company,  Limited 

ESTABLISHED  1858 

Owning  and  Operating  P.  D.  DODS  &  CO.,  Limited 

MONTREAL,  CANADA 
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VARNISHES 


^  Certainly  ! 

You  can  guarantee  your 
customers  satisfactory  results 
when  using  these  Varnishes. 
Our  Guarantee  protects  you. 


A  POST  CARD  from  you 
and  we  will  gladly  supply 
further  information. 

WRITE  TO-DAY 


Front  of  cabinet,  showing  cur  handsome  label 


/jas-per-ite  Display  Cabinet 


Containing  our  three 
lines  of  Varnishes. 

JAS-PER-ITE 

1.  Exterior  Finishing 

Varnish 

2.  Pale  Hard  Oil 

Finish 

3.  Floor  Finish 

Every  can  Guaranteed 
and  full  of  quality. 

Ottawa  Varnish  Co 

Limited 
Toronto  Oltaw^^^^^ 


JASPERITE 


HI 


Present-Fu  t  u  re 
\«arnishes 

A  CABINET  ASSORTMENT 

fc-cnifaifis  t^i?  ^ol  lowing 
Ext«T«-  Finishing      Floor  Finish     hit  Itrd  ftl  Fimjh 
2- I  Gals.  Z  -\<Ms 

2  -  \  . 
4-  7.  . 
8  -  Pints 

5  OALS. 

TCT«L  -  16  0«LLONS 
Omtv  fir 

Ottawa  Varnish  Co. 


Toronto  Branch       153  OuchtfSS  tjlrcct 


2-  I  &als 
Z-'i  , 
4  -  ■.  . 
6  -  Pints 
6-  . 

5  :  V.-ALS 


4-  i  . 
6  -  Pmta 

as  . 

5  %  OAL& 


3 


This  handsome  Varnish  Cabinet,  Free 
with  first  order. 
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WHEN  EXPERTS  AGREE 

When  the  Architect — the  Theory  Man,  and  the  Painter — the  Practical  Man 
unite  in  their  recommendation  of 

B-H.  "ENGLISH"  PAINT 

the  dealer  and  the  houseowner  can  accept  their  decision  as  being  final. 

THE  ARCHITECT  recognizes  the  adequacy  of  our  tested  formula  of  — 
70  %  Brandram's  B.B.  Genuine  White  Lead 

and 

30%  Pure  White  Zinc. 

THE  PAINTER,  from  experience,  knows  how  well  B.-H.  "ENGLISH"  works 
under  the  brush,  and  how  durable  it  has  proved  on  buildings  that  he  has  painted. 

B-H.  "ENGLISH"  PAINT 

satisfies 

The  Architect,  on  account  of  its  beauty.      The  Houseowner,  because  of  its  economy  and  durability. 
The  Painter,  for^its  ease  of  working.  and  the^Dealer,  for  its  easy  selHng  quaHties. 

It  Satisfies  each  one  in  a  different  way 


R RAN DRAM -HENDERSON 

l.^^— ii^— W^— — — — —  M   JL  H^^HHHHHBHHMBiM  LIMITED 


Montreal 


Halifax 


St.  John 


Toronto 


Winnipeg 
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The  Question 
of  Circulation 

During  year  just  ended,  August  1 9  ]  4 
to  August  1915,  the  conditions  existing  in 

Canada  have  been  most  unfavorable  for  circulation  work. 
The  desire  to  economize  has  been  general. 

The  average  man,  who  would  ordinarily  pay  a 
dollar  without  a  thought  for  any  paper  that  interested 
him,  has  only  subscribed  to  such  papers  as  he  thought 
would  be  of  real  service  to  him. 

During  this  time  we  have  kept  eight  circulation  men  con- 
stantly on  the  road,  and  despite  the  conditions  they  have  taken  217 
new  paid  subscriptions  to  The  Canadian  Hardware  Journal,  while 
29  cancellations  have  been  recorded. 

The  number  of  sample  copies  sent  out  has  been  reduced  so  that  today 
3000  copies  of  each  issue  are  sent  out  as  compared  with  3300  a  year  ago. 
Of  this  number  24  I  3  are  paid  subscribers  as  compared  with  2285  a  year  ago. 

This  circulation,  remember,  is  practically  all  among  retailers,  so  that  the 
paper  now  reaches  70  per  cent,  of  the  retail  hardware  trade  with  paid  sub- 
scriptions and  20  per  cent,  with  sample  copies. 

In  short  The  Canadian  Hardware  Journal  has  grown  steadily,  ever  since 
its  establishment,  in  paid  circulation  and  in  its  influence  on  the  trade,  despite 
the  competition  of  one  of  the  best  trade  papers  in  Canada. 

The  Canadian  Hardware  Journal  Covers 
Canada  from  Coast  to  Coast 

Canadian  Hardware  Journal 

.  32  Colborne  Street,  Toronto 


September,  1915 
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Manufacturers'  Helps  for  Retailers 

When  writing  to  mcinufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


A  liaiuly  book  that  should  b*^  had  by  every  Cana- 
dian hi-ii'dware  dealer  is  l)eing  disti"i])iitpd  free  of  cost 
hy  The  Renfrew  Eleetrie  i\rfg.  Co.,  Limited,  Renfrew, 
Out.  This  book  is  of  handy  size,  and  in  its  fourteen 
pages  contains  mue'h  information  that  moat  contractors 
are  unaware  of.  In  concise  form,  it  tells  of  the  history 
of  electricity,  gives  terms  a  dealer  should  know,  in- 
formation on  how  to  fii2;ure  costs,  explains  eketrical 
troubles,  tells  of  the  evolntion  of  electrieally-heatftd 
r.npliances.  and  a  whol"  lot  of  other  data  of  interest 
to  dealers  and  contractors. 

The  Sarnia  Metal  Products  Co.,  Sarnia,  Ont.,  have 
just  published  their  first  catalogue  of  "Sarnia  Art 
Ctaft"  embossed  metal  shingles.  The  catalogue  des- 
cribes in  as  simiple  a  manner  as  possible  the  many  ad- 
vantages of  these  shingles.  Aniouig  these  are  ligbtnesis 
in  weiglit,  durability,  and  permaneniey.  The  orna- 
mentation and  arti.stic  features  of  their  various  styles 
offer  a  latitude  of  choice,  and  they  are  non-combustible. 
Hesidcs  being  impeiwious  to  tlie  elements,  they  suffer 
no  evil  effects  from  heat  or  cold,  and  they  can  be  put 
on  ((uickly,  easily  and  cheaply  by  any  ordinary  work- 
man. In  brief,  these  ai'e  the  <iualities  of  "Sarnia  Art 
Craft"  metal  shingles:  Artistic,  inexpensive,  durable, 
tire-resistant,  and  good  all  the  year  round. 

The  Marble  Anns  &  Mfg.  Co.,  Gladstone,  Mich.,  is 

ilistribiiting  a  sxn'ies  of  attractive  and  sales-producing 
slides,  for  use  in  moving-picture  theatres,  free  to  dealers 
who  ask  for  them.  The  "movie"  advertising  slide  car- 
ries its  niessaige  directly  to  the  person  you  wajit  to 
i-each  at  a  time  when  he  is  in  a  darkened  room,  with 
absolntely  nothing  else  to  attract  his  attention  from 
your  mes.sage.  He  has  just  finished  looking  at  a  m'otion 
picture,  aiul  the  only  possible  thing  on  his  mind  is. 
"What  will  the  next  picture  be?"  He  is  in  an  un- 
usiuilly  receptive  mood.  lie  s^ees  you.r  slide  and  gives  it 
his  entire,  concentrated  attention.  Reads  every  Avord 
of  it — studies  the  picture. 

It  is  a  rule  of  psychology  that  a  thing  is  considered 
.mportant  in  direct  ratio  to  the  amount  or  initen.sity  of 
attention  that  the  mind  gives  it.  The  mind  gives  the 
movie  slide  full  aiid  complete  attention  (there's  notliing 
else  to  do).  Therefore,  the  message;  that  the  slide  con- 
veys to  the  mind  is  considered  extremely  important 
and  is  remendjered.  The  great  success  of  the  movie 
slide  as  an  advertising  medium  proves  this  nile  eon- 
elusively.  INIany  sporting  sroods  dealers  are  taking 
advantage  cf  this  phas<'  of  human  nature  to  increase 
llieir  business.  These  slides  ai'C  carefully  gotten  up  i'l 
colors  and  feature  some  of  the  best  selling  of  ?ilari)le's 
1)0  sipeeialties  for  sportsmen.  A  sel  i-an  lie  olitaincil 
free  uj>on  re(|UfSt  to  the  Marble  Company. 


MAKING  MORE  PLIER  SALES  IN  LESS  TIME - 

How  can  (Mil  do'wii  tin' I  ime  ypi-n'  ii;  Tn.Tking  sales? 
That's  a  (lU'^stion  hardwan-  ilfalrrs  generally  are  asK- 
iiig  ill  these  days  of  increasing  bMsir.."^s  efficiency. 

Cue  large  manufacturing  concern  ha.s  provided  an 
an.'JAver  in  respect  to  the  s-ale  of  pliers  by  pulling  out 
an  attractive  disrplay  fixture,  carrying  on  Ihc  t'loni  an 


assortment  of  its  beist  sellers,  with  prices,  and  on  the 
back  fidl  information  about  thera,  classified  to  make  it 
easy  for  the  clerk  to  read.  Not  only  are  sales  more 
iiuickly  made  than  by  haA'ing  all  the  pliers  stocked  in 
drawers,  but  the  di.siplays  make  new  busdnc'ss.  When 
they  are  used  in  the  vdndow  they  attract  the  pa.siserby; 
in  the  store  they  talk  pliers  to  the  man  who  just  came 
in  to  buy  a  pound,  of  nails. 

The  Peck,  Stow  &  Wilcox  Company,  of  Southinlgton, 
Conn.,  AVhich  devised  the  fixture,  say  it  is  meetinig  with 


much  success,  dealers  finding  it  a  real  help.  The  dis- 
play is  of  metal,  22  by  28  inches,  and  is  in  three  colors. 
It  is  made  to  han'g  or  stand.  Twelve  of  the  sixty  styles 
of  Pexto  pliers  are  shown  on  it. 


EUREKA  CLEANER  WINS  GRAND  PRIZE 

The  (hiward  Mfg.  Co.,  Berlin,  Out.,  with  their 
"Eureka"  electric  vaciium  cleaner,  Avon  the  grand 
prize,  the  highest  award  obtainable,  at  the  Panarua- 
I'acifie  Exposition.  The  1915  "Eureka"  has  been  im- 
lii'oved  over  the  past  .s<3ason's  machine,  several  nev- 
t''ataires  making  it  moi-e  easy  and  convenient  to  use. 
Phe  handle  of  the  machine  has  been  gr;nitly  imi)roved 
with  its  switch  button,  natiu-al  curve,  and  cord  hook; 
and  other  striking  points  have  l)een  added  lo  the 
mechanism  of  the  cleaner. 


"Did  you  hear  tlial  dchnson  has  married  his  ty|)ist?" 
"No.   HoAV  arc  Ihey  getting  on?" 
"Oh,  same  as  ever.    When  he  .starts  to  did  ale  she 
lakes  him  dowJi." 
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ABBASIVE  WHEELS 
T«7lor  Forbe«  Co..  Guelph. 

AOOOTTNT  BEOISTEBS 
Bkrr  Bagitter  Co.,  Traaton. 
Dominion    Recliter    Oo.,  Toronto. 

ADVEBTISINa  8IONS— Matal 
IfeOlary  Mfg.  Co.,  London. 
Tkoi.  Davidion  Mfg.  Oo.,  Montraal< 
•kaat  Matal  Prodaett  Co.,  Toronto. 
ADZES 

Allan  HllU  Edge  Tool  Co.,  0»lt. 

ALABASTIKE 
Tka  AUbaitina  Co.,  P»ria,  Ont. 

ALUMINUM 
Nartham  Alaminum  Co.,  Toronto. 

AliUMINTTM  WABE 
McClary  Mfg.  Co.,  Ijondon. 
Martham  AlnminDm  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 
Wara  Hfg.  Co.,  OalcTilla,  Ont. 

AMMUNITION 
Daminion  Cartridge  Co.,  Montreal. 
Bamlngton    U.M.O.    Co..  Windsor. 
KTBoeh,   Ltd.,  Birmingham,  Eng. 

ANVTLS 
Taylor-Forbes  Co..  Onelpb. 

ASH  CANS 
IfeFarlane  Douglas  Co.,  Ottawa. 
Thoa.  Davidson  Mfg.  Co.,  Montraal. 
Fairgriave  Metal  A  Stamping  Co., 

Toronto. 
McClary  Mfg.  Co.,  London. 
Bhaat  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
J.  Samuels,  Toronto, 

ASH  SIFTEBS 
Bnrrowea  Mfg.  Co.,  Toronto. 
Wm.  Cane  A  Sons  Co.,  Newmarket. 
J.  Samnela,  Toronto,  Ont. 
Soran  Bros.,  Toronto,  Ont. 
Fairgreive   Mfg.   Se   Stamping  Co., 
Toronto. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toronto. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

AUOEBS — Post  Hole 
Taylor-Forbes  Co..  Quelph. 
Otterville  Mfg.  Co.,  Otterville,  Ont. 

AUOEB  BITS 
Peek,  Stow  &  Wilcex  Co.,  Sonth- 

ington,  Oonn. 
Smith  A  Hemenwsy,  New  York. 

AUTO  SHEET  METAL  PAETS 
Burrowes  Mfg.  Co.,  Toronto. 

AUTOMOBILE  ACCESSORIES 
Canadian     Fairbanks-Morse  Co., 

Montreal. 
Knhna-Anderton    Mfg.    Co.,  Port 
Hope. 

KIniinger  ft   Bruce   Co.,  Niagara 
Falls. 

McKinnon  Dash  Co.,  St.  Catharines. 

AWIiS — Sawing 
C.  A.  Myer  Co.,  Chicago,  III. 
AWLS 

Stanley   Rule   ft    Level    Co.,  New 
Britain,  Conn. 
AXES — Safety  Pocket  apd  Belt 
Marble   Arms   ft   Mfg.   Co.,  Olad- 
atone,  Mich. 

AXES 

James  Smart  Mfg.  Co.,  BroekTille. 
Welland  Vale  Mfg.  Co..  St.  Cath- 
arines. 

Allan  Hills  Fdge  Tool   Co.,  Oalt. 

AXE  WEDGES 
Taylor-Forbes  Co..  Guelph. 

AXLE  PULLETS 
Taylor-Forbes  Co.,  Quelph. 
Springer  Lock  Mfg.  Co.,  BelleTllIe. 

BABBITT  METAL 
Canada  Metal  Co,,  Toronto. 

BAGS  AND  SACKS 
Scythes  ft  Co.,  Toronto. 

BAEX  AND  PASTRY  BOABDS 
Wm.  Cane  ft  Son,  Newmarket. 
Stratford  Mfg.  Co.,  Stratford. 
Meakins  ft  Sona,  Ltd.,  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 

BALB  TIES 
Laldlaw  Bale  Tie  Co.,  Hamilton. 
Stanley  Works,  New  Britain,  Conn. 

BARBELS — Gasolene  Storage 
Winnipeg  Ceiling  ft  Roofing  Co., 
Winnipeg. 
BARN  DO  OB  HANGERS 
Canada   Steel   Gooda  Co.,  Hamil- 
ton. 

Taylor-Forbaa  Co.,  Onelph. 


Richards-Wilcoz     Canadian  Co., 

London. 

Chicago  Spring  Butt  Co.,  Chicago. 
Metal  Shingle  ft  Siding  Co.,  Praa- 
ton. 

BABS  AND  SHUTTERS 
Canadian  Yale  ft  Towns,  Ltd.,  St. 
Catharines. 

BARN  EQUIPMENT 

Beatty  Bros.,  Fergus,  Ont. 

Steel   Trough     ft     Machine  Co., 
Tweed 

BASKETS— Clothes 

Meakins  &  Sons,  Hamilton. 
BATHROOM  PITTINOS 

Gendron   Mfg.   Co.,  Toronto. 

Kinzinger  ft  Bruce,  Niagara  Falla. 

Canada  Metal  Co.,  Toronto. 

Landers,  Frary  ft  Clark,  New  Brit- 
tain,  Conn. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Ship-gong  Belle  and  Pnlls 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Door 
Springer  Lock  Mfg.  Co.,  BelleTiUa. 

BELLS — Farm 
Taylor-Forbes  Co.,  Guelph. 
Exeter   Mfg.   Co.,  Exeter. 

BELTING — Cotton  Duck 
Dominion  Belting  Co.,  Hamilton. 

BELTING — Rubber 
Gntta  Percha  ft  Rubber  Ltd.,  To- 
ronto. 

BELTING — Leather 
Sadler  ft  Haworth,  Montreal. 

BIRD  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
BITS 

McKinnon  Dash  Co,,  St.  Catharines. 
BLOCKS — Chain  Hoisting 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BOAT  TRIMMINGS 

McKinnon  Dash  Co,,  .St.  Catharines. 
BOILERS — Kitchen  Range 

Canada  Metal  Co.,  Toronto. 

James   Morrison   Brass   Mfg.  Oo., 
Toronto. 

McClary  Mfg.  Co.,  London. 

Qurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILERS  AND  RADIATORS 

Bowes,   Jamieson,   Ltd.,  Hamilton. 

Clare  Bros,  ft  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. 

Pease   Foundry   Co.,  Toronto. 

Taylor-Forbes  Co.,  Guelph. 

BOLTS — Door  and  Window 

Bommer  Brothers,  New  York. 

Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BOLTS  AND  NUTS 

Stanley  Works,  New  Britain,  Conn. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

BOX  HINGES  AND  STRAPPING 
Stanley     Works,      New  Britain, 

Conn. 

BOX  OPENERS 
Charles  Morrill,  New  York.  N.Y. 

BRACES   AND  BITS 
E.  0.  Atkins  ft  Co.,  Indianapolis. 
Peck,  Stow  ft  Wilcox  Co.,  South- 

ington.  Conn. 
Stanley   Rule   ft   Level    Co.,  New 

Britain,  Conn. 
North  Bros.  Mfg.  Co.,  Philadelphia. 

BRACKETS— Shelf 
Stanley  Works,  New  Britain,  Conn. 
Taylor-Forbes  Co.,  Guelph. 

BRASS  GOODS 
Canada    Metal    Co.,  Toronto. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

Kinsinger,   Bruce   &   Co.,  Niagara 
Falls. 

BREAST  DRILLS 

North  Bros,,  Philadelphia. 
Stanley   Rule   ft    Level    Co.,  New 
Britain,  Conn. 

BRICK    AND    TILE  BLOCK 
MACHINES 
Exeter  Mfg.  Co..  Exeter. 

BRUSHES 
Boeckh  Bros,   Co.,  Toronto. 
Meakins  ft   Sons,  Hamilton. 


Canada  Brush  Co.,  St.  John,  N.B. 

Sanderson  Pearcy  &  Co.,  Toronto. 
BUCKLES 

McKinnon  Dash  Co.,  St.  Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BURLAPS 

Scythes  ft  Co.,  Toronto. 

Dominion  Oil  Cloth  Co.,  Montreal. 
BUILDERS'  HARDWARE 

Stanley  Works.  New  Britain,  Conn. 

.lames  Smart  Mfg.  Co.,  Broekville. 

Cowan  &  Britton,  Ltd.,  Ganan^qne. 

Hamilton  Stove  ft  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  Orillia. 

Peck,  Stow  ft  Wilcox  Co.,  Cleve- 
land, Ohio. 

Bommer  Brothers,  New  York. 

Taylor-Forbes  Co..  Guelph. 

Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

Chicago  Spring  Butt  Co.,  Chicago. 

Springer  Lock  Mfg.  Co.,  Bellevilla. 
BURNERS 

Ontario  Lantern  ft  Lamp  Co.,  Ham- 
ilton. 

.lames  Morrison  Brass  Mfg.  Co., 
Toronto. 

BUTCHER  KNIVES 
Arch.  McFarlane,  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

BUTTS — Spring 
Bommer  Bros.,  Brooklyn,  N.Y. 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Butt  Co.,  Chicago. 
Taylor-Forbes  Co.,  Guelph. 

BUTTS   AND  HINGES 
Stanley  Works.  New  Britain,  Conn. 
Chicago  Spring  Butt  Co..  Chicago. 
Cowan  &  Britton,  Ltd.,  Gananoque. 
Taylor-Forbes  Co..  Guelph, 

CAMP  STOOLS  AND  CHAIRS 
Stratford  Mfg.  Co.,  Stratford. 
McKinnon  Dash  Co.,  St.  Catharines. 
Otterville  Mfe.  Co.,  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary  Mfg.   Co.,  London. 
.Tames    Stewart    Mfg.    Co.,  Wood- 
stock. 

CANS— Milk 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co..  Montreal. 

CANT  HOOKS 
Lachute  Shuttle  Co.,  Lachute  Mills, 
Que. 

Allan  Hills  Edge  Tool  Co.,  Gait. 

CARBON  LAMPS 
Canadian    Sunbeam    Electric  Co., 
Toronto. 

Canadian     Tungsten     Lamp  Co., 
Hamilton. 
CARPENTERS'  CLAMPS 
Taylor-Forbes  Co..  Guelph, 

CARRIAGE  HEATERS 
Chicago   Flexible   Shaft   Co.,  Chi- 
cago, 

CARTRIDGES — MetaUlc 

Remington   Arms — Uni»n  Metallic 

Cartridge  Co.,  Windsor. 
Dominion  Cartridge  Co.,  Montreal. 

CASEMENT  ADJUSTERS 
Canadian    Yale    ft    Towne,  Ltd., 

St.  Catharines. 
Springer  Lock  Mfg.  Co.,  Belleville. 

CASTERS — Stove  and  Range 
Chicago    Hardware    Foundry  Co., 

Chicago,  111. 
Moffat  Stove  Co..  Weston. 

CATTLE  LEADERS 
Taylor-Forbes  Co,,  Guelph, 

CHAIN  BOLTS 
Tavlor-Forbes  Co,.  Guelph, 
Stanley  Works.  New  Britain,  Conn. 

CHAIR  LADDERS 
Tavlor-Forbes  Co.,  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 
CHAIN 

Anti-skid,    Coil.    Cow-tie.  Halter. 

Trace.  Hammock.  Logging. 
McKinnon  Chain  Co,,  Buffalo.  N.Y. 

CHAIN — Brass  ft  Copper 
James   Morrison   Brass   Mfg.  Co.. 
Toronto 

CHAINS — Steel 
Steel  Co,  of  Canada.  Hamilton. 
B.  Greening  Wire   Co.,  Hamilton. 
CHALK 

A.  Ramsay  *  Son  Co.,  Montreal. 
Sanderson  Pearcy  *  Co..  Toronto. 


CHIMNET  TOPS 
Gurney  Foundry  Co.,  Toronta. 

CHISELS — Wood 
Allan   Hills  Edge  Tool   Co.,  Oalt 
CHURNS — Barrel  or  ReTOlrlag 
Eeatty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  ft  Sona,  Ottawa. 
Cucimer-Dowrwell    Co.,  Hamilton 
Maxwells,  Ltd,.  St.  Mary's. 

CLAMPS 
Taylor-Forbes  Co.,  Guelph. 
National  Machinery  ft  Supply  Co., 

Hamilton. 
Henry  Disston  &  Sons.  Toronto. 
CLOCKS 

Western  Clock  Mfg.  Co.,  La  Sail*. 
111. 

CLOTHES  DRIERS 
James  Smart  Mfg.  Co.,  Broekville 
Stratford  Mfg.  Co.,  Stratford. 

Taylor-Forbes  Co.,  Gnelph. 

CLOTHES  LINE  PULLETS 
Taylor-Forbes  Co.,  Guelph. 

CLOTHES  MANGLES 
Cummer  Dowswell,  Ltd..  Hamilton 
Maxwell's,   Ltd.,   St.  Mary'a. 
Taylor  Forbes  Co..  Gnelph. 

CLOTHES    BARS    AND  RACK 
Wm.  Cane  ft  Son,  Newmarket. 
McFarlane  Ladder  Works.  Toronto 
Otterville  Mf;,  Co,.  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CLOTHES  LINE  PROPS 
McFarlane  Ladder  Works.  Toronia 
Otterville  Mfj.  Co.,  Otterville. 

CLOTHES  LINE  WIRE 
Steel  Oo.   of  Canada,   Ltd.,  Has 
ilton. 

CLOTHES  REELS 

Taylor-Forbes  Co,  Guelph, 
CLOTHES  PINS 
Wm.  Cane  ft  Sons  Co..  Newmark«l 

COAL  CHUTES 
Clare  Bros..  Preston. 
Gait   Stove  ft   Furnace  Co..  Gait 
Steel    Trough    ft      Machine  Co.. 
Tweed. 

Winnipeg   Ceiling  ft   Roofing  Co.. 

Winnipeg. 
Metal  Shingle  ft  Siding  Co.,  Pras 

ton. 

COAL  SCREENS 
Canada  Wire   &   Iron   Goods  Oc 
Hamilton. 

COBBLER  SETS 
Taylor-Forbes  Co..  Gnelph. 

COMPASSES 
Marble   Arms   ft   Mfg.   Co.,  Glad 

stone.  Mich. 
CONCRETE    BLOCK  MACHINES 
James    Stewart    Mfg.    Co..  Wood 
stock. 

CONDUCTOR  PIPE 
See  Eavetrongh. 

COPPER  WARE 
Thos.  Davidson  Mfg.  Co.,  Montraal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.   Co.,  London. 
Sheet  Metal  Products  Co..  Toronto 

CORDAGE  AND  TWINE 
Scythes  &   Co.,  Toronto. 
Consumers  Cordage  Co..  Montreal 

CORNICE  BRAKES 
Steel      Bending      Brake  Works. 

Chatham. 
Brown  Boggs  Co.,  Hamilton. 

COTTER  PINS 
Steel  Co.  of  Canada,  Ltd.,  Hamll 
ton. 

COTTON  DUCK  AND  WAST^ 

Scythes  ft  Co..  Toronto. 

COUNTERS 
Walker  Bin  ft  Store  Fixtura  Ca.. 

Berlin. 

COUNTER  CHECK  BOOKS 
Dominion  Register  Co,,  Toronto, 
COUNTER  TARD  MEASURES 
Lufkin  Rule  Co.,  Windsor. 
Taylor-Forbes  Co..  Guelph. 

COW  EASE 
Carpenter,     Morton    Co.,  Bestaa, 
Mass. 

COW  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co..  Haa- 

ilton. 

McKinnon   Chain   Co..   St,  Cathar- 
ines. 

CRANES 
Canadian  Yale  ft  Towne.  Ltd.,  St. 
Catharines. 

CROWBARS 
Welland  Tale  Mfg.  Co.,  St.  Catk 
arines. 
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CROSS  CUT  SAWING  CONTEST 

The  wofld's  cross-iMil  sawing  record  was  broken  at 
a  eoiitcst  hold  dni-ino-  the  Shriiiers'  convention,  in 
oeatth'.  Wash.,  this  sninmei-.  This  contest  was  a  part 
of  the  athletic  enniival,  which  took  place  at  that  time, 
and  was  the  greatest  cross-ent  savving  contest  ever  hold 
on  the  Pacific  Coast 

There  was  a  fjood  list  of  eutries,  and  hard  fir  logs 
averaging  41  inches  in  diameter  were  selected  on  which 
the  contevstanls  mlL'-'nt  try  their  skill.  Charles  A.  New- 
ton, a  s'tud"nt  a^t  the  Ilniversity  of  Washington,  a.nd  an 
,dl-aronnd  atlilete,  won  the  first  place  aJid  a  pxirse  of 
4^75  ii;  gold,  by  making  his  cut  in  the  extraordinary 


some  v.'indcw  trims  are  possible  with  the  material  and 
it  is  generally  believed  that  the  contest  ■will  bring  out 
the  best  arts  of  hardware  window  trimmers  throughout 
I  he  United  States  and  Canada. 

The  follo^ving  have  been  appointed  to  judge  the  win- 
dows: Major  P.  F.  O'Keefe,  president  P.  F.  O'Keefe 
Advertisiuig  Agency,  and  ex-president  Pilgiim  Pub- 
licity Association,  Boston,  Mass.:  Wil'lard  C.  Warren, 
president  Housefurnishing  Review  Co ,  New  York  City, 
and  Herbert  Flansburgh,  Herbert  Flansburgh  Adver- 
tising Service,  Bridgeport,  Conn. 

In  addition  to  this  contest  Landers,  Fra^ry  &  Clark 
will  advertise  universal  choppers  in  the  Octo'ber  issues 


The  winners  and  the  saws  they  used  in  the  cross-cut  sawing  contest. 


time  of  S  minutes  10  3-5  se<>(Hids.  C.  H.  Maynard.  a 
foi-eman  in  a  large  logging  camp  jn  Washington,  was  a 
close  second,  making  his  cut  in  S  minutes  34  3-5  seconds, 
and  winning  a  purse  of  $25  in  gold.  The  judges  and 
timekeepers  for  the  contest  were  four  of  the  most  prom- 
i"ent  loggers  on  the  Pacific  Coast.  Both  of  the  -vdnnei^s 
I'sed  T'/o-foot  Simonds  crescent  groujid  cross-cut  sav.  s, 
and  freely  attribute  a  great  part  of  their  success  to  the 
fact  that  they  did  use  these  easy-ranninig.  fast-cutting 
saws. 


UNIVERSAL  WINDOW  DRESSING  CONTEST 

Lajiders  Fran'  5':  Clark,  .Xcw  i>ritain.  Conn.,  are 
planning  a  special  sales  campaign  on  their  universal 
food  choppers  for  the  month  of  October.  Probably 
I  he  most  interesting  feature  of  this  campaign  is  the 
i.'niiouncement  of  ''ash  prizes  of  $25,  $15.  and  $10  for 
the  three  best  window  displays  of  universal  choppers 
made  during  the  month.  This  contest  is  open  to  all 
dealers  carrying  universal  choppers,  the  only  condition 
l>eing  that  in  each  window  shall  appear  the  set  of  seven 
cards  which  Landers,  Frary  &  Clark  furnish  free. 
These  cards  are  of  the  new  poster  design  in  bold  colors 
and  show  various  uses  of  th"  universal  choppers.  A 
contrfjiiece  showing  a  large  chonjier  and  foahiring  the 
name  "Universal"  focuses  .ittention  on  the  window 
and  |)articidarly  on  the  article  for  sale  A  quantity  of 
cook  books  complete  the  trim.   Any  number  of  hand- 


of  the  leading  household  publications,  thus  iying  up 
Ihe  Avindow  with  their  national  advertising  and  broad- 
ening the  scope  of  the  entire  campaign. 


ADDITION  TO  HARTFORD  SCREW  WORKS 

Large  and  imposing  additions  to  the  mammoth  plant 
of  the  Hartford  Machine  Screw  Oo.  are  rapidly  nearing 
completion  at  Hartford,  Conn.  In  May  several  old 
Imildings,  including  the  offices,  were  torn  down  to 
make  room  for  two  spacious  new  buildings^  one  a  hand- 
some six-storey  structure,  206  by  46  feet,  and  the  other 
a  large  two-storey  buildin'Z  with  a  convenient  railroad 
siding,  which  improves  shipping  facilities  considerably. 
These  two  new  buildings  will  give  a  total  increase  in 
floor  space  of  aboiit  80,000  souare  feet. 

Tn  addition  to  housing  the  new  general  offices  of  the 
(■omj)any,  designs  for  furnishing  of  which  contemplate 
Ihe  most  modern  and  approvcfl  c'lninmcnt  and  efficiency 
devices,  the  new  buildings  Avill  aiford  space  for  exten 
sive  additions  to  the  manufacturing  facilities  of  the 
plant.  Machinery  and  equipment  of  the  latest  type  is 
being  installed  as  rapidly  as  possible,  perniitting 
greatly  increased  production  of  their  "Master"  spark 
pings  and  "IMaster"  garajre  tire  pumps.  It  's  er- 
pected  that  the  new  buildings  will  be  completely  occu- 
pied and  running  to  full  capacity  by  the  fii-st  of 
September. 
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OtTIiVEBTII — OernifBtad  M«tu 
Winnipet   Oalllnf  *   Rooflnf  O*., 

WiHoipcg. 
Tta«  P«dl*r  People,  Oihaws. 

OUBBT  OOMBB 
Steel    Rqnipment    Co.,  Pembroke. 
E.  T.  Wriitht  Co.,  Ltd.,  Hsmiltoa. 
Burrow,  Stewart  A  Milne,  Hsmll- 
ton. 

OTTBTAIN  8TBET0HEBS 
Ottervilla  Mfg.  Co.,  OttervllU. 
Landers,  Prary  &  Clark,  New  Bri- 
tain, Oonn. 

OUTLEBT 
Arch.  MeFarlane,  MontresL 
Canadian  Rogera  Co.,  Toronto. 
Dorken  Broa.,  Montreal. 
Oneida  Commnnity,   Ltd.,  Niagara 

Falls,  Ont. 
Landers,  Frary  k  Clark,  New  Brit- 
ain. Conn. 
Sanderson  Pearey  k  Co.,  Toronto. 

OUT  SOLES 
Beardmore  A  Co.,  Toronto. 

DAMPEES 
Eareka  Damper  Co.,  Montreal. 
Onmey  Foundry  Co.,  Toronto. 
MeClary  Mfg.  Co.,  London. 
James  Smart  Mfg.  Co.,  BroekTtlla. 
Taylor-Forbes  Co..  Gaelph. 
Oliannell  Chemical  Co.,  Toronto. 
Ronnk,  Ltd.,  Toronto. 
DEEP  WELL  POWEB  HEADS 
Dayton  Pump  A  Mfg.  Co.,  Day- 
ton, Ohio. 

DISINFECTANTS 
Williams    Chemical    Co.,  Rassetl, 
DISPLAY  AND  WALL  OASES 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

Oameron  &  Campbell,  Toronto. 

DISPLAY  BACKS 
Fairgrieve  Metal  A  Stamping  Oo., 
Toronto. 

DIES 

Armstrong   Mfg.   Co.,  Bridgeport, 

Conn. 

DO OB  CHECKS 
Canadian  Yale  A  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 
Keating  Brass  Works,  Toronto. 
Taylor-Forbfs  Co..  Gnelph. 

DOOB  HANOEBS— Parlor 
Canada   Steel   Ooods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Guelph. 
Richards- Wilcox      Canadian  Co., 
London. 

DOOB  MATS — Cocoa  Plbra 
Ueakins  A  Sons,  Hamilton. 

DOOB  MATS— Rubber 
Sntta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

DOOB  MATS— Wire 
Kahne  A  Anderton,  Port  Hope. 
Canada  Wire  A  Iron  Ooods  Co., 

Hamilton. 
Barton  Netting  Co..  Windsor. 

DOOBS  AND  WINDOWS 
McFarlnne-Douglas  Co.,  Ottawa. 
A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  A  Siding  Co.,  Prea- 
ton. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 
Allan  Hills  Edge  Tool  Co.,  Oalt. 

DRILLS — Breast  and  Bench 
North    Bros.    Mfg.    Co.,  Philadel 
phia. 

DRY  COLORS 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
O.  F.  Stephens  A  Co.,  Winnipeg. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

A.  Ramsay  A  Son,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 

DRIVE  WELL  POINTS 
Otterville  Mfg.  Co..  OtterTille. 

DUSTLESS  DUSTERS 
Tarbox  Bros.,  Toronto. 
■AVETROUQH   AND  OONDWOT- 

OR  PIPE 
Metal  Shingle  A  Siding  Co.,  Pros 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

MeFarlane-Donglas  Co.,  Ltd.,  Ot- 
tawa. 

MeClary  Mfg.  Oo.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

A.  Welch  A  Son,  Toronto. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

E.  T.  Wright  Co.,  Ltd.,  Hamil- 
ton. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

EDGE  TOOLS 
Allan  Hills  Edge  Tool  Co.,  Oalt. 
James  Smart  Mfg.  Co.,  BroekrilU. 
Peck.  .Stow  A  Wilcox  Co.,  South- 

inRton.  Conn. 
Welland  Vale  Hfg.  Co.,  St.  Osth- 

arinei. 


EOO  ORATES 
Wm.  Cane  A  Son,  Newmarket. 
ELBOTBIO  FLASHLIGHTS 

Canadian  Ever  Ready  Works,  To- 
ronto. 

Interstate  Electric  Novelty  Co., 
Toronto. 

Metal  Specialties  Co.,  Chicago,  111. 
ELEOTRIO  LIGHT  FIXTURES 
James   Morrison   Brass    Mfg.  Co., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

ELEOTRIO  IRONS,  ETC. 
Ideal  Electric  Mfg.   Co.,  Wallace 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

Landers,     Frary    A     Clark,  New 

Britain,  Conn. 

Duncan  Electric  Co.,  Montreal. 

Radiant   Electric   Co.,  Grimsby. 
ELEOTRIO  LAMPS 

Northern  Electric  Co.,  Montreal. 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto, Ont. 

Ontario    Lantern    A     Lamp  Co., 
Hamilton. 
ELEOTRIO  MANTEL  ORATES 

Radiant  Electric  Co.,  Grimsby. 

Barton  Netting  Co.,  Windsor. 
ELEOTRIO  RADIATORS 

Radiant  Electric  Co..  Grimsby. 

Ideal  Electric  Mfg.  Co.,  Wallace- 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELEOTRIO  RANGES 
Radiant  Electric  Co.,  Grimsby. 
Ideal  Electric  Mfg.  Co.,  Wallace 
burg. 

Renfrew  Electric  Mfg.  Co.,  Ren- 
frew. 

ELEOTRIO  BATTERIES 
Canadian     Fairbanks-Morse  Oo., 

Montreal. 
Radiant  Electric  Co.,  Orimsby. 

EMERY  GRINDERS 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

EMERY  POWDER 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams    Oo.,  Montreal. 
G.  F.  Stephens  A  Co.,  Winnipeg, 
A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 

ENAMEL  SIGNS 
MeClary  Mfg.  Co.,  London. 

ENAMELED  WARE 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McCIary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co..  Toron 
to. 

Stamped  A  Enameled  Ware,  Hea- 
peler. 

ESCUTCHEON  PINS 
Steel  Oo.  of  Canada.  Ltd..  Hamil 
ton. 

EXPANSION  BOLTS 
Richards-Wilcox      Canadian  Co., 
London. 

EXPRESS   WAGONS— Boys- 
Canadian  Buffalo   Sled   Co.,  Pres 
ton. 

Qendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co..  Stratford. 
McFarlane   Ladder  Works,  Toron- 
to. 

FARM  TANKS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock.  Ont. 

FARM  TROUGHS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock,  Out. 
FASTENERS — Door,  Sash 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Taylor-Forbes  Co..  Guelph. 

FENCING — Woven  Wire 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Steel  Company  of  Canada,  Hamil- 
ton. 

Banwell  Hoxie  Wire  Fence  Co., 
Hamilton. 

Canadian  Steel  A  Wire  Co.,  Ham- 
ilton. 

FENCING — Picket  Wire 
McFarlane  Ladder  Works,  Toron- 
to. 

FILES  AND  RASPS 
Henry  Disston  A  Sons,  Toronto. 
Nicholson  Pile  Co.,  Port  Hope. 
0.  A  H.  Barnett  Co..  Philadelphia. 
Simonds   Canada   Saw  Co.,  Mont- 
real. 

FILTERS— Water  and  OU 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

FIREPROOF  DOORS  AND  WIN- 
DOWS 

MeFarlane-Donglas  Co.,  Ottawa. 
Winnipeg  Ceiling  A  ueoflng  Co., 
Winnipeg. 


riBEFLAOE  ORATES 
Chadwiek  Brass  Co..  Hamilton. 
Enterprise  Foundry  Co.,  Saekvtlle, 

N.B. 

Barton  Netting  Co..  Windaor. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Taylor-f'orhes  Co.,  Guelph. 
Canada  Wire   A   Iron   Goods  Co., 

Hamilton. 

FIRE  BUCKET  TANKS 
Metal  Shingle  A  Siding  Co.,  Pres 

ton. 

A.  B.  Ormsby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

FIRE  DOOR  HARDWARE 
Winnipeg   Ceiling   A   Roofing  Co.. 

Winnipeg. 
Richards-Wilcox      Canadian  Co., 

London. 

Stanley  Works,  New  Britain,  Conn. 

Taylor-Forbes  Co..  Guelph. 

Metal  Shingle  A  Siding  Co.,  Prea- 

ton. 

FIRE  EXTINGUISHERS 
Metal  Shingle  A  Siding  Co.,  Prea 
ton. 

FLAGS 
Scythea  A  Co.,  Toronto. 
J.  J.  Turner  A  Son,  Peterboro. 
FLOOR  AND  WALL  THIMBLES 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

FORCE   0UP8— Rnbb«r 
Gutta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

FOUNDRY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada  Wire   A  Iron  Ooods  Oo., 

Hamilton. 

FORKS— Hay 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

FOOD  CHOPPERS 
Maxwells,  Ltd.,  St.  Mary's. 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
McClary  Mfg.  Co.,  London. 

FOOT  WARMERS 
Chicago  Flexible   Shaft  Co.,  Chi 
cago. 

FURNACES — Plumbers' 
James   Morrison   Brass   Mfg.  Co.. 
Toronto. 

FUENAOES— Hot  Air 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Can.   Heat  A   Vent.     Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Specialty  Mfg.  Co.,  Grimsby. 
Gait  Stove  A  Furnace  Co.,  Oalt. 
Enterprise  Foundry  Co.,  Sackville, 

N.B. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  A  Heater  Co., 
Hamilton 

Hall  Zryd  Foundry  Co.,  Hespeler. 

Kir-Ben,  Ltd.,  Almonte. 

McClary  Mfg.  Co.,  London. 

Pease  Foundry  Co.,  Toronto. 

Jas.  Smart  Mfg.  Co.,  Brockville. 

Jas.  Stewart  Mfg.  Co.,  Wood- 
stock. 

FURNITURE  SLIDES 
Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron 
to. 

B.  A  S.  H.  Thompson,  Montreal. 
M.  A  L.  Samuel,  Benjamin  A  Co., 
Toronto. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

Sarnia  Metal  Products  Co..  To- 
ronto. 

McFarlane-Douglas  Co.,  Ottawa. 

A.  Welch  A  Son,  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co..  Hamilton. 

GARAGES— Metal 
The  Pedlar  People.  Oshawa. 
Metal  Shingle  A  Siding  Co.,  Pres 
ton. 

GARBAGE  CANS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Steel     Trough     A     Machine  Co., 
Tweed. 

GARDEN  AND  PARK  SEATS 
Stratford  Mfg.  Co..  Stratford. 

GARDEN  HOSE 
Outta  Percha  A  Rubber.  Ltd.,  To- 
ronto. 

GAS  IRONS 
MeOlary  Mfg.  Co..  London. 


OAS  OVENS 
Fairgrieve  Metal  A  Stamping  0«, 

Toronto. 

OAS  RANOE8 
Burrow,  Stewart  A  Milne,  Haall 
ton. 

Bowes.  Jamieson,  Ltd..  Hamilton. 

Fairgrieve  Metal  A  Stamping  Co.. 
Toronto. 

Oumey  Foundry  Co.,  Toronto. 

Hamilton  Stove  A  Heater  0*.. 
Hamilton. 

MeClary  Mfg.  Co..  London. 

D.  Moore  Co.,  Hamilton. 

Moffat  Stove  Co.,  Weston. 

James  Stewart  Mfg.  Co..  Wood- 
stock. 

Supreme  Heating  Co..  Welland. 

OAS  FIXTURES 
James   Morrison   Braas   Mfg.  Oe, 

Toronto. 
Barton  Netting  Co.,  Windsor. 

GAS  WATER  HEATERS 
Moffat  Stove  Co.,  Waaton. 
MeClary  Mfg.  Co.,  London. 
Gurney  Foundry  Co.,  Toronto. 
Burrow,  Stewart  A  Milne,  Haall 

ton. 

Bowes.  Jamieson,  Ltd.,  Hamilton. 
James   Morrison    Brass   Mfg.  0«. 
Toronto. 

GASOLINE  LIOHTINO 
H.  W.  Knight  A  Bros.,  Toronto. 

GASOLINE  A  OIL  PUMPS 
Wayne    Oil    Tank    A    Pump  Oo_ 
Woodstock,  Ont. 

GASOLINE  STOVES 
James    Stewart    Mfg.    Co..  Wood 
stock. 

OATES — Farm 
Steel  C«.  of  Canada,  Montreal. 
MeOregor  Banwell  Fence  Co.,  Wal- 
kerrllle. 

Banwell    Hoxie   Wire   Fence  Co.. 

Hamilton. 
Jamea  Morriaon  Brass  Mfg.  O*. 

Toronto. 

OAUOBS 
Stanley   Rule   A   Level    Co..  New 
Britain.  Conn. 

OAUGE  OOOKS 
Penberthy  Injector  Co.,  Windaor. 
James  Morrison  Brass  Mfg.  Co- 
Toronto. 

GLASS 

Consolidated  Plate  Glass  Co.,  To 
ronto. 

Hobbs  Mfg.  Co.,  London. 
Toronto  Plate  Glass  Imp.  Co..  To- 
ronto. 

A.  Ramsay  A  Son  Co.,  Montreal. 

GLASS — Bent 
The  Toronto  Plate  Glass  Import 

ing  Co..  Toronto. 
GLASS  OUTTINO  BOARDS 
Lufkin  Rule  Co.  of  Canada,  Wind 
sor. 

A.  Ramsay  A  Son  Co..  Montreal 
Sanderson  Pesrey  A  Co.,  Toronle. 

GLAZIERS'  TOOLS 
Smith  A  Hemenway.  New  York. 

GRASS  CATCHERS 
Taylor-Forbes  Co..  Gaelph. 

GRINDSTONES 
Taylor-Forbes  Co..  Guelph. 
Richards-Wilcox     Canadian  Co.. 

London.   

GRINDSTONE  FIXTURES 
Taylor-Forbes  Co..  Gnelph. 

GUNS   AND  RIFLES 
Remington  U.M.C.  Co.,  Windsor. 
Ross  Rifle  Co.,  Quebec. 

HACK  SAW  BLADES 

F.  .  C.  Atkins  A  Co.,  Hamilton. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

HALTERS — Leather 

G.  L.  Griffith  A  Son,  Stratford. 

HAMMERS 
James  Smart  Mfg.  Co..  Brockville. 

Stanley   Rule   A    Level    Co.,  New 

Britain.  Conn. 
Allan  Hills  Edge  Tool  Co.,  Oalt. 

HAMMOCKS 
Dominion    Hammock    Co.,  Dunn 

ville. 

Gait  Robe  A  Hammock  Co..  Oalt. 
HANDLES — Door,     Drawer  and 
Stora 

Taylor-Forbes  Co..  Guelph. 
Stanley     Works,      New  Britain. 

Conn. 

Canadian  Yale  A  Towne,  Ltd..  St 

Catharines. 
HANDLES — Axe.  Pick,  etc 
Lachute  Shuttle  Mfg.  Co.,  LachuU 

Mills.  Que. 
Dravton  Mills.  Ltd..  Drayton,  Ont. 
Turner.      Day,    Wool  worth  0», 

Louisville.  Ky. 

HARNESS  AND  BLANKETS 

O.  L.  Griffith  A  Son.  Stratford. 
Burlington   Windsor  Blanket  Oo, 
"Toronto. 
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HASPS  AND  LATCHES 
Taylor-ForbeB  Co..  Quelpb. 
Stanley     Work*.      New  Britsla. 

Conn. 

Cowan  &  Britton,  Ltd.,  Qanano()u«. 
Jamei  Smart  Mfg.  Co.,  Brookvill*. 

HATCHETS 
Jamei  Smart  Mfg.  Co.,  BrookTllU. 

HAT  KNIVES  - 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
«rinei. 

HINGES 

Stanley      Works,      New  Britain, 

Conn. 

Sprinter    Lock    Mfg.    Co.,  BelU- 

Tille. 

Canada  Steel  Goods  Co.,  Hamiltoa. 
Cowan  &  Britton,  Ltd.,  Qananoqa*. 
Taylor-Forbes  Co.,  Guelph. 

HINGES — Spring    and  Floor 
Taylor-Forbes  Co..  Guelph. 
Bommer  Brothers,  Brooklyn,  N.Y. 
Canadian  Yale  &  Towns,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 

HOCKEY  STICKS 
Drayton  Mills,  Ltd..  Drayton,  Ont. 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

HOISTS 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

HOESE    CLIPPING  MACHINES 

B.  &  S.  H.  Thompson,  Montreal. 

Chicago  Flexible  Shaft  Co.,  Chi- 
cago. 

HOaSE  SHOES  AND  NAILS 
Steel  Co.  of  Canada.  Hamilton. 

HOESESHOE  CALKS 
Steel  Co.  of  Canada,  Hamilton. 

HOUSE  CLEANING  UTENSILS 
Invincible  Renovator  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

HOSE  BEELS 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOOKS — Coat  and  Hat,  Kltebra 
Steel  Co.  of  Canada,  Hamilton. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Tayler-Forbes  Co..  Guelph. 

HOOKS  AND  EYES 
Steel  Co.  of  Canada,  Ilamilton. 
Stanley     Works,     New  Britain, 

Conn. 

ICE  SHAVES 
MeClary  Mfg.  Co.,  Loudon. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 
Stanley   Rule   &   Level   Co.,  Now 
Britain,  Conn. 
ICE   CEEAM  FEEEZEES 

McClary  Mfg.  Co.,  London. 
North  Bros.,  Philadelphia.  Pa. 
Sheet  Metal  Products  Co.,  Toron- 

'iCE  BOXES  AND  CHESTS 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

MeClarv  Mfg.  Co.,  London. 
INJECTOES — Automatic 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

INGOT  METALS 

U.  tc  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

Canada  Metal  Co.,  Toronto. 

lEONINQ   AND    BAKE  BOARDS 

Stratford  Mfg.  Co.,  Stratford. 

Taylor-Forbes  Co..  Guelph. 

Otterville  Mfe.  Co.,  Otterville. 
JACK  CHAIN 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Ontario  Lantern  &  Lamp  Oo^ 
Hamilton. 

JOIST  HANGEES 
Taylor-Forbes  Co.,  Guelph. 

KEY  BLANKS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

KITCHEN  CABINETS 
E.  T.  Wricht  Co..   Ltd..  Hamilton. 

KITCHEN  WOODSNWAEE 
Stratford  Mfc    Co..  Stratford. 
McFarlane  Ladder  Co..  Toronto. 

KNIVES— Draw 
Allan  Hills  Edge  Tool  Works,  Gait. 
Perk.  Slow  &  Wilcox  Co.,  South- 

ingtnn.  Conn. 
KNIVES — Planer.  Paper-cutting 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

Henry   Disslon   Sc   Son?,  Toronto. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  I,adder  Co.,  Toronto. 

LADDERS — Store 
James    Morrison    Brass   Mfg.  Co., 
Toronto. 

Milbradt  Mfg.  Co  .  .St.  Louis.  Mo. 
LAMPS 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto Ont. 

LAMPS — Incandescent 

Canadian  Sunbeam  I>amp  Co.,  To- 
nnt*.  Ont. 


LAMPS — TongBtan 
Canadian  Sunbeam  Lamp  Co.,  To- 
ronto. Ont. 

LAMPS  AND  BURNERS 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Tbos.    Davidson   Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LAMPBLACK 
L.  Martin  Co.,  New  York. 

LANTEBNii 
Thos.   Davidson    Mfg.    Co.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LATCHES 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Richards-Wilcoz      Canadian  Co., 

London. 
Taylor-Forbes  Co..  Guelph. 
Bommer  Brothers,  BrocKlyn. 

LAUNDET  TUBS 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

LAVATOEIES 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel     Trough     &     Machine  Co., 

Tweed 

LAWN  FENCING 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

B.  Greening  Wire  Co..  Hamilton. 
LAWN  HOSE 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LAWN   SEATS   AND  SWINGS 
Stratford  Mfg.  Co.  Stratford. 
Canadian  Buffalo  Steel  Co.,  Pres- 
ton. 

LAWN  MOWERS 

Maxwells,  Ltd.,  St.  Mary's. 

Taylor-Forbes  Co.,  Guelph. 

James  Smart  Mfg.  Co.,  Brockville. 
LAWN  SPEINKLEES 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

Taylor-Forbes  Co^  Guelph. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LEAD  PIPE 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 

LETTER  BOXES 
Taylor-Forbes  Co..  Guelph. 

LEVELS 
Frank  Sand  Mfg.  Co.,  Windsor. 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

LEATHEE — Soles,  Etc. 
Beardmore  &  Co.,  Toronto. 

LINOLEUMS 
Dominion  Oil  Cloth  Co.,  Montreal. 

LINSEED  OIL 
Sherwin-Williams  Co..  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co..  Montreal. 

LITHOGEAPHED  TIN  BOXES 
ThoB.    Davidson    Mfg.    Co.,  Mont 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To 
ronto. 

E.  T.  Wright  Co.,  I-td.,  Hamilton 

LOCKS,  KNOBS,  ETC. 
National  Hardware  Co.,  Orillia. 
Peck,   Stow  &  Wilcox  Co.,  Cleve 

land,  Ohio. 
Taylor-Forbes  Co..  Gnolph. 
Canadian  Yale  &  Towne,  Ltd.,  St 

Catharines. 
Springer    Lock    Mfg.    Co.,  Belle 

ville. 

LUMBERING  TOOLS 
Allan  Hills  Edge  Tool  Co.,  Gait. 

MACHINE  KNIVES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons.  Toronto. 

MALLETS 
Stanley    Rule   &    Level    Co.,  New 

Britain,  Conn. 
MAKUAL    TRAINING  BENCHES 
Richards  Wilcox      Canadian  Co., 
Ltd.,  London. 

MANGLES 
Cummer-Dowswell.  Ltd.,  Hamilton. 
Maxwells.  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Guelph. 
James  Smart  Mfg.  Co..  Brockville. 

MANTELS— Wood 
Barton  NottiziK  Co..  Windsor. 

MAPLE  EVAPORATORS 
Steel     Trough     &     Machine  Co., 
Tweed. 

MARINE  SUPPLIES 
James    Morrison    Brass    Mfg.  Co., 
Toronto. 

riinsumers'  Cordage  Co..  Toronto. 

MATCH  STANDS  (Safety) 
Chicago    Hardware    P'oundry  Co., 
Chicago,  III. 


MATTOCKS 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

MEASURING  PUMPS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock,  Ont. 

METALS 
Canada  Metal  Co.,  Toronto. 
McClary  Mfg.  Co.,  Loudon. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

M.  &  L.  Samuel,  Benjamin  &  Co., 
Toronto. 

B.  &  S.  H.  Thompson,  Montreal. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

METAL  CEILINGS  AND  WALLS 

McFarlane-Douglas  Co.,  Ottawa. 

Winnipeg  Ceiling  &  Roofiug  Co., 
Winnipeg. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

METAL  POLISHES 
Canada  Paint  Co.,  Montreal,  Que. 
Nickel   Plate     Stove   Polish  Co., 

Windsor,  Ont. 
Sherwin-Williams  Co.,  Montreal. 

METAL  WASHBOARDS 
Ifeakina  A  Sons,  Hamilton. 
METAL    GAEAGES    AND  SILO 
BOOFS 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

METAL  LATHS 
Pedlar  People,  Oshawa. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg  Ceiling   &  Roofing  Co., 

Winnipeg. 

MILL  SUPPLIES 
Canadian     Fairbanks-Morse  Co., 

Montreal. 

MIRRORS 
Toronto  Plate  Glass  Imp.  Co.,  To- 
ronto. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinxinger  &  Bruce  Co.,  Niagara 
Falls. 

Hobbs  Mfg.  Co.,  Ltd.,  London. 

MITRE  BOXES 
Stanley   Rule   &    Level   Co.,  New 

Britain,  Conn. 
E.  C.  Atkins  &  Co.,  Hamilton. 

MOPS,  MOP-CLOTHS 
Channell  Chemical  Co.,  Toronto. 

MOP  WRINGERS 
Wm.  Cane  &  Sons  Co..  Newmarket. 

MORTAR  COLORS 
Manton  Bros.,  Toronto. 
Sanderson  Pearcy  &  Co..  Toronto. 

MOTOR  BOAT  SXTPPLIES 
Canadian     Fairbanks-Morse  Co., 
Montreal. 

MOTOR  ACCESSORIES 
Canadian     Fairbanks-Morse  Co., 
Montreal. 

NAILS  (Out) 
Cowan  &  Britton,  Ltd.,  Gananoque. 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

NAILS  (Wire) 
H.  S.  Howland,  Sons  ft  Co.,  To- 
ronto. 

Imperial  Steel  &  Wire  Co.,  Colling- 
wood,  Ont. 

P.  L.  Robertson  Mfg.  Co.,  Milton. 

Lsidlaw  Bale-Tie  Co.,  Hamilton. 

Parmenter  Bulloch  Co.,  Gananoque. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

NAIL  PULLERS 
Smith  &  Hemenway,  New  York. 
Chas.  Morrill,  New  York,  N.Y. 

NECKYOKES 
Dravton  Mills.  Ltd..  Dravton.  Ont. 

NICKEL-PLATED  WARE 
Landers,    Frary     &    Clark,  New 
Britain,  Conn. 

NUT  CRACKERS 
Chicago    Hardware    Foundry  Co., 

Chicago,  III.   

OAKUM 

A.  Ramsay  &  Son  Co.,  Montreal. 
Scy'hes  &  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

OILS — Linseed 
Canada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 

OILS— Boiled 
Canada   Linseed  Oil   Mills,  Mont- 
real and  Toronto. 

OILS — Varnish 
Canada   Linseed   Oil   Mills,  Mont- 
real and  Toronto. 
OIL   AND   GASOLINE  TANKS 
Steel     Trough     &     Machine  Co., 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Metal  Shingle  A  Sidinf  Co.,  Pres- 
ton. 


OIL  STOVES  AND  HEATERS 
Bowes,   Jamieson,   Ltd.,  Hamilton. 
Imperial  Oil  Co.,  Toronto. 
Thos.   Davidson   Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

James    Stewart    Mfg.    Co.,  Wood- 

^()IL'  STORAGE  SYSTEMS 

S.  F.  Bowser  &  Co.,  Toronto. 

Heller-Aller  Co.,  Windsor. 

Steel     Trough     ft     Machine  Co., 

Tweed. 

Wayne  Oil    Tank  ft  Pump  Co„ 
Woodstock. 
OILERS — Engine   and  Machine 

Thos.   Davidson   Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

OILED  CLOTHING 
Scythes  &  Co.,  Toronto. 

OIL  CLOTHS 
Dominion  Oil  Cloth  Co.,  Montreal. 

OIL  CANS 
Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

OILY  WASTE  CANS 
James   Morrison  Brass   Mfg.  Co., 
Toronto. 

Metal  Shingle  ft  Siding  Co.,  Prea- 

ton. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

McFarlane-Douglas  Co.,  Ottawa. 

ORNAMENTAL  IRON 
Canada  Wire  ft  Iron  Goods  Oc, 
Hamilton. 

FAILS — Wood 
Wm.  Cane  ft  Sons  Co.,  Newmarket. 

PAINTS  AND  OILS 
Brandram-Hen^.erson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  ft  Color  Co.,  To- 
ronto. 

Ottawa  Paint  Co ,  Ottawa. 
R.  0.  Jamieson  ft  Co.,  Montreal. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Benj.  Moore  &  Co.,  West  Toronto. 
Pratt  &  Lambert,  Buffalo. 
Pinchin-Johnson  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 

PAINT  SPRAYING  MACHINES 
A.  Ramsay  &  Son  Co.,  Montreal. 

PAINTERS'  TRESTLES 
Stratford  Mfg.  Co.,  Stratford. 
A.  Ramsay  &  Son  Co.,  Montreal. 
McFarlane  Ladder  Works,  Toron- 
to. 

Walker  Bin  ft  Store  Fixture  Co., 
Berlin. 

PAPERHANGERS'  TOOLS 
Sanderson  Pearcy  &  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

PARIS  GREEN 
Sherwin-Williams  Co.,  Montreal. 

A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 

PARLOR  DOOR  HANGERS 
Richards-Wilcox      Canadian  Co., 

Ltd.,  London. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 

PERFORATED  METALS 

B.  Greening  Wire  Co.,  Hamilton. 
Canada   Wire  ft  Iron   Goods  Co., 

Hamilton. 

PICKS 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

PIG  IRON 

Steel  Co.  of  Canada.  Hamilton. 
Samuel,  Benjamin  ft  Co.,  Toronto. 

PIPE  CUTTERS  AND  VISES 
Armstrong    Mfg.    Co.,  Bridgeport. 

Conn. 

James   Morrison   Brass   Mfg.  Co.. 
Toronto. 

PIPE      AND      FITTINGS— Black 
and  Galvanized 

James   Morrison   Brass   Mfg.  Co.. 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 

PLANES 
Stanley   Rule   ft    Level    Co.,  New 

Britain,  Conn. 
National    Mach.     ft    Supply  Co, 

Hamilton. 

PLASTER 
Alabastine  Co..  Ltd.,  Paris. 

PLASTER  OF  PARIS 
A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 
Alabastine  Co..  Ltd^  Paris. 
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FI.ATE8     AND  H00K8 
OsDsdiBD  Tale  *  Towna,  Ltd.,  St. 
Cttharinai. 

BomiD«r  Brother!,  Brookljn. 

PLOWS — Oradlnf 
Ue»(ord    Wheelbkrrow    Co.,  Ma»- 
ford. 

PUEBS 

Oreieent  Tool  Oo.,  Jamattown,  N. 

Y. 

Jamei   Morrison   Brsit   Mfg.  Co., 
Toronto. 

Smith  &  Hemenway,  New  York. 

PLUMBS  AND  LEVELS 
Stanlej   Bale   A    Level   Co.,  New 

Britain,  Oonn. 

PLUMB  BOBS 
Taylor- Forbei  Co.,  Qnelpb. 
Stanley  Rnle  t   Level  Oo.,  New 

Britain,  Conn. 
POLISHES— Fnrnltnre  and  Wood 
O.  F.  Stephen!  A  Co.,  Winnipef. 
Canada  Paint  Co.,  Montreal. 
Sherwin  William!  Co.,  Montreal. 
Sanderaon  Pearcy  A  Co.,  Toronto. 
Martin  Benour  Co.,  Montreal. 

A.  Ramaay  A  Son  Oo.,  Montreal. 
Stnart  A  Foster,  Toronto. 
POLISHES — Metal      and  StoT* 
Bherwin  Williams  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin-Senonr  Co.,  Montreal. 
Nickel  Plate  Polish  Co.,  Windsor. 
Ronak,  Ltd.,  Toronto. 

POLISHINO  BRUSHES 
Boeckh  Bros..  Ltd.,  Toronto. 
Meakins  A  Sons,  Hamilton. 

POST  HOLE  DiaOERS 
Otterrtlle  Mfg.  Co.,  Otterville. 
POULTRY  NETTINO 

B.  Greenint  Wire  Co.,  Hamilton. 
Imperial  Steel  A  Wire  Co.,  Oolllng- 

wood. 

HeOregor  Banwell  Fence  Co.,  Wal- 
kenrille. 

PULLETS 
Canadian     Fairbanks-Mono  Co., 

Montreal. 
Taylor-Forbes  Co.,  Qnelph. 

PUMPS 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

James  Morrison  Brass  Mfg.  Oo., 

Toronto. 
Beatty  Bros.,  Fergus,  Ont. 
Heller  Aller  Co.,  Windsor. 
Canadian     Fairbanks- Morse  Oo., 

Montreal. 
Dayton  Pump  A  Mfg.  Co.,  Dayton, 

Ohio. 

RAKES 

Welland  Vale  Mfg.  Co..  St.  Cath- 
arines. 

RASPS 

Nicholson  File  Co.,  Port  Hop*. 

RAZORS 
Arch.  MeFarlane,  Montreal. 
Dorken  Bros.,  Montreal. 
Oeneva  Cutlery  Co.,  Geneva,  N.T. 
REFRIGERATORS      AND  lOB 

CHESTS 

Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Lewis  Bros.,  Ltd.,  Montreal. 
MeOlary  Mfg.  Co.,  London. 
Sheet  Metal  Prodacta  Co.,  Toron- 
to. 

Sanderson-Harold  Co.,  Paris. 
REGISTERS — Hot  Air  FnrnM* 
Canadian  Heating     A  Ventilating 

Oo,.  Owen  Sound. 
Barrow,  Stewart  A  Milne,  Hamil- 
ton. 

Olare  Bros.,  Preston. 
Gumey  Foundry  Oo.,  Toronto. 
MeClary  Mfg.  Oo.,  London. 
Pease  Foundry  Co.,  Toronto. 
James   Stewart   Mfg.   Co.,  Wood- 
stock. 

Gait  Stove  A  Furnace  Co.,  Gait. 
Kir-Ben,  Ltd.,  Almonte. 
Tattle  A  Bailey  Mfg.  Co.,  Brldgo- 
borg. 

Hamilton  Stove     A  Heater  Co., 

Hamilton.   

RIVETS 

Parmenter  Bulloch  Co.,  Ganano4iae. 
Steel  Co.  cf  Canada,  Hamilton. 
RIFLES — Sporting  and  Military 
Ross  Rifle  Co.,  Quebec. 
Bee  also  Ouni  and  Rifles. 

ROD  COUPLINGS 
Otterville  Mfg.  Co..  Otterville. 
ROPE 

Scythe!  A  Co.,  Toronto. 

Con!nmers'   Cordaee  Co.,  Toronto. 
ROOFING  BRACKETS 

Stanley  Rule   A   Level   Oo.,  New 
Britain,  Conn. 

ROOFING  (Praparad) 

Prantford  Roofing  Co.,  Brantford. 

Patterson  Mfg.  Co.,  Toront3. 

H.  S.  Howland  Sons  A  Oo.  To- 
ronto. 

Canadian   Supply   A  Oontracttng 
Co.,  Toronto. 

ROOFING  SUPPLIES 
■.  T,  Wright  Co.,  Ltd.,  Hamilton. 


ROOFERS'  FELT 
Winnipeg   Ceiling   A   Roofing  Oo., 

Winnipeg. 
McFarlsnn  Onuglas  Co.,  Ottawa. 

RUBBER  GASKETS 
Outta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

RULES  AND  TAPES 
Lafkin     Rule     Co.     of  Canada, 
Wind!or. 

Stanley    Rule   A    Level    Co.,  New 
Britain,  Conn. 
RUBBER  BOOT  REPAIRS 
Marble  Anna  A   Mfg.   Co.,  Glad- 
stone, Mich. 

RULES — Boxwood 
Lafkin     Rule     Oo.     of  Canada, 
Windsor. 

Stanley  Rnle  A   Level   Co.,  Naw 

Britain,  Conn. 
SAD  IRONS— Mrs.  Potts' 
Taylor-Forbes  Co..  Onelph. 

SAD  IRONS — Gas  and  Gaaollna 
McOlary  Mfg.  Co.,  iTondon. 
H.  W.  Knight  A  Broa.,  Toronto. 
Taylor  Forbei  Co..  Guelph. 

SAD  IRONS — Asbestos  Lined 
Dover   Mfg.     Co.,    Canal  Dover, 

Ohio. 

Chicago    Hardware  Foundry  Co., 
Chicago,  111. 

SAFES  AND  VAULTS 

Canadian     Fairbanks-Morse  Co., 
Montreal. 

,T.   &    T.   'laylor   Safe   Works,  To- 
ronto. 

SAFETY  RAZORS  AND  BLADES 
Gillette  Safety  Razor  Co.,  Mont- 
real. 

Auto-Strop  Safety  Rasor  Co.,  To- 
ronto. 

SALAMANDERS 
Gumey  Foundry  Co.,  Toronto. 
SANDPAPER 

A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire  A  Iron  Goods  Co., 
Hamilton. 

SANITARY  CLOSETS 
Superior  Mfg.  Co.,  Hageraville. 
Steel    Trough    A    Machine  Co., 
Tweed 

SAP  SPOUTS  AND  BUCKETS 
Tbos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Taylor-Forbes  Co.,  Guelph. 

MeClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

SASH  CENTRES 
Taylor-Forbes  Co.,  Guelph. 

?ASH  LIFTS 
Stanley     Works,     New  Britain, 
Oonn. 

SASH  FINS 
Steel  Oo.  uf  Canada,  Ltd.,  Hamil- 
ton. 

SASH  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 
SAWS 

E.  0.  Atkins  A  Co.,  Hamilton. 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

Sburly-Dietrich  A  Co.,  Gait. 
Henry  Disslon  A  Sons,  Toronto. 

SAW  HORSES— Folding 
MeFarlane  Ladder  Works,  Toron- 
to. 

SAW  SETS 
Taylor-Forbes  Co.,  Guelph. 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

Henry  Diaston  A  Sons,  Toronto. 

Chas.  Mor-ill,  New  York. 

E.  0.  Atkius  A  Co..  Hamilton. 
SCALES— Weighing 

Ccnadian     Fairbanks-Morse  Oo., 
Montreal. 

Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

SCRAPERS 
Stanley   Uule   A   Level   Co.,  New 

Britain,  Conn. 
Meaford  'Wheelbarrow     Co.,  Mea- 

ford. 

Tavlor,   Forbes  Co.,  Guelph. 
SCREEN    AND    STORM  DOOR 

LATCH 
Taylor-Forbps  Co.,  Guelph. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

SCREEN  DOORS  AND  WINDOWS 
Sanderson  Harold  Co.,  Paris. 

SCREEN  DOOR  SETS 
Stanley     Worka,     New  Britain, 

Oonn. 

Taylor  Forbei  Co..  Guelph. 
Bommer  Brothers.  Brooklyn. 

SCREWS 
P.  L.  Robertson  Mfg.  Co..  Milton. 
Steel  Co   of  Canada,  Hamilton. 

SCREWS — Bench  and  Jaek 
Tavlor-Forbes  Co..  Guelph. 

SCREW     CLAMPS— AdJnsUbls 
Taylor-Forbes  Co..  Onelph. 


SCREW  DRIVERS 
Oowan  A  B-itton,  Ltd..  Oananoque. 
Henry  Diiiton  k  Sons,  Toronto. 
North    Bros.    Mfg.    Co..  Philadel 
phia. 

Stanley   Rule   A    Level    Co.,  New 
Britain,  Conn. 

SCREW  PLATES 

Weill  Bros.  &  Co.,  Ltd.,  9«lt. 

Bntterfleld  Co.,  Rock  Island,  Que. 
SCYTHES  AND  HAY  KNIVES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

SHEARS — Sheet  Metal 

reck.  Stow  A  Wilcox  Co.,  Cleve- 
land, Ohio. 
SHEET  METAL  SPECIAL  TIBS 

Burrowes  Mfg.  Co.,  Toronto. 

Fairgrieve  Metal  A  .Stamping  Co., 
Toronto. 

Soren  Broi,,  Toronto. 

F    T.  Wright  Co.,  Ltd.,  Hamilton. 

SHELF  BOXES  AND  CABINETS 

Cameron  4  Campbell.  Toronto. 

Walker  Bin  A  Store  Fixture  Co., 
Berlin. 

SHELF  SUPPORTS 

Chicago     Hardware    Foundry  Co., 
Chicago.  III. 

SHEEP    SHEARING  MACHINES 

Chicago    Flexible    Shaft    Co,  Chi- 
cago. 

SHEEP    MARKING  LIQUID 
Sherwin-Williams  Co.,  Montreal. 
SHOT 

Steel  Co.  of  Canada,  Hamilton. 

SHOTGUNS — Repeating 
Remington     Arms      U.M.C.  Co., 
Windsor. 

SHOT  SHELLS 
Remington     Arm!      U.M.C.  Co.. 
Windsor. 

Dominion     Cartridge   Co.,  Mont- 
real. 

SHOVELS  AND  SPADES 
Lnndy  Shovel  A  Tool  Co.,  Peter- 
boro. 

Canadian  Shovel  A  Tool  Co.,  Ham 
ilton. 

SILVERWARE 
Canadian  Rogeis  Co.,  Toronto. 
Oneida  Community,   Ltd.,  Niagara 
Falls,  Ont. 

SKATE  STRAPS 
G.  L.  Griffith  A  Son,  Stratford. 
Owen     Sound     Steel     Press  Co., 
Owen  Sound. 

SKYLIGHTS 
Metal  Shingle  A  Siding  Co.,  Prei 
ton. 

Wheeler  A  Bain,  Toronto. 
McFarlane-Douglas  Co.,  Ottawa. 
Winnipeg   Ceiling  A   Roofing  Co., 
Winnipeg,  Man. 

SLEDGES 
Taylor-Forbes  Co..  Guelph. 

SLEDS 

Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

Richards- Wilcox     Canadian  Co., 
Ltd.,  London. 

Oendron   Mfg.  Co.,  Toronto. 
SNOW  SHOVELS 

Canadian  BnlTalo   Sled   Co.,  Pres- 
ton. 

Sheet  Met^l  Products  Co.,  Toron- 
to. 

Canada   Steel   Goods   Co.,  Hamil- 
ton. 

SOAP  URNS 
Chas.  Morrill,  New  York,  N.Y. 

SOLDER 
Canada  Metal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg  Ceiling   A   Roofing  Oo., 

Winnipeg. 
McOlary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Boggs  Co..  Hamilton. 

SPIKES 
Steel  Co.  of  Canada,  Hamilton. 

SPOKESHAVES 
Stanley   Rule   A   Level   Co.,  New 
Britain,  Oonn. 

SPONGES 
A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.  Toronto. 

SPORTING  GOODS 
Dominion     Cartridge   Co.,  Mont- 
real. 

Marble  Arms  Mfg.  Co.,  Gladstone, 
Mich. 

SPOONS    AND  FORKS — Tin 
Tho!.   Davidson   Mfg.   Co.,  Mont- 
real. 

SPRAYERS 
Sherwin-Williams  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Canadian      Fairbsnks-Mor!e  Co., 

Montreal. 
Specialty  Vfg    Co..  Grimsby. 

SPRI.'^OS  AND  AZLE8 
Guelph  Spring  A  Axle  Co.,  Qaelph. 
Taylor-Forbes  Co..  Gaslph. 


SPRING  HINGES 
Poromer  Brothers.  Brooklyn. 
Chicago  Snrirj  Batt  Co.  Chicago 
SPRINKLERS — Antomaile,  Flra 
James    Morrison    Brass    Mfg.  Oo, 
Toronto. 

SPRINKLERS — Lawn 
Taylor- Forhns  Co..  Onelph. 
James    Morrison   Dross   Mig.  0«„ 
Toronto. 

SQUARES — Try    and  Bfitra 

Stanley    Role   A    Level    Co..  New 

Britain,  Conn. 
STALLS,      STANCHIONS,  AND 

COW-BOWLS — Metal 
Metal  Sbin«le  A  Siding  Co.,  Proa 

ton. 

Steel  Trough  A  Mfg.  Co.,  Twood. 
Bcatty   Bros..  Fergus. 

STAIR  PLATES 
Steel      Equipment     Co.,  Ottawa. 

STAPLES 
Steel  Oo.  of  Canada.  Hamilton. 
Canada  Steel  Goods  Co.,  riamiltoa. 
Cowan  A  Britton,  Gananoque. 
Laidlaw  Bale-Tie  Co..  Hamilton. 

STORAGE  BATTERIES 
Canadian     Fairbanks-Morse  Co.. 
Montreal. 
STORM  WINDOW  HINGES 
Watrous     Acme     Mfg.     Co.  Dei 
Moines,  Iowa. 

STEEL  RULES — Machinists' 

Lufkin  Rule  Co.  of  Canada.  Wind 
sor. 

STEP  LADDERS 
MeFarlane  Ladder  Works,  Toronte 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.   Co..  Otterville. 

STOVE  TRIMMINGS 
Radiant  EUctric  Co.,  Grimsby 
STOVES  AND  RANGES 
Bowes,  Jaraieson,  Ltd.,  Hamilton. 
Bfaeh  Foundry  Co..  Ottawa. 
Burrow,   Stewart  A  Milne.  Hamil 
ton. 

Canadian    Heating    A  Ventilating 

Co..  Owen  Sound. 
Copp  Stove  Co.,  Fort  William. 
Olare  Bros.  A  Co.,  Preston. 
Thos.  Davidson  Mfg.  Co.,  Montreal 
Gait  Stove  A  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackvllls. 

N.B. 

Specialty  Mfg.  Co.,  Grimsby. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall  Zryd  Foundry  Co..  Hespeler. 
Hamilton     Stove   A  Heater  Co. 

Hamilton. 
Kir-Ben,  Ltd.,  Almonte. 
MeClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 

Jas.  Smart  Mfg.  Co.,  Brock  villa. 
Jas.  Stewart  Mfg.  Co..  Woodstock 
Harriston  Stove  Co.,  Harriston. 
Supreme  Heating  Co.,  Welland. 

STOVE  BOARDS 
MeClary  Mfg.  Co.,  London. 
Sheet   Metal     Products     Co.,  To 
ronto. 

E.  T.  Wright  A  Co.,  Hamilton. 
Gumey  Foundry  Co..  Toronto. 
Thos.    Davidson    Mfg.    Co.,  Mom 

real. 

STOVE  PIPE  DAMPERS 
Eureka  Damper  Co.,  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

STOVE    PIPE  SUNDRIES 
McCIary  Mfg.  Co.,  London. 
E.  T.  Wright  Co..  Ltd.,  Hamilton 
Sheet  Metal  Products  Co.,  Toron 
to. 

Thos.    Davidson    Mfg.    Co..  Mont 

real. 

STOVE  AND  RANGE  CASTERS 
Chicago   Hardware   Foundry  0*. 

Chicago,  III. 
Moffat  Stove  Co.,  Weston. 

STOVE  POLISH 
Duncan  Electric  Co.,  Montreal. 
Nickel-Plate   A   Stove   Polish  Co, 
Windsor.  Ont. 

STOCKS  AND  DIES 
Armstrong    Mfg.    Co.,  Bridgeport. 
Conn. 

STORE  LADDERS 
Richards- Wilcox     Canadian  Oo. 

London. 

Milbradt  .Mfg.  Co..  St.  Lonis.  Us 

STORE  FRONTS — Metal 
Consolidated  Plate  Glasi  Oo..  T» 

ronto.   

SWINGS — Lawn 
Stratford  Mfg.  Co..  Stratford. 

TABLE  CUTLERY 
Arch.  MeFarlane.  Montreal. 
Oneida   Community,    Oneida.  N.T 
Canadian  Rogers  Co..  Toronto. 
TACKS 

Steel  Co.  of  Canada.  Hamilton. 

Parmenter      Bulloch      Co..  Ga» 
anoqne. 

TANKS 

Metal  Shingle  A  Siding  Co..  Proa- 
ton. 
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Warn*  Oil  Tank   A   Pump  Co., 

Wooditock. 
Steel     Trough     A     Machine  Oo.. 

Tweed. 

TANK  AND  81X0  TUGS 
OtterviUe  tiig.  Co..  Otterville. 

TAPES — Measuring 
Lofkln     Rule     Oo.     of  Canada, 
Windior. 

TUB  STANDS 
Otterville  Mfg.  Co.,  OttervilU. 
J.  H.  Connor      Son,  Ottawa. 

TENTS  AND  AWNINGS 
Smart  Woods  Co..  Ottawa. 

THEEMOMETEES 
Jamea  Morrison    Braas    Mig.  Oo.. 
Toronto. 

TINSMITHS'  MAOHlNBay 
Peck,  Stow  *  Wllcoi  Co.,  South- 

ington.  Conn. 
Steel     Bending  tc  Brake  Worka, 
Chatham,  Ont. 

TINSMITHS'  SHEABS 
Peck,  Stow  Is  Wilcox  Co.,  South- 
ington.  Conn. 

TINWARE 
Tairgrieve  Metal  &  Stamping  Oo., 

Toronto. 
See  also  iCuamelware. 

TOOLS — Mechanics* 
North  Broi.,  Philadelphia,  Pa. 
Peek,  Stow  &  Wilcox  Co.,  South- 

Ington,  Conn. 
Stanley   Rule   &    Level   Co.,  New 
Britain,  Conn. 

TOOL  GEINDEES 
Taylor-Forbes  Co..  Guelph. 

TEAPS — Lavatory 
Jamea    Morrison    Bras*    Mfg.  Co., 

Toronto. 
Canada  Metal  Oo.,  Toronto. 

TRAPS — Animal 
Oteida  Commanity,   Ltd.,  Niagara 

Falls  Ont. 
Peck,  Stow  ft  Wilcox  Co.,  Cleve- 
land, Ohio. 

TEAPS— Rat 
Canada  Wire  &   Iron   GoodiT  Co., 
Hamilton. 

TEAPS — Steam 
James    Morrison    Brass  Mfg.  Oo., 
Toronto. 

TEEE  TEIMMERS 
Taylor-Forbf e  Co..  Guelph. 

TEOWELS 
E.  0.  Atkins  &  Oo.,  Hamilton. 
Henry  Disston  &  Sons.  Toronto. 

TEUCKS — Warohonse 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

UMBBELLA  HOLDEES 
Springer  Lork  Mfg.  Co.,  BoUeviUe. 

VA0UT7M  CLEANEES 
Onward  M^g.  Co.,  Berlin. 

Invincible  Renovator  Co.,  Toronto. 
Clements  Mfg.  Co.,  Toronto. 

VARNISHES 
Benj.  Moore  &  Co.,  Toronto. 
I. owe  Bros  ,  Ltd.,  Toronto. 
Erandram-Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williama  Oo.,  Montreal. 
Martln-Senour  Co.,  Montreal. 
A.  Ramsay  ft  Son  Co.,  Montreal. 
Ottawa  Vsmish  Co.,  Ottawa. 
R.  0.  .lamieson  &  Co..  ilontreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Win.  Ilnrland       Son.  Toronto. 

VE  fJTILATOES— Metal 
Metal  Rooflng  ft  Siding  Co.,  Pres- 
ton. 

'Winnipeg   Ceiling  ft   Roofing  Co., 
Winnipeg. 

Ssrnin    .\Ictnl    Products    Co.,  To- 
mtit o. 

McOlarr  Mfg.  Co.,  London. 

VATS — Steel  Cheese 
Steel     Trough     ft     Machine  Co., 
Tweed. 

VISES 

Stanley   Rule   ft    Level    Co..  New 

Britain,  Conn. 
National    Machine   ft   Supply  Co., 

Hamilton. 
Taylor-Forbes  Co.,  Guelph. 
James    Morrison    Brass    Mfg.  Ce., 

Toronto. 

Armstrong    Mfg.    Co.,  Bridgsport. 

WAGON  JACKS 
Richarda-Wilcox       Canadian  Co., 
New  York. 

WAGON  WATER  TANKS 
Steel   Trough     ft     Machine  Co.. 
Tweed. 

WAITLE  IRONS 
Taylor-forbea  Co.,  Guelph. 

W\8H  BOARDS 
Wm.  Cane  ft  Sons  Co.,  Newmarket. 

Conn. 

Cummer- Dowrwell.     Ltd.,  Hj>jb1I- 
ton. 

WASH  TUBS 
Wm.  Cane  ft  Sons  Co..  Newmarket. 


WASTE — Cotton  and  Wool 

Scythes  ft  Co..  Toronto. 

WASHERS 
Steel  Co.  ol  Canada,  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 
Canada  Metal  Co.,  Toronto. 
Qutta  Percha  ft  Rubber,  Ltd.,  To- 
ronto. 

WASHING  MACHINES 

Beatty  Bros..  Fergus,  Ont. 
J   H.  Connor  ft  Son,  Ottawa. 
Ct.mmer-Dowsweli  Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Gbo.  O.  Kaitting  ft  Sons,  Gait. 
Nineteen     Hundred     Washer  Co., 

Toronto. 
Taylor-Forbes  Co.,  Guelph. 
One  Minute  Mfg.  Co.,  "Toronto. 

WATER  SERVICE  SYSTEMS 
Dayton     Pump   ft    Machine  Co., 

Dayton,  Ohio. 
WATER  AND  HOG  TROUOHB 
Steel     Trough     ft     Machine  Oo^ 

Tweed 

Metal  Shiusle  ft  Siding  Co.,  Pres- 
ton.   

WEDGES 

Taylor-Forbes  Cc,  Guelph. 

WELL  CURB — Corrugated  Matal 

Winnipeg   Ceiling  ft   Roofing  Co., 
Winnipeg. 

WHEELBARROWS 

Maxwells,  Ltd.,  St.  Mary's. 

Meaford  Wheelbarrow     Co.,  Mea- 
ford. 

WHIFFLETEEES 
Drayton  Mills,  Ltd.,  Drayton,  Ont. 

WHIP  RACKS 
Burrow,  Stewart  ft  Milno,  Hamil- 

°'  WILLOW  BASKETS 
Meakins  &  Sous,  Ltd.,  Hamilton. 

WINDOW  SETS— Basement 
Taylor-Forbes  Co.,  Guelph. 
Stanley  Works,  New  Britain,  Conn. 

WIRE  CLOTHES  LOCICEES 
Canada  Wire   ft   Iron   Goods  Co., 
Hamilton. 

WIRE  DOOR  MATS 
Canada   Wire  ft  Iron   Goods  Co., 

Hamilton. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

WIRE 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Steel  Co.  of  Canada.  Hamilton. 

WIRE  DOOR  PULLS 
Steel  Co.  of  Canada,  I^td.,  Hamil- 
ton. 

WIRE  CLOTH 
B.  Greening  Wire  Co.,  Ltd.,  H«mU- 
ton. 

Canada  Wire  ft  Iron  Gooda  Co., 
Hamilton. 

WT3E  FENOINO 
Banwell-Hoxie  Wire     Fenea  Oo, 

Hamilton. 
McGregor,     Banwell     Fenco  Co, 

Walkerville. 

WIRE  FENCE  STRETCHERS 
Richards-Wilcox      Canadian  Oo, 

London. 

McGregor      Banwell     Fenea  Oo, 
Walker7i!le. 

Otterville  Mfg.  Co.,  Otterville. 
WIRE  GOODS 

H.  Greening  Wire  Co.,  Hamilton. 

McClary  Mfg.  Co.,  London. 

Canada  Wire  ft   Iron   Goods  Oo, 
Hamilton. 

fc    T.  Wright  Co.,  Ltd.,  Hamilton. 

Thoa.    Davidson    Mfg.    Co.,  Mont- 
real. 

WHITE  LEAD 
Benjamin  Moore  ft  Co.,  Toronto. 
Brsndram  Henderson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
Steel  Co.  of  Canada,  Hamilton. 
Lowe  Broi.,  Ltd.,  "Toronto. 
>lartin-Senoar  Co.,  Montreal. 
A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 

WOODENWAEE 
Wm.  Cane  ft  Son,  Newmarket. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

Meakins  ft  Sons,  Hamilton. 

WEENOHES. 
Crescent     Tool     Co.,  Jamestown, 
N.Y. 

WK  LNOEBS — Glothas 
American  Wringer  Co.,  New  York. 
Ci'mmer-I)owB»ell.  Ltd.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Tsylor  Forbes  Co.,  Guelph. 

WRINGEE  EOLLS 
Outta  Perciia  ft  Rubber,  Ltd..  To- 
ronto. 

ZINO  0RNAMBNT5 
Winnipeg   Ceiling  ft   BoolUif  6*, 
Winnipeg. 


et  Situa 


Hardware  Markets.  The  sitn.atioii  iiidu-strially  ami 
from  a  business  standpoint  seems 
to  be  on  the  np  grade.  Orders  for  goods  are  beinis;  re- 
ceived a  little  more  freely,  and  the  ualk  is  veiT  much 
more  ojvtiinistic.  The  war  reports  have  been  muicli 
better  the  pa.st  severail  weeks;  farmers  are  harvesting 
;i:id  marketing  good  crops,  and  merehants  carrying  lo^v 
.stocks  for  a  year  now  feel  themselves  in  better  shape 
to  order  more  largely. 

roUections  have  improved  also,  and  altogether  from 
now  on  we  may  expect  to  see  business  take  a  hig'her  and 
better  plane. 

CTiilvanized  sheeas  and  pipes  are  reduced  in  price 
followinig  reported  cutting,  and  wire  nails  in  Toronto 
have  advanced  10  cents.  Praelically  all  other  lines 
hold  pretty  firm. 

*  •  • 

Metal  Markets.  Another  indication  of  better  busi- 

ness is  the  steadiness  whiich  has 
developed  in  the  metal  miarket.  Prieets  are  nor.  so  in- 
flated, and  while  at  an  easier  tendency  (juotations  and 
demand  run  more  smoothly  in  tradiug.  Actual  selling 
is  very  little,  if  any,  brisker,  but  there  is  a  decidedly 
better  feeling  now  that  the  summer  season  is  past  and 
indtiistries  give  promise  of  resuming  business.  Local 
'i'oroTito  quotations  lat  the  begnnninig  of  the  month  on 
basic  metals  were  as  follows:  Tin,  39-4 Ic;  copi)er, 
IDi^e;  sipelter,  19-2(Jc. ;  lead,  fi'^4e. ;  antimony,  40c.; 
alnminum  ingot,  40'c. :  aluminum  pattern.  39e.  lb.: 
solder,  y2xV2;  24%c.  lb. ;  wire  solder,  28140.  lb. ;  wiping 
solder,  23e.  lb.;  tinker's,  bar  solder,  30e.  lb. 

*  *  • 

Paint  Markets.  Comparisons  with  a  year  ago, 

month  by  month  and  week  by 
\veei:,  are  now  beginning  to  be  made,  and  by  the  end  of 
September  we  may  expect  to  see  a  gradual  improve- 
ment i?i  paint  demands 

Heady-mixed  lines  should  do  well  this  fail,  especially 
in  country  points  where  farmers  have  harvested  good 
crops. 

There  was  a  tendency  to  lower  prices  in  white  lead 
diu'ing  the  month,  but  the  high  costs  of  raw  material 
liveclnded,  and  (juotalions  remain.  Turpentine  shows 
a  slight  low^erinig.  and  oil  has  also  been  weak.  Other 
lines  !-i^iiiain  unchanged  and  rather  finn. 


HARDWARE  NEWS  NOTES 

W.  Glassford  is  hiiihiing  a  new  hardware  store  at 
lleaverton,  Ont. 

The  Canadian  Wi>sterii  Foundry  &  Supply  Co.,  Cal- 
gary, has  received  a  •'I'd, 000, 000  shell  order. 

The  Winnipeg  Paint  &  Oil  Co.  ha.s  erected  a  wa.re 
honso  at  Roland.  Man.,  and  has  appointed  M.  J.  Horn 
local  manager. 

The  Northern  Bo^lt  &  Screav  Co..  Ltd..  Owen  Sound, 
has  purchased  the  plant  and  '-^toek  ot'  the  Dominion  Bolt 
Co..  Toronto. 

Cil*'-;  S.  Ransom,  president  of  the  Toronto  Furnace 
a 'id  Crematory  Co..  Ltd.,  is  dead.  ' 

<j.  T.  Hancock,  hardware  dealer.  Port  Hope.  Ont.. 
Avinner  of  the  third  prize  in  the  Frost  Wire  Fence  Co. 
competition,  was  given  a  trip  to  Ihe  Panama  Exposition 
at  San  Francisco. 
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INDEX  TO  ADVERTISEMENTS 


A 

American  Wringer  Co   1') 

Armstrong   Mfg.   Co   10 

B 

Pnnwcll  Hoxie  Wirp  Fonre  Co..  ;!(> 

Hiirnett  Co.,  G.  &  H   2'i 

I'idinmer   Bros     26 

lii.Wfis-.Tiimicson     .    12 

Brandrani  Hendcrson,    Iitd.    ...  81 

B'.irrowos  Mfg.   Co.    ...    19 

O 

Ciin.   Selling  Co   24 

Cnii.  \V.  A.  Ropers  i.f.c. 

Cl!.re   Bros  30-31 

CUmontR  Mfg.  Co   24 

CMc'igo  Spring  Butt  Co   2i> 

Cnnimcr  Dowswell   -> 

D 

Davidson  Mfg.  Co.,  Tlios.   .    .  .  27 

I'lKi'ton,  Henry,  &  Rons    H 

Dc.iiinion  Cartridge  Co   9 


Dominion     Sheet     lleta!  Pro- 


ducts,   Ltd   20 

Du  Pont  Powder  Co  10 

O 

Gait  Hammock  Co   2?. 

Greening  Wire  Co.,   E  o.h.c. 

Giitta  Perclia  &  Rubber,  Ud...  I.'. 
Gurney   Fdy.   Co  28-2:) 

I 

Jaiiiieson,  R.  G   7'J 

J 

Jenkins  &  Hardy    "2;"! 

K 

Kennedy   Hardware   Co   32 

iCin/.inger,  Bruce  &  Co   .^2 

Kir-Ben,   Ltd   3.J 

L 

L;ii<lla\v    Bale-Tie   Co   1-1 

Lufkiii   Ruie   Co  90 

M 

.Mantnn    Bros   11 

Jf;irtin-Sen(iiir   Co  70-77 


Mnx'vells,   Limited    B 

Meakins  &  Sons    5 

Metal  Specialies  Mfg.  Co.   .  .  .  8-9 

Metal  Shingle  &  Siding  Co....  2  1 

Metallic  Roofing  Co   13 

A'iltiradt    Manufacturing    Co...  1) 

Moore  &  Co..  Benjamin   

Morrison  Brass  Mfg.  Co.,  .Tas.  .  1.7 

N 

Nicholson    Pile   Co   4 

North  Bros.  Mfg.  Co   I'j 

O 

Oll.iwa    I'aint   Co                       .  80 

Ontario  Lantern  &  Lamp  Co..  12 

Citerville  Mfg.   Co   22 

Onvv.Trd  Mfg.  Co   10 

P 

I'armenter  Bulloch  Co.,   The..  22 

I'cck,   Stow  &  Wi'cox  Co   73 

Fiatt   &   l,ambert    78 


B 

Ramsay  &  Son  Co.,  A             .  .  ir. 

Remington  Arms  Co   11 

Rice  Lewi*  ft  Son   3 


8 

i^cythes  &  Co    18 

Smart   Mfg.   Co.,  Jas    31 

Simonds  Saw  Co  o.f.i. 

.*t;..iley  Rule  ft  Level  Co   IS 

?teel   Trough   ft   Machine   Co..  73 

Steel  Company  of  Canada  14 

Steel  Bending  Brake  Works...  ^'^ 

Stratford   Mfg.  Co   14 


T 

T;.ylor-Forbes   Co.,    Ltd   7 

Toronto  Plate  Glass  Impt.  Co.  00 


W 

Wayne  Oi!.  Tank  4  Pump  Co.  16 
Wright   Co..    F..   T   22 


s 


RED 

GLASS 
BENDERS 
TO 
THE 
TRADE 


BRAND 
WINDOW 
GLASS 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

TORONTO 


DON  ROADWAY 


Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
and  Ornamental  Glass 


A 


'iiCM^iHi  MEASURING  TAPES 
rliiW  and  RULES 


WILL  SELL  WELL 


Back  of  that  are  these  causes — The  quality  put  into  the  goods — The  reputation  they  bear 
among  users.  But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact^ 
THEY  WILL  MOVL  Not  only  are  they  the  best,  but  they  are  recognized  as  such  by  users 
of  Measuring  Tapes  and  Rules.    More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 


W/A/Dso/to/vr. 
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The  Gillette 

on  the  Firing  Line 


OUT  of  the  war-torn 
trenches  there  comes 
a  remarkable  letter, 
written  by  a  young  officer  to 
his  uncle,  who  had  sent  him 
a  Gillette  Safety  Razor. 

"I  thank  you  very  much  for  the 
welcome  Gillette  Razor.'  he  writes. 

"Not  only  myself  but  nearly  all 
of  my  men  eire  using  this  razor,  h 
is  passed  around  among  them,  and 
one  may  see  men  usmg  it  at  any 
time  of  the  day  or  night." 

"Sometimes  there  is  no  hot 
water,  but  the  razor  works  well 
without  it." 

"The  razor  has  been  used  many 
hundred  times,  but  it  still  looks  like 
new  and  will  outlast  the  war  if  it  is 


not  blown  to  pieces  by  some  of  the 
flying  fragments  of  bursting  shells 
which  often  whistle  about  our 
heads." 

Thousands  of  men  under  all  the 
warring  flags  are  using  the  Gillette 
Safety  Razor — on  the  Western 
and  Eastern  Fronts,  at  the  Dar- 
danelles, and  with  the  Fleets. 

The  Gillette  "Bulldog"  (upper 
right  corner),  appearing  just  after 
the  war  broke  out,  caught  people's 
fancy,  and  has  proved  a  great  seller. 

Scores  of  alert  Hardware 
Dealers  have  developed  much  pro- 
fitable business  by  featuring  Gillette 
Razors  to  and  for  enlisted  men,  and 
by  urging  departing  recruits  to  take 
along  a  good  supply  of  Gillette 
Blades.    Have  YOU  ? 


GILLETTE  SAFETY  RAZOR  COMPANY 
OF  CANADA,  LIMITED,  MONTREAL 


■1 


Be  Sure  and  Ask  Your  Jobber 

for 

Greening  Chains 


The  B.  Greening  Wire  Company,  Limited 

Hamilton,  Ont.  Montreal,  Que. 
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Greening's  Cattle  Chains 


The  B.  Greening  Wire  Company,  Limited 

Hamilton,  Ont.  Montreal,  Que. 
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How  about 

Your  Window? 

Through  the  striking  advertisements  that 
are  appearing  with  the  regularity  of 
clockwork  in  forty-three  of  the  lead- 
ing magazines,  we  are  constantly 
telhng  people  to  look  in  your 
wmdow  for 

FLASHLIGHTS 


Week  after  week,  without  a  break  we  keep  repeating  it 


Window  Display 
made  up  from 
Special  Intro- 
ductory Order. 


-and  we  l^now  that 

people  are  following  our  advice  and  that  the  dealer  with  the  Eveready  display  15 
benefiting  by  the  steadily  increasing  demand  which  last  year  sold  millions  of  Eveready 
Flashlights,  Tungsten  Batteries  and  Mazda  Lamps.    But  how  about  your  window  ?  Are 
you  letting  the  people  know  that  you  have  Evereadys  for  sale  ? 

If  not,  nou)  is  the  time  to  begin — for  we're  using  big  space  to  drive  trade  into  the  stores 
Why  not  take  the  profit  from  this  extra  business  ? 

£\rfj^£^icJ)Y  '^la-KIights  are  quality  goods— the  kind  that  gives  you  r^al  satisfaction  and  helps 
build  up  confidence  in  your  store.  Prices  are  low  enough  to  make  sales  easy  and  each 
EVEREADY  vousell  means  profitable  renewal  sales  of  EVEREADY  Batteries  and  Lamps 
to  keep  the  light  operating — a  money  making  business  like  camera  films  and  razor  blades. 
Let  us  tell  you  about  our  introductory  order  proposition  which  makes  it  easy  to  start  building 
up  sales  for  your  store  with  this  profit  making  sideline.    Just  mail  the  coupon. 

"  Canadian  Made  for  Canadian  Trade  " 

CANADIAN  EVER  READY  WORKS 

TORONTO 


;  Canadian  N  tional  Carbon  Co.,  Limit('d 


ONTARIO 
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=TOOLS= 

and  Iron  Workers^  Supplies 

This  old  established  house  has  always  had  an 
enviable  reputation  for  Tools  which  grows 
with  each  succeeding  year. 

We  invite  'your  attention  to  a  few  outstanding  lines: 

Victor  Hack  Saw  Blades 

These  world-renowned  blades  are  suitable  for  all  purposes 
including  Special  Blades  for  work  on  Shell  Steel. 

Write  for  particulars  and  prices 


Wiley  &  Russell  Brown  &  Sharpe 

Spiral  Fluted  Reamers,  Stocks  and  Milling  Cutters  and  Machinists' 

and  Dies,  "V"  and  "U.S."  thread.  F'ne  Tools 

Morse  Starretts 

ITllJIdC;  Machinists*  Tools  of  every  de- 

DrilU  and  Reamers,  Gear  Cutters.  scription. 

We  are  agents  for  U.S.  Poultry  Fence — write  us  for  prices,  etc. 


LINES  YOU  SHOULD  HAVE  NOW 

Below  we  name  a  few  lines  that  will  be  in  strong  demand  very  shortly 
and  advise  prompt  buying.  Write  us  and  we  will  gladly  quote  prices 
and  furnish  any  information  regarding  them : 

"Frost  King"  Weatherstrip,  "Best"  Weatherstrip,  Brass 
Weatherstrip,  Felt  Weatherstrip  (in  different  sizes).  Snow 
Shovels,  Sidewalk  Scrapers,  House  Furnace  Scoops,  etc. 


Rice  Lewis  &  Son 

Limited 

Toronto  Ontario 
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Be 

Prepared 

more  lamps  than 
ever  will  be  sold 

this  year 


Give  your  customers  the  privilege 
of  buying  the  best  by  stocking 

BLUE  LABEL 

the  Tungsten  Lamp  of  excellence 

Manufactured  by 

The 

Canadian  Tungsten  Lamp 

Company,  Limited 

Montreal        Hamilton,  Can.  Winnipeg 
Mechanics '  Supply  Co. 

Quebec  Agent* 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  yourcuatom- 
ers  by  bringing  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for  our  complete 
ROLLING  LADDER 
CATALOGUE.  >howinc 
many  styles  suitable  for 
all  kinds  of  shelTing. 

MILBRADT  MANUFACTURING  CO. 


2400  N.  10th  Street 


St.  Louis,  Mo. 


HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  give  satisfaction. 
WARRANTED  as  to  price. 

Plain  Bearings  and  Steel  Ball  Bearing*. 
Enclosed  Cog  Wheels. 

IPX  1'-  1^ 


Plain  Bearing*       Steel  Ball  Bearings        Size  of  Rolls 
No.  340  E  No.  360  E  10  x  l-u  inches 

No.  341  E  No.  361  E  11  x  1  U  inches 

We  make  the  largest  variety  of  Wringers  in  the  world. 

Send  far  •or  latest  Catalog  aod  Price  List 

The  American  Wringer  Co. 

New  York.  U.  S.  A. 
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Hose  You  Can  Recommend 


You  can't  afford  to  sell  hose  you  will  have  to  make  excuses  for 
later  on.  When  your  customer  gets  poor  service  from  the  garden 
hose  you  sold  him,  he  puts  the  blame  up  to  you.  You  sold  him  the 
hose,  in  fact  you  are  the  only  individual  he  dealt  with  in  purchas- 
mg  that  hose.  He  may  tell  himself  that  the  manufacturer  is  also  at 
fault — but  he  doesn't  excuse  you  for  selling  him  unsatisfactory  hose. 

Goodyear  Garden  Hose  is  made  for  service.  You  can  safely  recommend  it  to  your  cus- 
tomers without  any  fear  of  having  to  explain  later  on  why  it  didn't  give  good  service. 

Goodyear  Garden  Hose  is  made  in  two  styles — one  is  known  as  "woven  "  hose 
and  the  other  as  "  wrapped  '  hose.  Both  styles  are  illustrated  and  described  below. 

Nero  Woven  Hose  — Plain  or  Corrugated  Cover 

"  Nero"  is  an  absolutely  non-kink- 
able  hose.  This  feature  is  due  to 
its  special  seamless  construction. 
There  are  no  joints,  as  the  fabric 
is  woven  right  in  the  hose  itself  by 
special  machinery.  Made  any 
length  up  to  500  feet. 

Plain  Cover  Only 


The  fabric  in  "Reliable"  brand  is 
cut  on  the  bias  and  on  the  edges  are 
stitched  together — not  just  stuck. 
The  cover  is  made  to  stand  rough 
handling  and  dragging  over  abra- 
sive surfaces. 

The  Goodyear  Tire  &  Rubber  Co.  of  Canada,  Limited 

Head  Office  :  Toronto,  Ont.  Factory  :  Bowmanville,  Ont. 

Branches  at  Vancouver     Calgary     Edmonton      Ragina      Winnipeg  Hamilton 
Toronto       Ottawa       Montreal       St.  John,  N.B. 


When  writing  to  ndvartlg«rs  kindly  mention  Canadian  Hardware  Journal 
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The  "Handy  Andy" 
Improved  Force  Cup 


For  household  use, 
enables  anyone  to 
keep  the  drain  pipes 
of  sinks,  baths,  basins, 
tubs,  etc.,  free  and 
clear,  and  in'  a  safe 
and  sanitary  condition. 


There's  a  Good 
Sale  for  Them 


Manufacturad  solely  by 

Gutta  Percha  &  Rubber,  Limited 

Succesaon  to 

The  Gutta  Percha  &  Rubber  Mfg.  Co.  of  Toronto 

Limited 

TORONTO  MONTREAL  WINNIPEG 

CALGARY  VANCOUVER 


Builders'  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 


The  largest  manufacturers  of  this  line  in  the 
Dominion.    To  dealers  only. 


Hercules 


Step 
Ladder 


Stratford  Step  Ladders 

Lead  in  Serviceability 

We  manufacture  a  variety  of  styles  for  painters  and  general 

use,  which  are  guaranteed  to  give  the  very  best  service.  We 
alio  make  any  special  shape  or  size  ladder  to  suit  youi 
trade.  Try  the  Stratford  Line — they  are  made  to  earn 
your  approval. 

Catalog  of  our  linma  on  reQue»t. 
Better  have  one   for  your  fylea. 

Stratford  Mfg.  Co.,  Limited 

Makcri  of  Ladders.  Lawn  Swingt,  Boycr  *  Cliding  Settees.  Folding 
Chftirt  and  Tables,  Chain  for  Assembly  Seating.  Lawn  .Camp,  and 
Verandah  Furniture.  Kitchen  Cabinets.  Woodenware,  Park  Seats,  etc. 


STRATFORD 


ONTARIO 


TIGER 
WHITE 
LEAD 


The  Lead  With  the  Spread 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  12';.  25.  50.  100  LB. 
IRONS  AND  500  LB.  KEGS. 


The  Steel  Company  of  Canada,  Ltd. 


HAMILTON 
VANCOUVER 


MONTREAL 
VICTORIA 


TORONTO 
HALIFAX 


WINNIPEG 
ST.  JOHN 
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<^!^^  Specialties 


All  "Presto"  electric  battery  hiind  lamps  ha^  e  movable  reflectors  pivoted  so  that  the  light  can  be  throvv'n  at  any  angle.  Tungsten  bulbs  and 
powerful  refiectors  that  give  a  uiaxiuuiiu  efficiency  and  long  life.  All  lamps  use  common  No.  6  dry  batteries  and  are  sold  either  with  or  without 
these  batteries.  We  also  manufacture  '"Presto"  electric  cigar  lighters,  inspection  lamps,  dash  lamps,  electrical  connectors  and  lamp  sockets  for 
wiring  autos. 

Pr  A  I    C*  D   Hero  is  yotir  opportunity  to  add  a  line  of  quick  selling  useful  specialties.    We  give  bip  discounts  to  Canadian 

*^  t—       l_  ^  11  ^3      /loiisvs.    Gi  t  "PRESTO"  hand  lamps,  the  cheapest  and  best.    Write  for  quantity  discounts  and  catalog  of  full  line. 

Stock  carried  by  many  Canadian  Jobber*,  including  :  Canadian  Agents: 

Canadian  General  Electric  Co,  Maritime  Provinces— Henderson  &  Richardson  of  Montreal. 

John  Millen     bofiS.  M.\nitoba- W.  S.  Mussett  Co.,  Winnipeg. 

Canadian  Fairbanks-Morse  Co.  Saskatchewan  &  ALBERTA-Live  agent  wanted  to  call  on  elec- 

Canadian  Agent*  :  trical,  hardware  and  automobile  trade. 

Ontario— W.  B.  Morrow,  of  Toronto.  British  Columbia— Li\  e  agent  wanted  to  call  on  electrical, 
Montreal— H.  Wheeler,  distributor  for  Quebec.  hardware  and  automobile  trade. 

Manufactured  by 

Metal  Specialties  Mfg  Co.,  730-738  West  Monroe  St.,  Chicago,  111. 


The  Distant 
Control 


The  "STACK" 
Distant  Control  System 

gives  control  of  the  water  heater 
from  any  part  of  the  house 

It  is  an  attachment  (supplied  with  the  Stack  Heater)  that  enables  you  to  light  the 
gas  from  your  kitchen  or  bathroom  or  bedroom,  even  if  the  heater  is  located  in  the 
basement.  If  you  are  downstairs  (at  the  heater)  and  want  hot  water  for  the  laundry 
or  any  household  purpose,  turn  on  the  control  at  that  point,  and  the  heater  is  in- 
stantly in  operation. 

IT  FILLS  A  LONG-FELT  WANT  FOR  A  LOW-PRICED  AUTOMATIC 
CONTROL  AND  FOR  THIS  REASON  IT  WILL  BE  IN  BIG  DEMAND 

Stack  Water  Heaters 

Are  guaranteed  to  produce  more  hot  water  for  a  given  quantity  of  gas, 
and  to  last  longer  than  any  other  copper  coil  heater  of  equal  capacity  made. 

DROl'  A  LINE  FOR  FL  LL  DETAILS 

Jas.  Morrison  Brass  Mfg.  Co.,  Limited 

93-97  Adelaide  Street  West,  TORONTO 


Wliou  writing  to  advortlaora  kindly  montioii  Caiiadiau  Uardwarn  Journal 
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GENUINE 


Armstrong  Stocks  &  Dies 

are  so  well  known  to  the  steam  and  gas  fitting  trade 
that  It  is  to  every  hardware  dealer's  advantage  to 
stock  this  line. 


MALLEABLE  IRON  HINGED  PIPE  VISES 

WATER,  GAS  AND  STEAM  FITTERS'  TOOLS 

Write  for  Catalogue  TO-DAY 

The  Armstrong  Mfg.  Co. 

333  Knowlton  St.      Bridgeport^  Conn. 

Manufacturers  of  Water,  Gas  and  Steam  Fitters'  Tools 


THE 

Chicago  Steel  Rending  Brake 

In  One  of  the  200  Sizes 
will  Save  Money  for  You 

Your  sheet  metal  department  will  turn 
over   more   profit   by  the  use  of  the 

Chicago  Steel  Bending  Brake 

One  man  can  operate  with  ease,  and  it  pro- 
duces a  great  amount  of  worit  with  uniform 
accuracy  in  wonderfully  fast  time. 
Vou  needn't  rely  upon  our  judgment  or  yours. 
The  judgment  behind  the  employment  of  over 
ten  thousand  in  the  U.  S.  is  our  reference. 

Literature  apon  regaett. 

The  Steel  Bending  Brake  Works 

Chatham,  Ontario 


LIMITED 


U 


Yankee  Vise 

No.  1993 

WITH  SWIVEL  BASE 


A  Great  Little  Vise 
For  a  Big  Lot  of  Work 

An  entirely  new  feature  in  vises, 
quickly  appreciated  by  Tool  Makers, 
Machinists,  Electricians,  Amateurs,  and 
all  users  of  high-grade  labor-saving 
tools. 

Quickly  detached  from  swivel  base  by 
the  turn  of  a  set  screw;  and  being 
accurately  machined  all  over  can  be 
used  in  any  position  as  a  jig  for  special 
work  on  drill  press,  shaper,  etc. 

Holds  work  rigid  at  any  angle  with 
use  of  the  special  grooved  block. 

The  swivel  base  is  easily  and  firmly 
locked  and  released  in  any  position  by 
a  short  movement  of  lever  at  the  side. 

Jaws  2:4"  wide,  l~s"  deep, 

opening  3' s Base  7  ' . "  long. 


Your  Jobber  will  supply  you 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 
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"ZIG  ZAG"  Rules 

The  term  "ZIG  ZAG"  as  'ipplied  to  foJdjiaig  rules 
riMclf;  of  fiexiblo  wooci  is  a  tvade-miark  belonging  to 
ttis  Company.  Tliis  trade- mark  ds  stamped  on  the 
rules  either  at  full  lengtl;  or  in  its  abbreviated  forci 
"ZZ." 

The  Joints  used  in  "ZIG  ZAG"  rules  ajre  made  in 
iM)  distinct  styles,  the  Coueealed  Joint  m  whieh  there 
is  nc  hole  through  the  wood,  and  tflie  Rivet  Joint  in 
which  tfhe  rivot  is  carried  through  both  woo<l  and  joint. 
P.oUi  styles  contain  a  stiff  spring  -ivhich  holds  the  rule 
rigid  Tviien  oi>eu,  even  in  the  longest  lengths. 

Several  other  patented  features  add  special  value 
trl  the  Sta-niey  anf^  Victor  rules. 

Made  iu  all  standard  lengths  and  fiuisbes. 

Be  sure  your  stock  of  Fjldinp  Rules  all  bear  bho 
niroe  "ZIG  ZAG"  or  "ZZ." 


MANUFACTURED  BY 


Stanley  Rule  8c  Level  Co. 

New  Britain,  Conn.  U.S.A. 


Handle  a  line  of  Files  that  meets 

every  demand. 
-Demand  Absolute  Uniformity.  (One 
poor  file  may  lose  trade  you've 
spent  years  to  get  and  hold. ) 
3rd — Insist   on    Big    Factory  Stocks. 
(That  means  big  business  on  small 
shelf-stock.) 
4th — Consider   the   Superiority   of  50 

years'  experience. 
5th — Realize  the  Accuracy  of  five  great 

modern  plants. 
6th— Think  of  the  Economy  of  a  60,000,- 

000  yearly  output. 
7th — Bear  in  mind  the  Uniformity  of 
complete  control  of  every  manu- 
facturing process. 
8th — Get  the  benefit  of  a  continuous 
advertising  campaign  —  reaching 
all  the  people  all  the  time. 
9th— Sell  "Made  in  Canada"  Files— and 
keep  both  goods  and  money  at 
home. 

10th — Teach  your  trade  to  use  more 
files. 

11th — Handle    and   push   one   of  the 
"  Famous  Five  " : 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

{Made  in  Canada) 

NICHOLSON  FILE  COMPANY 

Port  Hope 


Jobbers  Everywhere 


Ontario 


Whou  wiliiug  to  advortlsors  kludly  menliou  Canadian  Hardware  Journal 
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DISTINCTION 

The  Chicago  "Relax"  Spring  Hinge 

has  distinctive  features 
which  impress  your  cus- 
tomers and  create  the 
demand. 

The  spring  action  re- 
lease allows  the  door  to 
be  placed  open  at  any  de- 
sired position  and  automatically  re- 
engages when  the  door  is  closed. 

Chicago  Sprtt5$*Bull  Compfitj^. 

CHICAGO    (^T)     new  YORK 


Send  for  Catalogue  S29 


BOMMER 

Floor  Surface  Spring  Hinge 

Release  and  Holdback  Features 
Bail  Bearing  -  Alignment  Device 

Every  moving  part  of  th^i*  hinge  can  be  oiled  from  a 
single  hole  on  out*ide  of  side-plate 

Suitable  for  both  doable-acting  and  single-acting  doort 


This  i.s  th(?  most  durable  liinge  of  its  type.  It  holds 
the  door  open  when  swung  to  90  degrees.  The 
spring-action  can  also  be  entirely  released  as  long 
as  desired  so  that  the  door  will  swing  free,  without 
spring-action  in  either  direction,  by  inserting  a  wire 
nail  (when  the  door  i.s  open)  into  a  hole  provided  in 
the  side  plates  for  that  purpose.  The  spring-action 
can  be  restored  by  withdrawing  the  nail. 

Bommer  Bros.,  ivi«.ufactorerf,  Brooklyn,  N.Y. 

Canadian  Representative,  Alex. Tbnrber,  290 St  Paul  St.W. ,  Montreal 


BATH  ROOM 
FITTINGS 

That  you  will  be  proud  of 


Write  for  our 
latest  prices 


These  are 
MADE  IN  CANADA 
by 

Kinzinger,  Bruce  &  Co. 

NIAGARA  FALLS.  ONT.  Ltd. 


Step  Ladders,  Ladder 
Chairs,  Lace  Curtain 
Stretchers,  Ironing 
Boards,  Tub  Stands, 
Folding  Beds,  Chairs, 
Tables  for  Camps,  Per- 
forated Chair  Sets. 

You  will  save  money  by 
learning  our  pnces  before 
placing  your  Order. 

Otterville  Mfg.  Co.,  Limited 
Otterville,  Ont. 


BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863  —    ^t^  INCORPORATED  1895 

Twelve  Medals  of  Award  at       ^^^^^^^^^^^^^^^^^  Special  Grand  Prize 

INTERNATIONAL         '^^^^^^^^^^^^  GOLD  MEDAL 

Expositions  ^^^^^^^^^^^^  Atlanta,  1895 

Copy  of  Catalog^ue  will  be  .sent  rree  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 

OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 
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Farmers  are  Good  Roofing  Buyers— 

Here  are  two  lines  that  will  build  you  up  a  permanent,  profitable  farm  roofing  trade 


>              ->  d 

1 

"Quality 
First" 

5 


" EASTLAKE " 
Galvanized  Shingles 


"  EMPIRE  " 
Corrugated  Iron 


WE  ALSO  MAKE  FOR  THE  FARMER 

Silo  Roofs     Metallic  Sidings  Ventilators 

A  good  kind  For  houses  and  barns  The  "Halitus" 

Write  for  particulars — It  means  money  to  you 

THE  METALLIC  ROOFING  COMPANY,  LIMITED 

TORONTO  Manufacturers  WINNIPEG 


nomeJBuaraM 


PAINT 


MAOe  IN   CANADA  A-RAM!?AV       S?N  Co.  :Montrear 


48  COLBORNE  ST.,  TORONTO.  ONT. 


Branches  at 


167  RENDER  ST.  W.,  VANCOUVER,  B.C. 
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There's  Quality  in 
Meakins'  Brushes 

Quality  ihat  beats  competition  and 
puts  more  profit  on  your  books. 

Sixty-three  years  of  honest  Paint 
and  Varnish  Brush  making 
has  developed  a  reputation  for 
Meakins'  Brushes  that  consti- 
tutes a  valuable  asset  for  the 
dealer  who  sells  them. 

Write  your  Jobber  for  Prices 

Meakins  &  Sons,  Ltd. 

Hamilton,  Ontario 

Warehouses  :  TORONTO,  LONDON  and  WINNIPEG 
Meakint'  Brush  Co..  Limited,  Montreal 


Laidlaw  Baling  Wire 
and  Bale-Ties 

are  sure  to  give  satisfaction 


Best 
Grade 


10  per  cent,  stronger  than  any  other 
Baling'  Wire.  Made  from  the  finest 
quality  Bessemer  Rods  by  our  own 
process. 

We  also  manufacture 

Wire  Nails  and  Staples 

ALL  THE  STANDARD  SIZES 
Let  uM  tend  you  our  pricma 

The  Laidlaw  Bale-Tie  Co. 

HAMILTON,  ONT.  Limited 

Geo.  W.  Laidlaw  Harry  F.  Moulden 

Vancouver,  B.C.  Winnipeg,  Man. 

H.  E.  O.  Bull,  Montreal  A.  T.  Diggins,  Stair  BIdg  .  Toronto 


WHEN 

THE  CUSTOMER  READS 


On  The  Shell  Box 

NO  ARGUMENTS  ARE 
NEEDED  TO  INDUCE 
HIM  TO  BUY 


DY  EXPERIENCE,  or  observation  of  others  using 
this  dependable  powder,  your  customer  has  ac- 
quired a  preference  for  this  widely  known  powder. 

SIMPLIFY  YOUR  STOCK 

by  specifying  DU  PONT,  for  Smokeless  loads  and 
DU  PONT  RIFLE  for  Black  Powder  in  shell  or 
bulk.  Do  this  and  tie  your  store  to  our  continual  and 
effective  promotion  of  trapshootmg.  Sell  the  customer 
DU  PONT  LOADS.  Make  a  quick,  safe  and  lure 
sale. 

^or  Powder  Booklatt,  Trapthooting  Club  Helpt 
HangerB  for  Ditplay^  Advertising  Aids 
or  Any  Information  About  Powders 
For  Any  Requirements 
Write  Dept.  499 

E.  I.  du  Pont  de  Nemours  &  Co. 

Powder  Maker*  Since  1802 

WILMINGTON,  DEL.,  U.S.A. 


Push  for  Farmers' 


Trade  this  Fall 


October,  1915 
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Now  is  the  time  your  Customers  are  looking 

around  for  Fall  hunting  supplies 

A  store  well  stocked  with  Guns,  Ammunition  and  Camp  equip- 
ment, attractively  displayed,  will  get  the  business.  The  Dominion 
window  trim  will  help  you  bring  the  trade  to  your  counters.  If  you  have  not  received 
your  supply  of  Dominion  advertising,  let  us  know  so  you  can  be  in  on  the  prize  con- 
test, which  is  fully  explained  in  the  envelope  enclosed  with  the  advertising  matter. 

The  Dominion  Canuck  is  a  shot  gun  shell  which  com- 
bines speed— power  and  penetration  to  give  absolute 
shooting  satisfaction.  The  perfect  smokeless  shot  shell.  You 
know  the  Regal,  Sovereign  and  Crown. 


STOCK  CANUCKS  THIS  FALL  AND  WATCH  YOUR  SALES  INCREASE 


4 


Dominion 
Cartridge 

Co.,  Limited 

120  St.  James  St. 
MONTREAL 


Davidson's  STOVE  BOARDS 


OUR  Seamless  Stove  Boards, 
with  Seamless  Corners,  are 
made  of  the  best  material. 
The  designs  are  exceptionally  at- 
tractive, as  our  ample  facilities  for 
lithographing  enable  us  to  furnish 
goods  of  the  highest  grade  of  ex- 
cellence and  artistic  design. 

They  can  be  supplied  in  seven  sizes, 
both  oblong  and  square  and  wood 
lined  or  paper  lined. 

Write  us  for  prices.  Mail  orders 
given  prompt  attention. 


The  Thos.  Davidson  Mfg.  Company,  Limited 


Toronto 


Montreal 


Winnipeg 


Push  for  Farmers'  Trade  this  Fall 
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MARTIN-SENOUR 

PAINTS  AND  VARNISHES 

Made  in  Canada  but  Sold  on  Merit 

and  you'll  give  satisfaction  that  will  cinch  the  future  orders  of  the  best  painters  and  largest  paint  users. 

You'll  increase  your  sales  in  all  other  lines  through  the  prestige  you  establish  and  from  the  greater  number  of  custo- 
mers who  will  be  attracted  to  the  Martin-Senour  exclusive  agency  store. 

Ask  the  man  who  sells  them 

Not  the  least  interesting  feature  is  the  extensive  Advertising  and  Sales  Promotion  campaign  especially  arranged 
to  Aid  our  Dealer  Agents.  It  comprises  effective  ideas  in  Interior  and  Exterior  display,  Mailing  campaigns.  Follow- 
up  systems.     In  fact,  nothing  left  undone  to  boost  your  sales. 

Our  message  of  c|uality  and  value  in  Martin-Senour  products  reaches  nearly  every  possible  user  in  Canada  through 
the  mediums  of  the  largely  circulated  Daily  and  Weekly  Press,  Magazines,  Farm  and  Religious  Journals,  etc. 


Drop  a  card  for  proposition 

-^fie  MARTIN-SENOUR  Go. 

LIMITED 

PRODUCERS  OF  PAINTS  AND  VARNISHES 
CHICAGO       MONTREAL  Winnipeg 

HALIFAX  •    LINCOLN  •  TORONTO 


^  The  buyers  in  strongest  position  to  buy  whatever  they 
want  are  the  farmers. 

^  The  farmer  depends  almost  entirely  on  the  advice  of 
his  hardware  merchant  as  to  whose  goods  he  will  buy. 

It  will  pay  hardware  retailers  to  concentrate  on  the 
farm  trade. 

^  It  will  pay  manufacturers  to  specialize  in  selling  farm 
trade  Imes  through  the  hardware  dealers. 

^  To  influence  the  dealer  an  aggressive  campaign 
should  be  carried  in  the  farm  trade  insert  of  the 
Canadian  Hardware  Journal. 


Push  for  Farmers^  Trade  this  Fall 


October.  19.15 
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There  are  five  calls  for  this  Alaba^me 

package  to  one  for  ajay  other  brand,  and  mo^ 

people  are  willing  to  pay  the  full  price,  50  cents.  Why 
not  give  them  what  they  want  and  get  the  full  profit. 


Alabastine 
Quality 

advertises 
Our 
Goods 


Alabastine 

^jtSjTjHE  PERMANENT^— 

WALL  COATING 


Easy  to  Mix,  Easy  toApply. 


Made  in  Twcntyone  Tints  and  V/hitc 


ALABASTINE  COMPANY 


\XW  PARIS  ONT.  CAmOh%'L3 


Alabastine 
advertising 
advertises 

your 

store 


The  1916  advertising  features  are: 

A  new  edition  of  Homes  Healthful  and  Beautiful,  with  17  new  illus- 
trations in  four  color  work.  *  We  will  equip  every  Alabastine  dealer 
this  year  with  free  stencils  ;  a  complete  new  window  trim  ;  large  hand 
decorated  panels  in  Alabastine  tints  ;  new  lithographs  ;  new  counter 
show  cards — everything  to  show  how  simple  and  easy  it  is  to  get 
correct  wall  decorations  with  Alabastine. 

The  Alabastine  Co.  Paris,  Limited,  Paris,  Ont. 


Push  for  Farmers'  Trade  this  Fall 
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Enterprise  Fireplace  Goods 


We  make  everything  you  need  in  this  line  and 
have  a  large  assortment  of  designs  to  choose  from. 


No.  57— Portable  Basket 


Both  Goods  and  Prices  Right.  Catalog  No.  5 
shoves  the  complete  line.   Write  for  a  copy. 


No.  20     Coal,  Open  Grate        16  Tile 


.>ii'i.i.-v^.t.*.fM:i'iiHjim^ 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 


JENKINS  &  HARDY 

Assignees,  Cliartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
15)4  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 


If  a  Farmer  Came  into  Your  Store 

and  saw  a  "WRIGHTLIGHT"  Lantern,  the  chances  are 
he  would  buy  it  with  a  little  urging.  It  is  the  brilliant 
light  they  give  that  sells  them. 

Fill  them  only  once  a  week,  clean  them  only  once  a  year.  A  lamp 
for  every  purpose,  the  most  complete  line  of  lanterns  on  the  market. 

Merchants  not  handling  them  are  overlooking  a  profitable  specialty. 
Used  about  the  store  they  attract  attention.  E\ery  one  sold  makes 
an  enthusiastic  friend  who  talks  them  up  and  sends  customers  to  you 
for  others. 

The  reason  for  this  is  their  brilliant  and  economical  light.  They  are 
the  safest  lantern  made.  No  danger  if  upset  or  dropped.  Roll  a 
lantern  around  in  the  straw  with  perfect  safety.  Must  be  seen  to  be 
appreciated. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton,  Canada 


Push  for  Farmers'  Trade  this  Fall 
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Appearance  plus  Efficiency 


The  way  it  works  out  under  the 
brush  reveals 

Brandram's  B.B. 

Genuine 

White  Lead 

as  the  perfect  White  Lead,  smooth, 
fine  and  easily  spread,  with  great 
covering  capacity.  It  has  a  very 
beautiful  appearance,  imparting  a 
brilliant  white  finish  of  extreme 
durability. 

The  sale  of  this  Wliite  Lead  is  increas- 
ing throughout  the  Dominion,  and  those  deal- 
ers in  a  position  to  sell  White  Lead  will  find 
this  the  most  profitable  stock  to  handle. 


^  Genuine 
^      B.B.  ^ 


SEMITE  LEAD 


BRAN  PR  AM,  HENDERSON 

Montreal  Halifax  St.  Johp         '  Toronto  Winnipeg 


Push  for  Farmers'  Trade  this  Fall 
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Over  Three  Million  in  Profit 


DIG  Ben  has  put  over  three  mil- 
^  hon  dollars  in  clean,  honest 
profit  into  the  tills  of  23,000 
retailerso 

Better  still,  he's  out  to  put 
several  million  more  into  these 
same  tills. 

A  stock  IS  ready  for  Cana- 
dian trade — packed  6  in  a  car- 
ton with  sales  helps. 


A  mahogany  display  stand 
free  with  an  order  for  12;  names 
printed  on  dials  with  an  order 
for  24. 

With  an  order  for  48  we  fur- 
nish an  electric  flasher  which  will 
attract  attention  to  your  window. 

In  case  lots  of  24— $1 .95  each.  In 
broken  lots,  $2.05  each.  Less  2%. 
Retail  Price  in  Canada,  $3.00. 


Push  for^Farmers'  Trade  this  Fall 
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Getting  After  the  Farmer  for  Fall  and  Winter  Business 

The  big  crops  of  191 5  will  give  the  agricullurisls  of  Canada  a  greater  purchas- 
ing power,  far  in  excess  of  any  previous  year  in  their  history.  Their  total 
revenue  is  estimated  at  a  billion  dollars.  An  ideal  time  for  the  hardware 
dealer  to  devise  ways  and  means  of  getting  the  business  of  four  million  people 
living  on  about  eight  hundred  thousand  farms.    Some  suggestions  for  doing  so. 

Bv  W.  L.  EDMONDS 


THE  ( 'aiiadian  faniitT  is  an  imi)oi'taiit  man.  To 
the  retail  merchant  he  is  particularly  so,  for  he 
is,  taking  it  all  round,  his  "best  customer. 
Someone  with  a  penchant  for  figures  has  estimated 
that  90  per  cent,  of  all  the  merchandise  that  passes  over 
the  counter  of  stores  located  in  country  towns  and  vil- 
lages is  sold  to  the  farmer.  "Whether  or  not  that  esti- 
mate is  witliiii  tilt'  mark  does  not  matter.   "We  all  know 


Suggested  window  trim  of  f;ill  Roods,  from  "One  Hundred  Easy 
W'indiiw  Ti  iiiis." 


without  having  to  be  told  so  by  statistics  that  the 
farmer  is  the  country's  big  buyer. 

There  was,  when  the  last  census  was  taken,  in  1911,  a 
rural  population  of  nearly  four  millions,  while  the 
number  of  farms  was  714,646.  Over  SSVo  per  cent,  of 
the  farmers  owned  the  land  they  occupied-.  The  land 
actually  occupied  was  109,777,085  acres,  and  the  value 
of  farm  property,  including  buildings,  live  stock,  im- 
plements, etc.,  was  $4,224,695,387.  During  the  four 
years  which  have  elapsed  since  then  there  must  have 
been  an  all  round  increase. 

But  that  which  the  retail  merchant  is  most  interested 
in  at  the  moment  is  not  so  much  the  value  of  what  the 
fanners  of  Canada  in  the  aggregate  possess,  as  the 
potentialities  oi"  their  purchasing  power. 

The  Farmer's  Increased  Purchasing  Power 

That  this  purchasing  power  is.  in  this  the  Fall  of 
1915,  greater  than  at  any  time  in  the  history  of  the 
country,  there  can  be  no  doubt. 

Last  year,  thanks  to  the  war  prices,  the  aggregate 
value  of  the  product-s  of  the  Canadian  farms  was  the 
largest  in  the  history  of  the  country.  But  this  year 
the  record  will  be  again  broken.  Although  the  actual 
extent  to  wliieh  it  will  be  broken  will  not  be  knomi 
until  the  Statistical  Bureau  has  i.ssued  its  annual  state- 
ment, yet,  based  upon  the  preliminary  figures  which 
have  been  issued  regarding  the  principal  grain  crops, 
experts  are  estimating  a  total  value  of  between  seven 
and  eight  hundred  million  dollars  for  \hr  field  crops  of 


the  Dominion.  If  this  estimate  turns  out  to  be  approxi- 
mately correct,  it  means  an  increase  of  $150,000,000  to 
$200,000,000  in  the  crop  value  of  the  country. 

A  Billion  Dollar  Revenue 

If  we  add  to  the  value  of  the  field  crops  the  sums 
which  they  will  receive  for  dairy  products,  fruits,  vege- 
tables, live  stock,  eggs  and  other  articles,  one  can  quite 
reasonalbly  place  at  a  billion  dollars  the  aggregate  value 
of  the  revenue  which  will  this  year  come  to  the  farmers 
of  Canada. 

A  billion  of  dollars  is  a  lot  of  money.  Even  Rocke- 
feller, who  is  said  by  some  authoi"ities  to  be  pretty 
close  to  a  billionaire  probably  could  not  tell  us  what 
it  means.  For  a  billion,  like  complete  goodness,  is 
something  the  human  mind  cannot  grasp.  Most  of  us, 
from  actual  experience,  vnll  probably  never  be  able 
to  grasp  the  import  of  even  one-tenth  of  that  sum. 

One  thing,  however,  we  can  all  grasp,  and  that  one 
thing  is  that  the  purchasing  potentialities  of  the  far- 
mers of  Canada  are  greater  this  year  than  they  ever 
have  been. 

That  the  whole  of  the  revenue  the  farmer  receives  is 
not  directly  available  for  the  purchase  of  merchandise 
is,  of  course,  well  understood.  There  are  interest  and 
payments. of  principal  on  loans  and  wages  and  other 
charges  to  be  dedxvcted.  But  that  the  great  "hulk  of  it 
ivill  be  available  for  merchandise  is  equally  certain. 
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Suggested  window  display  of  knives  and  pio  plates,  from  "One 
Hundred  Easy  Window  Trims." 


It  is  also  equally  cei'tain  that  the  amount  so  available 
will  this  Fall  and  Winter  be  much  larger  than  usual. 

Relation  of  the  Hardwareman  and  the  Farmer 

From  this  happy  condition  of  affairs  no  class  of 
business  men  is  likely  to  gain  more  tlian  the  hard- 
ware merchants. 

This  being  the  case,  it  naturally  follows  that  the  time 
is  more  than  usually  opportune  for.  the  hardwareman 
to  prepare  his  plans  for  obtaining  the  best  possible 
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benefit  from  the  situation  whicb  the  good  crops  have 
created. 

Bnsine,ss  that  comes  without  being  sought  is  good. 
But  business  that  is  sought  is  better,  because  it  is 
larger.  In  other  words  the  volume  of  business  that 
comes  to  a  store  is  proportionate  to  the  efforts  that  are 
put  forth  to  get  it.  The  dealer  who  sits  in  his  office  all 
day  lolling  his  time  away  with  a  pipe  in.  his  mouth 


Ready  for  the  fall  farm  trade.   Interior  of  J.  G.  Edwards'  store 
at  Lindsay,  Ont. 

will  always  get  some  business — at  any  rate  as  long  as 
he  remains  in  business. 

Just  as  it  is  the  farmer  who  employs  the  best  and 
most  progressive  methods  of  cultivation  who  as  a  rule 
reaps  the  best  crops,  so  it  is  the  retailer  who  employs 
the  best  and  most  aggressive  business  methods  who,  as 
a  rule,  sells  the  most  merchandise. 

Durinig  the  last  year  or  two  a  good  many  merchants 
were  naturally  deterred  by  the  general  adverse  trade 
conditions  from,  employing  their  usually  aggressive 
methods  in  search  of  business. 

But  whatever  may  have  been  the  influences  of  the 
past  the  conditions  of  to-day  warrant  a  return  to  the 
aggressiveness  of  normal  times. 

Opportune  Time  for  Getting  After  Farmer's  Trade 

"Don't  throw  your  hook  where  there  are  no  fish," 
says  a  Chinese  proverb.  The  merchant  who  this  Fall 
and  Winter  casts  his  hook  for  a  little  more  business  is 
not  likely  to  be  disappointed  if  it  is  properly  baited. 

For  a  year  or  two  the  farmers  of  this  country  have 
been  practisinig  economy  to  an  extent  probably  greater 
than  ever  before.  They  harve,  as  every  business  man 
knows,  been  buying  as  little  as  possible.  In  many  in- 
stances they  have  imagined  even  necessities  to  be  lux- 
uries, and  gone  without  them.  With  a  bountiful  crop, 
such  as  that  which  has  this  year  followed  upon  the 
heels  of  such  a  valuable  one  as  they  garnered  last  year 
there  can  be  no  doubt  regarding  the  ability  of  the 
farmer  to  increase  his  purchases.  No  one  is  in  a  better 
position  than  the  retailer  to  impress  this  fact  upon 
him.  He  has  the  factors  at  his  command  if  he  will  em- 
ploy them.  And  now  is  the  psychological  moment  to 
put  them  into  operation. 

Studying  the  Field 

The  first  thing  every  merchant  should  do  is  to  study 
his  field.  He  cannot  get  an  adequate  grasp  of  its  poten- 
tialities unless  he  does.  All  fields  are  not  alike.  Neither 
have  all  been  cultivated  to  their  limit,  any  more  than 
the  average  farm  has  been. 

Any  hardwareman  who  will  sit  down  with  his  clerks 
and  sti;dy  the  needs  of  the  different  farms  that  are  in 


his  locality  will  realize  that  there  are  potentialities  for 
new  business  far  beyond  his  conception. 

It  is  no  exa'^geration  to  say  th^t  there  is  not  a  farm 
in  any  district  in  Cd,nada  that  is  not  in  need  of  some- 
thinig  which  the  average  hardwareman  carries  in  stock. 

The  Farmer's  Necessities 

If  the  barn  or  stable  does  not  need  metallic  roofing 
or  siding,  it  may  need  paint.  And  if  it  does  not  need 
either  of  these  it  is  almost  certain  to  be  deficient  in 
something  else. 

Then  there  is  the  farmhouse.  If  it  doesn't  need  paint, 
eavetroughing,  or  something  else  of  an  exterior  char- 
acter, then  it  is  safe  to  speculate  that  the  interior  needs 
something,  either  in  the  shape  of  a  stove,  paint, 
builders'  hardware,  pots  and  pans,  sweepers,  lamps, 
lanterns,  pocket  flashlights,  or  cutlery.  A  need  for 
carpenters'  tools  could  probably  be  discovered  on  every 
farm.  The  farmer  who  keeps  an  automobile  or  a  gaa 
engine  is  also  worth  bearing  in  mind  as  a  purchaser  of 
oils  and  accessories  of  various  kinds.  It  would  prob- 
ably be  found,  if  investigation  was  made,  that  nearly 
every  farm  is  in  need  of  wire  fencing,  wire,  or  gates. 
In  fact,  one  hardly  knows  either  where  to  begin  or 
where  to  end. 

It  is,  of  course,  inconceivable  that  a  dealer  can  from 
personal  investigation,  either  on  the  part  of  himself  or 
his  clerks,  ascertain  the  needs  of  every  farmer  in  his 
locality.  It  would  be  impossible  to  fully  ascertain  the 
needs  of  even  a  single  farm.  A  great  deal  of  informa- 
tion can,  however,  undoubtedly  be  obtained  by  observa- 
tion. 

Making  the  Farmer  Realize  His  Necessities 

But,  after  all,  the  most  important  thing  to  do  is  to 
bring  to  the  mind  of  the  farmer  and  his  wife  a  realiza- 
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tion  of  their  necessities.  And  for  the  accomplishment 
of  this  there  is  no  dearth  of  mediums. 

And  the  most  potent  of  these  is  the  advertisement. 

The  word  "advertisement"  in  its  widest  sense  covers 
a  great  deal.  It  covers  the  advertisement  in  the  news- 
paper, the  catalogue,  the  folder,  the  poster,  and  the 
letter.  Even  the  window  display  in  its  final  analysis 
is  an  advertisement. 

All  these  forms  of  printed  matter  are  good,  and 
where  possible  all  might  be  used. 

Methods  of  Advertising- 

For  wide  pitblieity  there  is  nothing  to  beat  the  news- 
paper. It  travels  far,  and  each  copy  is  usually  read  by 
more  than  one  pei'son.  Its  influence  is  also,  as  a  rule, 
greater  than  that  of  any  other  medium,  and  is  road  by 
the  hired  man  as  well  as  by  the  farmer,  by  the  sons  and 
daughters  and  hired  girl,  as  well  as  Mrs.  Farmer. 

A  printed  sheet  the  size  of  the  page  of  the  ordinary 
newspaper,  and  mailed  to  surrounding  homes,  is  a  good 
thing,  either  supplementaiy  to  the  newspaper  adver- 
tisement or  as  a  substitute  thereof.-  Emerson  &  Fisher, 
St.  John,  N.B.,  and  Weichcl  &  Co.,  Waterloo,  Ont.,  are 
among  the  firms  I  can  recall  who  have  done  some  most- 
ttfective  advertising  in  this  way.  In  sheets  of  this  kind 
it  is  well  to  use  a  calendered  paper,  as  it  shows  half-tone 
engravings  to  better  advantage  than  the  ordinary  news 
print. 

Still  another  ett'eetive  method  is  to  get  up  a  little 
booklet  of  four,  eight  or  more  pages  either  8  by  6  or 
10  by  8  inches,  and  distribute  among  the  residents  of 
town  and  country.  Martin,  Finlayson  &  Mather,  Lim- 
ited, Vancouver,  occasionally  get  out  a  booklet  about 

MARTIN.  FINLAYSON  &  MATHER,  LI.MITED 
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the  size  of  the  former.  It  is  simple,  yet  neat,  attractive 
and  effective.  For  a  special  campaign  sueb  as  that  of 
getting  after  thj&  Fall  and  Winter  business  of  the  far- 
mer it  is  an  excellent  scheme. 

Of  course,  it  is  taken  for  granted  that  in  either  of 
these  three  forms  of  advertising  enumerated  illustra- 
tions will  be  freely  employed.  And  as  they  can  be 
readily  obtained  from  both  manufacturers  and  wbole- 


Interior  of  H.  R.  Smith'.s,  Cobourg.  Ont.,  hardware  store. 

always  given  the  farmer. 


A  welcome; 


salers  as  a  rule  it  is  a  practice  that  can  be  employed 
with  little  cost. 

The  Use  of  Window  Displays 

It  naturally  follows  that  in  a  campaign  such  as  that 
suggested  for  specifically  interesting  the  farming  com- 
munity special  attention  should  be  given  to  the  window 
displays.  They  should  accord  with  the  spirit  and  pur- 
pose of  the  campaign,  and  in  order  that  full  justice  be 
done  and  the  various  seasonable  lines  may  have  their 
share  in  the  display  the  windows  should  be  changed' 
frequently. 

Both  in  regard  to  the  advertising  and  the  window 
displays  better  results  will  be  obtained  if  the  campaign 
is  mapped  out  well  ahead,  so  that  clerks  and  all  con- 
cerned can  be  acquainted  with  the  details  for  each 
week,  or  for  shorter  period,  if  necessary. 

This,  of  course,  implies  consultation  between  the  mer- 
chant and  his  clerks  when  the  plans  are  being  devel- 
oped. 

Inaugurate  Demonstrations 

That  it  would  be  a  good  time  in  connection  with  a- 
eampaign  of  this  kind  to  inaugurate  a  series  of  demon- 
strations is  self-evident.  During  these  demonstrations 
it  would  be  a  good  thing  to  serve  coffee  with  rolls  or 
toast.  This  would  be  particularly  applicable  to  a  stove 
demonstration.  Possibly  a  miller  might  be  induced  to 
co-operate  by  supplying  the  flour,  and  a  grocer  the 
coffee. 

Employ  the  Rural  Mail  Delivery 

It  ought  to  be  also  po.ssible  to  use  the  rural  mail  de- 
livery system.  Two  years  ago  there  were  1,865  of  these 
routes,  with  65,000  boxes  in  position  at  as  many  farm 
gates.  This  number  has  since  been  greatly  increased. 
During  last  year  alone  940  new  routes,  on  which  48.000- 
boxes  were  placed,  were  added. 

The  Fall  is  here,  and  the  sooner  the  plan  of  campaign 
i.s  worked  ont  the  better  naturallv  will  be  tlie  results. 


Vancouver  hanlwarc  dealer^  grot  out  an  illii«tratcd  catalofoic  to  net 
the  farmer's  buainoaa— a  trample  page. 


The  store  tliat  prospers  is  not  the  one  that  can  write 
the  most  seductive,  misleading  advertisements;  it  ia 
the  one  that  advertises  honestly  and  sells  honest,  as~ 
represented  merchandise. 
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Lines  That  Attract  Women  Buyers  to  the  Store 

Broaden  out  and  cater  for  women's  needs  In  the  home — Sidelines 
profitable  and  productive  of  sales — Instances  of  what  can  be  done 

Written  for  Canadian  Hardware  Journal  Bt  F.  L.  P:DMAN 


THERE  is  no  longer  any  question  as  to  the  wisdom 
of  cultivatinig  the  trade  of  women.  Tt  is  a  generally 
conceded  fact  that  women  do  more  buying  than 
men,  and  it  is  likewise  admitted  that  they  buy  much 
more  freely.  Therefore  is  there  any  good  reason  why 
the  hardwareman  should  not  make  a  special  effort  to 
attract  this  class  of  trade? 

In  this  connection  much  has  been  said  as  to  the  neces- 
sity of  clean  stores,  well-arranged  stocks,  and  courteous 
clerks.  All  these  are  essential.  Women  dislike  dirt  and 
disorder,  and  they  will  not  tolerate  discourteous  sales- 
men; but,  granting  the  importance  of  all  these  things, 
what  is  more  essential  than  that  you  have  goods  which 
interest  women  and  that  you  thoroughly  acquaint  them 
vrith  this  fact.  You  must  make  direct  appeals  to  them, 
calling  attention,  in  every  practicable  way,  to  such 
commodities  as  are  designed  specially  for  their  service, 
^''ou  cannot  hope  to  attract  many  women  buyers  to  your 
store  if  your  show  mndows  and  advertising  matter  are 
devoted  exclusively  to  builders'  hardware,  saws,  ham- 
mers, etc. 

Do  not  stick  strictly  to  hard^vare  staples.  You  must 
broaden  your  field  if  you  are  to  stay  in  the  game  along 
with  your  fast-moving  competitors.  Each  year  there 
are  placed  on  the  market  a  number  of  meritorious,  pro- 
fit'-prodxicing  commodities  Which  mean  larger  profits 
and  increased  patronage  for  the  progressive  dealer  who 
stoc1:s  and  pushes  same. 

"I  find  my  glassware  department  has  done  much  to 
get  Avomen  into  my  store,"  says  one  hardware  mer- 
chant ;  "m  fact,  I  feel  that  it  has  made  m.e  more  womon 
customers  than  any  other  single  line  I  ever  added.  Most 
any  woman  can  be  induced  to  buy  anything  which 
appeals  to  her  sense  of  beauty,  and  it's  hard  to  imagine 
anything  more  pleasing  to  the  eye  of  the  average  woman 
lh.vi  a  nice  array  of  high-grade  giassware.  She  imme- 
diately sees  how  various  pieces  would  enhance  the  ap- 
pearance of  her  homC;  and  a  few  timely  suggestions 
from  a  tactful  salesman  are  usually  sufficient  to  land 
an  order. 

"I  lost  no  time  in  gaining  effective  publicity  for  my 
glassware  department.  The  first  {hing  T  did  was  to 
arrange  a  neat  Avindow  trim,  showing  a  table  decorated 
vv^ith  some  of  the  handsomest  pieces  T  had  in  stock. 
Suspended  over  the  ta'ble  was  a  magnificent  dining- 
room  lamp,  and,  altogether,  the  display  was  a  beauty. 
It  served  the  purpose  of  halting  women  in  front  of  the 
store  and  bringing  mlany  of  them  inside.  However,  I 
was  not  content  to  stop  at  this:  in  addition,  I  sent  out 
personal  letters  to  a  long  list  of  women  pro.speets,  in- 
viting them  to  coijtie  and  see  our  line  of  glassware,  and 
I  also  made  good  use  of  the  telephone  in  keeping  after 
those  who  were  slow  to  respond." 

The  kitchen  cabinet  is  an  item  that  can  profitably 
Le  handled  in  the  hardware  store,  and  one  which  can 
be  depended  on  to  bring  women  to  the  store,  if  properly 
advertised. 

The  duties  of  the  housewife  are  a  great  deal  more 
strenuous  than  the  average  man  imagines,  and  any 
commodity  you  can  offer  her,  backed  by  the  argument 
that  it  yviW  materially  conserve'  her  time  and  energy, 


is  pretty  apt  to  find  a  ready  sale.  The  kitchen  cabinet 
does  this.  It  is  a  real  helper  to  the  busy  housewife.  It 
concentrates  her  work  in  orie  spot.  Nearly  all  the 
articles  needed  in  the  preparation  of  a  meal  are  placed 
within  easy  reach,  and  yet  the  cabinet  occupies  only  a 
verj'  small  space.  Kitchen  work  is  actually  reducerl 
one  half  by  the  use  of  this  modern  convonif-nce.  Hard 
work  is  made  easj'  and  pleasant,  and  many  hours  are 
c'dded  to  the  leisure  time  of  th'^  housewife.  Explain  all 
these  things  to  thf  woman  prospect,  further  impressing 
on  her  exclusive  qualities  of  the  line  you  sell,  how  well 
each  eiabinet  is  made,  how  long  it  will  last,  etc.  Dis- 
play a  cabinet  in  your  window,  showing  various  articles 
in  their  proper  places.  This  will  get  attention,  and.  at 
Ihe  same  time,  demonstrate  the  utilitj'  of  this  com- 
modity. 

By  all  means  use  illustrations  in  connection  with  your 
newspaper  publicity,  for  in  advertising  an  article  of 
convenience,  such  as  this,  pictures  always  add  mater- 
ially to  the  effectiveness  of  the  copy. 

Study  the  kitchen  cabinet  from  the  viewpoint  of  the 
pro.spective  buyer.  Get  women's  ideas  as  to  what 
features  a  cabinet  should  possess  to  be  of  greatest  pos- 
sible service,  and  then  see  how  many  of  these  desirable 
features  are  embodied  in  your  prodnct  In  each  in- 
stance, where  your  product  meets  an  expressed  need 
you  have  uncovered  a  vital  selling  point.  Work  up 
your  sales  talk  in  this  way,  and  you  will  soon  have  an 
argumeuit  that  defies  ob.iections.  Then  whenever  a 
woman  enters  your  store-  who  is  a  possible  prospect, 
avail  yourself  of  the  opportunity  t-o  practise  your  sell- 
ing talk.   Some  handsome  returns  will  be  your  reward. 

Then  there  is  th^  vacuum  sweeper.  For  a  great  many 
years  the  broom  afforded  the  only  method  of  sweeping 
floors.  Pushing  a  broom  is  hard  work,  and  by  no  means 
is  this  m.athod  of  cleaning  satisfactory:  too  much  dust 
and  dirt  is  sure  to  escape  the  broom. 

The  invention  of  the  carpet  sv.-eepor  did  away  largely 
with  drudgery  of  sweeping,  but  it  left  much  to  be  de- 
sired in  the  way  of  effective  cleaning. 

For  a  long  time  a  need  was  vaguely  felt  for»  some 
commodity  that  would  combine  ease  of  operation  with 
thorough  cleaning  properties,  and  some  .enterprising 
genius  finally  arose  to  the  occasion  and  pushed  to  the 
front  the  vacuum  sweeper  which  is  meeting  this  de- 
mand to  a  nicety.  The  much-dreaded  housecleaning 
season  holds  no  terrors  for  the  housewife  who  owns  a 
vacuum  sweeper.  She  knows  that  this  task  can  now  be 
accomplished  with  ease  and  much  more  effectively  than 
by  old-time  methods 

A  broad  field  is  here  opened  to  the  hardware  mai\ 
but,  to  realize  maximum  results,  he  must  expect  to  do 
considerable  educational  work.  As  yet  women  are  not 
a?  familiar  with  the  vacuum  sweeper  as  they  should  be. 
They  know  comparatively  little  about  it  and  are  some- 
what slow  to  credit  the  claims  made  for  it.  which,  it 
must  be  admitted,  do  sound  a  little  incredulous  to  tie 
uninitiated.  For  this  reason  a  demonstration  is  almost 
invariably  necessaiy.    People  must  be  conviuced  by 

(.Continued  on  page  36) 
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Methods  of  Canadian  Hardware  Dealers  to  Provoke  Sales 


Value  in  staff  conferences — Want  book — Using 
the  front  of  counter  —  Plaster  as  a  sideline 


THE  "get-together"  spirit  is  becoming  more  and 
more  noticeable  in  the  retail  trade.  It  is  show- 
ing itself  not  only  in  associations  of  retail 
dealers,  but  also  in  conferences  of  sales  staffs,  al- 
though the  latter  have  not  been  taken  up  in  the  man- 
ner which  their  value  warrants.  Therefore,  there  is 
mucli  room  for  development,  particularly  in  the  hard- 
ware business,  where  their  value  has  not  been  realized, 
and  where  they  have  not  been  tried  out  to  any  great 
extent. 

These  conferences  can  be  held  for  different  purposes. 
Sometimes  it  is  so  that  the  clerks    may    confer  on 


Compact  and  neat  home-made  gun  display  case. 

methods  and  plans  that  will  stimulate  sales.  The  men 
behind  the  counter  frequently  have  some  good  ideas 
for  getting  more  trade,  and  at  these  conferences  an  op- 
portunity is  afforded  to  suggest  them.  In  addition, 
it  causes  clerks  to  take  a  deeper  interest  in  the  busi- 
ness, as  they  feel  that  they  are  factors  in  the  building 
of  it.  They  begin  to  feel  that  they  are  important  spokes 
in  the  business  wheel.  They  tackle  their  work  with 
greater  interest  and  enthusiasm,  so  that  these  confer- 
ences are  valuable  in  the  fact  that  they  inject  more 
pep  into  the  sales  staff,  as  well  as  bring  out  many 
good  business  suggestions. 


THE  WANT  BOOK 

Those  members  of  the  hardware  trade  who  attended 
the  last  convention  of  the  Ontario  Retail  Hardware 
Asisn.  will  likely  reinem'ber  the  little  talk  that  Adam 
Taylor,  of  Taylor-Forbes,  Ltd.,  Guelph,  gave  in  regard 
to  the  requirements  of  a  retail  store.  He  in.stanced  par- 
ticularly the  advantage  to  dealer.s  in  having  at  hand  a 
small  blank  hook,  in  which  to  write  down  the  "\vants" 
— the  goods  called  for  and  not  in  stock.  Such  a  book 
is  of  great  advantage  to  the  d^'aler  and  his  clerks,  and 
its  use  is  limited  only  to  its  adaptability. 


NOVEL  USE  OF  COUNTER  FRONT 

In  nearly  every  community  there  is  at  least  one 
hardware  dealer  wlio  has  his  own  method  of  making 
use  of  his  eountiT  front  for  display  puri)oses ;  and  it  is 
done  to  good  effect,  too.   Some  use  it  for  paint  ddiplay, 


the  tins  lending  themselves  readily  to  neat  arrange- 
ment; others  use  package  goods  of  a  seasonable  nature 
All  of  them  are  good.  But  we  came  across  a  man  the 
other  day  who  had  display  boards  hinged  to  bis  counter, 
which,  when  raised,  had  a  rod  to  keep  the  boards  sta- 
tionary, like  a  table.  On  these  boards  were  fastened 
various  small  articles — taps,  keys,  locks,  bolts,  and 
m'any  other  thin'gs^ — samples  of  goods  in  stock.  When 
not  in  use  the  board  is  allowed  to  drop  down  vertical. 
It  struck  the  writer  as  a  splendid  idea.  The  goods  are 
always  in  sight;  can  be  sampled  ;  and  as  they  are  price- 
tagged,  and  have  .stock  numbers,  so  that  clerks  can  get 
the  wanted  article  immediately,  it  looked  like  one  of 
the  best  silent  salesmen  we  had  seen  for  some  time. 


PLASTER  IN  HARDWARE  BUSINESS 

The  Sumner  Co.,  hardware  dealers,  Moncton.  N.l*.., 
some  time  ago  opened  a  campaign  advertisinig  a  certain 
brand  of  wall  plaster.  This  being  a  somewhat  unusual 
line  for  a  hardware  business  they  were  asked  about  its 
adaptability,  and  their  reply  is  that  "we  find 
this  an  excellent  seller,  and  a  good  profit  producer, 
superior  to  lime  plaster.  It  is  rapidly  replacing  lime 
in  this  section,  and  we  have  not  the  least  hesitation  in 
recommending  it." 


In  J.  N.  McGrregor's  hardware  store,  at  Oakville, 
there  is  a  compartment  display  table  for  small  low- 


C'ombination  silent  Balesnian  and  bargain  counter  as  used  by 
S.  B.  McClungr  &  Co.,  Trenton,  Ont. 

priced  articles,  which  is  as  nearly  dustless  as  possible. 
The  frame  holding  the  compartments  lias  a  wire-screeji 
ttoor.  through  which  the  dust  falls  on  to  the  table. 
Ever}'  morning  the  compartment  is  lifted  off  and  the 
table  dusted,  the  work  of  but  a  minute  or  two. 
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Selling  Sanitary  Utensils 

Wc  have  often  wondered  why  hardware  dealers  do 
not  devote  more  time  to  pushing  and  developing  sani- 
tary utensils.  Take,  for  instance,  the  sanitary  closet, 
an  article  with  an  almost  unlimited  possibility,  as  al- 
most every  resident  in  small  towns  where  there  are  no 
waterworks  can  be  sold,  and  every  farmer  is  a  good 
prospect  for  this  line  if  the  matter  were  only  put  up 
to  them  in  a  proper  light. 

When  one  considers  the  cold  country  we  live  in  and 
the  attractiveness  of  having  sanitary  conveniences 
right  in  the  home,  the  dealer  has  a  talking  point  that 
ought  to  enable  any  hardwareman  with  any  reason- 
able amount  of  ability  to  make  large  sales  of  this  line. 

The  line  bears  a  good  profit  and  is  sold  at  a  time  of 
year  when  business  is  getting  slack.  For  instance,  if 
this  article  were  illustrated  in  local  advertising  and 
exhibited  in  show  windows  during  the  fall  and  then 
followed  up  during  the  quiet  months  of  January  and 
February  by  placing  one  of  the  live  clerks  on  a  general 
canvass  of  all  customers,  taking  samples  right  with 
him,  so  the  sale  could  be  made  and  article  delivered  at 
once,  good  business  would  result.  A  tinsmith  or  some 
handy  man  could  be  sent  out  to  properly  install  them. 
This  would  give  salesmen  a  chance  to  get  in  touch  with 
customers  in  their  homes,  and  if  they  were  live  wires  no 
doubt  the  result  would  be  many  sales  in  other  lines. 

Manufacturers  are  prepared  to  back  up  the  efforts 
of  hardwaremen  with  literature  to  distribute  or  send 
out  with  their  circulars,  with  suggested  advertisements 
for  local  papers,  and  with  free  cuts  for  illustrating 
same. 

From  our  experience  we  know  the  sale  of  this  article 
•can  be  enormously  irfcreased,  says  a  large  manu- 
facturer of  these  goods.  We  have  agents  in  small 
country  villages  selling  fifty  of  these  in  a  season  simply 
because  they  push  the  line  and  get  out  after  the  busi- 
ness. It  should  be  an  easy  proposition  to  sell,  as  we 
guarantee  them  and  send  them  out  on  thirty  days'  trial, 
and  the  prices  to  hardware  dealers  this  year  are  very 
attractive,  so  low  that  any  of  their  customers  can 
afford  to  install  them. 

We  make  a  point  of  selling  our  goods,  if  possible,  to 
hardwaremen,  and  while  we  have  many  of  them  hand- 
ling this  line  we  must  confess  we  find  it  somewhat  hard 
to  get  others  to  go  after  this  business  as  it  should  be 
done.  The  Rowe  lavatory  is  another  article  of  great 
possibilities.  While  not  as  much  of  a  necessity  as  the 
sanitary  closet,  it  is  a  very  great  convenience,  and 
brings  to  the  country  home  city  conveniences — running 
water  on  tap. 

Experiences  of  Hardwaremen 

"My  experience  in  tbe  sale  of  sanitary  closets  and 
lavatories  has  been  rather  limited."  said  G.  A.  Binns, 
of  Newmarket,  Ont.  "The  closet  I  have  found  some- 
what slow  selling,  as  the  bulk  of  their  sales  seems  to  be 
among  summer  residents  at  resorts,  where  the  sani- 
tary conditions  are  generally  very  poor.  They  can  be 
used  for  a  couple  of  months  without  much  trouble. 
When  this  class  of  trade  can  be  reached  there  could  be 
a  profitable  trade  worked  up. 

"The  sale  of  lavatories  has  a  much  wider  field,  and 
if  one  is  set  in  the  store,  when  its  usefulness  and  at- 
tractiveness is  brought  to  the  attention  of  customers,  a 
very  good  trade  could  be  done  with  farmers  and  sum- 
mier  residents,  the  price  being  within  the  reach  of  any- 
one and  being  in  such  shape  that  anybody  can  take 
one  home  and  set  it  up.    It  should  make  a  profitable 


article  to  handle.  Both,  however,  are  articles  that 
have  to  be  properly  introduced  to  make  a  success  of 
them." 

Other  dealers,  like  0.  T.  Ballantyne,  at  Bruce  Mines, 
Ont.,  have  been  handling  sanitary  closets  and  have 
found  them  a  success. 


A  SIMPLE  METHOD  OF  ACCOUNTING 

In  keeping  his  customer's  ledger  accounts  in  check 
one  bookkeeper  used  a  series  of  consecutive  numbers 
to  designate  each  settlement,  marking  the  number  in  a 
small  check  column  opposite  each  of  the  debit  and 
credit  items  covered  by  the  payment. 

These  numbers  did  nothing  more  than  identify  the 
items.  By  making  the  numbers  express  dates,  however, 
such  as  7/12  for  July  12th,  he  could  tell  at  a  glance  the 
date  each  charge  was  paid  without  having  to  look  for 
the  corresponding  number  on  the  credit  side. 


HANDLING  MONTHLY  ACCOUNTS  SPEEDILY 

Every  day  of  delay  in  the  preparation  of  statements 
means  that  they  will  get  into  the  hands  of  customers 
late,  apd  that  remittances  will  not  come  in  promptly. 

The  time  consumed  in  making  out  statements  consists 
of  transcribing  the  items  on  the  statement  blank,  enter- 
ing the  date  and  afterwards  going  over  them  and  add- 
ing the  amounts. 

Here  is  a  method  of  making  up  statements  which  has 
proved  a  most  efficient  one  in  practice: 

When  the  dates  and  the  amounts  have  been  tran- 
scribed on  the  statement,  it  is  torn  off  and  dropped 
into  the  ledger  opposite  the  account  from  which  the 
amounts  have  been  taken.  The  edge  is  left  pro.jecting 
.slightly  above  the  page  so  that  it  will  serve  as  a  marker. 
In  this  manner  all  the  statements  are  dropped  into  the 
ledger  opposite  the  respective  accounts.  When  the 
adding  and  listing  of  the  amounts  has  been  completed, 
the  bookkeeper  turns  to  the  first  account  and  enters 
the  name  on  the  statement,  which  completes  it. 

But  there  is  another  important  point  just  here  that 
should  not  be  overlooked.  Since  all  the  items  taken 
from  a  customer's  account  have  been  added  and  listed 
on  the  statement,  the  total  should  agree  with  the 
ledger  total. 

By  making  the  comparison  between  the  statement 
and  the  ledger  totals  when  the  names  are  filled  in.  the 
bookkeeper  is  enabled  to  check  both  his  statement  tot-al 
for  items  transcribed  and  to  check  up  his  ledger  footing 
at  the  same  time. 

This  very  important  feature  of  this  method  of  mak- 
ing out  statements  is  incidental  to  the  method  itself 
and  does  not  require  any  extra  time  for  the  check. 
Besides,  it  enables  the  bookkeeper  to  get  out  his  state- 
ments much  more  quickly  and  with  far  less  effort. 

MIDWEEK  BARGAIN  DAYS. 

Custom  has  decreed  that  the  general  public  shall  do 
its  shopping  at  the  beginning  and  end  of  the  week. 
Hence,  on  Monday  and  Saturday  the  average  city  store 
is  crowded  with  .shoppers,  while  on  intervening  days 
there  is  little  doing.  It  is  either  a  feast  or  a  famine — 
one  day  the  sales  force  is  worked  to  its  capacity:  the 
next  it  is  idle.  These  conditions  are  prevalent  where- 
ever  they  have  not  been  corrected  by  the  retailers  them- 
selves. In  a  number  of  Eastern  cities  retail  merchants 
have,  by  co-operative  methods,  established  midweek 
shopping  days  which  help  to  relieve  the  strain  on  Sat- 
urday and  Monday,  and  which  have  also  been  produc- 
tive of  considerable  additional  business.  The  merchants 
of  Dallas,  Texas,  have  agreed  upon  Thursday  as  a  mid- 
week shopping  day. 
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Getting  Results  from  Tool  Window  Displays 

Increasing  sales  through  care  exercised  in  trims — Appealing  to  the 
eye  induces  purchasing — Two  examples  of  Canadian  tool  displays 


GOOD  display  begets  sales  for  the  dealer.  Every 
merchaxit  is  aware  of  the  fact,  or  should  be.  The 
department  stores — good  examples  for  the  umaller 
retailer  to  follow  in  most  lines  of  merchandising — recog- 
nize the  importance  of  good  display,  and  demonstrate 
their  faith  in  its  value  by  having  a  staff  of  men  to  de- 
vote their  time  entirely  to  display  work.  It  is  only 
necessary  to  walk  throiagh  any  of  the  big  stores  to  be 
convinced  of  the  importance  placed  on  good  display. 
Goods  are  played  up  so  as  to  best  appeal  to  the  eye  and 
induce  purchases 

The  window  reproduced  here  and  the  one  on  the 
foiloAviiig  page  are  exau^ples  of  sales^-winning  tool  win- 
dows. The  Survey er  window  features  carpentei's'  saws 
iind  the  Ashd'cwm  window  general  earpen>ters'  tools. 
AA'hile  it  is  tme  that  building  has  not  been  brisk  at  all 
this  year,  yet  hardware  fimis  that  specialized  on  tools 
report  good  busine'ss.  most  of  the  sales  being  due  to 
'(vindow  and  intei-ior  di«;plays. 

The  iMontreal  store  does  not  advertise  in  the  lo'cal 
papers  very  extensively,  but  the  Calgary  store  docs. 
I-5oth  of  them,  however,  have  good  window  trimtaeTS, 
who  are  given  much  sicope  to  develop  their  ideas,  the 
managers  of  the  stores  realizinig  that  the  window  can  be 
of  real  benefit. 


Attention  is  given  to  the  windows  by  chamgimg  the 
displays  every  week.  These  displays  are  vMaA  bring 
customers  into  the  store,  anid  it  i.s  up  to  the  saHesmen 
to  make  the  store's  service  so  attractive  that  the  cus- 
tomer becomes  a  permanent  caller. 

If  the  store  has  a  settled  p'oliey  to  handle  only  high 
grade  goods  this  will  help  build  up  a  regular  trade.  A 
dealer  can  work  up  a  busineiss'  in  cheap  lines,  of  course, 
but  it  is  aai  unsatisfactory  trade,  is  sure  to  fluctuate, 
and  the  delaler  is  continually  forced  to  straighten  out 
complaints.  With  quality  goods  all  this  is  changed,  and 
the  purchasing  public  soon  leiarnis  that  there  is  -a  b'ig 
difference  between  cheap  and  qualitj^  lines,  the  quality 
good's  being  economical  in  the  long  run.  This  will  bring 
buyers  to  the  store  AVhere  they  obtadm  satisfaction,  and 
the  store  gets  some  good  advertisinig  from  pleased 
buyers. 

This  fact  applies  with  strong  empbasis  to  tools,  but 
it  applies  also  with  force  ito  all  hardware  lines. 


SUGGESTION  FOR  THANKSGIVING  WINDOW 

Hardware  dealers  in  small  towns  sometimes  com- 
plain that  Avhile  window  trims  as'  pictured  in  trade 
papers  are  excellent,  many  of  them  are  so  elaborate 


Saw  wiiidnu  (li-^pliiy  witli  iiiiiny  coniniemlalile  features,  made  by  I,.  ,1.  A.  Surveyor.  Moiitroiil. 
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that  th&y  are  imiworkaible  for  the  smiall  store.  .Of  course, 
when  a,  wiivdow  is  trimrnicd  the  dealer  has  to  take  into 
consideration  the  size  of  his  window,  the  stock  he  wants 
to  display,  ajid  the  coiistituen'cy  he  has  to  serve;  and 
because  of  this  fact  he  must  adapt  the  window  pic- 
ture, or  some  portion  of  it,  to  his  own  needs,  leaving 
out  or  adding  to  it  as  he  seies  fit. 

Aui  attractive  background  and  floor  covering  is  an 
important  factor  in  window  trimming.  A  simple  acces- 
sory is  crepe  or  tissue  piaper.  This  material  can  be 
made  into  such  a  variety  of  beautiful  decorative  effects, 
and  is  cheap.  The  quantity  of  merchandise  shown  need 
nlot  be  large.  In  fact,  a  few  articles  of  one  or  two 
lines  will  prove  more  effective  at  the  iSales  counter, 
which  is  the  final  te.st  of  all  window  displays,  than  an 
overdressicd  window  shoAving  a  confusing  array  of 
many  articles. 

And  now  for  a  Thanksgiving  or  other  holiday  win- 
dow display  suggestion.  A  background  of  orange-col- 
ored crepe  paper,  the  exposed  edges  beimg  neatly 
eriimpcd  by  hand.  This  will  make  a  pleasing  effect.  A 
figured  border  around  the  top  will  add  to  this  effe'ct, 
and  the  border  could  be  used  on  the  floor  of  the  windo^v 
on  the  outside  next  the  glass. 

If  there  are  shelves  in-  the  window  the  top  of  each 
step  could  be  covered  with  a  dark  brown  paper.  A 
half-inch  paper  rope  m'akes  a  finish  for  the  outer  edge 
of  the  floor  as  well  as  each  of  the  steps.  A  -varicolored 
festoon  may  be  used  in  each  of  the  rear  corners.  If 
there  are  drop  lights  these  coidd  be  covered  "nath  yellow 
and  green  shades.  This  completes  the  decorations,  and 
the  cost  will  be  silight. 

Bedsides  this,  the  same  window  trim  can  be  used  to 
show  off  a  variety  of  goods,  and  when  this  is  done  and 
tiie  cost  spread  over  a  number  of  displays  it  Avill  be 
found  that  the  expenditure  amounts  to  but  a  few  cents. 

Even  the  novice  will  have  no  trouble  in  dressing  his 
window  if  he  has  at  hand  a  little  material  to  carpet  the 


floor  and  make  a  background.  Empty  boxes  covered 
with  paper  will  be  foaind  helpful,  and  all  this  should 
eneouraige  the  small  dealer  to  make  more  use  of  his 
sho'W  windows. 


ATTRACTIVELY  GROUPING  THE  HARDWARE 

That  hardware  ai-tieles,  even  of  the  heaviest  descrip- 
tion, can  be  made  into  an  attractive  picture  if  properly 
gt'ouped,  can  be  ga\aged  from  an  exhibit  made  at  the 
i^anama-l'acific  Exposition  by  one  ot!  the  big  I^^nited 
States  hardware  concerns,  an  exhibit  which  has  at- 
ti'actod  considerable  attention  beciuse  of  the  ingenious 
way  in  which  it  has  been  executed.  A  stage,  on  wbi<?h 
a  river  ard  mill  S'Cene  is  shoAvn,  has  been  produced  by 
grouping  thousantls  of  different  pieces  of  hardware, 
while  fidiacent  to  this  is  a  clock  tower  similarly  built. 

The  old  mill,  standing  at  one  side  of  a  river,  Avith 
oharact eristic  Avaterfall.  spiilwayj  and  revolving  Avhecl, 
is  formed  entirely  by  articles  Avith  Avhich  almost  every- 
one is  familiar.  MoAang  nickeled  chains  and  revolAdng 
auger  bits  are  used  to  produce  the  r-ft'fct  of  nmning 
A\-ater,  Avhicjh,  Avhen  vicAved  froni  a  short  distance,  looks 
very  realistic.  A  steamboat  crossing  the  stream  in  the 
background  is  composed  of  a  saw,  carpenter's  level, 
hose  nozzle,  and  a  mallet,  Avhile  a  windmill  on  one  of 
the  riA'er  banks  consists  of  cleaA^ers.  penholders,  and 
lead  p^ni'ils.  The  AvaterAA'heel  is  made  of  files,  saws, 
drill  bits,  and  hammer  handles. 

On  each  side  of  the  stage  are  artificial  fountains, 
A'-thich  aire  s-o  avcU  worked  out  that  the  illusion  is  nearly 
perfect.  Fine  chains,  AA'liich  at  first  sight  appear  as  a 
spray,  rise  and  fall  as  if  impelled  by  A'ar.A-ing  water 
pressi-ro.  while  .«ipinning  auger  bits  are  again  used  to 
produce  the  Avhirling  effect  of  Avater  falling  from  the 
upper  to  the  loAver  basins.  Door  hinges,  compasses,  and 
chains  are  used  in  forming  the  palm  trees  set  at  the 
sides  of  the  fountains. 
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Put  a  Little  Pep  Into  Fall  Wind  ow 
Trimming 

THE  time  has  now  arrived  for  a  revival  in  window 
ti'iinraing.   There  is  no  denyinjr  that  the  trimmer 
is  handicapped  to  some  extent  during  the  siam- 
mer  months,  but  from  now  on  attractive  displays  that 
will  appeal  to  the  eye  and  beget  businesfs  can  easily  be 
arranged. 

Not  only  can  they  be  arranged,  but  they  should  be 
arranged.  The  dealer  who  is^not  giving  a  good  deal 
of  time  and  attention  to  his  window  is  passing  up  an 
0)\nortiinity  to  get  a  good  deal  of  bu=;iness  at  small 
cost.  Every  dealer  who  has  given  the  window  a  fair 
try-out  will  tell  you  emiphatically  that  in  the  window 
display  the  retailer  has  one  of  the  best  possiTjle  selling 
agents. 

Many  Could  Find  Time  for  Frequent  Chang-e  if  They 
Really  Wanted  to 

Seeing  that  every  dealer  is  willing  to  admit  the  value 
of  good  display,  T  cannot  understand  why  some  dealers 
are  so  given  to  neglecting  this  important  business 
getter.  It  is  acknowledged  that  the  retail  store  is  gen- 
erally a  busy  place,  and  there  are  always  plenty  of  odd 
jobs  to  be  eared  for,  but  it  would  be  better  to  hire  some 
cheap  help  to  look  after  these  rather  than  neglect  the 
maintaining  of  good  window  displays. 

The  truth  of  the  matter  is  that  many  stores  that  think 
they  are  too  rushed  to  change  the  window  w*hen  it 
should  be  changed,  could  find  time  for  the  neces-^arj' 
change  if  they  would  only  try  to.  It  is  more  frequently 
lack  of  ambition  and  energy  than  lack  of  time  that  is 
responsible  for  unchanged  displays. 

Let  this  be  a  call  to  dealers  and  Avindow  trimmers  for 
more  attention  to  the  windo^v  during  the  coming 
months.  The  results  secured  vnll  well  warrant  the 
expenditure  of  time  and  effort.  Put  a  little  pep  into 
yonr  fall  window  trimiming. 


SEASONABLE  TIPS  ON  WINDOW  TRIMMING 

A  Toronto  dealer  whose  store  is  on  a  comer  has  a 
card  in  the  window:  "Make  use  of  your  time.  Study 
the  goods  in  this  display  while  waiting  for  your  car." 

The  hunter's  trade  is  business  worth  getting.  Why 
not  a  disjjlay  devoted  to  hunters'  supplies? 

This  is  really  the  opening  of  the  window  display  sea- 
son. Why  not  invest  a  little  money  in  necessary  fix- 
tures now  ? 

Use  plenty  of  show  cards  in  the  display  window. 
They  help  to  make  sales. 


VACUUM  CLEANER  DISPLAY  STOPS  CROWDS 

In  til-"  striking  windoAv  display  of  an  electrical  com- 
pany .1  dummy  arm  protmding  through  a  hole  in  a 
large  placard  waved  a  handkerchief  at  a  broom  in  one 
corner  of  the  -n-indow.  On  the  card  wa.s  the  legend  : 
"Good  by,  old  broom.;  the  electric  vacuum  cleaner  has 
come  to  take  your  place."  The  continual  motion  of 
the  arm  waving  the  handkerchief  stopped  many  hurry- 
ing pedestrians. 


A  NEW  FORM  OF  WINDOW  DISPLAY 

The  aggressivo  di  ;il,  r  is  always  looking  for  new 
ways  of  showing  goi>(l>  or  arranging  displays,  because 
when  people  see  goods  constantly  shown  in  the  same  set 


manner  they  begin  to  lose  interest  in  such  displays,  A 
new  manner  of  window  display  that  should  prove 
effective  in  catching  customers'  attention  is  shown  here. 

The  feature  of  the  display  is  a  row  of  seven  placards, 
each  with  a  package  attached  in  the  centre.  The 
placards  are  large  enough  to  permit  of  lettering  above 
and  below,  and  possibly  on  the  sides.  Each  card  dis- 
plays a  different  line.  An  opening  in  the  centre  of  each 
card  allows  the  can  to  project  half  way  through  the 
card. 

An  easel  at  the  back  of  the  card  supports  the  can  in 
place,  the  card  being  tacked  directly  to  the  front  of 


Placard  Window  Makes  Attradtive  Display 


Suggestion  for  a  new  and  novel  form  of  window  display.  Construction 
described  in  accompanying  article. 


the  small  easel.  The  diagram  in  the  upper  right  hand 
corner  of  the  window  sketch  shows  the  construction  of 
the  easel  with  the  package  in  place  and  the  card  about 
to  be  put  in  position  against  the  easel.  Goods  are  ar- 
ranged about  the  window. 


GREATEST  FORCE  IN  BUSINESS  PROGRESS 

The  most  poAverful  factor  in  inidustriai  and  commer- 
cial development  during  the  past  generation  or  more 
has  been  our  trade  journals.  They  have  rapidly  in- 
creased in  importance  in  eveiy  field  of  endeavor,  and 
nio  other  class  of  publications  is  read  as  thoroughly  and 
ea.mjestly  as  our  trade  journals. 

It  may  be  said  that  trade  joumials  are  a  defined  and 
finely  adjusted  implement  of  the  twentieth  eentui'y 
progress  that  autoiwatically  se'leets  and  .attracts  only 
the  interested  and  eliminates  all  others.  It  will  be 
noted,  like  other  economic  conveniences,  specialized 
publications  are  iuiappre«ia(ted  and  discredited  by 
some,  'but  to  the  constituency  which  they  seek  to  aid 
they  go  miodestly  and  noiselcvssly  along  and  greet  their 
readers  with  a  radiance  of  intelligence  because  they  are 
one  of  the  standards  of  education. — Woodworker. 


If  advertisinig  matter  and  catalogues  do  not  appeal 
to  some  proprietors  they  throw  them  in  tihe  waste 
basket.  They  never  get  past  tilieni.  They  don't  stop  to 
think  that  .some  of  the  bo.^^  in  the  store  would  be  glad 
1()  take  some  of  this  matter  home  and  study  it  after 
business  hours.  Pass  things  along  in  your  store.  Don't 
ground  the  current.  Jlemeral>er  there  are  others. 
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An  Opportune  Time  for  Getting 
More  Business 


By 

W.  L.  EDMONDS 


WE  have  all  learned  from  experience  that 
there  are  many  things  that  we  might 
do,  but  wihich  it  is  not  opportune  that 
we  should  do. 

Advertising  is  not  one  of  these. 
There  may  be  times  or  seasons  when  it  may 
be  neeesmry  to  curtail  advertising. 

But  there  are  never  times  and  seasons  when 
it  s'honld  be  cut  out  altogether,  itnless  business 
is  unobtaina'ble  eitlher  now  or  in  the  mear  dis- 
tant future,  which  is  a  continigen<?y  almost  be- 
yond the  ken  of  the  imagination. 

True,  oppoT-tunities  are  not  always  the  same. 
Just  ais  there  are  fluctuations  in  business  so 
there  must  be  fluctuations  in  opportunity. 

No  one  (juestions  the  fact  that  in  periods  of 
trade  actiA'ity  advertisdng  will  bring  more 
business  than  when  the  oppoisdt?  conditions 
prevail. 

But  as  there  is  always  some  business  there 
is  always  need  for  some  advertasimg. 

Owing  to  tbe  trade  depression  of  the  last 
twelve  or  eighteen  months  tliere  were  a  good 
many  businesis  men,  who,  deeming  the  oppor- 
tunity for  advertisiTTg  not  a  good  one,  either 
reduced  their  spaee  or  ceased  nsinig  any. 

Those  who  ceased  evidently  overioolced  the 
fact  tliat  inonoy  eTiiployed  in  good  advertising 
is  an  investment,  not  an  expenditure,  and  that 
the  purpose  of  advertising  is  to  get  business. 

But  A^hatever  may  have  been  the  wisdom  or 
otherwise  of  either  curtailing  advertisiing  or 
cutting  it  out  altoigether,  tbere  can  be  no  doubt 
as  to  the  policy  wihieh  should  obtain  at  present. 

And  that  is  to  advertisie. 

One  of  the  definitions  of  opportunity  is  "con- 
venience or  advantage  of  situ'ation." 

Some,  through  financial  circumstaaiiees.  may 
Jiot  be  in  a  position  to  invC'St  as  much  m^ney  in 
advertising  as  they  wi.sh. 

But  there  can  be  no  doubt  as  to  the  advan- 
tage of  the  present  situation  for  the  inaugura- 
tion of  an  advertising  earapaisrn. 

Tn  the  first  place,  nearly  everybody  has  for 
a  year  or  more  been  largely  confining  his  pui'- 
chases  to  necesisities. 

This  applies  with  equal  tnith  to  the  consiimer, 
the  retailer,  and  the  maniifacturer.  All  were  in 
the  same  boat. 

But  now  the  cause  of  which  this  was  the  effect 
is  disappearing. 

Tn  other  words,  abnormally  poor  trade  con- 
ditions are  giving  wa>  to  normal  trade  condi- 
tions. 


They  may  not  yet  have  arrived ;  but  they  are 
on  the  Avav.  And  there  isn't  anv  doubt  about 
it. 

The  preliminary'  report  jusi;  isTOed  by  the 
Statistical  Department  at  Ottawa  shows  the 
estimated  agtrregate  yield  of  whoat,  oat.s,  bar- 
ley, rye.  and  flax  to  be  824,000,000  bushels. 

This  is  an  increase  of  over  58  per  cent.,  cam- 
pared  with  1914. 

But  in  wheat  alone  the  increase  is  91  per 
cent,  and  in  oats  i'i  per  cent. 

No  farther  back  than  five  years  ago  the 
aggregate  yield  of  wheat,  oats,  barley,  rye  and 
flax  was  not  as  large  by  about  38,000,000 
bushels  as  the  yield  of  oats  alone  this  year. 

Last  year  the  value  of  all  the  field  crops  of 
Canada  was  officially  estimat'-d  at  $638,580,300. 
This  established  a  neiv  record.  But  it  will  be 
a  recoi'd  no  longer.  The  figures  for  1915  \yiW 
transecnd  by  many  millions  of  dollars  those  of 
1914  or  any  previous  year. 

All  this  spells  ultimate  prosperity. 

From  now  on  the  money  into  which  the  crops 
are  being  turned  will  flow  in  inerea.«ing  volume 
into  the  banks,  whence  it  wi\\  in  turn  flow  out 
for  the  liraiidation  of  liabilities  and  the  pur- 
chase of  merchandise. 

That  the  purchases  of  merchandise  will,  be- 
fore a  great  while,  be  heavy,  there  can  bo  no 
doubt. 

Everything  favors  that  supposition. 

In  the  first  place,  a.s  already  pointed  out, 
there  is  the  lightness  of  stocks  in  retailers' 
hands.  It  is  doubtful  whether  they  Avere  ever 
before  so  Ioav  generall.v.  for  it  is  about  two 
years  since  "cheese-paring"  began. 

And  then  the  farms  have  this  year  created 
wealth  sufneient  to  guarantee  a  greater  pur- 
chasing power  than  at  any  time  in  the  previous 
history  of  the  country. 

These  conditions  not  only  augur  well  for  the 
future,  hwt  they  create  an  opportunity  for  pe.'nir- 
recting  advertising  campaigns  that  have  been 
allowed  to  bibernate  and  of  expanding  those 
that  have  been  allowed  to  shrink. 

"A  wise  man,"  says  Bacon,  "will  make  more 
opportunities  than  he  finds."' 

The  business  man  Avho  has  the  Avisdom  to  ad- 
vertise can  find,  Avithont  effort,  ample  oppor- 
tunity for  doing  so.  whether  he  be  retailer, 
A\diolesaler.  or  nianufacturer. 

And  noAV  is  the  most  opportune  time  he  has 
had  for  a  year  or  two  of  doing  so. 

He  Avill  be  a  Avise  man  who  does  not  neg'lect  it. 
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Dealer -Profit  and  Nationally  Advertised  Specialties 


An  article  from  Advertising  and  Selling  in  which  the  writer  con- 
tends that  the  dealer  can  afford  to  sell  nationally}  advertised 
specialties  at  a  closer  margin  because  of  their  easy  and  rapid  sale. 

By  BEVAN  LAWSON. 
Sales  Manager,  The  AutoStrop  Safety  Razor  Co. 


EVERY  dealer  at  some 
time  or  ac other  tako"^ 
himself  seriously  to 
task  upon  the  question  of 
overhead  profit,  and  forms 
some  conclusion  upon  the 
cost  of  conducting  his  busi- 
ness by  considering  his  run- 
ning expenses  against  his 
gross  volume  of  turnover. 

Sometimes  he  is  siirpriscd 
to  find  that  his  percentage 
of  operative  cost  for  a  com- 
pleted 3^ear  has  run  so  high 
that  many  excellent  articles 
which  he  has  freely  sold 
are  shou-ing  very  little  pro- 
fit on  paper  when  the  mar- 
gin between  his  running  ex- 
penses and  the  discount 
afforded  by  such  articles  is 
considered. 

For   example,    a  dealer 
may  figure  that  b'"'?  cost  of 
doing  business  is  from  15  to 
20  per  cent.,   whereas  he 
buys  .many  staple  novelties 
at  a  discount  of  25  per  cent., 
and,  conserpiently,  he  may 
find    himself    almost  per- 
suaded to  discontinue  the  sale  of  such  ai'ticles,  or  at 
least  he  may  mentally  resolve  not  to  unduly  push  their 
sale,  despite  the  fact  that  he  has  fonaerly  done  a  verj 
nice  trade  with  them,  and  they  sell  on  demand. 

One  problem  faces  him  and  he  can  see  that  problem 
only:  "Tf  his  overhead  is  around  15  to  20  per  cent,  it 
surely  does  not  pay  to  sell  goods  which  only  afPord  25 
per  cent." — and  it  looks  like  a  question  with  only  one 
answer. 

The  Importance  of  Turnover 

He  does  not  stop  to  consider  how  many  times  he  is 
able  to  turn  over  that  article  in  a  year,  and  therefore 
how  often  he  can  use  that  same  investment  to  bring  in 
11  ready  profit,  nor  does  he  stop  to  realize  that  if  he 
throws  out  that  particular  line  from  stock  his  business 
will  not  be  increased;  nor  will  his  running  expenses  be 
decreased;  but.  on  the  other  hand-  his  expenses  already 
calculated  with  the  return  from  such  articles  included., 
will  be  proportionately  increased  because  of  loss  of 
volume  with  such  salable  articles  withdrawn. 

If  all  stock  were  enually  salable  that  a  dealer  could 
surely  turn  over  all  of  his  merchandise  several  times  a 
year,  his  operative  expenses  would  not  be  anv  serious 
part  of  his  worries,  but  it  is  also  a  fact  that  a  dealer 
has  to  carry  a  large  volume  of  very  expensive  stock 
in  trade,  and  his  expenses  climb  hieh — not  because  of 


EDITOR'S  NOTE 

THE  argument  has  frequenitly  been  put  forth  thfut 
every  larticle  in  tiie  store  should  bear  its  share  of 
the  cost  of  doing  business.  As  a  result  of  a  -wide- 
spread investigation,  it  has  been  found  that  the  aveir- 
age  cost  of  doing  business  dn  the  hardware  store  is 
20  per  cent.  According  to  the  above  argument  every 
article'  tlhat  does  not  ipay  a  profit  of  20  per  cent,  (or 
■svhatever  the  dealer's  actual  cost  of  doing  business 
is),  and  a  percentage  besides  for  net  profit,  should  bo 
discarded. 

But,  as  the  writer  .points  out  in  the  accompanying 
article,  discarding  an  article  that  sells  welil  yet  does 
not  yield  that  miich  profit,  does  not  redu&e  expenses, 
indeed,  the  dealer  gets  all  the  business  he  can  in 
staples,  thus  bringing  the  percentage  of  expenses 
down  as  low  as  possible.  If  he  cian  add  a  sideline  that 
is  well  advertised,  costs  little  to  carry,  and  senv^ 
easily,  the  profit  on  it  is  like  so  much  velvet. 

If  a  dealer  is  warranted  in  selling  some  specialties 
at  less  than  the  average  margin  necessary  on  staples, 
the  question  then  arises  as  to  how  low  a  profit  he 
should  accept.  There  must  be  a  limit,  as  every  side- 
line takes  up  a  certain  amount  of  space,  costs  some 
miomey  to  carry,  and  requires  a  oertain  amount  of  s'ell- 
ing  attention. 

There  is  no  doubt  that  our  readers,  those  directly 
intere.sted  in  this  question  every  day  in  the  year, 
have  some  opinions  on  this  point  and  on  the  gemexat 
question  of  dealer  profit.  We  would  be  pleased  to 
receive  expressions  of  opinion  on  this  question  fro'ia 
our  reaxiers. 


the  stuff  he  is  selling,  but 
because  of  what  he  is  not 
selling. 

"Small  Profits  and  Quick 
Returns"  as  a  Slogan 

Small  profits  and  quick 
returns  is  one  of  the  oldest 
and  truest  slogans  in  busi- 
ness, and  the  Woolworth 
Building  in  New  York  was 
built  on  the  rapid  profits 
from  small  novelties  and 
cheap  staples — so  small  and 
so  chean  that  excepting  for 
the  quick  and  frequent 
turnover  there  would  be  no 
element  of  profit  at  all  if  it 
were  considered  on  certain 
few  classes  of  the  goods 
sold. 

Supposing  that  a  business 
shows  an  annnal  running 
expense  of  20  per  cent.; 
this  logically  means  that, 
theoretically,  every  single 
article  sold  bears  its  actual 
share  of  this  20  per  cent, 
cost  of  selling,  seeing  that 
in  theory  during  every  day 
of  that  year  the  average  20  per  cent,  is  a  burden  con- 
stantly existing  and  to  be  considered  in  every  sale. 

The  argument,  therefore,  would  be  that  every  time 
an  article  purchased  at  25  per  cent,  discount  is  sold, 
the  profit  on  that  article  is  only  a  bare  5  per  cent.,  and 
that  time  spent  in  selliiig  that  article  is  not  sufficiently 
profitable  and  it  shoiild  he  discontinued. 

Sales  Which  do  not  Increase  Overhead  Expenses 

Granting  that  a  dealer  sells  a  well-advertised  line  at 
any  profit,  there  is  really  no  reason  to  "avoid  sales  which 
have  not  a  large  margin,  provided  that  the  sales  of  such 
goods  do  not  inci'ease  the  overhead  cost  of  selling  them; 
but,  on  the  contrary,  if  a  dealer's  expense  is  more  or 
less  constant  from  year  to  year,  and  he  can  add  lines 
which  are  advertised,  without  increasing  his  selling 
cost,  it  is  logical  that  the  additional  profits  from  such 
goods  are  net  gains,  and  in  practice  if  all  dealers  were 
to  discard  from  their  stock  'all  goods  which  did  not 
show  really  substantial  profits,  they  Avould  find  their 
overhead  would  materially  increase. 

Difference  Between  Staple  and  Specialty 

You  might  argue  that  this  does  not  apply,  of  course, 
to  the  impecunious  dealer  •nhose  till  is  his  bank,  and 
whose  very  existence  depends  upon  the  daily  profit  on 
a  limited  numl)er  of  articles  sold,  but  it  does  indeed 
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apply  to  all  dealers  when  specialty  articles  are  consid- 
ered. There  is  a  vast  diflFcrence  between  a  staple  and 
a  specialty;  staples  are  not  generally  advertisied;  spe- 
cialties are.  A  dealer's  overhead  is,  generally  speak- 
ing, established  by  his  sale  of  staple  goods,  which  he 
usually  sells  to  the  output-capacity  of  his  store;  if  he 
lacks  staple  goods  and  loses  sales  because  of  that  lack, 
he  buys  more  to  supply  the  need;  but,  more  generally 
speaking,  he  satisfies  the  demand  for  staple  supply  and 
then  turns  his  attention  to  specialties  to  increase  the 
sphere  of  his  sales,  and  all  sales  so  made  are  in  excess 
of  his  general  business,  which  carries  the  overhead. 

For  example,  supposing  t^tat  on  a  certain  day  the 
dealer's  store  is  closed  for  the  evening,  and  closed,  of 
course,  with  the  same  daily  running  expense  of  20  per 
cent.:  the  cash  is  counted;  the  day's  business  ended, 
and  the  door  is  locked.  Someone  taps  at  the  window 
and  he  is  admitted,  and  the  dealer  sells  him  an  aiticle 
which  virtiially  shows  only  a  25  per  cent,  margin;  and 
while  selling  it,  someone  strolls  in  and  b:iys  another 
of  the  same  article.  Are  expenses  for  tha)t  day  still 
this  20  oer  cent.,  oc  have  they  been  materially  lowered 
by  this  extra  profit  of  $2.00  or  $5.00  or  $10.00? 

Should  Aim  for  Volume  of  Turnover 

Volume  of  turnover  is  the  safest  aim  of  every  suc- 
cessful dealer;  to  keep  the  crowd  coming;  to  have  his 
shelves  filled  with  salable  goods  of  all  kinds,  provided 
they  show  any  reasonable  margin  of  profit  or  indeed 
any  profit  at  all. 

The  overhead  expense  of  most  retail  dealers  is,  gener- 
ally spe'aking,  in  more  direct  ratio  to  his  volume  of 
business  than  to  the  actual  graduated  scale  of  profits 
on  his  various  lines.  "Small  profits  and  quick  returns" 
is  more  than  a  slogan ;  it  is  a  business  axiom  that  has 
built  up  more  fortunes  than  any  other.  Live  depart- 
ment stores  watch  turnover  as  an  engineer  watches  the 
steam  gauge — because  they  know  it  alone  t^^lls  the 
vital  tale.  If  we  who  are  national  advertisers  could 
get  judged  for  our  turnover  value  mainly,  much  mis- 
understanding could  be  avoided. 

Profit  on  Staples  so  Much  Velvet 

To  impetuously  decide  to  discontinue  well-advertised 
articles  is  indeed  no  cure  for  high  business  expense. 
Possibly  those  very  articles,  by  their  popularity  and 
steadily  increasing  demand,  have  been  the  very  means 
of  reducing  a  much  larger  overhead  expense  by  the 
added  volume  which  they  bring  to  the  business.  Such 
novelties  are  in  a  sense,  a  sideline,  and  their  sale 
does  not  in  any  way  reduce  the  gross  sale  of  staples 
and  as  novelties  they  should  not  be  tax^d  v/ith  the 
same  overhead  expense  that  the  general  business  should 
be  taxed  with  (theoretically,  yes.  but  practically,  no), 
for,  possibly,  the  last  ye'ar's  high  cost  of  conducting 
business  would  have  been  much  higher  if  these  extra 
articles  had  been  elimiijated.  Their  cost  as  an  invest- 
ment is  not  high,  because  they  can  very  quickly  be 
supplied  as  they  are  needed,  and  if  a  dealer  were  to  go 
without  them  because  they  only  bring  25  per  cent,  he 
would  merely  be  robbing  himself  of  that  25  per  cent. — 
in  no  vvay  adding  to  the  volume  of  turnover. 

.Expenses  are  incurred  in  a  business  and  profits  are 
also  made  out  of  a  business.  Neither  expense  nor 
profit  is  a  constant  amount,  and  both  are  influenced  by 
innumerable  causes. 

Well  Advertised  Goods  Easily  Sold 

A  dealer's  business  is  either  a  popular  one  or  an 
unpopular  one:  either  successful  or  unsuccessful — de- 


pendent almost  entirely  upon  the  volume  of  turnover. 
A  dealer  may  make  his  windows  attractive  by  con- 
stantly changing  them;  he  may  advertise  to  bring  his 
customers  to  his  store,  or  he  may  seek  to  surround  him- 
aielf  with  a  pleasant,  painstaking  staff  of  clerks — and 
all  to  be  ready  for  the  cusitomfrs  when  they  come  in. 
Yet,  wnth  it  all,  he  must  aim  to  have  the  goods  which 
sell — not  necessarily  the  goods  with  large  margin  of 
profit — but  the  goods  which  move  irrespective  of  their 
degree  of  profit.  An  advertising  manufacturer  will 
create  much  of  that  demand  for  the  dealer,  and  result- 
ing sales  are  made  without  effort  or  direct  expense, 
and  naturally  some  of  the  dealer's  profit  has  already 
gone  into  that  scheme  of  advertising. 

In  spite  of  a  dealer's  economy,  his  overhead  expense 
may  be  15  or  20  per  cent.,  or  even  more;  and  yet  hio 
neighbor,  in  spite  of  much  greater  economy,  in  spite 
of  less  rental,  fewer  clerks,  and  smaller  actual  running 
expense,  may  find  his  business  costing  him  25  per  cent 
or  30  per  cent.,  or  even  more.  Analysis  of  these  two 
biTsinesses  would  not  point  to  careful  choice  of  marginal 
profits,  but  on  the  other  hand  it  would  point  always 
more  to  volume  of  business  in  all  classes  of  trade,  re- 
gardless of  analytical  question  of  highly  profitable 
margin. 

The  "fatal  cost"  is  ever  present  in  every  man's 
business.  It  is  a  first  lien  on  his  profits,  and  is.  there- 
fore, to  be  correctly  regarded  as  the  most  important 
factor  in  his  business.  Operative  cost  flourishes  on  lack 
of  sj^stem  and  ill  assortment  of  stock ;  it  fattens  upon 
lethargy  and  careless  indifference ;  it  lives  in  a  rut  and 
feeds  on  ignorance.  Enterprise  is  its  greatest  opponent, 
and  it  flees  in  the  face  of  s^'stem.  The  remedy  is  more 
often  a  question  of  domestic  regulation  than  of  reduc- 
tion in  range. 

The  successful  merchant  carefiilly  avoids  a  surplus 
of  sitaple  goods,  and  guards  against  an  overload  of 
accumulated  stock.  He  is  in  business  chiefly  for  the 
sale  of  the  merchandise  which  classifies  his  store,  and 
he  aims  to  keep  a  supply  proportionate  to  his  average 
distribution.  If,  in  a  general  sense,  he  has  a  sufficient 
surplus  of  his  owTi  classified  goods  to  fully  take  care 
of  his  established  trade,  it  avails  him  nothing  to  fill 
his  storerooms  with  more  of  these  articles,  and  to  con- 
siderably increase  his  working  stock  of  standard  staples 
would  not  bring  him  more  customers;  or  to  have  six 
storeys  piled  up  with  the  same  goods  would  not  reduce 
his  overload.  The  staples  which  establish  the  char- 
acter of  his  business  demand  a  certain  cost  to  exploit 
them.  He  knows  what  his  expenses  are  and  he  knows 
what  his  average  year's  sales  amount  to,  and  from  this 
he  learns  the  operative  cost.  If  his  stock  is  consid- 
erably larger  than  his  opportunity  to  sell  it,  his  over- 
head increases,  but  if  he  needs  more  stock  than  he  is 
selling  he  buys  it.  sells  more  goods,  and  reduces  his 
overhead. 

When  he  is  selling  to  the  capacity  of  his  trade  and 
is  stocked  to  that  capacity,  he  looks  around  for  some 
thing  to  increase  the  field  of  his  opportunity  and  to 
enlarge  his  sales.  He  buys  his  specialties.  They  are  not 
staples ;  they  are  articles  in  excess  of  what  he  is  com- 
pelled to  carry,  and  they  represent  a  profit  additional  to 
his  classified  business  He  has  found  new  channels  for 
trading  and  making  a  profit.  Generally,  they  are  ad- 
vertised articles,  advisedly,  they  should  be.  for  they 
are  foreign  to  his  business  or  they  would  not  be  spe- 
cialties. Their  profit  is  an  agreeable  profit,  not  spring- 
ing from  his  staple  trade,  but  additional  to  it  without 
added  expense. 
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Collins'  Course  in  Show  Card  Writing 


23  rd  of  a  terk*  of 
article*  specially  prepared 
for  this  journal. 

More  About  Shading 


AS  it  is  someAvhat  difficult  for  some  to  grasp  the 
priiieiples  of  shading  letters,  we  show  an  illus- 
tration herewith  that  w^ll  be  of  great  assis'tauci?. 
It  is  well  to  remem'her  t'ha)t  the  0'bje<^t  in  shading  letters 
is  to  stand  them  out  or  give  them  "thickness."  Shad- 
ing letters  is  not,  therefore,  a  matter  of  "lig'ht"  or 
how  the  light  miay  strike  a  letter,  but  it  is  designed 
to  show  the  sides  and  bottom  of  the  various  portioois 
of  the  letters.  It  has  been,  found  more  convenient  to 
ffliade  tihe  left  side  and  bottom  of  the  various  strokes, 
as  these  see.m  to  suit  the  natural  position  of  th'^  brush 
u-hile  he^ld  in  the  hand. 

The  shading  on  letters  gives  a  sort  of  perspective 
vie^v  of  th(>m.  In  regular  perspective  the  prnjection 
lines  all  radiate  to  one  point,  whereas  in  letter  shading 
the  projection  lines  are  all  parallel.  These  lines  are 
indicated  in  Fig.  24  by  the  various  arrows.  It  lias 
nlso  been  found  that  these  lines  work  best  at  about 
the  angle  of  45  degrees. 

One  diirtculty  a  begimior  has,  is  to  determine  the  width 
of  the  shade  at  the  side  of  the  various  strokes.  At 
first  thought  it  may  seem  that  this  A^ddth  will  'he  the 
same  on  all  strokes,  but  this  is  not  true.  The  bottom 
will  always  be  the  same  width  or  thickness.  Lines 
Aa,  j^ig.  24  determine  the  thickness  of  the  shading 
at  the  bottom,  and  the  angle  of  the  projection  lines 
will  determine  it  on  the  sides.  Next,  if  yon  draw  or 
"project"  two  lines  from  the  top  and  bottom  left 
hand  points  of  the  stroke  of  the  letter  at  th^>  angle  of 
45  degrees,  the  points  where  they  touch  the  lines  AA 
will  deteimiine  the  thickness  of  the  sha<3ing  on  the 
Slides  of  the  strokes.  A  line  drawn  from  these  two 
points  will  show  it.  Should  the  stroke  be  at  an  angle 
uf  45  degree^?,  no  shading  -will  show  on  eithei'  side,  but 
the  bottom  wnll  show.    See  Nos.  2  and  6  in  Fig.  24. 

An  interesting  experiment  with  a  piece  of  wood  Avdll 
be  of  great  assistance  in  understanding  this  principle. 
Take  a  pierce  about  6  inches  long  and  2x1  or  1  inch 


square  and  hold  it  in  a  horizontal  position,  'as  No.  1 
in  Fig.  24,  to  the  right  and  above  the  eyes.  You  will 
then  see  the  bottom  and  left  side  of  the  pieeie  as  No.  1. 
Now  drop  it  until  it  reaches  the  position  of  No.  2  and 
you  AviTl  not  be  alble  to  see  either  side  of  the  piece.  But 
continue  to  drop  it  until  it  re^aches  a  vertical  position 
and  you  see  the  bottom  and  left  side  as  in  No.  3.  Next 
let  it  fall  over  as  4,  5,  6,  7  and  note  hoAV  the  side  will 
appe^ar  to  you  in  the  various  positions,  or  tip  it  in  the 
opposite  direction  as  in  8,  9,  10,  11,  and  note  the  appear- 
ance of  the  side  until  you  reach  tlhe  position  of  No.  12, 
which  is  the  same  as  No.  1.  The  drawback  with  this 
experim'ent  is  that  the  end  of  the  block'  of  wood  will 
not  appear  as  the  end  of  the  .strokes  of  the  letters  will, 
as  it  will  always  remain  f\t  right  ang^les  to  the  side  of 
the  block,  but  the  end  of  the  stroke  of  the  letters  is 
always  made  horizontal,  no  matter  what  the  anigle  of 
the  stroke.  But  the  experiment  -^vill  show^  correctly 
the  side  of  the  block  and  the  rliminishing  oi'  increasing 
of  its  width  at  vai-ious  angles.  The  a>bove  explanation 
together  wdth  the  illustration,  should  give  you  much 
'assistance  in  shading  letters  with  the  ar.'g'le  strokes, 
such  as  A  K  M  N  V  W  X  y  Z.  Of  course,  in  ordin'arj^ 
work  j^ou  will  not  take  the  time  to  measure  shadiuig,  but 
the  principle  as  set  forth  afeove  should  be  understood, 
that  yon  may  do  the  work  intelligently.  If  you  hold 
your  brush  in  one  position  at  about  the  angle  of  45 
degrees,  it  will  take  care  of  the  various  wddths. 

Alphabets 

The  alDhahet  shown  this  montti  is  specially  suited 
for  pen  work.  In  cases  where  much  matter  goes  ou 
a  card,  it  is  sometimes  desirable  to  use  a  pen.  There 
p,re  spe'cial  pens  for  this  Avork.  A  "music"  pen  is 
considered  by  many  most  excellent  for  this  purpose. 
Others  prefer  the  Soennecken  pen,  which  is  a  stub- 
pointed  one  to  Ibe  had  in  A^arious  widths.  Another 

{^Confinucd  07i  page  36.) 
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ab  c  de  f ghij  klmnop  q  r 


Upper  and  lower  cmo  alphaboto  suitable  for  pen  work. 
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Make  Strong  Drive  Pall  trade  is  about  to  take  the 
For  Fall  Trade.  centre  of  the  business  stage.  The 
scheduled  time  has  arrived  and 
the  curtain  is  now  going  up.  The  moment  for  action, 
the  season  of  opportunity  to  which  you  bave  been  look- 
ing forward,  is  now  at  hand.  Have  you  everything  in 
readiness  to  make  your  appeal  to  the  audience?  Have 
you  the  stage  set,  the  necessary  goods  on  hand,  and  have 
you  plans  for  going  after  business  in  readiness  in  the 
wings  to  play  their  part  at  the  proper  moment? 

Every  dealer  should  be  thus  prepared  to  cash  in  on 
the  opportunities  for  trade  that  now  present  themselves. 
With  the  change  in  the  temperature  comes  a  change  in 
the  variety  of  goods  in  demand,  presenting  a  chance 
for  the  dealer  to  push  the  sale  of  seasonable  goods. 

Tn  addition,  the  supply  of  money  at  this  time  is  at 
the  high  water  mark,  especially  in  rural  districts 
where  the  farmers  are  niow  cashing  in  on  their  sea/- 
son 's  labors.  Now,  while  the  iron  is  hot,  is  the  time  to 
strike  for  your  share  of  the  possible  business,  injecting 
a  full  head  of  steam  into  the  business  machine  in  your 
drive  for  trade. 

The  dealer  who  marries  himself  to  up-to-date 
and  progressive  methods  will  catch  the  busi- 
ness of  Mr.  and  Mrs.  Newly-wed. 


Cash  in  on  Cus- 
tomer's Presence. 


It  is  difficult  to  understand  why 
some  merchants  will  pay  out  good 
money  for  advertising  to  get  cus- 
tomers into  the  store,  and  then  fail  to  make  full  use  of 
their  presence  there. 

Sometimes  we  will  hear  these  same  merchants  be- 
wailing the  lack  of  opportunities  for  business,  and  yet 
here  are  opportunities  for  making  more  sales  and  they 
neglect  to  put  forth  the  necessary  effort  to  cash  in  on 
them  to  the  full,  as  they  might  by  maintaining  displays 
that  would  catch  the  attention  of  customers  and  induce 
sales. 

Proper  salesmanship  on  the  part  of  those  behind  the 
counter  will  also  make  larger  sales  possible.  Cus- 
tomers who  come  into  your  store  are  open  for  sugges- 
tions, and  intelligent  suggestion  will  frequently  increase 
the  purchases  of  customers  over  actual  demand. 

The  cashing  in  to  the  fullest  extent  on  the  customer's 
presence  in  the  store  is  a  problem  to  which  the  merchant 
should  give  much  thought  and  study. 


Take  Care  in  How  frequently  it  is  the  case  that 

Selecting  Help.  an  employe  will  be  hired,  and 

just  when  he  is  getting  broken  in 
to  the  store's  work,  it  will  be  found  that  he  is  not  cap- 
able of  looking  after  the  work  he  was  hired  for  in  an 
as  efficient  manner  as  desired.  The  employer  has  given 
a  good  deal  of  his  time  and  attention  to  breaking  him 
in,  only  to  find  at  the  end  of  it  that  he  is  not  satisfac- 
tory. 

The  frequency  with  which  thi.5  happens  should  drive 
home  to  dealers  the  advisability  of  taking  more  care 
in  the  selection  of  help,  so  that  valuable  time  will  not 
be  wasted  in  breaking  in  so  many  new  employes.  A 
little  time  spent  in  investigating  the  character  of  a 
prospective  clerk,  and  gettinc  a  line  on  his  ability  to 
measure  up  to  the  work  for  which  he  is  intended,  would 
in  the  end  mean  a  saving  of  much  time  to  the  dealer. 

While  perfection  in  btisitiess  methods  is  un- 
attainable, he  who  makes  no  effort  to  attain 
thereto  will  soon  find  himself  outdistanced  by 
his  more  ambitious  competitors. 


Symposium  on 
Quality  and  Price. 


That  the  manufacturers  of  Can- 
ada recognize  the  importance  of 
quality  in  the  goods  they  pro- 
duce was  quite  evident  from  the  incidental  remarks 
which  dropped  from  the  lips  of  several  speakers  dur- 
ing the  convention. 

One  speaker  remarked  that  there  was  a  great  differ- 
ence of  opinion  as  to  what  constituted  quality.  Be- 
cause an  article  sold  at  a  low  price,  it  did  not  neces- 
sarilj'  follow  that  it  was  lacking  in  quality.  But  this 
same  speaker  declared  with  strong  emphasis  to  his  tone 
that  a  manufacturer  when  he  obtained  an  order 
should  endeavor  to  give  even  a  Little  better 
quality  in  his  goods  than  the  specifications  de- 
manded. "In  this  way,"  he  added,  "we  can  reward 
those  who  give  us  orders  and  encourage  them  to  give  us 
further  business." 

Another  expression  of  opinion  was  in  regard  to  the 
practice  of  some  of  cutting  down  the  quality  of  an 
article  in  order  to  meet  the  lower  prices  of  competitors. 
""We  should,"  he  declared,  "show  Canadians  that  the 
goods  we  manufacture  are  the  best  produced." 


October,  1915 


CANADIAN  HARDWARE  JOURNAL. 


33 


Oue  thing  upon  which  all  appeared  to  agree  was  that 
whatever  was  manufactured  should  be  sold  at  a  price 
which  gave  the  purchaser  good  value  for  his  money. 

"Practically,"  says  the  Standard  Dictionary,  "com- 
mercial value  is  that  for  which  a  thing  can  be  sold  or 
exchanged  at  a  given  time  and  place."  If  one  can 
judge  by  the  opinions  expressed  on  differeiit  occasions ' 
during  the  convention,  some  at  least  of  the  manufac- 
turers would  modify  this  definition.  They  would  deter- 
mine the  selling  price  of  their  product,  not  by  the  sum 
they  could  get  out  of  the  purchaser  for  it,  but  at  its  cost 
of  production  plus  a  fair  margin  of  profit.  In  other 
words,  they  would  furnish  the  best  article  possible 
for  the  money  received.  That  this  is  a  safe  doctrine 
few,  if  any,  will  dispute. 

Get  your  garbage  cans  into  your  window  in 
order  that  you  may  get  them  into  the  hands  of 
your  customers. 

Courtesy  Pays  Every  retailer  and  every  clerk  in 

Handsome  Dividerds.  the  retail  business  should  ever 
bear  in  mind  that  courtesy  is  an 
investment  that  pays  excellent  dividends.  It  is  a  habit 
that  is  likely  to  develop  into  a  bank  account,  and  the 
beauty  of  it  is  that  it  costs  nothing. 

There  are  certainly  times  in  business  when  a  person 
feels  like  giving  vent  to  ill  feelings,  but  it  profits  a 
person  best  to  control  himself  and  miaintain  a  calm 
and  polite  outward  appearance,  no  matter  what  may  be 
the  feelings  •within. 

After  all,  it  does  not  ease  one's  feelings  to  give  vent 
to  them,  especially  when  in  doing  so  he  finds  it  neees- 
sarj'  to  become  discourteous  or  impolite.  It  drives  cus- 
tomers away,  and  when  he  comes  to  reflect  on  his  ac- 
tions, he  generally  feels  ashamed. 

Yes,  courtesy  pays,  in  business  or  out  of  it.  Some- 
times the  dividends  are  deferred,  but  eventually  they 
are  cashed  in  on — not  only  in  the  form  of  money  but 
also  in  happiness  coupons. 

Better   business  methods  breed  better  credit 
standing. 

Health  is  a  The  man  in  business  to-day  is 

Business  Asset.  constantly  attempting  to  build 

up  greater  assets,  but  how  many 
there  are  who,  in  working  toward  this  end,  sacrifice 
one  of  the  greatest  assets  any  business  man  can  have — 
good  health. 

The  greatest  of  Prophets  has  wisely  said:  "What 
does  a  man  profit  if  he  gain  the  whole  world,  and  lose 
his  own  soul,"  and  we  might  paraphrase  it  for  the 
benefit  of  the  business  man  by  saying:  "What  does  it 
profit  a  man  if  he  gain  the  wealth  of  the  world  and 
lose  his  own  health?" 

Constant  application  to  work  and  continual  con- 
finement within  the  store  is  assuredly  bad  for  the 
health,  and  now  when  the  weather  is  favorable  is  a 
good  time  to  get  away  from  business  cares  and  worries, 
tone  up  the  health,  and  put  yourself  in  shape  for  an- 
other year  of  aggressive  merchandising. 

noalth  is  too  important  an  asset  in  business  these 
days  to  take  chances  on  having  it  impaired. 


An  occasional  jolt  in  the  business  ribs  by  a  compet- 
itor is  good  for  an  inactive  liver. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Now  for  the  fall  trade. 

- "  «  -^t  • 

Get  off  to  a  good  start. 

*  «  * 

Speed  up  right  on  the  first  lap. 

*  *    *  I 
Gringer  up  business  with  a  little  advertising. 

>»    *  * 

Is  your  business  paying  yon  a  worth-while  salary? 

*  «  * 

Look  to  collections.  The  supply  of  cash  is  now  at 
the  high  water  mark. 

*  *  * 

Dig  your  way  into  the  trade  of  the  community  by 
giving  good  service. 

Lots  of  men  are  suspicious  of  others  because  they 
knoiv  themselves  so  well. 

«    *  * 

If  you  would  catch  more  customers,  bait  your  win- 
dows with  attractive  displays. 

«    *  * 

The  man  who  is  always  satisfied  with  himself  is  gen- 
erally satisfied  with  very  little. 

*  *  * 

Don't  insist  on  doing  anything  the  good  old  way 
you  alvi^ays  have  done  it  if  a  better  way  has  been  dis- 
covered. 

*  *  * 

Teach  your  help  to  work  systematically,  eliminating 
all  possible  lost  motion,  and  they  will  do  more  work 
in  a  day  and  do  it  much  better. 

*  *  * 

Remember  that  25  per  cent,  advance  on  cost  of  goods 
only  means  20  per  cent,  on  selling  price — and  dealers 
invariably  figure  expenses  on  selling  price. 


Passing  Thoughts  on  Business 

By  W.  L.  K. 

He  who  is  dissatisfied  with  his  job  is  not  likely  to 
"■Hive  ever  happy"  with  it. 

Speculation  in  business  may  not  be  good,  but  he 
is  a  wise  merchant  who  keeps  his  eye  on  the  future. 

Now  is  the  opportune  time  for  looking  after  th* 
collection  of  accounts  as  well  as  the  ingathering  of 
new  business. 

Business  worries  are  often  the  fruit  of  bad  busi- 
ness methods. 

If  the  man  behind  the  counter  lacks  enthusiasm 
for  his  work  the  customer  upon  wlwm  he  waits  is 
not  likely  to  develop  admiration  for  the  store. 


Courtesy  in  the  store  doesn't  cost  anything,  but  it 
is  a  greater  asset  than  a  rich  jewel  on  tfie  finger. 
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Now  is  the  Time  to  Forward  Stove  Sales 

Give  department  good  position  —  Hints  and 
methods  on  stove  selling — Planning  the  sale 


THE  stove  department  of  the  hardware  store  at 
this  season  of  the  year  should  claim  and  get  a 
great  deal  of  the  proprietor' \s  time  and  atten- 
tion, if  the  department  is  to  pay  dividends  in  dollars 
and  cents. 

The  stove  stock  should  get  an  important  position  in 
the  store  during  this  Fall  season,  the  chilly  weather 
doing  more  to  turn  people's  thoughts  to  stove  buynig 
than  any  inducement  that  could  be  offered. 

In  your  display  classify  the  stoves  so  that  the  sales- 
man can  demonstrate  easily,  (juiekly,  and  conveniently. 
A  chair  or  two  for  customers  is  an  added  help,  and  well- 
polished  stoves  attract. 

Newspaper  advertising  intelligently  attended  to 
should  bring  inquiries,  and  it  is  then  up  to  the  sales- 
manship of  your  staff  to  sell  the  stove.    Advertising,  to 


This  model  kitchen,  in  the  window  of  a  Halifax  hardware  store,  brought 
some  nice  sales  during  the  week  of  display. 

be  effective,  costs  time,  thought,  and  attention  to  the 
needs  of  your  constituency,  so  in  planning  a  stove  ad- 
vertisement it  is  suggested  that  you  take  the  selling 
points  that  appeal  to  you  personally  and  make  them  the 
base  upon  which  to  build. 

Supplementing  newspaper  advertising,  a  mailing  list 
of  housekeepers  in  your  locality  should  be  taken  ad- 
vantage of.  Plan  a  campaign  beforehand  and  get 
two  or  three  letters  into  the  hands  of  those  on  your 
list.  Then  when  you  are  ready —  and  the  present  is 
the  stove-selling  season — ^make  one  or  two  good  window 
displays.  If  possible  set  a  date  for  a  demonstration, 
and  the  result  of  your  labor  should  more  than  justify 
you  in  stove  sales. 

PLANNING  THE  STOVE  SALE 

Here  is  a  job  for  you — to-night.  Or,  if  you  have  an 
im:portant  engagement  for  this  evening,  to-morrow 
evening  will  do. 


Sit  down  and  write  out,  in  longhand,  all  of  the  sell- 
ing talks  or  points  of  the  heaters  and  ranges  of  "which 
you  are  supposed  to  sell  a  great  many  this  fall. 

Take  your  time  about  it  and  get  it  very  complete. 
Say  all  the  good  things  the  -foundry  has  got  to  say 
about  their  product,  and  add  to  it  all  of  the  good  things 
to  say  that  have  occurred  to  you  and  that  they  have 
overlooked. 

Get  all  of  the  points  in  their  proper  order.  On  a 
range,  the  body,  the  oven,  the  firebox,  grates,  linings, 
the  hot  water,  the  warming  closet,  the  ashpan — in  fact, 
the  general  construction  of  the  stove — making  your 
points  in  the  sequence  that  you  think  they  ought  to  be 
made.  Then  do  the  same  on  your  heater. 

There  are  two  reasons  why  this  job  in  being  pa.ssed 
up  to  you.  One  of  them  is  sure  to  make  some  money 
for  you.   The  other  one— might. 

The  first  reason  is  that  the  task  will  require  a  great 
deal  of  thought.  To  do  it  well  you  will  have  to  tear 
apart  and  analyze  that  range  and  that  heater  as  you 
never  did  before.  If  you  do  it  well  it  will  improve  your 
selling  ability  to  such  an  extent  that  it  will  be  next 
to  impossible  for  a  looker  to  get  away  from  you. 

And,  if  it  does  that  it  will  make  money  for  you — 
won't  it?  No.  perhaps  not  right  after  each  sale,  but 
eventually  it  will,  just  as  sure  as  you  are  reading  this. 

The  second  reason  is  that — who  can  telH — you  might 
possess  the  ability  to  do  such  a  work  that  will  surprise 
you.  If  you  have  done  your  very  best,  re-writing  it 
several  times  if  necessary,  send  a  copy  of  it  on  to  the 
itianufaeturer  of  your  line.  They  have  been  known  to 
offer  prizes  for  just  such  work.  They  have  been  known 
to  pay  money,  and  even  oflfer  positions  to  men  who 
seemed  to  take  an  tinusual  interest  in  their  product. 

One  thing's  a  certainty — you  can't  lose! — P\irniture 
Record. 


THE  FALL  CAMPAIGN  IN  STOVES 

The  practice  of  stimulating  stove  trade  by  using  cir- 
culars, post  cards,  and  other  means  of  interesting  pros- 
pective purchasers  is  groAving  in  favor. 

An  American  dealer  who  publishes  a  monthly  house 
organ  devoted  the  September  issue  to  illustrations  and 
descriptions  of  heating  stoves  and  ranges.  It  was  called 
the  "Special  Stove  Number."  The  prices  given  for 
each  stove  included  pipe,  mat.  etc..  delivered  and  set 
up  ready  for  use. 

On  a  circular  illustrating  a  range  and  heating  stove, 
distributed  by  another  dealer,  tempting  offers  were 
made  to  purchasers  for  October  5.  6.  7  and  8  only.  With 
every  range  sold  at  the  regular  price  a  41-piece  blue 
willow  dinner  set.  selling  at  $8  to  $10.  was  given  free. 
A  coal  scuttle,  shovel,  stove  board  or  rug  and  enough 
pipe  to  set  up  the  stove  were  given  free  with  each  base 
burner  sold  during  the  four  days.  The  range  with  the 
set  of  dishes  and  the  base  burner  with  funiishings  were 
displayed  in  the  show  ^vindow. 

Still  another  dealer  issued  an  illustrated  post  card, 
on  the  address  side  of  which  appears  the  following: 

Stove  Thoughts 

These  snappy,  nippy  days  now  and  then  make 
thoughts  of  stoves  pertinent  and  comfortable. 
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It's  not  a  bit  too  early  to  comineTiee  to  look 
around  il"  yon  expect  to  get  the  most  for  your 
money. 


HOW  A  SMALL  MERCHANT  WON 

Apropos  these  methods  here  is  how  a  small  town 
dealer  overcame  the  effoi-ts  of  the  big  mail  order  houses 
to  corner  the  stove  business  of  his  place: 

A  woman  in  a  small  town  in  the  East  that  boasted  of 
hut  one  hardware  dealer  bought  a  kitchen  range  from 
one  of  the  principal  catalogue  houses  at  a  figure  she 
considered  very  reasonable.  Soon  after  it  arrived  and 
was  set  up,  however,  ..she  began  to  find  defects  in  it. 
The  oven  wouldn't  heat  properly,  and  the  smoke 
showed  more  desii-e  to  flood  the  kitchen  than  to  go  up 
the  chimney.  Hearing  these  things,  in  the  small  town 
way,  the  dealer  offered  the  woman  a  new  range  in 
exchange  for  the  one  that  was  defective.  The  offer  be- 
ing accepted,  the  dealer  put  the  mail  order  range 
in  a  window  of  his  store,  with  a  sign  that  read  like 
this: 

"We  have  just  exchanged  this  range,  bought  by  Mrs. 
Jones  from  Blank  &  Co.,  by  mail,  without  charge  for 
a  standard  range  regularly  carried  by  us.  We  lost 
money  on  the  deal,  and  we  will  not  do  it  again.  Those 
who  don't  want  to  buy  two  stoves  to  get  one  that  is 
good  had  better  come  here  first  when  they  are  ready 
to  spend  their  money." 


FOR  SETTING  UP  AND  OPERATING  STOVES 

Retail  dealers  in  stoves  and  ranges,  and  tbose  com- 
pelled to  use  poorly  constnicte'd,  or  decayed  chimneys, 
will  do  ivell  to  read  these  rules,  igsued  by  the  Niational 
.\ssociation  of  Stove  Manufacturers,  to  enable  them 
to  ascertain  what  the  matter  is  when  a  well-constructed 
ringf  or  stove  fails  to  operfate  as  it  should. 

No  stove  has  wbat  is  called  a  draft ;  it  is  the  chinuiey 
''or  its  equivalent)  that  produces  the  draft.  The  taller 
the  chiniupy,  the  stronger  the  draft. 

A  .stove  can  n'O  more  operate  v/ithout  a  chimney  than 
a  steam  engine  can  operate  without  a  boiler. 

If  a  stove  fail  to  give  satisfaction  it  is  beeaiise  of 
having  a  bad  chimney  or  being  inaproperly  set  up. 

If  a  stove  fail  to  operate,  the  chimney  must  be  looked 
to  for  a  remedy. 

There  are  mora  bad  chimneys  than  good  ones. 

Dea1ei"S  should  always  know  the  character  and  con- 
dition of  the  chimney  before  they  put  up  a  stove,  and 
tbw  ough^^  to  knoAv  that  a  stove  cannot  operate  without 
a  good  chimney,  reasonable  fuel,  and  being  properly 
set  up. 

As  the  maker  of  stoves  builds  neitliei-  the  house  nor 
the  chimney,  he  cannot  be  held  responsible  for  the  oper- 
ation of  the  stove,  a.s  a  .stove  cannot  operate  of  itself; 
it  must  have  a  chimney,  it  laust  have  good  fuel,  and  it 
must  be  properly  set  np  to  do  good  work,  otherwise  it- 
will  fail,  and  the  responsibility  must  be  with  the  chilis 
ney  or  'with  its  being  iniin'operly  set  up.  ;ind  not  with 
the  stove. 

The  dealer  often  forgets  that  the  things  that  prevent 
the  stove  from  working  are  located  between  the  pipe 
collar  of  the  stove  and  top  of  the  chimney — if  the  stove 
has  met  with  no  accident  in  the  transit.  It  does  not 
seem  to  occur  to  him  that  the  pipe  and  chimney  are  to 
do  the  drawing.  As  well  say  the  buggy  balks  when 
the  horse  refuses  to  go.  as  that  a  stove  can't  draw. 

Even  in  this  day  of  almost  perfection  in  cooking  and 
h;\Tting  stoves,  there  is  probably  not  one  stove  in  th(! 
market  but  what  here  and  there  is  said  "not  to  work/' 


and  the  twin  expressdion  is,  "what  sihall  we  do  with  it." 

It  is  abiiurd  for  a  man  who  can  see  the  chimney  and 
the  stove  set  up,  to  write  to  a  mamuf  acturer  who  canoiot 
see  either  and  ask  w'hy  the  pipe  and  chimtiiey  will  not 
draw  or  ' '  work. ' ' 

There  is  no  manufacturer  now  milking  stoves  who 
tnrnis  out  goods  that  wiW  not  work. 


Talk  Optimism :  Not  Hard  Times 

A  letter  from  Dad  to  Jim  in  the  store 
.=^iz^^r:^=:z^zr=  By  Edward  Dreier  z=:ir=:i^=:^ 

DO  you  know,  Jim,  that  a  lot  of  this  talk  of  hard 
tinies  is  all  pop])vcock.  It  reminds  me  very 
much  of  a  story  they  tell  back  hom«  about  an 
old  neighbor  of  mine.  Fred  started  up  to  town  one 
monung — one  of  those  bright,  sunshiny  siiramery  days. 
He  was  feeling  fine,  for  in  the  back  of  his  wagon  he  had 
a  fine  load  of  grain,  which  he  wanted  to  have  ground 
up  at  the  feed  store.  He  had  a  "Hello,  ain't  this  a  fine 
morning"  for  everyone  he  met.  And  nearly  everyone 
had  this  answer,  "Yes,  but  it  will  rain  before  night. 
You'd  better  hurry  home  with  that  grain  or  it  will  be 
soaked."  Before  Fred  had  gone  iive  miles  they  had 
him  so  seared  that  he  turned  around  and  drove  back 
home  on  the  trot.    And  it  didn't  rain. 

There  is  a  lot  in  being  optimistic  in  this  old  world 
of  ours.  Wake  up  in  the  morning  with  a  smile  on  your 
face  big  enough  to  crack  yOTir  jaw.  Hop  out  of  bed 
and  eat  a  good  breakfast — it  beats  all  what  a  good 
breakfast  will  do  for  a  man' — then  get  do-^vn  to  work 
and  decide  that  you  are  going  to  make  this  day  the 
biggest  in  the  history  of  the  store.  And  do  your  dern- 
dest  to  mlake  it  the  bigg'-st.  If  you  don't  do  it,  you  will 
have  the  satisfaction  of  knowing  that  you  tried  hard 
and  that  maybe  next  time  you  can  make  it  go. 

Keep  that  smile  and  good  nature  of  yours  going  all 
the  time.  If  someone  talks  hard  times,  get  them  out 
of  the  rut.  There  are  too  many  talking  hnrd  times  now. 
And  don't  you  forget  this  one  thing,  Jim,  and  that  is, 
the  men  Avho  are  letting  the  other  f?llows  do  the  talk- 
ing while  they  go  out  after  the  business  are  the  ones 
•;vho  are  putting  the  money  into  the  bank  for  the  rainy 
day. 

You  can  talk  your  customers  into  buying  things  you 
have  there  on  your  shelves.  Maybe  it  will  be  on]y  a  tin 
cup  or  a  pound  of  nails,  but  it  all  helps  move  the  stock 
a  little.  Ask  those  cu.stomers  <|uestions  about  things 
on  the  farm'.  Find  out  wha^t  they  need,  and  then  get 
your  brain  busy  to  try  and  sell  them  things. 

I  am  just  telling  you  all  these  little  things,  Jim,  be- 
cause I  want  you  to  succeed  there  in  the  store,  and  I 
know  that  you  can  do  it  if  you  really  get  down  and 
make  up  your  mind  that  you  are  there  to  work  hard. 
Merrily,  DAD 


ARRANGEMENT   OF   STOVE  DEPARTMENT 

Srovo?  and  ranges  shoald  n-ot  he  crcwrlefl.  Have 
room  fhat  customers  may  inspect  eaeu  stove. 

Casters  enable  the  stoves  to  be  moved  about  for 
iii!>p©^.tion. 

Have  seats  for  customers.  They  will  appreciate 
them. 

Keep  all  stoves  fresb-looking. 

Rave  plenty  of  light  in  the  department. 

And   if  at  all   possible,   isolate  stove  department 

f rimi  ro.cf   of  store. 
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COLLINS'  COURSE  IN  SHOW  CARD  WRITING 

(Contimied from  page  31. ) 
and  voiy  .similar  make,  is  the  Blanzy   Pourc.  The 
bo'ttora  line  of  the  alphabet  shows  how  nicely  this  style 
of  letter  adapts  ibself  to  either  condensed  or  elongated 
forms. 

Sample  Card 

The  card  given  this  month  is  siiitable  for  Thanksigiv- 
ing  window.    It  is  an  aii'bnrsih  design  with  tlie  tnrkty 


Timely  Thanksgiving  window  card. 

»'ut  from  a  picture  stnek  on  to  the  oval  witb  the  effect 
that  he  is  stepping  through  it.  The  shading  of  the 
oval  is  brown  and  the  lettering  is  in  dark  brown, 
shaded  with  a  grey  tint. 


COAL  PRICES  DOWN  IN  WEST 

Fifty  cents  a  ton  reduction  has  been  made  by  the 
retailf,*^  of  Lethbri'dge  coal  and  Banff  briquettes  in 
Reigina.  The  announcement  was  made  recently  by  the 
five  firms  which  handle  these  products  in  Regina.  Tii'^ 
three  brands  of  Lethbridge  coal,  the  Gait,  the  Imiperial, 
and  the  Ohinook.  which  fonneirly  sold  at  $8.40  a  ton, 
arc  n'0A7  being  delivered  for  $7.90.  while  brir|nettes. 
v.^hich  retailed  at  .$9  a  ton,  are  now  selling  for  .tS.50. 


BINDER  TWINE  BIG  ITEM  IN  WEST 

Close  to  eight  million  poundus  of  binder  twine  have 
been  sold  to  the  Western  Canadian  fanners  by  the 
fTrain  Grov.'ers  Grain  Co.,  according  to  J.  L.  William- 
son, representative  of  the  company  at  Regina.  This  is 
greatly  in  exces/s  of  the  quantity  handled  by  the  com- 
pany in  any  former  year,  and  the  supply  is  noAV  ex- 
hiausted.  In  fact,  J^Tr.  Williamson  stated  that  they  had 
not  filled  any  orders  from  the  Regina  ofPce  for  almost 
a  month.  This  giveis  siome  idea  of  the  increased  crop 
of  Saskatchewan  this  yar.  m  compared  with  that  of 
formfer  years. 


TOBACCO  AND  CIGARETTES  FOR  THE  SOLDIERS 

The  first  number  of  the  "Maple  Leaf  Magazine," 
published  by  the  Second  Canadian  Overseas  Contin- 
gent, is  the  September  number  just  issued.  It  is  edited 
by  Staff-Sergt.  Chas.  Crean,  and  is  published  in  the 
interests  of  the  tobacco  and  cigarettes  fund,  at  West- 
minster House,  7  Millbank,  London,  Eng.,  S.W.  Its 
object  is  the  collecting  of  money  to  be  spent  in  cigar- 
ettes and  tobacco  for  Canadian  and  British  soldiers  on 


the  Continent,  and  ('anadian  prisoners  of  war  in  Ger- 
many. The  people  of  Canada  are  a^siked  to  help  in  this 
cause,  and  the  hardware  dealers  of  the  Dominion  arp 
a.sked  to  co-operate  either  directly  to  the  above  address 
or  through  Canadian  Hardware  Journal  in  extending 
the  appeal. 

The  magazine  is  full  of  bright  articles,  poems,  wit, 
etc.,  contributed  by  the  leading  men  in  Britain  and  by 
the  men  in  the  trenches,  and  at  the  price  of  a  shilling 
should  [)rove  attractive  for  popular  reading. 


LINES  THAT  ATTRACT  WOMEN  TO  STORE 

(Continued  frotii  page  JJ) 

actually  seeing  for  themselves  what  this  machine 
will  do. 

A  retail  hardn'are  .salesman  d(  liver,  d  about  the  be.-,f 
selling  talk  on  vacuum  SAveep"rs  I  have  ever  heard 
After  selling  a  lady  customer  one  or  two  .small,  unpro- 
fitable items,  he  suggestpd  that  she  have  a  look  at  one 
of  their  vacuum  sweepers.  She  said  she  was  not  in  thf 
market  for  anything  of  this  sort;  but  consented  to  see  it 
nevertheless. 

"This  machine,"  explained  the  salesman,  "will  en- 
able you  to  keep  your  home  in  a  perfectly  sanitary 
condition  at  all  times,  with  very  little  exertion  on  your 
part.  It  thoroughly  cleans  mattres.ses.  pillows,  carpets, 
nigs.  uphoLstered  furniture,  draperies,  positively  re 
moving  all  dust,  dirt  and  germs,  and  no  dust  is  raisen 
for  you  to  breathe  in,"  He  thpn  showed  her  the  bag 
m  which  all  dirt  was  collected 

He  gave  a  very  strong  talk  on  the  time  and  labor- 
saving  properties  of  this  machine ;  explained  that  it 
was  light  and  easily  moved  about;  that  it  had  no  com- 
l)lex  parts  to  get  out  of  order  and  cause  trouble,  and 
as  a  fitting  climax  to  his  talk,  he  picked  up  a  piece  of 


Fig.  H.— Showing  principle  of  .^hading. 


old  carpet,  ran  the  machine  over  it,  and  showed  her  the 
result.    She  bought. 

In  choosing  a  line  of  vacuum  sweepers  the  dealer 
must  use  discretion.  Too  cheap  a  machine  may  fail  to 
perform  its  function  properly,  while  a  high-priced  one 
maybe  out  of  reach  of  the  majority  of  consumers.  A 
svveeper  that  can  be  retailed  at  from  fifteen  to  twenty- 
five  dollars  is  ordinarily  ver\'  reliable  and  a  good  seller. 

The  commodities  here  mentioned  represent  only  a 
small  part  of  that  class  of  merchandise  which  appeals 
specially  to  feminine  customei*s.  They  are  merely  sug- 
gestions. It  will  pay  the  hai-dwareman  to  go  into  tlii^" 
matter  thoroughly  :  to  give  it  much  thought.  He  should 
see  that  his  stock  includes  goods  which  attract  women 
buyers,  and  then  see  that  he  is  sufficiently  familiar  with 
such  goods  to  be  able  in  each  instance  to  make  the 
most  elTeetive  appeal. 
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Selling  More  Prepared  Paint  in  the  Fall 

Hardware  dealers  should  get  more  of  the  business 
going  —  Know  your  line  —  Quality  to  of  set  price 


TITERE  is  no  question  that  the  use  of  paint  in  the 
fall  is  in.ereasing,  and  tliat  a  great  deal  more 
prepared  jiaints  are  being  sold  at  tihis  season 
of  the  year.  Hardware  dealers  in  the  smaller  centres, 
however,  complain  tlrat  mail  order  bouses  are  selling 
large  (|uantities  of  this;  but  they  should  also  remember 
that  if  this  is  so  it  is  because  these  houses  are  alble  to 
convince  consumers  that  their  values  are  better  than 
tlie  local  dealer  offers.  What  is  the  remedy?  Either 
to  adopt  the  method  of  tlie  mail  order  houses,  or  to  sell 
a  higher  (luaJity  of  paint,  and  this  latter  appeals  to  the 
bulk  of  dealers. 

A  Western  dealer  who  had  trouble  of  this  nature 
took  up  the  selling  of  high  grade  paint.  Tt  was  pretty 
luird  at  fii-st,  he  said,  to  -eonvinee  consumers  that  a 
(lifferenee  of  75  cents  a  gallon  in  his  line  and  that 
otfei-ed  by  a  m'ail  ordi^r  house  was  in  (juality,  but  when 
he  oti'ered  to  supply  the  buyer  with  the  same  kind  of 
paint  at  the  same  price  as  tlie  mail  order  house  the  pur- 
chaser did  not  want  it. 

Mail  order  houses  are  selling  paint  to-diay  on  the 
basis  of  price.  On  the  basis  of  value  they  are  getting 
a  better  retuni  than  local  dealers.  But  it  frequently 
hap[)ens  that  the  dealer,  while  claiming  to  sell  the  best 
l)aint  made,  cannot  tell  why  it  is  the  best  paint  made, 
('ustomers  want  to  know  A\^heu  they  are  paying  dealers 
more  for  paint  why  it  is  that  mail  order  and  catalogue 
houses  can  sell  cheaper.    As  a  matter  of  fact,  the  dif- 


ference in  quality  is  there,  but  the  difficulty  is  that  few 
dealers  know  anything  about  the  value  and  quality  of 
the  paint  they  are  handling. 

Wlien  the  dealer  knows  what  he  is  selling  he  can 
talk  ahout  it  intelligently  and  so  convince  his  cus- 
tomers. This  is  one  way  in  which  the  dealer  can  in- 
creasie  his  paint  sales-  in  the  fall. 


SHOWING  OFF  THE  PAINT  STOCK 

Buyers  entering  the  hardware  store  are  impressed 
with  the  importance  of  the  paint  department  if  they 
see  a  well-arranged  assortment  of  stock.  The  arrange- 
ment not  only  has  its  effect  on  the  buyer,  but  it  also 
helps  the  salesman  in  waiting  on  customers  quickly  by 
enabling  him  to  get  at  once  the  article  required  from 
the  s:helf. 

Another  point,  have  the  stock  on  the  shelves  clean, 
with  the  lahels  perfect,  as  in  most  cases  the  customer 
wants  to  see  the  actual  can  he  is  buying  laid  on  the 
counter  before  him  hef ore  he  hands  over  his  cash. 

It  is  the  aim,  of  course,  of  all  dealers  to  make  as  many 
sales  as  possible.  Then  why  not  have  the  paint  depart- 
ment in  just  such  condition  that  the  customer  sees 
what  he  wants,  and  thus  help  the  salesman  to  make  his 
sales.  Dusting  the  cans  and  shelves  sihould  be  done 
daily. 

Careful  attention  should  be  paid  the  paint  depart- 


.\  lalklnc  window  diypluy  of  painlM,  one  that  sold  the  t'oods.  put  in  \iy  The  Whitten  Hardware  Co. 

Bracebridgu,  Unt. 
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ment  and  the  buyers  of  paint.  Demand  is  increasing 
and  must  continue  to  increase.  T'he  dealer  who  looks 
after  this  trade  and  cultivates  it  is  the  man  who  is 
going  to  get  most  of  this  increase. 


ADVERTISING  A  PAINT  STORE 

The  first  essential  in  advertising  a  paint  store  is  a 
willingness  to  advertise.  No  paint  dealer  ever  made 
a  success  of  advertising  who  aidvertised  grudgingly  or 
against  his  will — until  he  changed  hisi  entire  attitude 
toward  advertising. 

The  second  essential  is  a  belief  in  advertising.  No 
advertiser  ever  made  a  success  of  advertising  who  did 
not  have  absolute  confidence  in  the  efficacy  of  adver- 
tising— its  ability  to  produce  profitable  results. 

The  third  essential  is  confidence  in  the  quality  of  the 
goods  to  be  advertised.  Such  confidence  that  the  paint 
dealer  is  willing  to  stake  his  honor  and  his  reputation 
on  them,  and  every  claim  he  makes  for  them. 

The  fourth  essential — and  perliaps  the  most  impor- 
tant of  them  all — is  a  willingness  to  keep  it  up.  Be- 
cause spasmodic  advertising  is  sure  to  prove  disappoint- 
ing to  the  man  who  expects  quick  or  phenomenal  re- 
sults from  advertising.  The  whole  object  of  advertising 
is  to  create  confidence  in  the  advertiser  and  the  goods 
he  sells,  and  confidence,  you  know,  is  a  plant  of  slow 
growth.    But  it  is  a  plant  well  worth,  cultivating. 

Asked  what  form  of  advertising  I  would  recommend 
for  a  paint  store  the  answer  is :  Use  every  form  of  ad- 
vertising you  can  afford;  the  local  nevs^spaper,  the  per- 
sonal letter,  the  form  letter,  the  mailing  card,  circulars, 
pictiu'e  show  slides,  window  displays,  bill  boards,  fence 
signs,  bulletin  boards,  store  signs,  display  cards,  color 
cardis,  envelope  slips,  electric  signs,  etc.,  etc. — ad  lib- 
itum, ad  infinitum.  Each  of  these  forms  has  its  distinct 
and  individual  value  and  when  used  intelligently  they 
form  a  combination  that  may  be  made  almost  irre- 
sistible. 

The  first  thing  for  th.e  paint  dealer  to  determine  is 
that  he  has  a  line  worth  advertising  and  that  he  will 
advertise  it;  that  whatever  form  of  advertising  he 
adopts  as  most  practical  for  him  to  use,  he  will  use 
that  form  for  all  it  is  worth,  and  keep  it  up,  year  in  and 
year  out.  There  is  not  a  paint  dealer  anywhere  who 
cannot  increase  his  business  at  least  50  per  cent,  by 
any  foi'm  of  advertising  if  he  wiU  but  put  himself  to 
the  task  intelligently  and  continue  it  faithfully. 


PUTTING  COLOR  CARDS  TO  WORK 

If  properly  and  judiciously  used  the  color  card  can 
be  made  to  be  of  great  use  to  the  hardware  dealer  in 
selling  paints.  It  gives  information  to  the  prospective 
purchaser  as  to  the  quantity  of  paint  required  for  var- 
ious kinds  of  work.  It  shows  an  array  of  colors  that 
will  enable  the  buyer  leisurely  to  select  that  one  which 
will  best  serve  his  needs.  It  will  help  him  to  figure 
pretty  accurately  the  cost  of  a  painting  contract,  should 
he  have  a  large  job  on  hand. 

There  is  a  little  wisdom,  too,  in  sending  a  paint  color 
card  into  the  prospective  buyer's  home.  Many  buyers 
are  so  confused  with  the  range  of  colors  shown  in  the 
store  that  they  are  apt  to  defer  purchasing  until  they 
have  a  chance  to  think  it  over.  With  a  color  card  in 
hand  advertising  the  line  you  sell  and  a  chance  to 
think  it  over  quietly  at  home,  there  is  a  better  oppor- 
tunity to  make  sales  than  would  otherwise  be  the  case. 

When  a  dealer  receives  from  the  manufacturer  a  set 


of  color  cards  he  should  put  some  in  a  rack  in  the 
store,  near  the  paint  department,  and  carefully  and 
judiciously  u»e  the  others  in  sending  to  profjjjective 
paint  users  in  his  vicinity.  It  is  one  of  the  little 
business  helps  that  mean  sales. 


Paint  Displays  at  Canadian  National 
Exhibition 

A TOUR  of  the  ground*  and  buildings  of  the  37th 
annual  exhibition  of  the  Canadian  .Vational  Ex- 
hibition Association  convinced  one  that  Canada 
is  doing  "  business  as  usaial,"  and  also  that,  industrially, 
ihe  Dominion  is  proigrossdirg  satisfactorily. 

A  number  of  paint  .^nd  hardware  manufacturing  con- 
cerns marie  displays  that  were  telling,  and  being  attrao- 
lively  set  out  came  in  for  favorable  comment. 

Ramsay  &  Son  Co.,  Montreal,  had  a  tastefully  laid 
out  booth  exhibiting  their  superior  lines  off  paint*, 
r^ve  or  six  compartments  ail  the  rear  of  the  booth  were 
used  to  demonstrate  the  color  effects  attainable  with 
this  company's  line  of  tints,  comprising  mahogany  fur- 
niture istain,  Doulton  white,  white  enamel,  light  oak. 
and  other  artistic  shades.  Ramsay's  paints  are  used  ex- 
tensively for  both  interior  and  exterior  work,  and 
form  an  excellent  decorative  medium  and  finish  for 
both. 

Pratt  &  Lambert,  Inc.,  Bridgeburg,  Ont.,  made  an 
exhibit  and  gave  a  demonstration  of  their  "Vitralitp," 
particularly  adapted  for  inteinor  work.  A  sample  of 
the  company's  "61''  varnish,  saiitable  for  all  purpost-s, 
and  of  their  "o8"  varnish,  were  displayed — the  latter 
on  a  piece  of  California  redwood,  showing  the  excel- 
lent appearance  and  effect  of  this  grade  of  varnish. 
Teistsi  were  .shown  proving  the  waterproof  (pialities  of 
the  company's  white  enamel  varna.shes  for  outdoor  .and 
interior  work.  The  raw  materials,  pure  gums,  etc., 
were  an  addition  to  an  interesting  exhibit. 

Benjamin  Moore  &  Co.,  Ltd.,  Toronto,  displayed  var- 
ious samples  of  their  "Sani-Flat"  and  "Murescc" 
paints  and  tints  for  interior  and  general  decorating 
work  in  a  tastefully  laid  out  booth  in  the  Jlanufa^-- 
^urers'  Annex.  E.  C.  Roberts  had  charge  of  the  .^xhibit. 

Berry  Brothers,  Inc.,  Walkerville. — The  principal 
featurei?  of  this  firm's  exhibit  were  their  various  line5  of 
Luxbury  wood  varnish,  comprLsing  sp^r.  elastic  outside 
and  interior  finish,  and  Shingletint,  Dulgloss  and  Lack- 
lustre finishes.  Various  samples  of  wood  finished  with 
Luxbuiy  varnish  w^ere  exhibited.  Liquid  Granite,  an- 
otiier  product  of  this  company's  make,  is  also  u?ed  for 
various  kinds  of  interior  besides  floor  work. 

"Bonuk  '  Limited,  Toronto. — Samples  of  linoleum 
and  cork  matting  demonstrated  the  uses  of  this  firm's 
line  of  floor  w  ax.  "Ronuk"  floor  wax  is  put  up  in  both 
liquid  and  paste,  and  is  suitable  for  all  manner  of  wood- 
work finishing.  The  polish  is  supplied  in  various  sized 
tins  together  with  a  broom-shaped  polisher  to  eliminate 
kneeling  and  faeilit<ate  polishing.  Above  the  company's 
booth  the  Royal  coat  of  arms  was  displayed  in  gold, 
announcing  their  appointment  as  manufacturers  to  the 
iioyal  Household. 

Cooke  &  Boulton.  Toronto,  exhibited  various  samples 
of  their  C  &•  B  floor  wax,  which  the  company  claiin  is 
an  unexcelled  medium  for  all  kinds  of  woodwork  and 
flijore,  giving  a  hard  and  luiek-drying  finish.  C  &  B 
flcor  wax  has  been  used  in  several  impoi-tant  govern- 
ment buildings,  hospitals,  and  business  buildings  iu 
Toronto. 
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Pattern  for  Making  Eaves  Trough  Tubes 

Instructions  offered  by  expert  —  Information  of 
value  to  the  metalworker — Solution  of  a  difficulty 


By  a.  F.  MUELLER 


EAVES  trough  tubes  are  made  straight  or  flaring 
and  the    parallel    method    of    development  is 
usfd  in  the  straight  kind  and  the  radial  method 
in  the  flaring  ones. 

Draw,  as  in  Fig.  1,  the  end  view  or  profile  of  the 
trough  and  the  attached  tube  and  on  the  centre  line 
of  the  tube  describe  a  half  profile  of  the  tube.  As 
the  tube  is  composed  of  four  similar  parts,  space  only- 
half  of  the  semicircle  into  a  number  of  equal  spaces 
and  from  the  points  draAv  lines,  parallel  with  the  centre 
line  to  intersect  the  eaves  trough  as  at  1',  2',  etc. 
At  right  angles  to  the  tube  draw  an  indefinite  line, 
as  4-4-4  of  Fig.  2;  and  to  this  line  transfer  four  times, 
the  lengths  of  the  spaces  in  the  quarter  profile  and 
from  the  points  erect  lines  at  right  angles  indefinitely. 
To  these  lines  project  perpendicularly  the  points  of 
intersection  T,  2',  3',  4',  of  cori-esponding  numbers. 
As  to  the  lines  numbered  1  pro.iect  the  point  1' ;  to  the 
lines  numbered  2  pro.ject  the  point  2'.  Connecting  the 
intersections  will  produce  the  net  pattern  for  the  tube, 
as  shown  in  Fig.  2. 

.  In  attaching  the  tubes  to  tin  eaves  trough  the  usual 
custom  is  to  solder  on  the  tube  and  then  to  cut  out  the 
material  from  the  trough.  There  are  several  ob.iee- 
tions  to  this  method,  one  being  that  the  opening  is  never 
as  large  as  when  it  is  cut  before  soldering  on  the  tube 
and  the  ob.jection  that  was  several  times  impressed  on 
the  writer  was  that  he  had  to  return  to  a  job  and  take 
down  the  trough  for  the  purpose  of  cutting  out  the 


opening,  having  forgotten  to  do  so  when  in  a  hurry. 

To  develop  the  opening  draw  a  line  as  4'-4'  in  Fig.  3 
and  beginning  at  some  point  near  the  middle' set  off 
each  way  the  spaces  1'  to  4'  in  the  half  profile  and 
through  the  points  draw  indefinite  perpendiculars,  on 
each  of  which  set  off,  measuring  from  and  on  each 
side  of  4'-4',  the  half  distances  through  the  tube  at 
these  points  taken  >from  the  half  profile.  As  from 
1'  set  off  1-1",  from  2'  set  off  2-2",  etc.  Connecting 
the  points  thus  located  will  produce  the  net  pattern 
for  the  opening  as  in  Fig.  3. 

Fig.  4  is  the  end  elevation  of  a  trough  and  a  flaring 
tube  and  this  style  should  be  used  if  competition  or 
rather  opposition  has  not  shaved  the  profits  too  closely. 
It  is  a  frustrum  of  a  right  cone  intersecting  a  cylinder, 
their  axes  being  at  right  angles.  Draw  the  elevation  as 
in  Fig.  4  and  continue  the  outlines  of  the  tube  until 
they  intersect  the  centre  line  as  at  A.  Bisect  the  line 
that  represents  the  base  of  the  cone  or  d'-d  and  with 
this  point  as  centre  and  radius  to  d  describe  a  half 
profile  of  the  base.  Space  half  of  this  semicircle  into 
a  number  of  equal  spaces  and  project  the  points,  par- 
allel with  the  centre  line,  to  the  base  of  the  cone,  as- 
a',  b',  etc.,  and  from  the  points  on  the  base  draw 
lines  to  the  apex  A,  and  where  these  lines  or  elements 
cross  the  trough  as  g,  f,  e,  d  will  be  mitre  points  be- 
tween the  two  pieces.  These  mitre  points  are  all, 
excepting  d,  located  on  foreshortened  lines  or  those 
that  do  not  show  their  true  lengths.    To  find  the  true 
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lengths  or'  the  distances  th;it  tho  points  are  from  the 
apex,  the  points  are  revolved  around  the  cone  by  pro- 
jecting them,  at  right  angles  to  the  centre  line  in  the 
elevation,  to  one  of  the  outlines,  which  is  a  true  length. 
As  g  is  projected  to  A-d  and  then  A-g°  is  the  true 
length  of  A-g;  f  is  similarly  projected  and  then  A-f° 
will  be  the  true  length  of  A-f,  etc. 

With  A  as  centre  and  radius  to  d  describe  an  indefi- 
nite arc  on  which  place  four  times  the  lengths  of  the 
spaces  in  the  cjuarter  profile  and  from  the  points  draw 
lines  to  the  apex  and  these  lines  will  correspond  to  the 
elements  of  the  cone,  as  shown  in  Fig.  6.  With  A  as 
centre,  radially  transfer  or  radially  project  the  points 
on  the  outline  A-d  to  lines  of  corresponding  letters. 
Connect  the  intersections  and  then  will  d-d^'-x-x'  be 
the  net  pattern  for  the  flaring  tube.  At  the  ends 
material  is  added  for  a  grooved  seam  and  to  x-x' 
material  for  a  joint  to  the  pipe  or  conductor.  To  d-d^ 
an  allowance  is  made  for  a  flange  that  is  wide  enough 
to  take  rivets,  as  galvanized  tubes  must  be  riveted,  as 
shown  in  the  section  in  Pig.  8,  or  be  clinched,  as  shown 
in  the  section  in  Fig.  9.  To  make  this  clinch  the  allow- 
ance along  d-d^  is  made  about  half  an  inch  wide  and  is 
notched  or  cut  into,  to  the  net  line  of  the  tube  aboiit 
every  half-inch.  Then  every  other  one  of  these  lips 
or  lugs  are  turned  out.  The  rest  are  inserted  through 
tlic  trough  opening,  and  using  a  hammer  and  a  dolly 
the  lugs,  both  on  the  inside  and  the  outside  of  the 
trough,  are  dressed  against  it  and  then  firmly  .soldered. 

To  develop  the  opening  in  the  trough  for  the  fearing 
tube  it  is  necessary  to  find  the  half  distances  through 
the  mitre  points  on  the  intersection  and  a  part  plan  of 
this  intersection  is  necessary.  To  avoid  confusion  of  lines 
the  left  half  of  P  is  used  and  corresponding  points 
lettered  the  same.  From  a'  draw  lines  to  the  points  on 
the  profile  of  the  base  as  a'-a,  a'-b",  a'-e",  etc.,  and 
these  lines  will  be  the  plans  of  the  elements  of  corre- 
sponding lines  in  the  elevation.  By  projecting  the 
mitre  points,  parallel  with  the  centre  line,  to  their 
corresponding  plan  elements  will  locate  the  mitre 
points  in  the  plan.  As  f  is  located  on  line  A-b°,  it  is 
projected  to  the  corresponding  line  a'-b",  and  its  loca- 
tion will  be  f"  in  the  ])lan  and  the  distance  b°-f"  will 
be  (lie  half  distance  through  the  cone,  front  to  back 
through  the  point  f,  etc.  The  distance  throvigh  g  will 
be  g-g". 

In  Fig.  7  draw  a  line  d-g-d,  and  from  some  point  near 
the  in  id  die  begin  to  set  off,  each  way,  the  spaces  g-f. 
f-e,  and  e-d  in  Fig.  4,  g  to  d  l)eing  the  amount  in  length 
on  the  trough  that  half  the  tube  intersects,  and  through 
the  points  draw  indefinite  perpendiculars.  Measuring 
on  each  side  of  and  from  the  intersections  on  d-g-d 
transfer  the  half  distances  through  the  cone  on  simibir 
lettered  points  to  perpendicidars  of  the  same  letters. 
As  from  e,  set  of?  e"-c°,  from  f  set  off  f"-b°,  etc. 
Connecting  the  points  obtained  in  this  manner  will 
result  in  the  net  pattern  for  the  ojjening  in  the  trough 
as  shown  in  Fig.  7. — Hardware  Age. 


GETTING  THE  STEEL  CEILING  BUSINESS 

Some  time  ago  one  of  the  siicet  metal  concerns  in 
the  United  States  oflfered  a  prize  to  the  dealer  wh.i 
would  contribute  the  best  written  article  saiggesting 
ways  and  raeams  of  getting  more  steel  ceiling  business. 
A  Mr.  Tharalson,  of  Laurel,  Mon*^.,  won  the  prize.  As 
the  article  is  applicable  to  Canadian  conditions  as  Avell 
as  those  across  the  border,  it  is  printed  in.  ])art  here- 
with : 

"In  order  to  get  steel  ceiling  business  1  would  first 


of  all  secure  a  catalogue  of  some  reliable  hoti5w;  and 
select  a  small  stock,  eTiough  for  one  fair-size^  buildiii!?, 
alwa.ysi  carrying  that  much  in  .stock  of  three  or  fouj 
different  designs.  Then  I  would  store  this  on  arrival 
in  a  perfectly  dry  place  to  keep  from  rusting,  but  woiald 
place  one  sheet  of  each  design  in  a  conspicuous  and 
attractive  way  in  the  store  in  order  that  customers 
v/ould  notice  it  at  fir.st  glance  on  entering  the  building. 

"Whenever  a  new  building  is  being  built,  either  in 
town  OT  t,he  country.  I  would  go  after  the  owner  and 
tell  him  the  good  point.^  about  steel  '.vails  a^id  ceilings, 
also  bringing  him  to  the  store  and  siho^ving  samples. 
A  good  plan  would  be  to  show  him  some  building  in 
which  this  metal  had  been  placed  which  would  give, 
him  a  better  idea  how  it  looked  after  being  put  on.  He 
must  be  shown  the  ditferenee  in  cost  of  plaster  and 
steel  and  made  to  understand  that  the  steel  is  the  most 
economical  as  well  as  outlasting  the  plaster  a  long  time. 

"Then  I  would  make  it  an  ob.iect  for  the  contractor 
or  builder  in  drawing  plans  .ind  specifications  to  par 
ticularly  mention  the  fact  that  steel  ceilings  are  the 
brsit  all  aroTjnd  for  inside  decorating  of  walls  and  ceil- 
inigs.  1  would  give  him  a  certain  per  cent,  of  all  jobs 
in  which  this  metal  was  put  in. 

"The  samples  should  all  be  painted  and  decorated  in 
different  shades  and  tints  in  order  to  give  a  CTistomer  a 
variety  to  choose  from,  for  it  is  much  ea.sier  to  match 
furniture,  rugs,  etc  .  when  the  designs  to  be  put  on  th- 
■\rails  are  in  front  of  the  customer  to  choose  from. 

"The  way  to  get  the  business  is  to  advertise  and  talk 
steel  ceilings  to  every  pro.sipective  builder  or  repairer, 
providing  it  is  an  old  building  which  needs  retouching 
on  the  inside." 


KEEP  THE  METALWORKING  SHOP  CLEAN 

A  dirty  and  unkempt  condition  of  a  shop  or  plant 
invariably  exercises  a  depressing  influence  upon  a 
force  of  workers.  It  has  been  demonstrated  in  plants 
vp'here  the  policy  in  this  respect  has  been  changed  for 
the  better  that  not  only  a  marked  improvement  shows 
itself  in  the  attitude  and  spirit  of  the  men.  but  in- 
creased output  takes  place  with  a  material  lessening  of 
prodiiction  cost.  This  gives  immediate  testimony  in 
dollars  and  cents  to  the  value  of  cleanliness,  light,  and 
pure  air.  In  one  instance  under  observation  a  saving  of 
20  per  cent,  was  in  this  way  actually  realized  on  output 
cost  during  the  first  year. 

Surely  if  the  cost  of  cleaning,  repair  and  upkeep 
is  restored  to  the  treasury  so  (juickly,  there  is  no  need 
for  transacting  a  sheet  metal  working  business  in  the 
atmosi)here  of  a  juidv  shop,  and  a  good  share  of  contin- 
uous attention  to  these  matters  will  serve  to  encourage 
better  business  conditions  aiul  help  many  a  good  busi- 
ness to  become  still  more  jirosperous. 


W.  E.  Hardy,  for  the  past  eleven  years  connected 
with  the  Diamond  Rubber  Co.  and  the  B.  F.  Goodrich 
Co.,  and  lately  in  charge  of  the  sales  of  their  mechan- 
ical rubber  goods  division,  has  lately  been  appointed 
sales  numager  of  the  Boston  Belting  Co..  Boston,  manu- 
facturers of  mechanical  rubber  goods. 


In  order  to  save  a  great  deal  of  time  it  is  wise  for  the 
retailer  to  have  a  place  for  the  box-opener  and  the  ham- 
mer. These  two  things  are  needed  frequently,  yet  how 
many  times  is  the  merchant  or  clerk  compelled  to  waste 
much  time  looking  for  them.  'Much  time  could  be 
saved  by  simply  having  a  place  for  these  things. 
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Importance  of  Being  Well  Insured  Against  Fire 

Many  merchants  to-day  are  not  carrying  sufficient  insurance — How  the  dealer  can  some- 
times reduce  rate  —  Prevention  as  a  preventative  of  fire — Maf^e  sure  that  insurance  protects 


SAVINGS  OF  A  LIFETIME  WIPED  OUT 

The  store  and  stock  of  John  Jones  was  last  night 
destroyed  by  fire.  The  loss  in  all  amoimts  to  about 
$20,000  and  insurance  of  only  $5,000  was  carried. 

The  above  is  not  an  uncommon  news  item  in 
this  country,  and  what  a  pitiable  tale  it  tells.  How 
often  we  read  of  savings  of  a  lifetime,  gathered 
together  by  years  of  strenuous  labor,  wiped  away 
ill  a  state  of  l)ankruptey,  disheartened  and  dis- 
in  a  state  of  bankruptcy,  disheartened  and  dis- 
couraged at  a  time  in  his  life  when  he  is  just  be- 
ginning to  anticipate  the  pleasures  in  store  for  him 
from  the  little  nest  egg  which  he  has  slowly  been 
laying  aside. 

Surely  the  very  thought,  the  dearly  bougiht  ex- 
periences of  other  merchants  should  awaken  the 
dealer  to  the  necessity  of  carrying  sufficient  insur- 
ance. In  justice  to  himself  and  the  business  he  is 
fostering  and  for  the  protection  of  his  family  as 
well  as  his  creditors,  he  should  see  that  he  is  fully 
and  Avell  insured  against  loss  by  fire. 

The  time  to  eon.sider  the  question  is  now — not 
after  a  fire  has  occurred.  Many  merchants  have, 
not  been  giving  to  insurance  the  attention  they 
should,  and  for  this  reason,  as  well  as  in  view  of 
the  big  losses  by  fire  every  year,  this  article  is  well 
worth  The  attention  of  every  dealer. 


IT  is  unfortunate  but  nevertheless  true  that  many 
merchants  do  not  carry  sufficient  insurance. 
There  are  not  a  few  who  if  burned  out  to-day 
Avould  find  themselves  in  a  state  of  bankruptcy, 
while  others  Avould  experience  a  setback  that  it  would 
take  a  long  time  to  make  up.  They  are  taking  a  chance 
— a  chance  that  is  altogether  too  great  for  any  sound 
business  man.  It  is  like  the  banker  who  takes  money, 
trusting  that  he  Avill  not  be  found  out.  iPor  a  small 
amount,  he  is  Avilling  to  risk  his  all. 

Insurance  a  Necessary  Expense 

Frequently  the  excuse  for  carrying  insuflfieient  in- 
surance is  that  the  premium  is  high  or  prohibitory. 
This  is  not  by  any  means  a  sound  reason  and  should 
not  be  considered.  It  is  a  prevailing  condition  that 
has  to  be  conformed  to  the  same  as  other  conditions 
affecting  a  business  If  rents  are  high,  the  merchant 
merely  has  to  get  a  larger  percentage  of  profit.  In 
the  same  way,  if  insurance  rates  are  high,  the  fact 
will  have  to  be  taken  into  consideration  in  figuring 
the  amount  of  profit  to  be  exacted.  If  the  dealer  is 
in  a  district  where  the  risk  is  great  and  the  insurance 
rate  high,  he  simply  has  to  bow  to  the  inevitable — pay 
the  premium  and  charge  it  np  tlie  same  as  aTiy  other 
expense. 

Rate  Can  Frequently  be  Reduced 

There  are  certain  things  that  can  be  done  which 
tend  to  les.sen  ttie  risk  and  accordingly  the  rate.  The 
dealer  should  consult  the  local  agent  as  to  ways  and 
ineans  by  which  a  reduction  may  be  effected.  For  in- 
stance, rates  vary  according  to  the  number  of  stoves 


in  the  building.  More  has  to  be  paid  where  paints, 
oils  or  gasoline  are  kept,  although  the  charge  may  be 
reduced  by  keeping  them  in  separate  buildings,  removed 
from  the  store  or  in  properly  equipped  tanks.  The 
insurance  company  can  generally  make  some  good 
suggestions.  Especially  when  a  new  building  is  being 
constructed,  the  advice  of  an  insurance  company 
should  be  secured  as  to  what  kind  of  construction  will 
give  the  lowest  insurance  rate. 

Value  of  the  Ounce  of  Prevention 

No  matter  how  well  he  is  insured  the  honest  dealer 
does  not  want  to  have  a  fire,  for  the  upsetting  of  busi- 
ness means  considerable  loss.  Every  precaution  should 
be  taken  to  prevent  fires.  One  of  the  chief  things  is 
to  keep  the  premises  clean.  Rtibbish,  waste  paper  and 
ashes  should  be  placed  in  metal  receptacles  and  not 
in  wooden  boxes  or  barrels,  as  is  a  common  practice. 
Do  not  allow  rubbish  to  accumulate  in  the  back  yard 
or  lanes.  Cleanliness  is  one  of  the  greatest  preventa- 
tives of  fire.  Cities  that  have  carried  on  a  cleaning-up 
campaign  have  found  this  to  be  true.  Not  only  should 
the  merchant  see  to  the  cleanliness  of  his  own  prem- 
ises, but  confer  with  his  neighbors  also  on  the  same 
.subject. 

This  may  seem  somewhat  of  a  sermon,  but  it  is  all 
worthy  of  the  attention  of  the  dealer.  Clerks  should 
be  instructed  to  be  careful  of  matches.  One  misused 
match  may  me'an  the  destruction  of  thousands  of  dol- 
lars' worth  of  goods  and  property.  Electric  A\dring  is  an- 
other thing  that  needs  attention.  We  frequently  hear 
of  fires  being  caused  by  improper  installation  of  elec- 
tric lights.  Flimsy  decorations  should  be  eliminated. 
Every  precaution  should  be  taken.  It  costs  money  to 
be  burned  out,  whether  insured  or  not,  from  loss  of 
business. 

Dealer  Should  Keep  Himself  Fully  Protected 

In  order  to  be  certain  that  he  is  fully  insured,  the 
merchant  must  know  the  amount  of  his  stock.  It  is 
taken  for  granted  that  the  dealer  is  running  an  up-to- 
date  business  and  that  stock  is  taken  once  a  year.  In- 
deed, this  is  one  of  the  valuable  features  of  stock-tak- 
ing— the  stock  sheets  are  at  hand  to  prove  loss  at 
once  in  ease  of  fire  and  this  rapidity  of  settlement 
reduces  loss  of  profit  from  business  being  demoralized. 
When  claims  are  settled  up  at  once,  the  merchant  can 
get  business  under  way  without  delay. 

When  the  stock  is  increased  the  amount  of  insur- 
ance should  be  also.  Dealers  who  have  larger  stocks 
at  certain  times  of  the  year  can  get  short  term  poli- 
cies. The  rate  on  these  is  higher,  but  the  dealer  needs 
the  protection.  A  good  many  fire  insurance  companies 
allow  a  percentage  off  the  premium  when  80  per  cent, 
of  the  stock  is  kept  insured  during  the  entire  year. 
Insurance  up  to  eighty  per  cent,  of  stock  is  considered 
fairly  good  protection,  although  a  man  can  ask  for 
insurance  up  to  100  ])er  cent. 

See  that  Policies  are  Worded  Properly 

Every  dealeiv  should  protect  his  savings  from  years 
of  hard  work  from  being  wiped  out  by  fire  by  being 
sufficiently  insured.  He  should  not  only  be  fully,  but 
well  insured — his  insurance  should  really  insure  and 
protect.  A  reliable  company  sboidd  be  chosen,  and 
he  should  make  certain  that  his  policy  reads  so  that  in 
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case  of  fire  he  will  really  receive  the  amount  he  ex- 
pects. Look  over  your  policies  carefully  and  see  that 
they  read  concurrently — that  the  description  of  your 
stock  and  premises  are  worded  in  the  same  way  in  each 
policy  if  insured  in  more  than  one  company,  and  that 
each  has  notice  of  the  insurance  carried  by  the  others. 


I The  merchant  would  do  well  to  have  some  protec-  B 
tion  himself  against  fire  in  the  way  of  fire  buckets  or  « 
a  line  of  hose..  One  bucket  of  water  may  put  the  2 

This  latter  is  an  important  point,  heeause  in  the  past 
it  has  been  an  argument  for  non-payment  by  some 
companies. 

Wholesalers  Interested 

It  is  important  to  the  wholesaler  also  that  the  retailer 
be  well  protected.  H.  S.  Howland,  Son  &  Co.,  Toronto, 
in  their  Monthly  Bulletin,  recently  dealt  with  the  sub- 
ject of  insurance  in  a  concise  and  practical  manner. 
They  make  the  offer  to  dealers  that  if  thoy  desire  to 
send  their  policies  to  them  for  inspection,  they  will 
have  an  expert  go  over  them  without  charge,  so  as  to 
see  that  they  are  properly  worded. 


THE  ROYAL  ROAD  TO  ACHIEVEMENT. 

By  William  Edward  Park 

Work  always  comos  easier  Avhen  you  are  thoroughly 
interested.  The  reason  is  simple.  The  man  interested 
in  his  work  is  keen  to  know  everything  that  can  be 
learned  about  it — and  knowing  everything  about  your 
work  lubricates  the  wheels  of  activity. 

This  is  just  as  true  in  hardware  as  elsewhere.  The 
beginner  who  sets  forth  determined  to  post  himself 
thoroughly  in  every  detail  is  setting  his  feet  on  the 
royal  road  to  success.  For,  though  there  is  no  royal 
road  to  knowledge,  knowledge  itself  constitutes  the 
royal  road  to  achievement. 

Hardware  Junior,  at  the  very  start,  faces  two  alter- 
natives. He  can  aim  simply  to  put  in  his  time,  to  do 
in  "a  sort  of  a  way"  whatever  task  comes  to  hand, 
and  to  make  a  showing  presentable  enough  to  let  him 
pocket  his  pay  envelope  with  an  unworried  conscience. 
Or  he  can  determine  to  do  his  work  thoroughly,  to 
watch  at  every  turn  for  opportunities,  and  to  pick  up 
as  he  goes  along  every  bit  of  helpful  information  re- 
garding hardware. 

From  juniors  in  the  second  category  are  recruited 
the  shining  successes  among  hardwaremen,  the  Al 
salesmen  in  the  stores  or  on  the  road,  the  chaps  who 
become  bigger  than  their  business.  Men  of  this  type 
branch  into  broader  activities  because  they  have  com- 
menced to  develop  at  the  very  outset.  There  is  infin- 
ite room  in  this  world  for  any  man  to  expand.  Prov- 
idence merely  stipulates:  "Don't  paralyze  your  ex- 
pansion a])paratus  by  failure  to  luse  it  when  you're 
young." 

The  man  who  Avishes  to  grow  into  bigger  things 
looks  always  on  the  broader  aspects  of  his  business. 
He  is  the  junior  who  studies  counter  arrangement  and 
window  display  and  suggests  this  or  that  to  the  cus- 
tomers; he  is  the  older  salesman  who  thinks  up  ad- 
vertising ideas  and  plans  to  keep  the  stock  moving. 
The  growing  man  draws  lessons  frcun  the  past,  inspir- 
ation from  the  future,  and  a  lot  of  thorough-going  en- 
joyment from  the  busy  present. 


You.  Friend  Junior,  in  these  early  days  in  hardware, 
with  which  team  do  you  line  up? 

You  want  to  be  numbered  with  the  chaps  who  are 
striving  for  something  bigger.  You  want  to  draw  a 
fatter  pay  envelope  a  year  hence;  some  day  to  go 
into  business  for  yourself;  in  the  still  more  distant 
future  to  widen  your  activities. 

Then  start  right  by  commencing  your  development 
now. 

Study  hardware  in  all  its  aspects,  as  opportunity 
of¥er.s.  If  you  have  the  chance,  now  or  a  year  from 
now,  get  next  to  the  buying  end,  the  advertising  end. 
Study  the  store  arrangements.  Learn  tact  in  the 
handling  of  customers.  Take  stock  of  yourself  from 
time  to  time,  to  see  if  you  are  making  progress. 

Ask  yourself  questions.  Why  is  it  Bill  sells  more 
stoves,  or  Jim  heads  the  ILst  in  paint,  or  that  you  can't 
put  across  as  many  saws  and  hammers  as  Charlie? 

You  are  perfectly  at  home  in  handling  farm  imple- 
ments, but  the  minute  a  customer  mentions  anything 
in  building  hardware,  you  want  to  s\vitch  him  to  some 
other  salesman. 

If  you  knew  as  much  about  locks  and  clasp.s  and 
fasteners  as  you  do  about  binders  or  shockers  or 
separators,  couldn't  you  make  the  sale? 

Of  course  you  could. 

Then  know  as  much.  And  apply  the  same  lesson 
throughout. 

Learn  the  stock,  from  tacks  to  turpentine,  from  saws 
to  stoves,  and  learn  it  thoroughly. 

So  doing,  you  will  acquire  more  than  the  mere 
knowledge.  You  will  form  the  habit  of  picking  up 
information,  and  of  doing  your  work  well. 


CHECK  THE  FREIGHT  BILLS 

In  a  great  many  stores  money  is  being  lost  every  day 
by  the  dealer's  neglect  of  freight  bills  and  all  matters 
pertaining  to  the  proper  transportation  of  merchan- 
dise ;  for  this  reason  freight  matters  should  receive 
the  most  careful  attention.  There  is  good  money  to  be 
made  for  the  time  spent  in  figuring  over  freight  bills 
and  making  out  claims  for  overcharges.  It  is  an  easy 
matter  to  obtain  from  the  local  railway  agent  and 
your  jobbers  the  correct  freight  rates  on  each  class  of 
goods  you  handle,  and  this  information  will  enable  you 
to  speedily  check  over  the  rates  charged  on  your  freight 
bill,  to  see  that  some  railway  clerk  has  not  given  the 
shipment  too  high  a  rate.  You  will  sef>  the  necessity 
for  doing  this,  when  you  learn  that  a  railway  clerk  who 
makes  an  error  that  costs  the  company  always  has  to 
stand  the  loss  himself.  It  is  only  natural,  then,  when 
there  is  any  doubt  on  the  part  of  the  clerk  as  to  exactly 
what  classification  your  goods  should  come  under  that 
3'ou  be  charged  the  higher  rate. 


EASY  TO  FILL. 

Blink  (the  wholesaler) — "Well,  how  many  orders  did 
you  get  yesterday? 

Gink  (the  salesman"! — I  got  two  orders  in  one  shop. 
Blink— What  were  they? 

Gink — One  was  to  get  out  and  the  other  was  to 
stay  out. 


In  the  hurry  and  rush  of  these  do-it-now  days,  we 
all  of  us  often  make  mental  notes  of  important  things, 
only  to  forget  them.  We  neglect  to  put  them  down  in 
black  and  white  simply  because  we  don't  happen  to 
have  a  little  note  book  tucked  away  in  a  coat  pocket. 
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.1.   W.  DOWI.INO 

Of  Ciivei  hill.  Loarmont  &  Co., 
Montreal,  President. 


S.  R.  Kennedy 
Kennedy  Hardware  Co.,  To- 
ronto, Vice-President. 


RoBT.  Stark 
Stark,  Seybold  &  Co.,  Montreal, 
Executive  Member. 


Wholesalers  Discuss  Business  and  Patriotism  as  They  Feast 

Annual  banquet  of  the  Canadian  IVholesale  Hardware  Association  a  big  success. 
Richard  Blain,  a  retail  hardwareman  and  a  member  of  Parliament,  maizes  some  trite 
suggestions  regarding  education  of  clerics,  co-operation  with  agriculturists  and  buy- 
ing Canadian-made  goods.  C.  W.  Asbury,  of  Philadelphia,  says  American  manu- 
facturers are  actuated  by  sympathy  as  well  as  by  money  in  malting  munitions  for 
Allies.   Cyrus  Birge  and  Arthur  Hatch  forecast  higher  prices  and  urge  prompt  buying 


ANNUAL  bauquets  of  the  Canadian  Wholesale 
Hardware  Association  are  never  dull  affairs. 
The  temperament  of  those  who  attend  them  is 
one  guarantee  of  this.  But  the  chief  and  pai-ticular 
reason  is  that  an  excellent  menu,  a  good  program  of 
entertainment,  and  a  list  of  speakers  of  recognized 
ability  are  invariably  provided.  In  none  of  these  essen- 
tials was  the  baininet  held  in  the  King  Edward  Hotel, 
Toronto,  on  September  28,  behind  its  predecessors.  As 
a  matter  of  fact,  it  was,  in  the  opinion  of  many  per- 
sons, the  best  all-round  banquet  ever  held  under  the 
auspices  of  the  a.ssoeiation.  Even  if  it  wasn't  the  best, 
it  certainly  was  the  equal  of  any. 

There  were,  perhaps,  two  partienlai-s  in  wliicli  it  dif- 
fered from  all  its  predecessors.  One  of  these  partic- 
ulars Avas  in  its  patriotic  features.  It  was  a  war-time 
banquet.  The  decorations,  the  tone  of  the  speeches, 
and  the  badge  presented  to  each  guest  all  indicated 
this.  The  other  partiexilar  in  which  the  banquet  dif- 
fered was  in  the  Scotch  atmosphere  which  surrounded 
it.  At  every  seat  there  was  a  sprig  of  heather,  while 
beneath  every  subject  on  the  toast  list  was  a  quotation 
from  either  Scott  or  Burns.  There  was  more  than  a 
suspicion  that  this  Scotch  atmosphere  was  either 
created  or  inspired  by  the  president,  Mr.  T.  B.  William- 
son, of  H.  S.  Howland,  Sons  &  Co.,  Limited,  who  pre- 
sided with  so  much  acceptance.  At  any  rate,  he  never 
denied  the  imputation.  Wlien  announcing  the  toasts  he 
took  a  special  plea.sure  in  (|Uoting  the  lines,  and  he 
quoted  them  in  a  manner  such  as  only  a  Scotchman 
can  quote  them.  Mr.  J.  A.  Ho.ssack,  of  the  Lufkin  Rule 
Co..  was  .so  impressed  Avith  the  Scotch  atmosphere 
which  pervaded  the  occasion  that  he  more  than  once 
declared  that  he  could  not  get  away  from  the  idea 
that  it  was  a  St.  Andrew's  night,  and  not  a  wholesale 
hardware,  banquet. 

The  honor  nf  r<'sj)i)ii(linf,'  In  the  toast  "Canada"  de- 
volverl  upnii  Mr.  Richard  Blain,  who,  when  he  is  not  at 


Ottawa  representing  the  County  of  Peel  in  the  House 
of  Commons,  is  running  a  retail  hardware  store  in 
Brampton,  Ont.  He  said  he  was  glad,  as  a  retail  hard- 
wareman, to  be  able  to  pay  a  tribute  to  the  wholesale 
hardwaremen  of  Canada.  Like  the  general  run  of  busi- 
ness men  in  Canada,  they  were  honest  in  their  dealings. 

"I  am  one  of  those,"  he  continued,  "who  believes 
in  wholesale  men  getting  together  and  comparing  notes 
and  studying  the  different  phases  of  business. 

Importance  of  Liberal  Education  in  Clerks 

"We  hardwaremen  take  a  great  place  in  the  business 
interests  of  this  country.  Let  us  see,  then,  tliat  we 
bring  the  best  we  have  into  the  trade.  Wliolesalers 
and  retailers  alike  should  realize  the  importance  of  this 
when  taking  young  men  into  either  our  warehouses  or 
stores.  We  should  be  careful  to  see  that  we  take  in 
young  men  of  education.  By  edxication  I  do  not  neces- 
sarily mean  men  with  university  degrees.  I  mean 
young  men  who  have  received  a  liberal  education,  in 
order  that  they  shall  be  able  to  deal  intelligently  with 
customers."  (Applause.) 

Co-operation  Between  Business  Men  and  Farmers 

Mr.  Blain  believes  in  the  possibility  of  a  .'^loser  rela- 
tionship between  the  agricultural  and  business  inter- 
ests of  the  country.  And  he  so  expressed  himself.  "T 
believe."  he  added,  "that  it  would  be  to  your  interest 
if  on  occasions  like  this  you  extended  an  iuAdtation  to 
representative  agriculturists  to  be  present.  Here  they 
would  meet  manufacturers,  wholesalers  and  retailers, 
and  thus  they  and  we  would  acquire  a  better  under- 
standing of  owr  needs  and  greater  knowledge  of  the  in- 
terests of  the  countn^  generally."  (Applause.) 

Proceeding  he  said  that  Canada  had  shown  herself  to 
be  great  in  war  as  well  as  in  peace.  He  belicA'^ed  in  the 
principle  that  men  do  their  best  work  under  pressure. 
Under  the  pressure  wliicli  Ili(>  war  li.id  created  Canada 
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would  develo])  as  she  had  never  done  before.  "Let 
us  produce  more/'  he  .cpjitinued.  "Let  us  in  our 
purchases  give  preference  to  Canadian-made  goods, 
and  what  we  cannot  produce  or  buy  at  home  then  let  us, 
as  far  as  possible,  buy  that  w^hich.  is  produced  within 
the  Empire." 

Loud  and  long  applause  greeted  this  sentiment. 

Mr.  Birge  Looks  for  Higher  Prices 

Mr.  Cyrus  Birge,  responding  to  the  toast  "Our 
Guests,"  declared  himself  to  be  an  optimist  as  far  as 
Canada. 's  future  was  concerned.  They  had  been  pass- 
ing tlirough  strenuous  times,  but  fetter  conditions  were 
in  store.  "Judge  Cary, "  he  added,  "has  said  that  the 
United  States  would  shortly  e3j,perience  the  largest 
business  in  her  existence.  I  believe  the  same  thing  can 
be  said  of  Canada.  But  let  me ■  remind  you  of  this: 
Prices  of  goods  are  going  to  advance.  The  cost  of  pro- 
duction is  going  up  and  the  price  of  finished  material 
must  follow.  My  advice  is  don't  delay  in  placing  your 
orders.  If  you  do  you  will  not  only  have  to  pay  higher 
prices,  but  run  the  risk  of  not  getting  prompt  delivery." 

Mr.  Asbury  Urges  Unity  of  Effort 

Mr.  C.  W.  Asbury,  of  the  Enterprise  ]Manufacturing 
Company,  Philadelphia,  and  a  past-president  of  the 
Hardware  Manufacturers'  Association  of  the  United 
States,  who  followed,  made  a  speech  which  will  not 
soon  be  forgotten  by  those  present.  "I  was  asked  to- 
day," he  said,  "how  business  was  in  the  United  States? 
I  replied  that  it  was  heading  in  the  right  direction. 
We  in  tlie  United  States  have  never  been  subject  to 
such  conditions  as  those  experienced  during  the  past 
twelve  months.  We  who  have  been  doing  an  export 
trade  have  particularly  suffered.  Business  conditions 
are  very  peculiar.  We  have  good  crops  and  plenty  of 
money,  and  yet  there  has  been  that  fear  on  the  part  of 
leaders  of  business  and  of  finance  that  business  has 
been  brought  to  the  position  it  is  to-day.  The  trouble 
has  been  that  publishers  of  many  periodicals  in  the 
United  States  have  been  printing  sensational  articles 
that  tended  to  destroy  rather  than  to  construct  busi- 
ness. Nothing  in  my  judgment  could  be  more  repre- 
hensible, tending  as  it  does  to  create  separation  be- 


tween the  Imsiness  interests  and  the  great  mass  of  the 
people.  What  we  need  and  what  you  need  i.s  unity  of 
effort."  (Applause.) 

American  Manufacturers  are  Sympathetic 

"Wh(!n  I  was  present  at  your  banquet  a  year  ago." 
continued  Mr.  Asbury,  "I  was  very  careful  in  what 
T  said  regarding  the  war  in  which  you  are  engaged,  be- 
cause President  Wilson  had  told  us  to  be  neutral.  To- 
day this  is  all  changed.  I  no  longer  hesitate  to  express 
my  opinions.  Let  me  tell  you  this :  The  macufacturers 
of  the  United  States  are  not  only  making  munitions  for 
the  money  that  is  in  it.  They  are  also  making  it  for 
the  sympathy  they  have  for  the  allies.  Thfe  people  of 
the  United  States  have  been  stirred  by  two  things — Bel- 
gium and  the  Ijusitania.  (Applause.)  There  are  some 
people  in  the  United  States  who  are  for  peace  at  any 
price.  But  they  do  not  represent  the  general  feeling 
of  the  people  of  the  United  States.  There  are  some 
things  that  are  worse  than  war,  and  one  of  them  is 
sacrifice  of  national  honor." 

Lieut. -Col.  J.  B.  MacLean  endorsed  Mr.  Plain's  sug- 
gestion for  co-operation  between  the  business  men  and 
the  farmers  and  devoted  some  attention  to  a  criticism 
of  the  business  capacity  of  the  ^firiistfr  of  Trade  and 
Commerce. 

Mr.  Hatch  Urges  Prompt  Buying 

Ml:  Arthur  Hatch,  of  the  Canada  Steel  Goods  Com- 
pany, Limited,  who  was  introduced  by  President  Wil- 
liamson as  the  man  who  could  "hatch"  more  stories 
than  any  other  man  present,  urged  the  importance  of 
every  effort  being  made  by  manufacturers  to  produce 
merchandise  in  sufficient  quantity  to  meet  the  require- 
ments of  the  country.  Addressing  wholesale  and  retail 
hardwaremen  he  urged  upon  them  the  importance  of 
keeping  up  their  stocks.  "You  who  do  not.''  he  con- 
tinued, "may  have  to  take  second  place,  for.  on  account 
of  the  demand  for  material  for  munitions  of  war.  there 
will  be  a  scarcity  of  goods  when  general  business  re- 
turns to  the  normal.  I  would  urge  you  to  place  your 
orders  at  once,  for  in  addition  to  the  probable  scarcity 
there  are  the  higher  prices  to  consider.  During  the 
last  ten  days  the  price  of  steel  has  advanced  $4  a  ton 


H.  Edmund  Di'I'RE 
Chinic  Hardware  Co.,  Quebec, 
Executive  Member. 


T.  B.  Williamson 
H.  S.  Howland,  Sons  &  Co.,  Toronto,  retiring 
President  and  Chairman  of  Banquet. 


T.  M.  BiRKETT 

Thos.  Birketl  &  Son  Co..  Ottawa. 
Executive  Member. 
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aud  I  look  for  still  sharper  advances  in  the  future. 
Owing  to  the  demand  for  billets  from  manufacturers 
making  munitions  of  war,  it  is  not  now  possible  to  get 
delivery  of  steel  bars  until  six  months  after  oi'ders  have 
been  placed. " 

"To  be  invited  to  a  ban<iuet  of  this  kind,"  humor- 
ously remarked  Mr.  James  D.  Chaplin,  of  the  "Welland 
Yale  Manufacturing  Co.,  Limited,  St.  Catharines,  "is 
compensation  for  what  we  have  suffered  in  the  past 
from  the  wholesale  hardwaremen  of  the  country."  And 
then  he  added:  "I  am  glad  Messrs.  Rirge  and  Hatch 
have  given  the  tips  they  have  regarding  their  prices, 
but  I  am  not  going  to  give  any  such  tip  regarding  our 
prices."  (Laughter  and  applause.) 

Benefits  of  Associated  Effort 

"Our  Association"  brought  Mr.  Joseph  W.  Dowling, 
of  Caverhill,  Learmont  &  Co.,  Montreal,  and  president- 
elect of  the  Wholesale  Hardware  Association,  to  his 
feet.   He  declared  that  while  he  would  not  at  that  late 


.Ia.mes  Hardy 
Of  Jenkins  &  Hardy.  Toronto, 
Secretary -Trta  Ml  rer. 


hour  make  a  speecli  he  could  not  reirMin  from  briefly 
referring  to  the  benefit  to  the  trade  in  general  of  such 
an  organization  as  that  of  the  wholesale  association. 
"This  association,"  he  concluded,  "illustrates  the  bene- 
fit of  men  getting  together.  No  two  men  have  the  same 
ideas  and  thought.s,  and  meeting  together  as  we  do  we 
get  the  benefit  of  this  diversity'." 

Messrs.  J.  A.  Hossack,  of  the  Lufkin  Rule  Co.  of 
Canada,  Limited,  and  F.  M.  Tobin,  secretary  of  the 
Canadian  fTardware  Manufacturers'  Exhibitors'  Asso- 
ciation, responded  to  the  toast  "Sister  A.ssociations. " 
!^rr.  Hossack,  by  request,  gave  an  excellent  rendition  of 
Druimnond's  "Napoleon  Dore."  Mr.  Tobin  brielly  re- 
ferred to  the  work  of  his  a.ssociation  and  expressed  his 
sympathy  with  the  allies,  and  only  wi.shed  that  he  him- 
self could  take  up  arms  in  their  behalf. 

"W>11,  if  Mr.  Tobin  cannot  go  to  the  Front  hinLself," 
interjected  Pre.<?ident  Williamson,  "  he  has  done  what 
is  next  best.  He  sent  his  son  with  the  First  Contin- 
gent." 

Among  the  bundle  of  letters    read    by  Secretary 


Hardy  from  those  who  were  unable  to  be  present  were 
two  from  President  C.  W.  Conn  and  Secretary  Macpher- 
son,  of  the  Retail  Hardware  and  Stove  Dealers'  Asso- 
ciation respectively.  Their  inability  to  be  present  was 
much  regretted  by  the  members  of  the  wholesale  asso- 
ciation and  their  guests. 

THE  BUSINESS  MEETING 

The  15th  annual  meeting  of  the  Canadian  Wholesale 
Hardware  A.sisociation  was  held  at  the  offices  of  Jen- 
kins &  Hardy,  Toronto,  on  Tuesday,  September  28. 
The  discussion  had  to  do  with  trade  matters  arising 
out  of  conditions  due  to  the  war — the  difficulty  of  get- 
ting some  goods  and  the  scarcity  of  some  raw  materials. 

The  New  Officers 

The  officers  elected  for  the  ensuing  year  are : 

President — J.  W.  Dowling,  of  Caverhill,  Learmont  & 
Co.,  Montreal. 

Vice-President — S.  R.  Kennedy,  of  Kennedy  Hard- 
ware Co.,  Toronto. 

Secretary-Treasurer — James  Hardy,  of  Jenldns  & 
Hardy,  Toronto. 

Executive  Committee — Geo.  C.  Davis,  of  Frothing- 
ham  &  Workman,  Montreal;  Thos.  M.  Birkett,  Thos. 
Birkett  &  Son  Co.,  Ottawa ;  H.  Edmund  DuDre,  Chinie 
Hardware  Co.,  Quebec;  Norman  R.  Howden,  D.  H. 
Howden  &  Co.,  London;  and  Robt.  Stark,  of  Stark, 
Seybold  Co..  Montreal. 


USEFUL  PENNANTS  IN  WINDOW  TRIMMING 

One  of  the  handiesit  things  to  have  around  a  hardware 
store  handling  sportinig  goods  is!  a  goiod  supply  of  pen- 
nants. The^^  are  useful  in  many  ways.  Many  a  window 
trim  has  been  brightened  up  by  the  judicioiis  use  of  pen- 
niantiS  that  have  (been  fiimished  free  hy  manufacturers. 
Progressive  dealers  use  them  to  direct  'attention  to  cer- 
tain department®  or  to  call  to  the  mind  of  their  cus- 
tomers certain  well-paying  articles  or  lines.  A  pen- 
nant is  a  useful  connecting  link  betweien  the  dealer  and 
the  manufaicturer's  advertising. 

Take  it  from  the  viewpoint  of  a  customer.  He  reads 
the  sporting  magazines',  and  the  illustrated  weeWies, 
putting  a  good  portion  of  his  attenition,  consciously  or 
unconsciously,  on  the  advertisements.  The  next  time 
he  happens  into  your  store  to  make  a  purchaise  he  seies 
hanging  in  front  of  him  an  attractive  pennant,  on  which 
is  a  picture  in  natural  colors  of  some  article  that  has 
interestted  him  in  a  miaigazine  ad.  Any  red^^blooded 
sportsman  who  sees  these  penniants  will  Avant  to  see  the 
goods,  take  them  in  his  hands,  feel  the  balance  of  the 
gun,  test  the  edge  of  the  knife  with  his  finger,  inspect 
the  new  sight.  Thus  is  forged  the  connecting  link  of 
the  chain. 

Just  now  the  Marble  Arms  &  Mfg.  Co..  Gladstone, 
l\rich.,  are  distributing  some  very  fijie  pemi'ants  to 
dealers  who  handile  their  line  of  specialties  for  sports- 
men. These  pennants  are  regulation  size,  brown  or  red 
felt,  with  lettering  in  Avhite.  On  them  are  sho"\\ni  some 
of  the  bes't  advertised  Marble  specialties  in  natural 
colors.  The  IMarble  company  are  not  making  any 
charge  for  these  attractive  and  useful  store  decorations, 
oxen  goinig  so  far  as  to  prepay  postage  or  expressa^e. 
A  catalogue  of  .sixty  sipeciaJties  for  sportsmen  goes  with 
the  pennants,  if  requested'. 

If  you  want  to  kco-p  the  public  interested  in  coming 
1o  your  store  you  will  have  to  add  new  lines  of  stock 
and  the  place  to  find  out  what  to  add  is  right  in  the 
trad'e  paper  advertising  pages. 
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REMINGTON 
UMC 


The  World's  Standard 
.22's— i^f^^g?^^^ 


They  give  the  user  what  he  wants — they 
send  the  Dealer  the  trade  he  wants — 
they  are  made  in  Canada's  most  modern 
Ammunition  plant. 

Send  for  attractive  advertising  ma*ter. 


REMINGTON    ARMS  -  UNION  METALLIC  CARTRIDGE  COMPANY 


London,  Eng. 


(Contractors  to  the  British  Imperial  a7id  Colonial  Governments) 

Canadian  Address :    WINDSOR,    ONT.  Naw  York,  U.S.A. 


October,  1915 


CANADIAN  HARDWARE  JOURNAL. 


47 


ammunition  is  so  uniformly  superior  in 
materials,  workmanship,  and  perform- 
ance that 

We  Guarantee  Any  Rifle 

to  the  full  extent  of  its  maker's  guaran- 
tee when  used  with  REMINGTON- 
UMC  Ammunition.  Can  our  confidence 
in  our  goods  go  farther? 

Winners  of  the    GRAND   PRIX  at  the 
Panama- Pacific  Exposition  for  MODERN 
Fire- Arms  and  Ammunition. 


Remington  Arms -  Union  Metallic  Cartridge  Co. 

(Contractors  to  the  British  Imperial  and  Colonial  Governments) 

WINDSOR,  ONT. 
London,  Eng.  New  York,  U.S.  A 


m/MMi/i 
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Plant  of  the  Dominion  Sheet  Metal  Co.,  Ltd.,  at  Hamilton,  Ontario 


A.  T.  Enlow,  President 


Galvanized  Sheets  Now  Made  in  Canada 


A  new  Canadian  industry — The  plant — The  product 
—  A  remarkable  story  of  enterprise  and  efficiency 


THE  new  all-Canadian  plant  of  the  Dominion  Sheet 
Metal  Co.,  Ltd.,  Hamilton,  Ont.,  which  has  been 
in  operation  since  September  1st,  is  capable  of 
handling'  150  tons  of  metal  sheets  per  day.  The  present 
output  is  60  tons  daily,  operating  on  a  24-hour  basis. 
This  showing  is  all  the  more  creditable  when  one  con- 
siders that  the  sale  of  galvanized  sheets  this  year  is 
necessarily  restricted,  o^\ang  to  the  difficulty  in  obtain- 
ing zinc  spelter,  which  is  being  so  largely  used  for 
munition  purposes. 

In  normal  times  nearly  70,000  tons  of  galvanized 
sheets  yearly  are  used  in  Canada,  and  prior  to  the 
establishment  of  the  Dominion  Sheet  Metal  Co.'s  plant 
at  Hamilton,  not  one  pound  was  made  in  Canada,  the 
bulk  of  the  supply  being  imported  from  the  United 
States,  and  a  portion  from  England. 

The  president  and  general  manager  of  the  company 
is  Mr.  A.  T.  Enlow,  a  man  of  lifelong  experience  in  the 
sheet  metal  business.  Mr.  Enlow  was  formerly  in 
charge  of  one  of  the  largest  sheet  inetal  plants  in  the 


Black  sheet  warehouse,  showing  electric  crane. 


United  States,  and  was  also  actively  associated  with 
another  plant  having  probably  the  best  reputation  in 
the  United  States  for  high  quality.  In  addition  to 
this,  Mr.  Enlow  has  also  had  a  thorough  experience  in 
the  manufacture  and  distribution  of  pi-oducts  made 
from  galvanized  sheets  in  Canada,  and  is  therefore  pecu- 
liarly well  fitted  to  utilize  his  knowledge  in  the  coating 
of  metal  sheets  that  will  be  perfectly  adapted  for  Cana- 
dian uses. 

Mr.  Enlow  saw  his  opportunity  and  grasped  it,  with 
the  result  that  to-day  we  have  in  Canada  a  sheet  metal 
plant,  the  eciuipment  of  which  is  the  ver\-  last  word  in 
efficiency  and  modern  design.  The  plant  was  designed 
and  erected  by  an  experienced  engineer,  who  had  been 
connected  with  the  installation  of  various  modem 
plants,  so  that  the  Dominion  Sheet  Metal  Company  got 
the  full  benefit  of  his  knowledge  and  experience. 

The  superintendent  has  spent  the  last  twelve  years 
in  an  official  capacity  with  two  of  the  most  favorably 
known  concerns  of  this  kind  in  the  world.   He  is  ably 


The  pickling  department. 
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Assisted  by  an  efficient  force  of  expert  workers,  and  the 
modern  methods  of  handling  the  materials  ensures  the 
lowest  possible  cost — a  cost  as  low  as  that  of  any  i)laut 
of  its  kind  in  existence. 

The  location  of  the  plant,  on  the  belt-line  railway 
jointly  operated  by  the  G.T.R.,  C.P.R.,  T.H.  &  B.  and 


Galvanizing  machine. 


M.C.R.,  and  within  sight  of  the  shipping  docks  on  Lake 
Ontario,  is  such  that  this  company  can  receive,  convert 
and  re-ship  without  delay. 

The  water  supply  is  jnimped  from  Lake  Ontario,  en- 
suring an  ample  supply  of  soft,  clean  water,  which  is  an 
important  advantage,  as  many  plants  have  to  overcome 
the  effects  of  lime  and  other  deposits  which  prevent 
the  sheets  from  properly  receiving  the  coating.  Natural 
gas  is  used  for  fuel,  and  the  temperature  is  absolutely 
controlled  by  electric  pj-rometers,  ensuring  the  ap- 
plication of  the  coating  at  the  proper  temperature. 

Hydro-electric  power  is  used  throughout  the  plant, 
and  as  each  different  gauge  of  metal  must  be  coated 
at  a  speed  definitely  determined  in  advance,  electric 
speed  controllers  have  been  installed  which  regulate 
the  speed  to  pei-fection. 

The  product  is  known  as  "Premier"  galvanized 
steel  sheets.  The  "Premier"  trade-mark  has  been 
adopted  as  being  distinctly  Canadian,  and  the  firm  has 
received  a  letter  from  Premier  Borden  acknowledging 
the  galvanizing  of  tlie  first  sheet  turned  out  in  Canada, 


Cooling  wheel— inspecting  lliu  lini^liod  .sIilcn. 


and  expressing  his  appreciation  of  the  compliment  im- 
plied in  the  selection  of  this  name  for  the  company's 
trade  mark. 

Going  through  this  new  j)l;iiit,  nm-  ciiniiot  I'jiil  to  be 
impressed  with  the  evich'uce  of  expert  knowledge  and 
up-to-the-minute  processes.  The  lighting  .system  is 
perfect,  and  at  night  the  interior  is  as  light  as  day. 


The  essential  requirements  of  a  good  galvanized  sheet 
are,  first,  a  basic  sheet  of  proper  composition  and 
texture,  and,  second,  a  pure  coating  properly  applied. 
The  so-called  "Black"  sheets,  from  which  "Premier" 
galvanized  sheets  are  made,  are  specified  from  certain 
mills  having  a  reputation  for  quality,  and  must  con- 
form to  physical  and  chemical  analysis.  The  company 
has  its  own  chemist  and  metallurgist,  who  frequently 
tests  all  materials  used  in  the  various  processes.  Open 
hearth  or  Bessemer  black  sheets,  spelter,  lead,  tin,  sal 
ammoniac,  acids,  all  must  conform  to  approved  chem- 
ical analj'sis. 

All  unloading  of  material  and  loading  of  finished 
product  is  done  under  cover,  as  railway  tracks  enter 
the  building. 

^"ery  large  stocks  of  black  sheets  and  a  fair  amount 
of  galvanized  sheets  are  alwa.ys  carried,  but  it  is  the 
company's  aim  to  galvanize  large  shipments  to  order, 
so  that  sheets  will  reach  the  customer  fresh  and  bright, 
as  compared  with  the  damaged  and  unsightly  condition 
in  which  they  are  frequently  received  when  shipped 
from  long-standing  stock. 

In  addition  to  the  regular  (jiiality  "Premier"  galvan- 
ized sheets,  the  company  also  turns  out  a  special ' '  tight- 


12U-1IK  li  Miuai'iny  sliear. 


coated"  "Premier"  galvajiized  sheet,  when  desired. 
This  latter  is  especially  useful  for  purposes  requiring 
extreme  forming,  seaming,  etc. 

All  "Premier"  sheets  are  inspected  three  times  in 
the  process,  and  every  sheet  that  is  not  entirely  satis- 
factory is  set  aside  and  sold  as  a  "second."  These 
"seconds"  are  never  branded.  The  only  sheets  receiv- 
ing the  "Premier"  brand  are  those  which  are  first  class 
in  every  respect. 

The  galvanizing  process  itself  is  intensely  interest- 
ing. The  black  sheets  are  first  unloaded  on  trucks  and 
weighed.  They  are  then  placed  on  stock  piles  by  an 
electrical  crane.  From  these  stock  piles  they  ai'e  re- 
moved, one  hy  one,  and  earefully  inspected  before  be- 
ing placed  in  the  "pickling  ci'ates, "  which  are  made  of 
nickel  or  "monel"  metal.  Each  crate,  as  soon  as  filled 
with  perfect  black  sheets,  is  picked  up  bodily  by  the 
electric  crane,  and  placed  in  a  tank  containing  hot  acid, 
remaining  in  the  acid  until  all  scale  and  surface  matter 
has  been  removed  from  the  surface  of  the  sheets.  The 
crane  then  removes  the  loaded  crate  from  the  acid,  ajvd 
transfers  it  to  a  wash  tank,  through  which  clear  water 
is  floA\'ing  profusely.  When  thoroughly  washed  the 
loaded  crate  is  placed  in  a  storage  tank  of  clear  water, 
until  required,  when  it  is  again  lifted  by  the  crane  and 
put  into  the  feed  tank,  after  each  sheet  has  been  in- 
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spected  for  imporfcot  j)ickling.  From  the  feed  tank 
the  sheets  are  fed,  singly,  into  the  molten  metal  bath, 
galvanized,  and  run  through  a  double-roller  leveler 
while  still  hot.  This  roller  leveler  carries  each  sheet  up 
to  a  chain  conveyor,  which  carries  it  along  to  the  auto- 
matic cooling  rack.  As  soon  as  the  sheet  strikes  the  air, 
the  smooth,  silvery  surface  takes  on  the  "spangled" 


Shippiiiff,  all  under  cover. 

appearance  which  distinguishes  all  galvanized  sheets, 
and,  when  cool,  each  sheet  is  carefully  inspected  on 
both  sides  for  the  slightest  imperfection. 

The  proportion  of  imperfect  sheets  is  surprisingly 
small,  expert  workmen  and  modern  methods  having 
reduced  this  loss  to  a  minimum.  The  perfect  sheets  are 
then  branded  and  placed  in  the  warehouse,  or  loaded 
into  cars,  either  loose  or  in  bundles. 

It  is  almost  unnecessary  to  say  that,  with  one  accord, 
Canadian  useys  will  loyally  support  this  new  industry, 
which  employs  a  large  amount  of  labor,  materials  and 
suf)plies  of  Canadian  origin,  the  money  for  which  wil! 
remain  in  Canada,  where  it  is  just  as  badly  needed  no\v 
as  anywhere  we  know  of.  The  support  of  Canadian 
buyers  and  users  will  doubtless  mean  a  larger  develop- 
ment and  more  work  and  money  for  Canada,  to  say 
nothing  of  the  better  service,  better  appearance,  and 
specially  adapted  (piality  of  the  product. 

_  The  Dominion  Sheet  Metal  Company  make  a  spe- 
cialty of  shipping  orders  quickly,  either  carload  or  less, 
and  have  special  facilities  for  ordering  and  receiving 
raw  materials  without  delay.  This  enables  them  to 
make  quicker  shipments  than  eonld  possibly  be  secured 
when  buying  from  plants  located  outside"  of  Canada. 


ONTARIO  RETAIL  HARDWARE  ASSOCIATION 

The  executive  of  the  Ontario  Retail  Hardware  and 
Stove  Dealers'  Association  propose  holding  their  fall 
meeting  at  Toronto  on  Monday,  Oct.  11  (Thanksgiving 
Day),  when  the  time  and  place  of  next  February's  con- 
vention will  be  decided  upon.  Owing  to  the  contin- 
uance of  the  war  it  is  altogether  likely  that  the  1916 
convention  will  be  held,  as  last  vear,  at  Toronto. 


Tf  you  get  up  with  a  grouch,  get  a  bustle  on  and 
you'll  soon  leave  it  behind. 


WANTED  to  hear  from  the  owner  of  a  good  hardware  store 
for  saJe.  State  cash  price,  description.  D.  F.  Bush,  Minneapolis, 
Madb.  91513 


New  Goods  on  the  Market 

When  wnting  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  Metallic  Roofing  Company,  Ltd.,  of  Toronto  and 
Winnipeg,  have  recently  put  on  the  market  an  all-steel 
f'onduetor  hook,  which  bids  fair  to  come  into  almost 
universal  use  in  place  of  the  all-steel  east  hooks.  The 
hook  is  ingeniously  made,  is  quick  in  use,  and  is  prac- 
tically non-breakable,  besides  being  very  neat  in  ap- 
pearance. Samples  will  be  sent  to  interested  parties 
on  request. 

This  firm  has  recently  gone  into  eavetrough  and  con- 
ductor pipe  business  more  extensively,  and  their  die- 
stamped  trough  is  already  nearly  as  well  known  to  the 
trade  as  is  their  "Eastlake"  shingle.  A  new  form  of 
metal  silo  roof  is  also  being  put  on  the  market.  Their 
other  products  include  as  before :  Metallic  ceilings  and 
sidings,  corrugated  iron,  skylights,  cornices,  ventilators, 
metallic  lath,  portable  granaries,  etc. 

The  Canadian  Ever  Ready  Works,  86-90  Chestnut 
Street,  Toronto,  are  ottering  a  line  of  handsome  nickel- 
plated  solid  metal  ease  tubular  flashlights  for  the 
motorist.    These  lights  are  water  and  oil  proof  and 


Flashlight  for  tool  box  mamrfactured  by  the  Canadian 
Every  Ready  Works.  Toronto. 

cannot  be  short-circuited  by  contact  with  metal  tools, 
etc.  They  are  made  in  all  standard  sizes  in  straight 
tubular  types,  also  with  large  parabolic  reflector  for 
general  outdoor  use.  They  are  equipped  with  the 
famous  Eveready  "Tungsten"  guaranteed  battery 
and  the  Eveready  Mazda  lamp.  The  case,  the  battery, 
and  lamp  are  "made  for  each  other,"  thus  insuring 
the  maximum  of  efficiency. 

The  McKinnon  Dash  Co.  has  brought  out  the  new 
McKinnon  storage  stands  for  automobiles,  which  are 
said  to  be  ideal  tire  savers.  They  are  made  in  two 
sizes — one  for  large  cars  and  one  for  smaller  cars,  such 


as  Fords,  etc.  They  are  designed  to  be  placed  outside 
of  the  wheels,  so  that  the  hub  vriW  vest  securely  in  the 
pocket  at  the  top  of  the  stand.  They  are  better  than 
jacks,  for  they  won't  tip  over,  the  base  being  7  in. 
X  8  in.  Made  of  steel  electrically  welded,  they  are  light 
yet  exceedingly  strong.  In  fact,  are  guaranteed  to  hold 
any  car  weighing  up  to  8,000  pounds.  They'll  carry 
the  largest  seven-passenger  car  with  safety.  No.  50 
is  I5I/4  ins.  high,  and  a  set  of  four  weighs  only  IO14 
lbs.  The  larger  size.  Xo.  60,  is  17  ins.  high. 
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BOECKH'S  BRUSHES 

Made  in  Canada  for  Sixty  Years 

In  1856  they  were  first  introduced  upon  the  then  limited  Cana- 
dian market. 

When  you  sell  a  Boeckh  Brush  to-day  you  are  selling  one  that  is  backed  by 
years  of  practical  experience  and  careful  study  by  experts  who  have  devoted 
special  attention  to  the  requirements  of  this  country — and  who  have  produced 
designs  that  are  perfect  working  tools,  which  in  point  of  quality  and  elasticity 
are  "  head  and  shoulders  "  above  any  other  make. 

Boeckh's  Brushes  are  set  in  BEX-O-LAC — the  brush  setting  which  contains 
absolutely  no  rubber,  and  is  therefore  not  affected  by  atmospheric  changes,  hot 
water,  oils,  benzine,  etc. 

Practical  Painters  Prefer  Boeckh's 

THE  BOECKH  BROS.  COMPANY,  LTD. 

TORONTO      -  CANADA 


DOUBLE  YOUR 

PAINT 

SALES 

Your  store  stands  or  falls  by  the  reputation  of  the  goods 
you  sell.  There's  a  bigger  profit  in  "repeat  sales  "  from 
a  truly  high  class  article  than  there  is  from  any  other 
kind.     When  you  sell  PAINT— Sell  Moore"s. 

MOORE'S 

PURE   LINSEED  OIL 

PAINTS 

The  kind  that  keeps  on  selling 

W e  ask.  dealers  who  are  interested  in  getting  and 
giving  the  best  in  the  trade,  to  inquire  from  us. 

Benj.  Moore  &  Co.,  Limited 


THE  SQUARE 
DEAL  PEOPLE 


Mfrs.  of  Paint*  and  Varnishes 

West  Toronto 


The  System  You  Should  Have 


Wayne  Pumps  are 
a  guarantee  against 
waste.  They  deliver 
the  exact  quantity 
desired  and  count 
each  gallon  as  it  is 
drawn. 


When  you  install  a  Wayne  Sys- 
tem you  eliminate  fire  risks — 

no  dirty  measures  and  funnels — 
nothing  exposed  to  catch  fire. 

The  storage  tank  u  placed 
under  ground  where  most 
convenient.  The  filter  re 
moves  all  water  and  foreign 
substance  before  it  reaches 
the  pump. 

Write  Us  for  Literature 
and  Prices 


Wayne  Oil  Tank  &  Pump  Co.,  Limited 

Woodstock  Ontario 
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Manufacturers'  Helps  for  Retailers 

When  writing  to  meinufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


The  Penberthy  Injector  Co.,  Ltd.,  of  Windsor,  Ont., 

ir aimrfietui fi's  of  tho  Penberthy  antOTnaitic  iniector, 
and  All  Quality  line  oi  steam  isipecialties.  have  just  eora.- 
pleted  a  now  general  eatalogaie.  in  which  i!hey  illustrate 
several  added  lin>es,  stieli  as  eompodisk  valveis,  polar 
.steam  lubricators,  dripless  air  coicks,  wa/ter  g'aaiges,  etc. 
This  catalogue,  bein'g  compiled  on  a  high  class  order, 
should  be  found,  of  decided  in'terest  to  the  steain  user 
as  well  a.s  the  dealer  in  siteara  goods.  Any  whc  desire 
a  copy  are  invited  to  write  the  manufacturers,  and  upon 
receipt  of  rcf|uest  a  copy  will  be  mailed  fre^e  of  e'harge. 

The  Simonds  Mfg-.  Co.  has  sent  out  a  little  illustrated 
'  bo'oklet,  descriptive  of  Simonds  wood  sa^TO.  The  seven 
frames?  shown  are  standard  stock.  Any  variety  of  coni- 
binations  of  any  frame  with  the  difiperent  blade's  and 
rods  can  be  made,  ^aw  No.  102  is  a  sipecialty,  so  neatly 
made  and  Avith  such  attractive  linos  that  it  should 
prove  a  i'eader  in  the  dealer's  siales. 

The  Gurney  Foundry  Co.,  Ltd.,  Toronto,  have  re- 
cently publisihed  a  little  booklet  entitled  "A  siharp  cut 
in  the  cent  of  fuel  by  the  Guruf^y-Oxford  sranke-coiisxim- 
inig  boiler.''  Nearly  two  years  aigo  the  company  an- 
nouni-ed  a  smokeless  boiler,  and  now  their  experts  have 
brought  out  the  Gumey-Oxford  smoke-consuming 
boiler,  the  principle  of  which  is  that  the  ftiel  is  fed 
into  a  small  coking  oven,  that  is  surrounded  by  tihin 
layers  of  water.  The  bottom  or  grate  of  this  chamber 
is  n.ade  oE  tubes  of  cast  iron,  contiaininig  water.  As 
eombus*;ion  begins,  i>articles  of  incandescent  fuel  drop 
tbroug'li  these  tubes,  and  form  a  bed  of  bumimg  coals, 
akin  to  mcandescent  cioke,  on  the  loweir  grate.  Then 
the  bo'avy  grea.sy  gases,  rich  in  beat  prodncing  material, 
dive  down  between  these  tubes,  in  leiavinig  the  coke  oven 
or  gas^miaking  chamber.  As  these  rich  gases  pass  over 
the  glowing  embers  on  the  lower  grate  they  at  once 
burst  into  an  intense  white  flame  of  tremendous  heating 
power.  This  flame  eistablished,  it  is  conducted  into  the 
combustion  part  of  the  boiler,  which  is  really  a  g'as- 
bumiing  boiler  by  itself,  to  provide  a  notably  long  fire 
travel,  in  wbich  tbis  Ijlow-like  gas  flame  is  thrown 
again  and  again  upon  iron  suifaces  containir^g  thin 
layers  of  water.  When  the  biimt-out,  exhausted  gasies 
finally  reach  tbe  chimney  flue  the  water  in  the  boiler 
has  absorbed  that  heat  vv^ich  usually  goes  away  in  a 
smoke  cloud,  and  the  effectiveness  of  tbis  principle  is 
brought  borne  to  the  pleased  OAATier  by  a  fuel  bill  cut 
in  half. 

The  National  Machinery  and  Supply  Co.,  Ltd.,  Ham- 
ilton, Ont  ,  hove  pist  issued  their  191.5  catalogue  of 
"National"  ma'chini.?lts'  and  woodworkers'  tools. 
Among  other  articles  made  by  the  company  are  the 
"Universal"  woodworkers'  vise,  adjustable  iron 
planes,  block  planes,  oval  slide  vises,  pipe  vises,  screw- 
drivsn',  hacksaw  fram'cs,  adjustable  handscrewp,  steel 
bar  clam/[:)S,  etc.  The  company  guarantee  every  tool 
they  make  to  give  satisfaction  for  the  purpose  for 
which  it  is  intended,  and  will  replace  Avithout  cost  any 
parts  broken  or  badly  worn  when  due  to  faulty  material 
or  con.s'truction.  The  catalogue  illustrates  as  well  as 
de^crib'^s  these  tools. 

The  Chicago  Spring  Butt  Co.,  Chicago,  has  recently 
published  a  new  catalogue,  No.  32,  devoted  to  spring 


hinges  of  many  kinds.  There  is  the  spring  butt-hinge 
and  the  springle.ss  butt-hinge,  the  "Triplex"  spring 
butt-hinge  and  the  "Relax"  spring  pivot-hinge,  the 
"Premier"  and  the  "Ajax"  spring  pivot-hinge,  and 
innumerable  other  hinges  for  all  kinds  of  doors  and 
gates.  The  catalogue  contains  40  pages  of  illustrations 
and  descriptive  matter  dealing  with  Chicago  spring 
butts,  and  it  will  be  sent  on  request  to  dealers  who  are 
interested. 


WOODWORKING  PRIZES  FOR  BOYS 

In  order  to  imcreajse  an  interest  in  manual  training, 
the  Simonds  Mfg.  Co.,  Fitchburg.  Mass..  are  making 
the  follofring  prize  offer  to  boys  all  over  the  countrv': 

57  Prizes  for  P>oys  in  Si-monds'  1000  Things  Made 
of  Wood  Contesit — Pirsit  prize,  $30  cabinet  of  carpen- 
ters' tools:  second  prize,  a  handy  kit  of  saws;  third 
prize,  a  twenty-four-inch  hand  saw;  fourth  prize,  a 
coping  saw;  and  150  honorable  mentions;  for  the  boys 
who  eitbi^r  at  home  or  in  school  can  make  during  the 
next  two  mjonths  with,  carpenters'  tools  the  most  useful 
or  ingenious  thing. 

The  principal  material  must  be  wood.  String,  cloth, 
metal,  etc.,  may  be  used  only  in  the  smaller  details, 
such  a.^  handles,  hinges,  and  other  trimmings.  Objects 
in  furniture,  toys,  in  fact  anything  in  wood,  can  be 
entered.  Three  series  of  prizes  are  offered  to  interest 
boys  in  learning  how  to  use  tools,  as  well  as  to  increase 
an  interest  in  manual  training  all  over  the  countrv. 
In  order  that  the  conteM  may  be  open  to  all,  there  are 
three  divisions.  One  for  boys  who  attend  manual  train- 
irvg,  industrial,  technieal,  or  trade  schools  of  high- 
school  grade  or  higher;  mother  for  boys  who  are  in  the 
elementary  grades  under  special  teaching  or  super- 
vision ;  and  a  third  set  of  prizes  for  boys  not  in  school, 
but  wcrldng  at  home  without  the  aid  of  a  teacher. 

All  who  desire  to  compete  sihould  send  for  free  speci- 
flication  tables,  which  must  accompany  all  work  sub- 
laitted.  Only  photographs,  perspective  sketches,  or 
complete  sets  of  worlring  drawings  should  be  sent. 

Here  is  a  chance  for  hardware  dealers  to  link  up  the 
contest  with  Avindow  displays. 


HUNDRED  DOLLARS  FOR  SUGGESTION 

The  Metal  Specialties  Co,.  Chicago,  recently  placed 
on  the  market  a  device  for  preventing  hot  air  from 
coiming  up  through  the  tread  and  brake  holes  in  the 
Moor  of  automobiles.  They  are  interested  in  getting  a 
f '  rst-class  trade  name  for  this  de\ice.  and  are  requesting 
that  snggestions  be  sent  to  them.  For  the  best  sug- 
gestion received  a  prize  of  ;^100  viiW  be  awarded.  Tlie 
contest  is  open  until  December  1. 


GOLD  MEDAL  AWARDED  BOMMER  SPRING 
HINGES 

Bommer  Brothers,  of  Brooklyn,  X.Y.,  have  been 
awarded  the  medal  of  honor  at  the  Panama-Pacific  In- 
ternational Exposition,  in  recognition  of  the  superiority 
and  most  up-to-date  construction  of  their  Bommer 
spring  hiziges.  This  award  is  but  one  of  many  similar 
honors  that  have  been  bestowed  upon  them  at  all  the 
previous  expositions  where  the  goods  were  exhibited. 


J.  H".  Douglas,  prt.sideiu  of  Douglas  &  Co.,  Ltd., 
wholesale  and  retail  hardware  de<alei-s.  Amherst.  X.S.. 
is  dead. 
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More  Varnish  Profits  For  You 


JUST  as  Young  Brothers  Decorating  Co.,  Wichita,  Kans.  are  now 
selling  $3,000  worth  of  Pratt  &  Lambert  Varnishes  a  year  from 
a  $100  start,  or  as  Vining  &  Borrner,  Springfield,  Mass.,  from 
one  case  buyers  eight  years  ago  now  buy  hundreds  of  gallons  j^early 
and  expect  soon  to  be  carload  buyers,  so  you  too  can  start  small  with 
Pratt  &  Lambert  Varnishes  and  grow  big. 

Lambert  Varnishes  do  —  more  than  three 
times  sales  increase  on  "61"  Floor  Varnish 
since  1908  and  an  almost  equal  sales  increase 
on  Vitralite  since  1911,  with  other  Pratt  & 
Lambert  Varnishes  showing  big  increases, 
isn't  it  worth  uhile  to  send  for  prices  on  the 
one  case  assort?nent  and  prove  that  3^ou  can 
greatly  increase  ^-our  varnish  sales? 

P  K  A  T  T    &    L  A  M  B  E  11  T  -  I  N  c . 

\-  A  R  NM  S  H    iM  A  K  i  :  l-L  S 
.^11  C'ourtw  riuht  St.,  Bridircburtr,  Out. 


The  one  case  assortment  of  Pratt  &  Lam- 
bert A'^arnishes  and  effective  advertising 
matter  that  goes  w  ith  it,  illustrated  ab(n'e, 
gives  you  the  chance.  It  w  ill  prove  that 
\()U  can  make  more  \arnish  profits  by 
handling  Prattle  Lambert \'arnisb.es because 
back  of  the  Pratt  &  Lambert  \'arnishes  on 
\()ur  sheKes  w  ill  be  the  same  selling  forces 
that  have  been  largely  responsible  for  the 
successes  of  tlu-se  and  of  other  Pratt  iS; 
I  ,ambert  dealers  e\  er\  w  here. 

Don't  be  content  to  gurss  that  you  are 
now  selling  the  most  protitable  line  of  var- 

\\  hen  a        of  \  arnish 
LTi-owth  th:ir  I'ratt  ^ 


nishes.    Pinil  out ! 
shows  the  stra(l\'  sales 


New  York 
London 


Factories 
Hriilgehurp,  Ontario 
Buffalo 
Paris 


Chicafro 
Hamburg 
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ABBASIVE  WHEELS 
Taylor-Forbes  Co..  Guelph. 

ACCOUNT  BEGISTEBS 
Barr  Rseister  Co.,  Trenton. 
Dominion    Register    Co.,  Toronto. 

ADVEBTISIKG  SIQNS — Metal 
UeOUry  Mfg.  Co.,  London. 
Thoi.  Davidson  Mfg.  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toronto. 
ADZES 

Allan  Hills  Edge  Tool  Co.,  Oalt. 

ALABASTINE 
The  Alabastine  Co.,  Paris,  Ont. 

ALUMINUM 
Northern  Aluminum  Co.,  Toronto. 

ALUMINUM  WABE 
McCIary  Mfg.  Co.,  London. 
Northern  Alnminum  Co.,  Toronto. 
Slieet  Metal  Products  Co.,  Toronto. 
Ware  Mfg.  Co.,  Oakvllle,  Ont. 

AMMUNITION 
Dominion  Cartridge  Co.,  Montreal. 
Bemlngton    U.M.O.    Co.,  Windsor. 
Kynoch,   Ltd.,  Birmingham,  Eng. 

ANVILS 
Tajrlor-Forbes  Co.,  Guelph. 

ASH  CANS 
Thoa.  Davidson  Mfg.  Co.,  Montreal. 
Falrgrieve  Metal  Ss  Stamping  Co., 

Toronto. 
MoOlary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
.'.  Samuels,  Toronto. 

ASH  SIFTEBS 
Burrowes  Mfg.  Co.,  Toronto. 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
J.  Samuels,   Toronto,  Ont. 
Soren  Bros.,  Toronto,  Ont. 
Fairgreive   Mfg.   &   Stamping  Co., 
Toronto. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toronto. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

AUQEBS — Post  Hole 
Taylor-Forbes  Co.,  Guelph. 
Otterville  Mfg.  Co.,  Otterville,  Ont. 

AUQEB  BITS 
Peek,  Stow  &  Wilcox  Co.,  South- 

ington,  Oonn. 
Smith  &  Hemenway,  New  York. 

AUTO  SHEET  METAL  PABT8 
Biirrnwes  Mfg.  Co.,  Toronto. 

AUTOMOBILE  ACCESSOBIES 
Canadian     Fairbanks-Morse  Co., 

Montreal. 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

Kinxinger  &   Bruce   Co.,  Niagara 
Falls. 

McKinnon  Dash  Co.,  St.  Catharines. 

AWLS — Se-vring 
0.  A.  Myer  Co.,  Chicago,  111. 
AWLS 

Stanley   Rule   &    Level    Co.,  New 
Britain.  Conn. 
AXES — Safety  Pocket  apd  Belt 
Marble   Arms   ge   Mfg.   Co.,  Qlad- 
ttone,  Mich. 

AXES 

James  Smart  Mfg.  Co.,  Broekville. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

Allan  Hills  Edge  Tool  Co.,  Qalt. 

AZE  WEDGES 
Taylor-Forbes  Co..  Guelph. 

AXLE  PULLETS 
Taylor-Forbes  Co.,  Guelph. 
Springer  Lock  Mfg.  Co.,  Belleville. 

BABBITT  METAL 
Canada  Metal  Co..  Toronto. 

BAGS  AND  SACKS 
Scythes  &  Co.,  Toronto. 

BAKE  AND  PASTBT  BOABDS 
Wm.  Cane  &  Son,  Newmarket. 
Stratford  Mfg.  Co.,  Stratford. 
Meakins  tc  Sons,  Ltd.,  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 

BALE  TIES 
Laidlaw  Bale-Tie   Co.,  Hamilton. 
Stanley  Works,  New  Britain,  Oonn, 

BABBELS — Gasolene  Storage 
Winnipeg   Ceiling  t   Roofing  Co., 
Winnipeg. 
BABN  DO OB  HANGERS 
Canada   Steel   Goods  Co.,  Hamil- 
ton. 

Taylor-Forbes  Co.,  Gnelph. 
Richards- Wilcox     Canadian  Co., 
London. 


Chicago  Spring  Bntt  Co.,  Ohieafo. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

BARS  AND  SHUTTEBS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BASKETS — Clothes 
Meakins  &  Sons,  Hamilton. 

BATH  PLUGS 
Till'  Coddycor  I  iic  X  I'.iibhcr  Co..  of 
Ciurula.  r, united.  'I'di-oiiln 
BATHBOOM  FITTINGS 
Qendron  Mfg.  Co.,  Toronto. 
Kinsinger  &  Bruce,  Niagara  Falls. 
Canada  Metal  Co.,  Toronto. 
Landers,  Frary  &  Clark,  New  Brit- 
tain,  Conn. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Shlp-gong  Bella  and  Polls 
James    Morrison   Brass    Mfg.  Co., 
Toronto. 

BELLS — Door 
Springer  Lock  Mfg.  Co.,  Belleville. 
BELLS — Farm 

Taylor-Forbes  Co.,  Guelph. 
Exeter   Mfg.   Co.,  Exeter. 

BELTING — Cotton  Dnclc 
Dominion  Belting  Co.,  Hamilton. 

BELTING — Bubber 
Gutta  Percha  &  Rubber  Ltd.,  To- 
ronto. 

BELTING — Leather 
Sadler  &  Haworth,  Montreal. 

BIRD  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
BITS 

McKinnon  Dash  Co.,  St.  Catharines. 
BLOCKS — Chain  Hoisting 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

BOAT  TRIMMINGS 

McKinnon  Dash  Co.,  St.  Catharines. 
BOILERS — Kitchen  Baii«» 

Canada  Metal  Co.,  Toronto. 

James   Morrison   Brass  Mfg.  Co., 
Toronto. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILEBS  AND  BADIATOES 

Bowes,   Jamieson,   Ltd.,  Hamilton. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co.,  Ham- 
ilton. 

Pease   Foundry   Co.,  Toronto, 

Taylor-Forbes  Co..  Guelph. 

BOLTS — Door  and  Window 

Bommer  Brothers.  New  York. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BOLTS  AND  NUTS 

Stanley  Works.  New  Britain,  Conn. 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

BOX  HINGES  AND  STBAPPING 
Stanley      Works,      New  Britain, 

Conn. 

BOX  OPENEBS 
Charles  Morrill,  New  York  N.T 

BEACES   AND  BITS 
E.  C.  Atkins  &  Co.,  Indianapolis. 
Peck,  Stow  &  Wilcox  Co.,  South- 

ington.  Conn. 
Stanley   Rule   &   Level    Co.,  New 

Britain,  Conn. 
North  Bros.  Mfg.  Co.,  Philadelphia. 

BEACKETS— Shelf 
Stanley  Works,  New  Britain,  Oonn. 
Taylor-Forbes  Co..  Guelph. 

BBASS  GOODS 
Canada   Metal   Co.,  Toronto. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

Kinzinfrer,    Bruce    &    To..  Niagara 
Falls. 

BBEAST  DBILLS 

North  Bros.,  Philadelphia. 
Stanley   Rule   &    Level    Oo.,  New 
Britain,  Conn. 

BRICK    AND    TILE  BLOCK 
MACHINES 
Exeter  Mfg.  Co.,  Exeter. 

BRUSHES 
Boeckh  Bros.   Co.,  Toronto. 
Meakins  It  Sons.  Hamilton. 
Canada  ^msh  Co.,  St.  John,  N.B. 
Sanderson  Pearcy  &  Co.,  Toronto. 


BUCKLES 

McKinnon  Dash  Co.,  St.  Catharines. 

Stanley  Works,  New  Britain,  Conn. 
BUBLAPS 

Scythes  &  Co.,  Toronto. 

Dominion  Oil  Cloth  Co.,  Montreal. 
BUILDEBS'  HABDWABE 

Stanley  Works,  New  Britain,  Conn. 

James  Smart  Mfg.  Co.,  Broekville. 

Oowan  &  Britton,  Ltd.,  Oanaooque. 

Hamilton  Stove  A  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  Orilli*. 

Peck,  Stow  A  Wilcox  Co.,  Cleve- 
land, Ohio. 

Bommer  Brothers,  New  York. 

Taylor-Forbes  Co.,  Guelph. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Chicago  Spring  Bntt  Co.,  Chieage. 

Springer  ilock  Mfg.  Oo.,  Belleville. 
BUBNEBS 

Ontario  Lantern  A  Lamp  Co.,  Ham- 
ilton. 

.James   Morrison   Brass   Mfg.  Co., 

Toronto.     

BUTCHER  KNIVES 
Arch.  McFarlane,  Montreal. 
Taylor-Forbes  Co..  Guelph. 

BUTTS — Spring 
Bommer  Bros.,  Brooklyn,  N.Y. 
Stanley  Works,  New  Britain,  Oonn. 
Chicago  Spring  Butt  Co.,  Ohieaga. 
Taylor-Forbes  Co.,  Guelph. 

BUTTS   AND  HINGES 
Stanley  Works,  New  Britain.  Conn. 
Chicago  Spring  Butt  Oo.,  Chicago. 
Cowan  &  Britton,  Ltd.,  Qananoqae. 
Taylor-Forbes  Co.,  Guelph. 

CAMP  STOOLS  AND  CHAIRS 
Stratford  Mfg.  Co.,  Stratford. 
McK  innon  Dash  Co.,  St.  Catharines. 
Otterville  Mfg.  Co..  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

CANS— Milk 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thog.  Davidson  Mfg.  Co.,  Montreal. 

CANT  HOOKS 
Lachnte  Shuttle  Co.,  Lachute  Mills, 
Que. 

Allan  Hills  Edge  Tool  Co.,  Gait. 

CARBON  LAMPS 
Canadian     Tungsten     Lamp  Co., 
Hnmiltnn. 
CARPENTERS'  CLAMPS 
Taylor-Forbes  Co.,  Guelrh. 

CABBIAGE  HEATEES 
Chicago   Flexible   Shaft   Co.,  Ohi- 

"^CABTBIDGES— Metallic 
Remington    Arms — Unian  Metallic 

Cartridge  Co.,  Windsor. 
Dominion  Cartridge  Co.,  Montreal. 

CASEMENT  ADJUSTERS 
Canadian    Yale    &    Towne,  Ltd., 

St.  Catharines. 
Springer  Lock  Mfg.  Co.,  Belleville. 

CASTERS — Stove  and  Bange 
Chicago    Hardware    Foundry  Oo., 

Chicago,  III. 
Moflfat  Stove  Co.,  Weston. 

CATTLE  LEADEBS 
Taylor-Forhes  Co..  Guelph. 

CHAIN  BOLTS 
Taylor-Forbes  Co..  Guelph. 
Stanley  Works.  New  Britain,  Conn. 

CHAIB  LADDEBS 
Tavlor-Forbes  Co..  Guelph. 
Otterville  Mfg.  Co..  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 
CHAIN 

Antl-skld,    Coll.    Cow-tie,  Halter, 

Trace,  Hammock,  Logging. 
McKinnon  Chain  Co..  Buffalo.  N.Y. 

CHAIN — Brass  k  Copper 
James   Morrison   Brass   Mfg.  Oo., 
Toronto. 

CHAINS— Steel 
Steel  Co.  of  Canada.  Hamilton. 
B.  Greening  Wire   Co.,  Hamilton. 
CHALK 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearev  ,t  Co..  Toronto. 

CHIMNEY  TOPS 
Gurney  Foundry  Co..  Toronto. 

CHISELS— Wood 
Allan  Hills  Edge  Tool  Co.,  Oalt. 


CHURNS — Barrel  or  ReTolTlag 

Beatty  B.-os.,  Fergus,  Ont. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer-Dowswell    Co.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 

CLAMPS 
Taylor-Forbes  Co.,  Guelph. 
National  Machinery  A  Supply  Co., 

Hamilton. 
Henry  Disston  Se  Sons.  Toronto. 
CLOCKS 

Western  Clock  Mfg.  Co.,  La  SaIU, 

111. 

CLOTHES  DBIEBS 
James  Smart  Mfg.  Co.,  Broekrille. 
Stratford  Mfg.  Co.,  Stratford. 

Taylor-Korbes  Co..  Guelph. 

CLOTHES  LIKE  PULLBTB 
Taylor-Forbes  Co..  Guelph. 

CLOTHES  MANGLES 
Cummer  Dowswell,  Ltd.,  Hamllt«a. 
Maxwell's.   Ltd.,   St.  Mary's. 
Taylor-Forhes  Co..  Guelph. 

CLOTHES    BARS    AND  RAOX 
Wm.  Cane  &  Son,  Newmarket. 
McFarlane  Ladder  Works.  Toronto. 
Otterville  Mf?.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CLOTHES  LINE  PROPS 
McFarlane  Ladder  Works.  Toroate. 
Otterville  Mf?.  Co..  Otterville. 

CLOTHES  LINE  WIRE 
Steel  Oo.  of  Canada,   Ltd.,  Ham- 
ilton. 

CLOTHES  REELS 
Taylor-Forbes  Co..  Guelph. 

CLOTHES  PINS 
Wm.  Cane  A  Sons  Co..  Newmarket. 

COAL  CHUTES 
Clare  Bros.,  Preston. 
Oalt   Stove  k   Furnace  Co.,  Gait. 
Steel   Trough    &     Machine  Oo., 
Tweed. 

Winnipeg  Ceiling  A  Roofing  0«, 

Winnipeg. 
Metal  Shingle  A  Siding  Co.,  Ptm- 

ton. 

COAL  SCBEENS 
Canada  Wire   A   Iron   Goods  Oe., 
Hamilton. 

COBBLER  SETS 

Taylor-Forbes  Co..  Guelph. 

COMPASSES 
Marble   Arms   &   Mfg.    Co.,  Glad- 
stone. Mich. 
CONCRETE    BLOCK  MACHXNBI 
James    Stewart    Mfg.    Co.,  Weed- 
stock. 

CONDUCTOR  PIPE 
See  Eavetrough. 

COPPER  WARE 
Thos.  Davidson  Mfg.  Co.,  MontrMl. 
E.  T.  Wright  Co..  Ltd..  HamiltoB. 
McClary   Mfg.   Co.,  London. 
Sheet  Metal  Products  Co..  Toronte. 

CORDAGE  AND  TWDTB 
Scythes  &   Co.,  Toronto. 
Consumers  Cordage  Co..  Montra*!. 

CORNICE  BRAKES 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shinsrie  &  Sidins  Company, 
Preston. 

Steel     Bending     Brake  Works, 

Chatham. 
Brown  Boggs  Co.,  Hamilton. 
COBBUGATED  IBON 

Metal  Shinsle  &  Siding  Company, 
Preston. 

Metallic   Roofinsr   Co..  Toronto. 

COTTEB  PINS 
Steel  Co.  of  Canada.  Ltd,  HagsU- 
ton. 

COTTON  DUCK  AND  WASTB 

Scythes  A  Co..  Toronto. 

COUNTERS 
Walker  Bin  A  Store  Fixture 
Berlin. 

COUNTER  CHECK  BOOKS 
Dominion  Register  Co..  Toronto. 

COUNTER  YARD  MEASURB8 
Lufkin  Rule  Co.,  Windsor. 
Taylor-Forbes  Co..  Gnelph. 

COW  EASE 
Carpenter,    Morton    Co.,  Bostem, 
Mass. 

COW  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co..  Ham- 
ilton. 

McKinnon  Chain   Co.,   St.  Cathar- 
ines. 

CRANES 
Canadian  Yale  A  Towne,  Ltd.,  St- 

Catharines. 
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OBOWBABS 
Welland  V»la  Mfc.  Co..  8t.  Ostk 
»rine». 

OUIiVBBTS — Oormcated  MaUi 

Winnipeg  Ceilinc  A  Rooflnc  Co., 
Wianiptc. 

The  Pedlar  People,  Oibawa. 
OTIBBT  COMBS 

Steel    Equipment    Co.,  Pembroke. 

I.  T.  Wright  Co.,  Ltd.,  Hamilton. 

Bnrrow,  Stewart  A  Milne,  Hamil- 
ton. 

OTTBTAIN  STBET0HEB8 
Otterville  Mfg.  Co.,  OttervilU. 
Landers,  Prary  &  Clark,  New  Bri- 
tain, Conn. 

OUTLEET 
Arch.  UeFarlane,  Montreal. 
Canadian  Rogers  Co.,  Toronto. 
Dorken  Bros..  Montreal. 
Oneida   Commnnity,   Ltd.,  Xiagara 

Falls,  Ont. 
Landers,  Frary  &  Clark,  New  Brit- 
ain, Conn. 
Sanderson  Poarcv  &  Co.,  Toronto. 

OUT  SOLES 
Beardmore  *  Co..  Toronto. 

DAMPEES 
Eureka  Damper  Co.,  Montreal. 
Gumey  Foundry  Co.,  Toronto. 
MeClary  Mfg.  Co.,  London. 
James  Smart  Mfg.  Co.,  BroekrUIa. 
Taylor-Forbes  Co..  Guelph. 
Channel!  Chemical  Co.,  Toronto. 

Ronnk,  Ltd.,  Toronto.   

DEEP  WELL  POWEB  HEADS 
Dayton    Pump   &   Mfg.   Co.,  Day- 
ton, Ohio. 

DISINFECT  AKTS 
Williams    Chemical    Co.,  Rnisell. 

DISPLAY  AND  WALL  OASES 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

Cameron  ft  Campbell,  Toronto. 

DISPLAY  BACKS 
Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

DIES 

Armstrong    Mfg.    Co.,  Bridgeport, 

Conn. 

DO OB  CHECKS 
Canadian  Yale  &  To-wne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chieago. 
Keating  Brags  Works,  Toronto. 
Taylor-Forbes  Co..  Guelph. 

DOOE  HANQEBS — Parlor 
Canada    Steel    Goods   Co.,  Hamil- 
ton. 

Taylor-Forbes  Co..  Guelph. 
Bichards-Wilcox      Canadian  Co., 
London. 
DOOB  MATS — Cocoa  Plbra 
Ueakins  ft  Sons,  Hamilton. 

DOOE  MATS — Eubber 
Sntta  Percha  ft  Rubber,  Ltd.,  To- 
ronto. 

DOOB  MATS— Wire 
Kahne  ft  Anderton,  Port  Hope. 
Canada   Wire  &  Iron   Goods  Co., 

Hamilton. 
Barton  Netting  Co.,  Windsor. 

D00E8  AND  WINDOWS 
k.  B.  Ormsbv  Co.,  Toronto. 
Metal  Shingle  ft  Siding  Co.,  Prea- 
ton. 

Winnipeg  Ceiling  ft  Roofing  Co., 
Winnipeg. 

DRAW  KNIVES 
Allan  Hills  Edire  Tool  Co.,  Gait. 

DBILLS — Breast  and  Bench 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

DBY  COLOBS 
Canada  Paint  Co..  Montreal. 
Bherwin-WilliamB  Co.,  Montreal. 
G.  F.  Stephens  ft  Co.,  Winnipeg. 
Brandram-Henderson,    Ltd.,  Mont- 
real. 

A.  Ramsay  ft  Son,  Montreal. 
Sanderson  Pi>»rcy  ft  Co..  Toronto. 

DEIVE  WELL  POINTS 
Otterville   Mfg.   Co.,  Otterville. 

DUSTLES3  DUSTEB8 
Tarbox   Bros.,  Toronto. 
BAVETBOUGH    AND  CONDUCT- 
OB  PIPE 
Mplallic-    Rr.ofing   Co.  Toronto. 
Uetal  Shingle  A  Siding  Co..  Pres- 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
rral. 

MeClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

A.  Welch  ft  Son,  Toronto. 

Winnipeg  Celling  A  Roofing  Co., 
Winnipeg. 

K.  T.  Wright  Co.,  Ltd.,  Hamil- 
ton. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

EDGE  TOOLS 
Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  BroekTllle. 

Peck,  Stow  ft  Wilcox  Co.,  South- 
Ington,  Conn. 


Walland  Vale  Mfg.  Co..  St.  Oatk- 
arinaa. 

EGG  OBATES 
Wm.  Cane  A  Son,  Newmarket. 
ELECTRIC  FLASHLIGHTS 

Canadian   Ever  Ready  Works,  To- 
ronto. 

Interstate    Electric    Novelty  Co., 
Toronto. 

Metal  Specialties  Co.,  Chicago,  111. 

ELEOTBIC  LIGHT  FIXTU^BS 
James    Morrison   Brass   Mfg.  Co., 

Toronto. 
Barton  Netting  Co.,  Windsor. 

ELECTBIO  IB0N8,  ETC. 
Ideal  Electric  Mfg.  Co.,  Wallaea- 
burg. 

Benfrew   Electric   Mfg.   Co.,  Ren- 
frew. 

Chieago   Flexible    Shaft   Co.,  Chi- 
cago. 

Landers,     Frary    A     Clark,  New 
Britain,  Conn. 

Duncan  Electric  Co.,  Montreal. 

Badiant   Electric   Co.,  Qrimaby. 
ELECTEIC  LAMPS 

Northern  Electric  Co.,  Montreal. 

Canadian  Sunbeam  Lamp  Co.,  To- 
ronto, Ont. 

Ontario    Lantern     A     Lamp  Co., 
Hamilton. 
ELECTEIC  MANTEL  GBATES 

Radiant  Electric  Co.,  Grimsby. 

Barton   Netting  Co.,  Windsor. 
ELECTBIO  BADIATOBS 

Radiant  Electric  Co.,  Grimsby. 

Ideal  Electric  Mfg.  Co.,  Wallace- 
burg. 

Renfrew   Electric   Mfg.   Co.,  B«D- 
frew. 

ELECTBIO  BANGES 
Radiant  Electric  Co.,  Grimsby. 
Ideal   Electric  Mfg.  Co.,  Wallaee- 
bnrg. 

Renfrew   Electric   Mfg.   Co.,  Ben- 
frew. 

ELECTEIC  BATTEEIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Radiant  Electric  Co.,  Grimsby. 

EMEEY  GEINDEES 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

EMEBT  POWDEB 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams    Co.,  Montreal. 
Q.  F.  Stephens  A  Co.,  Winnipeg, 
A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 

ENAMEL  SIGNS 
MeClary  Mfg.  Co.,  London. 

ENAMELED  WARE 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

MeClary  Mfg.  Co..  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Stamped  &  Enameled  Ware,  Hes- 
peler. 

ESCUTCHEON  PINS 
Steel  Co.  of  Canada.  Ltd..  Hamil- 
ton. 

EXPANSION  BOLTS 
RichardsWilcox      Canadian  Co., 

London . 

EXPRESS   WAGONS — Boys' 
Canadian   Buffalo   Sled   Co.,  Pres- 
ton. 

Gendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane   Ladder  Works,  Toron- 
to. 

FARM  TANKS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstock.  Ont. 

FARM  TROUGHS 
Wayne    Oil    Tank    &    Pump  Co., 
Woodstnrl,-.  Ont. 
FASTENERS— Door,  Sash 
Canadian  Tnle  ft  Towne,  Ltd.,  St. 

Cathsrinefl. 
Taylor-Forbes  Co..  Guelph. 

FENCING — Woven  Wire 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Steel  Company  of  Canada,  Hamil- 
ton. 

Canadian  Steel  A  Wire  Co.,  Ham- 
ilton. 

FENCING — Picket  Wire 
McFarlane   Ladder   Works,  Toron- 
to. 

FILES  AND  EASPS 
Henry  Dlsston  ft  Sons,  Toronto. 
Nicholson  File  Co.,  Port  Hope. 
G.  A  H.  Barnett  Co.,  Philadelphia. 
Simonds   Canada   Saw   Co.,  Hont- 

'^FTLTEBS— Water  and  OU 
James    Morrison    Brass   Mfg.  Co., 

Toronto. 

FIEEPBOOF  D00B8  AND  WIN- 
DOWS 

Nf.ialli'-    Rnnfine    Co.,  Toronto. 
Winnipeg   Celling   A    .ooflng  Co., 
Winnipeg. 


FIBEFLAOE  OBATES 
Chadwlck  Brass  Co.,  Hamilton. 
Enterprise  Foundry  Co.,  SaokTilU, 
N.B. 

Barton  Netting  Co.,  Wlndaor. 
James    Stewart    Mfg,    Co.,  Wood- 
stock. 

Taylor-Forbes  Co.,  Guelph. 
Canada  Wire  A   Iron  Goods  Co., 

Hamilton. 

FIBE  BUCKET  TANKS 
Metal  Shingle  A  Siding  Co.,  Praa- 

ton. 

A.  B.  Ormsby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
MeClary  Mfg.  Co.,  London. 

FIBE  DOOE  HABDWABB 
Winnipeg  Ceiling   A   Roofing  Co., 

Winnipeg. 
Richards-Wileox     Canadian  Co., 

London. 

Stanley  Works,  New  Britain,  Conn. 
Taylor-Forbes  Co.,  Guelph. 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

FIEB  EXTINGUISHEES 
Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

FLAGS 
Scythes  A  Co.,  Toronto. 
J.  J.  Turner  A  Son,  Peterboro. 
FLOOB  AND  WALL  THIMBLES 
Metal  Shingle  A  Siding  Co.,  Prea- 
ton, 

FORCE  OTJPS — Rnbber 

The  Goodyear  Tire  &  Rubber  Co.,  of 

Canada,  Limited.  Toronto 
Gntta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

FOUNDEY  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada  Wire   A  Iron   Goods  Co., 

Hamilton. 

FOOD  CHOPPEBS 
Maxwells,  Ltd.,  St.  Mary'a. 
Peck,   Stow  &  Wilcox  Co.,  South- 

ington,  Conn. 
MeClary  Mfg.  Co.,  London. 

FOOT  WABMEBS 
Chicago   Flexible   Shalt   Co.,  Chi- 
cago. 

FUENACES— Phimbera' 
James   Morrison  Brass   Mfg.  Co., 
Toronto. 

FUENAOES— Hot  Air 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

Can.   Heat   A   Vent.     Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Specialty  Mfg.  Co.,  Grimsby. 
Gait  Stove  A  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, 

N.B. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  A  Heater  Co., 
Hamilton 

Hall  Zryd  Foundry  Co.,  Hespeler. 

Kir-Ben,  Ltd.,  Almonte. 

MeClary  Mfg.  Co.,  London. 

Pease  Foundry  Co.,  Toronto. 

Jas.  Smart  Mfg.  Co.,  Broekvllle. 

Jas.  Stewart  Mfg.  Co.,  Wood- 
stock. 

FUENITUEE  SLIDES 
Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  lEON 

Metallic  Roofing  Co.,  Toronto. 

Metal  Shingle  &  Siding  Company; 
Preston. 

MeClary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

B.  ft  S.  H.  Thompson,  Montreal. 
M.  A  L.  Samuel,  Benjamin  A  Co., 
Toronto. 

Winnipeg  Ceiling  A  Roofing  Co., 
Winnipeg. 

Metal  Shingle  A  Siding  Co.,  Pros- 
ton. 

McFarlane-Douglas  Co.,  Ottawa. 

A.  Welch  A  Son,  Toronto. 

GALVANIZED  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 

GARAGES- Metal 
The  Pedlar  People,  Oshawa. 
Metal  Shingle  A  Siding  Co.,  Pres- 

GAEBAGE  CANS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

MeClary  Mfg.  Co..  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Steel     Trough     A     Machine  Co., 

Tweed. 

GAEDEN  AND  PAEK  SEATS 
Stratford  Mfg.  Co.,  Stratford. 
GAEDEN  HOSE 

The  (loodycir  Tire  \-  KiilibiT  ( 'o..  of 
( '.iniiflu.  1 .1  mil  I'd .  Toroiil  o 

Gntta  Percha  A  Rubber,  Ltd.,  To 
ronto. 


OAS IBONB 

MeClary  Mfg.  Co..  London. 

GAS  OVENS 
Falrgrlere  Metal  A  Stamping  Oe.. 
Toronto. 

GAS  RANGES 
Barrow,  Stewart  A  Milne,  Hamil 
ton. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 
Fairgrieve  Metal  A  Stamping  Co.. 

Toronto. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove    A    Heater  Oa.. 

Hamilton. 
MeClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weaton. 
Jamea   Stewart   Mfg.   Co.,  Wood 

stock. 

Supreme  Heating  Co..  Welland. 

GAS  FIXTUBES 
Jamea   Morrison  Brass   Mfg.  Co.. 

Toronto. 
Barton  Netting  Co.,  Windsor. 

GAS  WATEE  HEATEBS 
Moffat  Stove  Co.,  Weaton. 
MeClary  Mfg.  Co.,  London. 
Gurney  Foundry  Co.,  Toronto. 
Barrow,  Stewart  A  Milne,  Hamll 

ton. 

Bowes,  .Tamieson,  Ltd.,  Hamilton. 
James  Morrison  Brass  Mfg.  Oe.. 
Toronto. 

GASOLINE  LIGHTING 
H.  W.  Knight  A  Bros.,  Toronto. 

GASOLINE  &  OIL  PUMPS 
Wayne    Oil    Tank    A    Pump  Co.. 
Woodstock,  Ont. 

GASOLINE  STOVES 
James    Stewart   Mfg.    Co.,  Wood 
stock. 

GATES — Farm 
Steel  Co.  of  Canada,  Montreal. 

McGregor  Banwell  Fence  Co.,  Wa' 
kerville. 

Banwell    Hoxie    Wire    Fence  Co.. 

Hamilton. 
James   Morrison   Brass   Mfg.  Oc 

Toronto. 

GAUGES 
Stanley   Rule   A   Level    Co.,  Ne* 
Britain.  Conn. 

GAUGE  COCKS 
Penberthy  Injector  Co..  Wlndaor. 
James   Morrison   Brass   Mfg.  Co.. 
Toronto. 

GLASS 

Consolidated  Plate  Glass  Co.,  To 
ronto. 

Hobbs  Mfg.  Co..  London. 
Toronto  Plate  Glass  Imp.  Co.,  To 
ronto. 

A.  Ramsay  ft  Son  Co.,  Montreal. 

GLASS — Bent 
The  Toronto  Plate  Glass  Import 
ing  Co.,  Toronto. 
GLASS  CUTTING  BOARDS 
Lufkin  Rule  Co.  of  Canada,  Wind 

SOT. 

A.  Ramsay  A  Son  Co..  Montreal 
Sanderson  Ppbtcv  A  Co..  Toronto 

GLAZIERS'  TOOLS 
Smith  &  Hemenway,  New  York. 

GRANARIES — Portable 
Metallic   Roofing   Co.,  Toronto. 

GRASS  CATCHERS 
Tavlor-Forhps  Co..  Guelph. 

GRINDSTONES 
Taylor-Forhp.i  Co.,  Guelph. 
Rlchards-Wilcox      Canadian  Co. 
London. 
GRINDSTONE  FIXTURES 
Tavlor-Forbps  Co.  Guelnh. 

GUNS    AND  EIFLES 
Remineton  U.M.O.  Co.,  Windsor. 
Robs  Rifle  Co.,  Quebec. 

HACK  SAW  BLADES 
K.  C.  Atkins  &  Co..  Hamilton. 
Simonds   Canada   Saw   Co.,  Mom 
real. 

HALTEES— Leather 
6.  L.  Griffith  A  Son.  Stratford. 

HAMMERS 
James  Smart  Mfg.  Co..  BrockvllU 
Stanley    Rule    ft    Level    Co.,  N»w 

Britain.  Conn. 
Allan  Hills  Edge  Tool  Co.,  Gait. 

HAMMOCKS 
Dominion    Hammock    Co.,  Dunn 
ville. 

Gait  Robe  A  Hammock  Co.,  Oatt 
HANDLES — Door,     Drawer  and 
Store 

Tavlor-Forbea  Co.,  Guelph. 
Stanley     Works,      New  Britain 
Conn. 

Canadian  Yale  A  Towne,  Ltd.,  St 

Catharines. 
HANDLES— Axe,  Pick.  at*. 
Laehute  Shuttle  Mfg.  Co.,  L^ehut* 

Mills.  Qne. 
Hrayton  Mills,  Ltd..  Drayton,  O-t 
Turner.      Dar.    Woolworth  C".. 

Louisville,  Ky. 
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HARNESS  AND  BLANKET! 
O.  L.  Qrifflth  k  Son,  Stratford. 
Burlington    Windier    Blanket  Co., 

Toronto. 

HASPS  AMD  LATCHES 
Taylor- Korbet  Go..  Ouelph. 
Stanley     Works.     New  Britala, 

Conn. 

Cowan  Sc  Britton,  Ltd.,  Oananoana. 
James  Smart  Mfg.  Co.,  BroekviUa. 

HATCHETS 
James  Smart  Mfg.  Co.,  BroekTilla. 

HAT  KNIVES 
Welland  Vale  Mfg.  Co..  St.  Cath- 
arines. 

HINQE8 

Stanley     Works,      New  Britala, 

Conn. 

Springer    Lock    Mfg.    Co.,  Balla- 
ville. 

Canada  Steel  Ooods  Co.,  Hamilton. 
Cowan  ft  Britton,  Ltd.,  Gananoqne. 
Taylor-Forbes  Co.,  Guelph. 
HINQES — Spring    and  Floor 

Taylor-Forbes  Co.,  Ouelph. 
Boiunier  Brothers,  Brooklyn,  N.T. 
Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

Chicago  Spring  Butt  Co.,  Ohieago. 
HOCKEY  PUCKS 

The  (  Jooiiycar  l  iro  &  Hubhcr  Co.,  of 
C'iuiudii.  I.imilod.  Toronto 
HOCKEY  STICKS 
Drayton  Mills,  Ltd..  Drayton,  Ont. 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

HOBSE    CLIFPINO  MACHINES 
B.  &  S.  H.  Thompson,  Montreal. 
Chicago    Flexible   Shaft    Co.,  Chi- 
cago. 

HOBSE  SHOES  AND  NAILS 
Steel  Co.  of  Canada,  Hamilton. 

HOBSESHOE  CALKS 
Steel  Co.  of  Canada,  Hamilton. 

HOUSE  CLEANING  UTENSILS 
Onward  Mfg.  Co.,  Berlin. 

HOSE  BEELS 
Outta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOOKS — Coat  and  Hat,  Kltehra 
Steel  Co.  of  Canada,  Hamilton. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Tayler-Forbes  Co.,  Ouelph. 

HOOKS  AND  ETES 
Steel  Co.  of  Canada,  Hamilton. 
Stanley     Works,     New  Britain. 

Conn. 

ICE  SHAVES 
McCIary  Mfg.  Co.,  London. 
North   Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 
Stanley   Rule   &    Level   Co.,  New 
Britain,  Conn. 
ICE   CBEAM  FBEEZEBS 

McClary  Mfg.  Co.,  London. 
North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

ICE  BOXES  AND  CHESTS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
IfcClary  Mfg.  Co.,  London. 

INJECTOBS — Automatic 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

INGOT  METALS 
U.  ft  L.  Samuel,  Benjamin  ft  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
IBONINO   AND    BAKE  BOARDS 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co.,  Guelph. 
Otterville  Mfg.  Co.,  OtterviUe. 

JACK  CHAIN 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Ontario    Lantern    &    Lamp  Co., 
Hamilton. 

JOIST  HANGERS 
Taylor-Forbes  Co.,  Gnelph. 

KEY  BLANKS 
Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

KITCHEN  CABINETS 
E.  T.  Wright  Co..  Ltd.,  Hamilton. 

KITCHEN  WOODSNWABB 
Stratford  Mfg.  Co.,  Stratford. 
MeFarlane  Ladder  Co.,  Toronto. 

KNIVES— Draw 
Allan  Hills  Edge  Tool  Works,  Gait, 
Peck,  Stow  ft  Wilcox  Co.,  South- 

ington.  Conn. 
KNIVES — Planer,  Faper-cattlnK 
Simonds  Canada  Saw  Co.,  Mont- 
real. 

Henry  Disston  ft  Sons,  Toronto. 

LADDEBS 
Stratford  Mfg.  Co.,  Stratford. 
MeFarlane  Ladder  Co.,  Toronto. 

LADDEBS — Store 
James   Morrison  Brass  Mfg.  Co., 
Toronto. 

Mllbradt  Mfg.  Co..  St.  Lonls,  Me. 
LAMPS 

OatiBdUn  Sunbeam  Lamp  Oo.,  To- 
ronto, Ont. 


LAMPS — Ineandascent 
Canadian  Sunbeam  Lamp  Co.,  To- 
ronte  Unt. 

LAMPS  AND  BUBNEBS 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton, 

LAMPBLACK 
L.  Martin  Co.,  New  York. 

LANTEBNtt 
Thos.   Davidson    Mfg.    Co.,  Mont- 
real. 

Ontario  Lantern  ft  Lamp  Co., 
Uamiliun. 

McCiary  Mfg.  Co.,  London. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LATCHES 
Canadian  Yale  A  Towne,  Ltd.,  St. 

Catharines. 
Richards- Wilcox      Canadian  Co., 

Loudon. 
Taylor-Forbes  Co.,  Guelph. 
Bommer  Brothers,  Brorklyn. 

LAUNDBY  TUBS 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

LAVATOBIES 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronta. 
Steel     Trough     ft     Machine  Co., 

Tweed 

LAWN  FENCING 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

B.  Greening  Wire  Co.  Uamilton. 

LAWN  HOSE 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LAWN    SEATS   AND  SWINGS 
Stratford  Mfg.  Co.,  Stratford. 
Canadian  Buffalo  Steel  Co.,  Pres- 
ton. 

LAWN  MO  WEBS 

Maxwells,   Ltd.,  St.  Mary's. 

Taylor-Forbes  Co.,  Guelph. 

James  Smart  Mfg.  Co.,  Brockville. 
LAWN  SPBINKLEBS 

.Tames  Morrison  Brass  Mfg.  Co., 
Toronto. 

Taylor-Forbes  Co^  Guelph. 

Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LEAD  PIPE 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 

LETTEB  BOXES 
Taylor-Forbes  Co..  Ouelph. 

LEVELS 
Prank  Sand  Mfg.  Co.,  Windsor. 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

LEATHER — Soles,  Etc. 
Beardmore  &  Co.,  Toronto. 

LINOLEUMS 
Dominion  Oil  Cloth  Co.,  Montreal. 

LINSEED  on. 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 

LITHOOBAPHED  TIN  BOXES 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McCIary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

E.  T.  Wright  Co.,  I-td.,  Hamilton. 
LOCKS,  KNOBS,  ETC. 

National  Hardware  Co.,  Orillia. 

Peck,  Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 

Taylor-Forbes  Co.,  Gnelph. 

Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

Springer  Lock  Mfg.  Co.,  Belle- 
ville. 

LUMBEBINO  TOOLS 
Allan  Hills  Edge  Tool  Co.,  Gait. 

MACHINE  KNIVES 
E.  C.  Atkins  ft  Co.,  Hamilton. 
Henry  Disston  ft  Sons,  Toronto. 

MALLETS 
Stanley   Rule    ft    Level    Co.,  New 

Britain,  Conn. 
MANUAL   TBAININO  BENCHES 
Richards-Wilcox      Canadian  Co., 
Ltd.,  London. 

MANGLES 
Cummer-Dowswell,  Ltd.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Gnelph. 
James  Smart  Mfg.  Co..  Brockvllle. 

MANTELS— Wood 
Barton  Netting  Co  .  Windsor. 

MAPLE  EVAPOBATOBS 
Steel     Trough     ft     Machine  Co., 
Tweed. 

MABINE  SUPPLIES 
James    Morrison   Brass    Mfg.  Co., 
Toronto. 

Consumers'  Cordage  Co..  Toronto. 

MATCH  STANDS  (Safety) 
Chicago    Hardware    Foundry  Co., 
Chicago,  111. 


MATTOCKS 
Welland  Vale  Mfg.  Co.,   St.  Cath- 
arines. 

MEASUBINO  PUMPS 
Wayne    Oil    Tank    ft    Pump  Co., 
Woodstock,  Ont. 

METALS 
Canada  Metal  Co.,  Toronto. 
McCIary  Mfg.  Co.,  Loudon. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

M.  &  L.  Samuel,  Benjamin  ft  Co., 

Toronto. 

B.  ft  S.  H.  Thompson,  Montreal. 

E.  T.  Wright  Co..  Ltd.,  Hamilton. 

METAL  CEILINGS  AND  WALLS 

Metallif    Roofing:   Co.,  Toronto. 

McFarlane-Dougias  Co.,  Ottawa. 

Winnipeg  Ceiling  ft  Roofing  Co., 
Winnipeg. 

Sarnia  Metal  Products  Co.,  To- 
ronto. 

Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

METAL  POLISHES 
Canada  Paint  Co.,  Montreal,  Que. 
Nickel   Plate     Stove   Polish  Co., 

Windsor,  Ont. 
Sherwin-Williams  Co..  Montreal. 

METAL  WASHBOARDS 
Meakina  ft  Sons,  Hamilton. 
METAL    GABAOES    AND  SILO 
BOOFS 

Metallic    RoofiDt:    Co,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres 
ton, 

METAL  LATHS 
Pedlar  People.  Oshawa. 

Mptnllif   Ror.Hns   Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Winnipeg   Ceiling  ft   Roofing  Co.. 

Winnipeg. 
Metal  .Shinsjle  &   Siding  Company, 

Preston. 

MILL  SUPPLIES 
Canadian      Fairbanks-Morse  Co., 

Montreal. 

MIBBOBS 
Toronto  Plate  Glass  Imp.  Co.,  To 
ronto. 

Conaolidated  Plate  Glass  Co.,  To- 
ronto. 

Kinzinger  ft  Bruce  Co.,  Niagara 
Falls. 

Hobbs  Mfg.  Co..  Ltd.,  London. 

MITBE  BOXES 
Stanley  Rule   ft   Level   Co.,  New 

Britain,  Conn. 
E.  C.  Atkins  ft  Co.,  Hsmilton. 

MOPS,  MOP-CLOTHS 
Channell  Chemical  Co.,  Toronto. 

MOP  WRINGERS 
Wm.  Cane  ft  Sons  Co..  Newmarket. 

MORTAR  COLORS 
Manton  Bros.,  Toronto. 
Sanderson  Pearcy  &■  Co.  Toronto. 

MOTOR  BOAT  SUPPLIES 
Canadian     Fairbanks-Morse  Co., 
Montreal. 

MOTOB  ACCESSOBIES 
Canadian      Fairbanks- Morse  Co., 
Montreal. 

NAILS  (Cut) 
Cowan  &  Britton,  Ltd.,  Gananoqne. 
Steel  Co.  of  Canada.  Ltd.,  Hamil- 
ton. 

NAILS  (Wire) 
H.  S.  Howland,  Sons  ft  Co.,  To- 
ronto. 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Laidlaw  Bale-Tie  Co.,  Hamilton. 
Parmenter  Bulloch  Co.,  Gananoqne. 
Steel  Co.  of  Canada.  Ltd.,  Hamil- 
ton. 

Canadian  Yale  ft  Towne,  Ltd.,  St. 
Catharines. 

NAIL  PULLERS 
Smith  ft  Hemenway.  New  York. 
Chas.  Morrill.  New  York,  N.Y. 

NECKTOKES 
Dravton  Jfills.  Ltd..  Drayton.  Ont. 

NICKEL-PLATED  WABE 
Landers,    Frary     ft    Clarlc,  New 
Britain,  Conn. 

NUT  ORAOKEBS 
Chicago    Hardware    Foundry  Co., 

Chicago,  III.   

OAKUM 
A.  Ramsay  ft  Son  Co.,  Montreal. 
Scythes  ft  Co.,  Toronto. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 
OILS — Linseed   and  BoUed 
Canada  Linseed  Oil  Mills,  Mont- 
real and  Toronto. 

OILS — Varnish 
Canada  Linseed  Oil  Mills,  Mont- 
real and  Toronto, 
on.  AND   GASOLINE  TANKS 
Steel    Trough    ft    Maehina  Co., 
Tweed. 

Thos.  Davidson  Mfg.  Co.,  Ifent- 
real. 

Sheet  Metal  Prodneta  Co.,  ToroB- 
to. 

Metal  Shingle  ft  Sidinc  Co..  Proa- 
tea. 


OIL   STOVES   AND  HEATBB8 
Bowes    Jamieson,    Ltd.,  Hamiltoa. 
Imperial  O'l  Co..  Toronto. 
Thos.    Oat.dson    Mfg.    Co.,  Moat- 
real. 

McCIary  Mfg.  Co..  London. 
Sheet  Metal  Prodaeta  Co.,  Taroa- 
to. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

on.   8TOBAOB  SYSTEMS 
8.  F.  Bowser  ft  Co.,  Toronto. 
Heller-Aller  Co.,  Windsor. 
Steel     Trough     ft     Machine  Co.. 
Tweed. 

Wayne  Oil     Tank  ft  Pomp  Oo, 

Woodstock. 
OILEBS — Englns    and  Machlao 
Thos.    Davidson    Mfg.    Co.,  Moat- 
real. 

McCIary  Mfg.  Co.,  London. 
Sheet  Metal  Prodneta  Co..  Toroa- 
te. 

E.  T.  Wright  Co.,  Ltd..  Hamiitoa. 

OILED  CLOTHING 
Scythes  ft  Co.,  Toronto. 

on,  CLOTHS 
Dominion  Oil  Cloth  Co.,  Montroal. 

on.  CANS 
Fairgrieve  Metal  ft  Stamping  Co., 
Toronto. 

OILY  WASTE  CANS 
James   Morrison   Brass    Mfg.  Co., 
Toronto. 

Metal  Shingle  ft  Siding  Co..  Proo- 

ton. 

E.  T.  Wright  Co.,  Ltd.,  Hamiitoa. 
Sheet  Metal  Produeta  Co.,  Toron- 
to. 

OBNAMENTAL  IBON 
Canada  W^irs  ft   Iron   Gooda  Co., 
Hamilton. 

PAXLS — Wood 
Wm.  Cans  ft  Sons  Co.,  Newmarket. 

PAINTS  AND  OILS 
BrBndrsm-He'<'<.erson,    Ltd.,  Moat- 
real. 

Canada  Paint  Co..  Montreal. 
Imperial  Varnish  ft  Color  Co..  To- 
ronto. 

Ottawa  Paint  Cc  ,  Ottawa. 
R.  C.  Jamieson  ft  Co.,  Montreal. 
Lowe  Broa..  Ltd.,  Toronto. 
Martin-Senour  Co..  Montreal. 
Benj.  Moore  ft  Co..  Weat  Toronto. 
Pratt  ft  Lambert,  Bnffalo. 
Pinchin-Johnson  Co.,  Toronto. 
A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co..  Toronto. 
Sherwin-Williams  Co.,  Montreal. 
PAINT  SPRAYING  MACHINES 
A.  Ramsay  ft  Son  Co.,  Montreal. 

PAINTERS'  TEESTLES 
Stratford  Mfg.  Co.,  Stratford. 
A.  Ramsay  ft  Son  Co.,  Montreal. 
MeFarlane  Ladder  Worka.  Toroa- 
to. 

Walker  Bin  ft  Store  Fixture  Co., 
Berlin. 

PAPEBHANGEBS'  TOOLS 
Sanderson  Pearcy  ft  Co.,  "Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

PARIS  GBEEN 
Sherwin-Williams   Co.,  Montreal. 

A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronto. 
Canada  Paint  Co..  Montreal. 

PABLOB  DOOB  HANOEBS 
Richards-Wilcox      Canadian  Co.. 

Ltd..  London. 
Canada  Steel  Goods  Co..  Hamiitoa. 
Taylor-Forbes  Co.,  Guelph. 

PEEFOBATED  METALS 

B.  Greening  Wire  Co.,  Hamilton. 
Canada   Wire   ft   Iron   Goods  Oo^ 

Hsmilton. 

PICKS 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arinea. 

PIG  IBON 
Steel  Co.  of  Canada.  Hamilton. 
Samnel.  Benjamin  ft  Co.,  Toronto. 

PIPE    CUTTEBS    AND  VISES 
Armstrong    Mfg.    Co..  Bridgeport, 
Conn. 

James   Morrison   Brass   Mfg.  Oc 
Toronto. 

PIPE      AND  FITTINGS — BlMk 

and  OalTanised 
James   Morrison   Brass   Mfg.  Oo, 

Toronto. 
Canada  Metal  Co..  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 
PLANES 

Stanley  Rule   ft   Level   Co.,  Now 

Britain,  Conn. 
National   Maeh.     ft   Snpply  Oo, 

Hamilton. 

PLASTEB 
Alabastine  Co..  Ltd..  Paris. 

PLASTEB  OF  PABIS 
A.  Ramsay  ft  Son  Co.,  Montroal. 
Sanderson  Pearcy  ft  Co..  Toroato. 
Canada  Paint  Co..  Montroal. 
Alabastins  Co..  Ltd^  Paria. 
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PLATES     AND  HOOKS 
Oansdisn  Yale  &  Towne,  Ltd.,  St. 
Cktbarinei. 

Bommer  Brothers,  Brooklyn. 

PLOWS — Qradlng 
Meaford    Wheelbarrow    Co.,  Me»- 
lord. 

PLIEES 

James   Morrisou   Brass   Mfg.  Oo., 

Toronto.   

PLUMBS  AND  LEVELS 

Stanley   Knle   *    Level    Co.,  New 
Britain,  Conn. 

PLUMB  BOBS 

Taylor-Forbes  Co.,  Qaelph. 

Stanley   Rule   &    Level   Oo.,  New 
Britain,  Conn. 

POLISHES — Furniture  and  Wood 

O.  F.  Stephens  &  Co.,  Winnipeg. 

Canada  Paint  Co.,  Montreal. 

Sherwin-Williams  Co.,  Montreal. 

Sanderson  Pearcy  &  Co.,  Toronto. 

Martln-Senour  Co.,  Montreal. 

A.  Ramsay  &  Son  Co.,  Montreal. 
Stnsrt  &  Foster,  Toronto. 
POLISHES — Metal      and  Stova 
Sherwin-Williami  Co.,  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 
Bonnk,  Ltd.,  Toronto. 

POLISHING  BRUSHES 
Boeckh  Bros.,  Ltd.,  Toronto. 
Meakins  &  Sons,  Hamilton. 

POST  HOLE  DIQQEES 
Ottervllle  Mfg.  Co.,  Otterville. 
POULTRY  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 
Imperiol  Steel  &  Wire  Co.,  Oolling- 

wood. 

McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

PULLETS 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Taylor-Forbes  Co..  Guelph. 

PUMPS 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

James   Morrison   Brass   Mfg.  Oo., 

Toronto. 
Bestty  Bros..  Fergus,  Ont. 
Heller-Aller  Co.,  Windsor. 
Canadian     Fairbanks-Morse  Oo., 

Montreal. 

RAKES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

RASPS 

Nicholson  File  Co.,  Port  Hope. 

RAZORS 
Arch.  McFarlsne,  Montreal. 
Dorken  Bros.,  Montreal. 
RBFRIGERATORS      AND  lOB 

CHESTS 

Thoi.   Davidson   Mfg.   Co.,  Mont- 
real. 

Lewis  Bros.,  Ltd.,  Montreal. 
MeClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

■anderion-Harold  Co.,  Paris. 

REGISTERS — Hot  Air  Fnmaca 
Canadian   Heating     t  Ventilating 

Co,.  Owen  Sound. 
Borrow,  Stewart  &  Milne,  Hamil- 
ton. 

Clare  Bros.,  Preston. 
Oumey  Foundry  Co.,  Toronto. 
MeClary  Mfg.  Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Gait  Stove  A  Furnace  Co.,  Gait. 
Kir-Ben   Ltd.,  Almonte. 
Tnttle  k  Bailey  Mfg.  Co.,  Bridge- 
burg. 

Hamilton   Stove     &   Heater  Co., 
Hamilton. 

RIVETS 

Parmenter  Bulloch  Co.,  Oananoque. 
Steel  Co.  of  Canada,  Hamilton. 
RIFLES — Sporting  and  Military 
Ross  Rifle  Co.,  Qnebee. 

ROD  COUPLINGS 
Ottervllle  Mfg.  Co..  Otterville. 
ROPE 

Scythes  tt  Co.,  Toronto. 

Consumers'   Cordage  Co.,  Toronto. 
ROOFINO  BRACKETS 

Stanley   Rule    t    Level    Co.,  New 
Britain.  Conn. 

ROOFING  (Prepared) 

Vrantford  Roofing  Co.,  Brantford. 

Patterson  Mfg.  Co.,  Toronto. 

H.   8.  Howland  Sons  *  Co.  To- 
ronto. 

Oaaadlan    Supply    A  Contracting 

Co.,  Toronto. 

ROOFINO  SUPPLIES 
■.  T.  Wrifhl  To.    lAi..  n>mllt««. 

»00FEB8'  FELT 
Winnipeg   Ceilint    k   Roofing  Co., 
Winnipeg. 

RUBBER  GASKETS 
<Hlta  Percha  A  Rubber,  Ltd..  To- 
r«Dto. 


RUBBER  BELTING 

The  Goodyear  Tiro  &  Rubber  Co.,  of 
l  ':ina(lu,  Limited,  Toronto 
RUBBER  MATS 
The  Goodyear  Tire     Rubber  Co.,  of 
Canada,  Liiiiiled,  Toronto 
RUbBER  PACKING 
The  Goodyear  Tire  &  Kubhor  Co.,  of 
Canada,  Limited,  Toronto 
RULES  AND  TAPES 
Lufkin     Rule     Oo.     of  Camtda, 
Windsor. 

Stanley    Rule   A   Level    Co.,  New 
Britain,  Conn. 
RUBBER  BOOT  REPAIRS 
Marble  Arms   Si   Mfg.   Co.,  Glad- 
stone, Mich. 

RULES — Boxwood 
Lufkin     Rule     Oo.     of  Canada, 
Windsor. 

Stanley   Rule   &    Level   Co.,  New 

Britain,  Conn. 
SAD  IRONS — Mrs.  Potts' 
Taylor-Forbes  Co.,  Guelph. 

SAD  IRONS — Gas  and  Gaaollna 
MeClary  Mfg.  Co.,  London. 
H.  W.  Knight  &  Bros.,  Toronto. 
Taylor-Forbes  Co.,  Guelph. 

SAD  IRONS — Asbestos  Lined 
Dover   Mfg.     Co.,    Canal  Dover, 

Ohio. 

Chicago    Hardware   Foundry  Co., 

Chicago,  111. 

SAFES  AND  VAULTS 
Canadian     Fairbanks-Morse  Co., 

Montreal. 
J.  &    T.  'I'uylor  Safe  Works,  To- 

SAFETT  RAZORS  AND  BLADES 
Gillette   Safety  Razor   Co.,  Mont- 
real. 

Auto-Strop  Safety  Razor  Co.,  To- 
ronto. 

SALAMANDERS 
Qumey  Foundry  Co.,  Toronto. 
SANDPAPER 

A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire  &  Iron  Goods  Co., 
Hamilton. 

SANITARY  CLOSETS 
Superior  Mfg.  Co.,  Hagersville. 
Steel     Trough     &     Machine  Co., 
Tweed 

SAP  SPOUTS  AND  BUCKETS 
Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Taylor-Forbes  Co.,  Guelph. 

MeClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

SASH  CENTRES 
Taylor-Forbes  Co..  Guelph. 

SASH  LIFTS 
Stanley     Works,     New  Britain, 
Oonn. 

SASH  PINS 
Steel  Co.  uf  Canada,  Ltd.,  Hamil- 
ton. 

SASH  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 

SAWS 

E.  0.  Atkins  &  Co.,  Hamilton. 
Slmonds  Canada   Saw  Co.,  Mont- 
real. 

Sliurly-Dietrich  &  Co.,  Gait. 
Henry  Disston  &  Sons,  Toronto. 

SAW  SETS 
Taylor-Forbes  Co.,  Guelph. 
Slmonds  Canada   Saw   Co.,  Mont- 
real. 

Henry  Didslon  &  Sons,  Toronto. 

E.  C.  Atkins  &  Co..  Hamilton. 
SCALES — Weighing 

Cenadian      Fairbanks-Morse  Co., 
Montreal. 

Burrow,  Stewart  Is  Milne,  Hamil- 
ton. 

SCRAPERS 
Stanley   Kale  Sc   Level   Co.,  New 

Britain,  Conn. 
Meaford  Wheelbarrow     Co.,  Mea- 

ford. 

Tevlor,   Forbes  Co.,  Guelph. 
SCREEN     AND     STORM  DOOR 

LATCH 
Taylor-Forbes  Co..  Guelph. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

SCREEN  DOORS  AND  WINDOWS 
Sanderson  Harold  Co.,  Paris. 

SCREEN  DOOR  SETS 
Stanley     Works,      New  Britain. 

Conn. 

Taylor-Forbes  Co..  Guelph. 
Bommer  Brothers,  Brooklyn. 

SCREWS 
P.  L.  Robertson  Mfg.  Co..  Milton. 
Steel  Co.  of  Canada,  Hamilton. 

BORBWB — Baneh  and  Ja«k 
Taylor  Forbps  Co.,  Guelph, 

SCREW  OLAMPS — AdJueUble 
Taylor  Forbes  Co..  Gnslph. 


SCREW  DRIVERS 
Cowan  &  B'^ilton,  Ltd.,  Gananoque. 
Henry  Disiton  &  Sons,  Toronto. 
North   Bros.    Mfg.    Co.,  Philadel- 
phia. 

Stanley   Rule   &   Level   Co.,  New 
Britain,  Oonn. 

SCREW  PLATES 

Wells  Bros.  &  Co.,  Ltd.,  Gait. 

Butterfield  Co.,  Bock  Island,  Que. 
SCYTHES  AND  HAY  KNIVES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

SHEARS — Sheet  Metal 

Feck,   Stow  &  Wilcox  Co.,  Cleve- 
land, Ohio. 
SHEET  METAL  SPECIALTIES 

Bnrrowes  Mfg.  Co.,  Toronto. 

Fairgrieve  Metal  &  Stamping  Co., 
Toronto. 

Soren  Bro<>.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

SHELF  BOXES  AND  CABINETS 

Cameron  &  Campbell,  Toronto. 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

SHELF  SUPPORTS 

Chicago    Hardware    Foundry  Co., 
Chicago,  111. 

SHEEP    SHEARING  MACHINES 

Chicago    Flexible    Shaft    Oo,  Chi- 
cago. 

SHEEP    MARKING  LIQUID 
Sherwin-Williams  Co.,  Montreal. 
SHOT 

Steel  Co.  of  Canada,  Hamilton. 

SHOTGUNS — Repeating 
Remington     Arms      U.M.C.  Co., 
Windsor. 

SHOT  SHELLS 
Remington     Arms      U.M.C.  Co., 
Windsor. 

Dominion     Cartridge   Co.,  Mont- 
real. 

SHOVELS  AND  SPADES 
Lundy  Shovel  &  Tool  Co.,  Peter- 
boro. 

Canadian  Shovel  ft  Tool  Co.,  Ham- 
ilton. 

SILVERWARE 
Canadian  Rogers  Co.,  Toronto. 
Oneida  Community,   Ltd.,  Niagara 
Falls,  Ont. 

SKATE  STRAPS 
G.  L.  GrifBth  &  Son,  Stratford. 
Owen     Sound     Steel     Press  Co., 
Owen  Sound. 

SKYLIGHTS 
Metallic   Rdofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres 
ton. 

Wheeler  &  Bain,  Toronto. 
McFarlane-Douglas  Co.,  Ottawa. 
Winnipeg  Ceiling  &   Roofing  Co., 
Winnipeg,  Man. 

SLEDGES 
Taylor-Forbes  Co.,  Guelph. 

SLEDS 

Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

Richards- Wilcox     Oansdian  Co., 
Ltd.,  London. 

Oendron  Mtg.  Oo.,  Toronto. 
SNOW  SHOVELS 

Canadian  Buffalo  Sled  Co.,  Pres- 
ton. 

Sheet  Met»l  Products  Co.,  Toron- 
to. 

Canada   Steel   Goods   Co.,  Hamil- 
ton. 

SOAP  URNS 
Chas.  Morrill,  New  York,  N.Y. 

SOLDER 
Canada  Mdtal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Winnipeg  Ceiling   &  Roofing  Co., 

Winnipeg. 
MeClary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Boggs  Co..  Hamilton. 

SPIKES 
Steel  Co.  of  Canada,  Hamilton. 

SPOKESHAVES 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

SPONGES 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co..  Toronto. 

SPORTING  GOODS 
Dominion     Cartridge  Co.,  Mont- 
real. 

Marble  Arms  Mfg.  Co.,  Gladstone, 
Mich. 

SPOONS    AND  FORKS — Tin 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

SPRAYERS 
Sherwin-Williams  Co.,  Montreal. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  HamUton. 
Canadian      Fairbsnks-Morse  Co., 

Montreal. 
Specialty  Mfg,  Co,,  Grimsby. 

SPRINGS  AND  AXLBI 
Guelph  Spring  A  Axle  Co.,  Gnelpk. 
Taylor-Forbes  Co..  Oaelpk. 


SPRING  HINGES 
Bommer  Brothers,  Brooklyn. 
Chicago  Spring  Butt  Co..  Ohieago. 
SPRINKLERS — Antomavle,  Fir* 
James   Morrison   Brass   Mfg.  Co., 

Toronto.   

SPRINKLERS — Lawn 
Taylor-I-'orbes  Co.,  Guelph. 
James    Morrison  Bross  Mfg.  Co., 
Toronto. 

SQUARES — Try   and  Mltrs 

Stanley  Rule  Ss   Level   Co.,  NsW 

Britain,  Conn. 
STALLS,      STANCHIONS,  AND 

COW-BOWLS — Metal 
Metal  Shingle  &  Siding  Co.,  PrsS' 

ton. 

Steel  Trough  &  Mfg.  Co.,  TwMd. 
Beatty  Bros.,  Fergus. 

STAIR  PLATES 
Steel     Equipment     Co.,  Ottawa, 

STAPLES 
Steel  Oo.  of  Canada,  Hamilton. 
Canada  Steel  Goods  Co.,  HamlltOB. 
Cowan  &  Britton,  Gananoqus. 
Laidlaw  Bale-Tie  Co.,  Hamiltoa. 

STORAGE  BATTERIES 
Canadian     Fairbanks-Morse  Oo., 
Montreal. 
STORM  WINDOW  HINGES 
Watrous    Acme     Mfg.     Co.  Das 
Moines,  Iowa. 

STEEL  RULES — Machinists' 

Lufkin  Rule  Co.  of  Canada,  Wind- 
sor. 

STEP  LADDERS 
McFarlane  Ladder  Works,  Toront*. 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.  Co.,  Otterville. 

STOVE  TRIMMINGS 
Radiant  Electric  Co.,  Grimsby. 

STOVES  AND  RANGES 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  HamU- 
ton. 

Canadian    Heating    &  Ventilating 

Co.,  Owen  Sound. 
Clare  Bros.  &  Co.,  Preston. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackvilla, 

N.B. 

Specialty  Mfg.  Co.,  Grimsby. 
Flndlay  Bros.,  Oarleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall  Zryd  Foundry  Co.,  Hespeler. 
Hamilton     Stove  &  Heater  O*., 

Hamilton. 
Kir-Ben,  Ltd.,  Almonte. 
MeClary  Mfg.  Co.,  London. 

D.  Moore  Co.,  Hamilton. 

Jas.  Smart  Mfg.  Co.,  BrockvilU. 
Jas.  Stewart  Mfg.  Co.,  Woodstoek. 
Harriston  Stove  Co.,  Harriston. 
Supreme  Hfiating  Co.,  Welland. 

STOVE  BOARDS 
McOlary  Mfg.  Co.,  London. 
Sheet  Metal     Products     Co.,  To- 
ronto. 

E.  T.  Wright  &  Co.,  Hamilton. 
Gumey  Foundry  Co.,  Toronto. 
Thos.   Davidson   Mfg.   Co.,  Moat- 
real. 

STOVE  PIPE  DAMPERS 
Eureka  Damper  Co.,  Montreal. 
Taylor-Forbes  Co.,  Guelph. 

STOVE    PIPE  SUNDRIES 
MeClary  Mfg.  Co.,  London. 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Thos.    Davidson   Mfg.    Co.,  Mont- 
real. 

STOVE  AND  RANGE  CASTBM 
Chicago   Hardware   Foundry  C*,. 

Chicago,  111. 
Moffat  Stove  Co.,  Weston. 

STOVE  POLISH 
Duncan  Electric  Co.,  Montreal. 
Nickel-Platn   &   Stove  Polish  0*, 
Windsor.  Ont. 

STOCKS  AND  DIES 
Armstrong    Mfg.    Co.,  Bridgsport, 

Conn. 

STORE  LADDERS 
Richards- Wilcox     Canadian  Oa, 

London. 

Milbradt  Affg.  Co..  St.  Louis,  If*. 

STORE  FRONTS — M«LM 
Consolidated  Plate  Glass  Oft^  To- 
ronto.   

SWINGS — Lawn 
Stratford  Mfg.  Co..  Stratford. 

TABLE  OUTLEBT 
Arch.  McFarlane,  Montreal. 
Oneida   Community,    Oneida,  V.T. 
Canadian  Rogers  Co.,  Toronto. 
TACKS 

Steel  Co.  of  Canada,  Hamlltom. 

Parmenter      Bulloch  Co., 
anoqoe. 

TANKS 

Metal  Shingle  *  Siding  Co., 
ton. 
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A 

Alabastine  Co.,  Ltd   15 

American  Wringer  Oo   4 

Armstrong  Mfg.  Co   8 

B 

Barnctt  Co.,  G.  &  H   10 

Boeckh  Bros.,  Ltd   51 

Bommcr  Bros   10 

Brandram-Henderson,  Ltd.    ...  16 

0 

Canadian  Ever  Ready  Works .  i.f.c. 
Chicago  Spring  Butt  Co  10 

D 

Davidson  Mfg.  Co.,  Tlios  13 

Disston,  Henry,  &  Sons  .  .  .  .o.b.c. 

Dominion  Cartridge  Co  13 

Dn  Pont  Powder  Co   12 


Enterprise  Foundry  Co   17 

G 

Goodyear  Tire  Oo   6 

Greening  Wire  Co.,  E  o.f.c. 

Gutta  Percha  &  Rubber,  Ltd. .  .  6 

J 

Jenkins  &  Hardy    16 

K 

Kinzinger,  Bruce  &  Co   10 

L 

[.aidlaw  Bale-Tie  Co   12 

Lufkin  Rule  Co   58 

M 

Manton  Bros   8 


Martin-Senovir  Co  1 1 

Meakins  Se  Sons    12 

Metal  Specialties  Mfg.  Co.  ...  7 

Metallic  Roofing  Co   11 

Milbradt    Manufacturing   Co...  4 

Moore  &  Co.,  Benjamin    51 

Morrison  Brass  Mfg.  Co.,  Jas..  .  7 

N 

Nicholson  File  Co   9 

North  Bros.  Mfg.  Co   8 

O 

Ontario  Lantern  &  Lamp  Co..  4 

Otterville  Mfg.  Co   10 

P 

Parmenter  Bulloch  Co.,  The.  .  16 

Pratt  &  r,ambert    o:i 


Ramsay  &  Son  Co..  A.  II 

Remington  Arms  Co   46-17 

Rice  Lewis  &  Son    3 

S 

Stanley  Rul«-  &  Level  Co   9 

Steel  Company  of  Canada  ....  8 

Steel  Bending  Brake  Works...  8 

Stratford  Mfg.  Co  


T 

Toronto  Plate  Glass  Impt.  Co.  53 


W 

Western  Clock  Co   18 

Wayne  Oil,  Tank  &  Pump  Co.  ol 

Wright  Co.,  E.  T   16 


^iiCif^iHi  MEASURING  TAPES 
FliiW  and  RULES 

WILL  SELL  WELL 

Back  of  that  are  these  causes — The  quality  put  into  the  goods — The  reputation  they  bear 
among  users.  But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact  — 
THEY  WILL  MOVE.  Not  only  are  they  the  best,  but  they  are  recognized  as  such  by  users 
of  Measuring  Tapes  and  Rules.    More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 


THE fuFK/j^ Rule  CO'  oFQANAj>A.LrD, 
W/jYDso/toJvr. 


RED 


s 


BRAND 
WINDOW 
GLASS 


GLASS 
BENDERS 
TO 
THE 
TRADE 


THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

TORONTO 


DON  ROADWAY 


Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
and  Ornamental  Glass 
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Hereafter,  The  Canadian  Hardware 
Journal  will  not  accept  any  advertising 

contracts  from  foreign  manufacturers  unless  they 
have  a  branch  plant  m  Canada. 


^  In  the  past  we  have  advocated  that  retail  hardw^are  dealers 
should  buy  "  Made  in  Canada"  goods. 

^  Now  we  go  further ;  are  willing  to  make  the  necessary  sacri- 
fice of  revenue  to  carry  the  advocacy  to  the  limit. 

^  The  British  Empire  is  to-day  going  through  a  great  crisis, 
economic  as  well  as  military. 

^  If  Canada  is  to  do  her  full  part  in  the  economic  support  of 
the  Mother  Country  her  people  must  show  a  preference  for 
"  Made  in  Canada"  Goods. 

^  In  the  last  five  years  the  balance  of  trade  against  Canada 
was  $825,323,479.  Our  purchases  exceeded  our  sales 
by  that  sum.  This  balance  was  offset  by  borrowing  money 
from  Great  Britain.  We  cannot  fairly  ask  Britain  to  loan 
money  in  this  wa>  after  the  great  strain  of  the  war. 

^  L^ist  year  we  sold  more  than  we  boug  ht.  If  we  continue 
to  do  this  we  will  lessen  the  economic  load  to  be  carried. 


The  Canadian  Hardware  Journal  is  willing  to  forego  revenue 
if  by  so  doing  we  can  help  to  divert  trade  to  Canadian  fac- 
tories instead  of  to  manufacturers  in  other  countries. 


THE  COMMERCIAL  PRESS,  LIMITED 

32  COLBORNE  STREET 
TORONTO 


October  ht.  1915 


DISSTON,  Philadelphia   TWELVE  HIGHEST  AWARDS 

Strikingly  significant  on  this,  our  SEVENTY-FIFTH  ANNIVERSARY,  is  the 
sweeping  verdict  of  the  continued  supremacy  of  Quality,  Workmanship 
and  Efficiency  of  DISSTON  GOODS. 

HENRY  DISSTON  &  SONS,  LIMITED 

2-20  Fraser  Ave.  Toronto,  Ontario 


\'ol.  7.     No.  II  NOVEMliKR,  I'JIS 


Published  by  The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


A  Window  DISPLAY-Not  an  EXHIBIT 


As  photographed  from  a  hardware  window  in  Toronto 
with  advertising  supplied  by  The  Ottawa  Paint  Works 


SELL  GOODS  "MADE  IN  CANADA" 

THE  OTTAWA  PAINT  WORKS 

TORONTO  OTTAWA  VANCOUVER 

CANADA 


Toronto  Branch  : 


153  Ducheit  Street 
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What  the  WAR  Proved 

Amori<7  other  things  it  has  clearly  proved  that  there  is  no  good  sub- 
stitute for  a  galvanized  sheet. 

What  WE  have  Proved 

There  is  no  better  galvanized  sheet  made  in  Europe  or  America  than 


MADE  IN 


Ask  your  jobber           ^^'''^^^^  I   Afl  I^W'*^^  We  have  a  big 

or  ask                 <^    PlrrlTlIrR  ''^^^ 

us  for  details                         ^\LI  orders 

r  AN  ADA 


GALVANIZED  STEEL  SHEETS 

Made  Right  Here  in  Canada 

Dominion  Sheet  Metal  Co.,  Limited,  Hamilton,  Ont. 


Keystone  No,  2 

Disston  Exhibit 

Panama-Pacific 
International  Exposition 

Highest  Award 

SAWS 
TOOLS 
FILES 

^  Henry  Disston  &  Sons 


0^ 


Limited 

"^^^/iim^^     2-20  Fraser  Ave.,  Toronto,  Ont. 
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The  Card  on  the  Oppo- 
site Page  Will  Bring 
You  Private  War  Ord- 
ers for  Gillette  Razors 
and  Blades 


The  ■  'boys'*  at  the  Front  certainly  do  appreciate  the 
Gillette — and  the  velvet  shave  it  gives  them  under  even  the 
most  unfavorable  conditions.  You'll  be  doing  them  a  real 
service  when  you  recommend  the  Gillette  to  customers  who 
want  to  send  "something  for  Christmas" — for  this  is  one  of 
the  few  really  practical  gifts. 

Many  of  the  Canadians  already  have  Gilleltes — are 
sharing  them  freely — and  so  will  need  a  generous  supply  of 
blades.    Don't  let  your  customers  overlook  this. 

We  are  [sending  you  one  of  the  "Dugout" 
Counter  Cards,  ll"xl4",  shown  on  the  page 
opposite.  Make  it  the  centre  of  a  strong  Gillette 
display  in  your  window  or  on  your  counter,  and 
just  watch  it  work  for  you.  If  you  want  extra 
cards,  write  us. 


Gillette  Safety  Razor  Co. 

of  Canada,  Limited 

The  Gillette  Bldg.,  Montreal 
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Will  Your  Boy  Spend  Christmas 

"Some^ 

Then  help  him  spend  it  Merrily  ! 


Lieut.-Col.  Canon  Almond,  Senior 
Chaplain  of  the  1st  Division  Over- 
seas, says :  "The  boys  want  books, 
"smokes",  good  razors  and  toilet 
articles"— the  Gillette  Safety  Razor 
ranks  as  a  warm  favorite,  for  one 
of  the  real  luxuries  of  trench  life  is 
a  clean,  comfortable  shave — and  it 
is  even  more  appreciated  by  the 
wounded  in  the  hospitals. 


It's  a  luxury  the  lucky  ones  share 
with  their  pals,  so  send  along  plenty 
of  Blades.  If  he  has  a  Gillette 
already,  a  few  boxes  of  blades  will 
go  far  toward  making  him  the  most 
popular  man  in  his  Company. 

Choose  a  Gillette  Set  to-day.  Our 
Distributors  will  arrange  through  us 
for  delivery  at  the  Front. 


Gillette  Safety  Razor  Co.  of  Canada,  Limited 

GILLETTE  BLDG.,  MONTREAL. 
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FIVE 


It  s  the  Dealer 
Who  Stocks 

the  best  known  lines  that  gets 
the  business. 

Your  file  stock  should  therefore  consist 
of  the  following  five  famous  brands  : 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

{Made  in  Canada) 

When  you  bear  in  mind  that  10,000 
dealers  in  Canada  stock  these  famous 
five — 

When  you  know  that  behind  you  is 
our  50-year-old  experience  in  the  making 
of  files — 

When  we  tell  you  that  the  Nicholson 
output  is  over  60,000,000  yearly— 

The  question  is :  Can  you  afford  to  be 
without  these  well-known  brands  of  files 
on  your  shelves  ? 

To  help  you,  we're  educating  your  cus- 
tomers, through  advertising,  to  throw 
away  their  files  when  the  "  inefficient " 
point  is  reached.  And  that  our  efforts 
are  not  wasted  is  proven  by  the  increased 
demand  for  files — of  the  "famous  five" 
mentioned  above. 

(Jobbers  Everywhere) 

NICHOLSON  FILE  COMPANY 

Port  Hope  Ontario 


HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  cive  satiafaction. 

WARRANTED  an  to  price. 

Plain  Bearings  and  Steel  Ball  Bearing*. 
Enclosed  Cog  Wheels. 

(T 


Plain  Bearings        Steel  Ball  Bearings         Size  of  Rolls 
No.  340  E  No.  360  E  10  z  l}^  inches 

No.  341  E  No.  361  E  11  x  1^  inches 

We  make  the  largest  variety  of  Wringers  in  the  world. 

Send  (or  oar  latest  Catalog  and  Price  List 

The  American  Wringer  Co. 

New  York,  U   S.  A. 


The  "Handy  Andy" 
Improved  Force  Cup 


For  household  use, 
enables  anyone  to 
keep  the  drain  pipes 
of  sinks,  baths,  basins, 
tubs,  etc.,  free  and 
clear,  and  in  a  safe 
and  sanitary  condition. 

There's  a  Good 
Sale  for  Them 


Manufactured  solely  by 

Gutta  Percha  &  Rubber,  Limited 

Succeajon  to 

The  Gutta  Percha  &  Rubber  Mfg.  Co.  of  Toronto 

Limited 

TORONTO  MONTREAL  WINNIPEG 

CALGARY  VANCOUVER 
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MORRISON 

Automatic  Cellar  Drainer 


The  most  efficient  cellar  drainer  on  the 
market.    Simple  and  durable. 

Has  double  the  lifting  power  of  any 
other  cellar  drainer  made. 

Working  parts  all  above  water. 

These  outfits  have  been  in  continuous 
successful  service  for  upwards  of  two 
years,  without  requiring  the  slightest 
attention. 


The  James  Morrison  Brass  Mfg. 
Company,  Limited 

93-97  Adelaide  Street  West,  Toronto 


STOVE  PIPE  IRON 


POLISHED 


18"  X  21"    18"  X  24' 


PLAIN 


20"  X  28".    Odd  sizes 


We  have  large  stocks  of  all  Merchants'  sizes  of  Canada  Plates.  Are  offering  veiy 
attractive  prices  for  immediate  and  future  shipment.  The  possibility  of  a  shortage  is 
almost  certain—  Book  your  Order  with  us  at  once — A  wire  to  us  will  bring  a  sample 
shipment  of  three  boxes  that  you  may  see  the  high  quality  of  sheets  we  are  offering. 

Our  advice  is  to  hook,  your  order  at  once  and  be  safe 

THE  SARNIA  METAL  PRODUCTS  CO.,  LIMITED 

SARNIA  CANADA 

Cet  our  prices  on  our  other  lines  of  sheet  metal  building  materials 


Vfhta  writing  to  adverU^eis  klBdiy  meutiou  Canadiau  Uardwaie  Jouitmi 
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Practical —  Convenient —  Inexpensive 

Shelf  Lock  Step  Ladder 


Our  special  lock 
device  holds  the 
ladder  from  open- 
ingorclosingwhen 
in  use.  The  shelf 
IS  always  up  when 
the  ladder  is  clos- 
ed, and  horizontal 
when  in  use.  Gal- 
vanized steel  ears 
fasten  the  legs  and 
risers  to  the  top. 
A  good  seller  be- 
cause it  fills  the 
bill  at  a  low  price. 
All  sizes. 

Write  us  for 
prices 


Stratford  Mfg.  Co.,  Limited 

Makers  of  Ladders,  Lawn  Swings.  Boyer's  Gliding  Settees.  Folding 
Chairs  and  Tables,  Chairs  for  Assembly  Seating,  Lawn.  Camp,  and 
Verandah  FurniVure,  Kitchen  Cabinets.  Woodenware,  Park  Seats,  etc. 


STRATFORD 


ONTARIO 


MILBRADT  LADDERS 


Mean  a  saving  of 
time  and  better  ser- 
vice to  yourcustom- 
ers  by  bringing'  the 
goods  on  the  top 
shelves  within  easy 
reach. 

They  are  durable, 
being  made  of  the 
finest  hardwood 
lumber  ;  are  per- 
fectly safe,  as  they 
cannot  jump  the 
track  ;  take  up  the 
least  possible  space 
and  run  noiselessly 
and  so  easily  that  a 
slight  push  will  pro- 
pel a  ladder  the 
length  of  an  ordin- 
ary store. 

Write  for  our  comulete 
ROLLING  LADDER 
CATALOGUE.  showinK 
many  styles  suitable  for 
all  kinds  of  shelving. 


MILBRADT  MANUFACTURING  CO. 


2400  N.  10th  Street 


St.  Louis,  Mo. 


THE 


Chicago  Steel  pending  ^r^ke 

In  One  of  the  200  Sizes 
will  Save  Money  for  You 

Your  sheet  metal  department  will  turn 
over  more  profit  by  the  use  of  the 

Chicago  Steel  Bending  Brake 

One  man  can  operate  with  ease,  and  it  pro- 
duces a  great  amount  of  work  with  uniform 
accuracy  in  wonderfully  fast  time. 
You  needn't  rely  upon  our  judgment  or  yours. 
The  judgment  behind  the  employment  of  over 
ten  thousand  in  the  U.  S.  is  our  reference. 

Literature  upon  requeMt. 

The  Steel  Bending  Brake  Works 

Chatham,  Ontario 


U  MIT  EX) 


TIGER 
WHITE 
LEAD 


The  Lead  With  the  Spread 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  I2',.  25.  30,  100  LB. 
IRONS  AND  500  LB.  KEGS. 


The  Steel  Company  of  Canada,  Ltd. 


HAMILTON 
VANCOUVER 


MONTREAL 
VICTORIA 


TORONTO 
HALIFAX 


WINNIPEG 
ST.  JOHN 


Wlieu  writing  to  advertiseis  kindly  mention  Canadian  Hardware  JoornAl 
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A  MARVELOUS  SELLER 


The  Stewart  Handy  Worker 

The  Complete  Home  Workshop 

It  Comprises: 

A  steel  faced  vise  up  to  4^  inches. 

A  steel  pipe  vise  of  marked  superiority;  takes 

pipe  up  to  I  ^  inches. 
A  strong  and  sturdy  anvil. 
A  cutting  hardie. 

A  corundum  grinder,  5  inches  by  i  inch;  3  speeds. 
A  two-speed  drill  press,  taking  any  standard  drill. 

A  stable^  practical  combined  tool,  that  sells  to  your  customers  for 
only  $14.00,  and  which  shows  you  a  liberal  profit 

Boxed  for  •hipment,  weight  90  pounds  From  your  jobber,  or  write  for  dealers'  prices 

CHICAGO  FLEXIBLE  SHAFT  COMPANY 

187  ONTARIO  STREET   -  CHICAGO 


Wlion  writing  to  advortisors  klndiy  meutiou  Canadian  Hardware  Journal 
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Stanley  Mitre  Boxes 

STRONG  -  DURABLE  -  ACCURATE 
A  Few  Striking  Features 

Saw  is  held  above  work  when  not  in  use. 

Swivel  is  automatically  locked  at  any  angle. 

Two  sockets  in  swivel  for  use  of  long  or  short 
saw. 

Narrow  opening  in  back  of  frame,  especially 
adapted  for  small  work. 

Steel  rod  uprights  for  saw  guides. 

Uprights  adjustable  for  saws  of  varying  thick- 
ness and  for  those  that  run  out  of  true. 

Stock  guides  for  holding  work  in  place. 

Extra  wide  range  of  work — will  saw  at  angle 
of  30  degrees. 

One-piece  frame  with    detachable  malleable 
iron  legs. 

Construction  thoroughly  mechanical  ;  all  parts 
interchangeable  and  readily  replaced  if  lost. 

Quickly  and  easily  put  together  or  taken  apart 
for  carrying. 

A  speciaify  made  back  saw 
furnished  with  each  box. 

Every  mechanic  that  visits  your  store  will 
be  interested  in  this  up-to-date  mitre  box. 

May  we  send  you  some  special  circulars  con- 
taining complete  description  ? 

Stanley  Rule  &  Level  Co. 

New  Britain,  Conn.  U.S.A. 


Noverabpr.  1915 


Yankee  Vise 

No.  1993 

WITH  SWIVEL  BASE 


A  Great  Little  Vise 
For  a  Big  Lot  of  Work 

An  entirely  new  feature  in  vises, 
quickly  appreciated  by  Tool  Makers, 
Machinists,  Electricians,  Amateurs,  and 
all  users  of  high-grade  labor-saving 
tools. 

Quickly  detached  from  swivel  base  by 
the  turn  of  a  set  screw ;  and  being 
accurately  machined  all  over  can  be 
used  in  any  position  as  a  jig  for  special 
work  on  drill  press,  shaper,  etc. 

Holds  work  rigid  at  any  angle  with 
use  of  the  special  grooved  block. 

The  swivel  base  is  easily  and  firmly 
locked  and  released  in  any  position  by 
a  short  movement  of  lever  at  the  side. 

Jaws  2^4"  wide,  l~s"  deep, 

opening  3'  s",  Base  7/2"  long. 


Your  Jobber  will  supply  you 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


When  writing  to  advertisers  kindly  mention  Canadiaa  Hardware  Journal 
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CROSS  CUT  SAWS 


We  are  making,  at  Hamilton,  the  most  profitable 
line  of  Cross  Cut  Saws  and  Saws  for  all  purposes 
that  you  can  buy.  Their  quality  insures  a  fair  pro- 
fit. That's  the  secret  of  our  success  and  popularity. 


We  have  a  book  that  describes  all  patterns. 
Write  and  ask  for  catalog  "  H  M.  "  Let  us  line 
you  out  on  cost  and  resale  prices  and  other  details. 
We  have  a  mighty  interesting  proposition  for  you. 


-  MKIHS  VltTOH 


No.  225 


ATKINS 

Makers  of  Sterling  Saws.      Made  in  Canada. 

E.  C.  ATKINS  &  CO. 


Factory,  HAMILTON,  ONT. 


Branch,  109  Powell  St.,  VANCOUVER,  B.C. 


This  is  the 

Paint  of  No  Regrets 

Dealers  find  its  quality  brings  in  the  repeat  business  that 
spells  profits.  Buyers  find  its  quality  justifies  it(  u»e 
under  conditions  that  require  the  maximum  of  dura- 
bility, beauty  and  spreading  capacity. 

IVrite  us  regarding  your  sorting  requirements 

A.  Ramsay  &  Son  Co. 

Established  1842  MONTREAL 

Branches  at  167  Render  St.  W.,  Vancouver, 
B.C. ;  48  Colborne  St.,  Toronto 


RIGHT *''^«WT  TO  PAINT RiGUT 

NEVER  LEPT^'^  YOUR  SHELVES 


Push  for  Farmer's  Trade  this  Fall 
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Brushes  That  Will  Move  Quickly 

Mealdni'  Brushes  will  be  in  big  demand  this  Fall.    Is  your 
stock  complete.     Here  are  a   few  suggestions  which  are 
profitable  to  the  dealer  with  his  customers. 


MEAKINS  &  SONS,  LIMITED,  Hamilton,  Ontario 

Warehouaei:    Toronto,  London,  Winnipeg  Meakins  Brush  Co.,  Limited,  Montreal 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Coppar  RiTats,  Iron  and  Coppar  Burrt,  Bifurcatod  and 
Tubular  RiTati,  Wiro  NaiU,  Copper  and  Steal  Boat  and  Canoe  NaiU, 
Eacutehaon  Pint,  Leather  Shoe  and  OTonhoe  Buckles,  Felloe  Plates. 

JENKINS  &  HARDY 

Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
15^  Toronto  Street             52  Canada  Life  Building 
Toronto  Montreal 

PRICELESS  JEWELS 

receive  enhanced   lustre   from  suitable  settings 

One  o(  the  greatest  assets  in  life  is  a  spirit  of 
cheerfulness  and  optimism.  These  sentiments 
are  tirelessly  voiced  by 

YOUR  LITTLE  YELLOW  CANARY 

who,  with  his  bright  song  and  pert  manners, 
continually  strives  to  dissipate  your  gloom  and 
pessimism. 

As  an  optimist  he  ranks  as  one  of  Nature's 
Jewels. 

Acknowledge  your  indebtedness  to  him,  there- 
fore, by  giving  him  a  setting  worthy  of  his 
energetic  efforts  in  your  behalf,  and  flatter  his 
vanity  by  furnishing  him  with  a  home  con- 
structed with  ■  grace,  elegance  and  beauty 
second  only  to  his  own. 

Wright't  Gift  Cag«$  mak*  Idmat 
Chrittmat  Giftt 


Write  for  Pamphlet  and  Prices 

E.  T.  WRIGHT  CO.,  Limited 

Hamilton,  Canada 


Push  for  Farmer's  Trade  this  Fall 
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Ammunitionl 


satisfies  all  customers,  which  means  shot 
shells  and  metallics  that  give  absolute  satis- 
faction in  all  the  popular  arms  in  your  vicinity. 

Dominion  Ammunition 

is  the  "every  purpose"  brand  because  high 
quality  standards  are  maintained,  sound 
selling  methods  are  used  and  effective  adver- 
tising is  employed. 


Sportsmen  in  Canada  

Shoot  Domini^ 


Shcri-ShellsSMetallicsi 


DA  VIDSON'S 


Premier  Leader 


The  Best  Value  in  a  Steel  Range  on  the  Market 


Stove  Dealers!  Many  of  your  prospective 
customers  have  delayed  purchasing  a  range  on 
account  of  the  investment.  With  a  "  Premier 
Leader"  on  your  floor  you  can  show  them 
greatest  value  for  their  money,  and  at  such  an 
exceptionally  low  price  you  can  close  many 
sales  even  in  the  late  season. 
What  the  "  Leader "  is  doing  for  others  it  will 
do  for  you. 

Made  in  two  sizes.  Square  or  with  reservoir  (ilted  with 
high  shelf,  high  closet  or  our  attractive  Persian  cloiet, 
and  with  coal  or  wood  linings. 

WRITE  FOR  A  SAMPLE  RANGE  TO-DAY 


The  Thos.  Davidson  Mfg.  Co. 


Toronto 


Limited 

Montreal 


Winnipeg 


Push  for  Farmer's  Trade  this  Fall 
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The  advertising  value  of 
each  individual  ^^S^ 
Lantern  is  demonstrated 
by  their  lasting  qualities. 

"Made  in  Canada'* 
by 

Ontario  Lantern  &  Lamp 
Company,  Limited 

Hamilton,  Ont. 

Montreal,  Que.  Winnipeg,  Man. 


Laidlaw  Baling  Wire 
and  Bale-Ties 

are  sure  to  give  satisfaction 


10  per  cent,  stronger  than  any  other 
Baling-  Wire.  Made  from  the  finest 
quality  Bessemer  Rods  by  our  own 
process. 


We  also  manufacture 

Wire  Nails  and  Staples 

ALL  THE  STANDARD  SIZES 
Let  u»  tend  you  our  pric»s 

The  Laidlaw  Bale-Tie  Co. 

HAMILTON,  ONT.  Limited 

Geo.  W.  Laidlaw  Harry  F.  Mrulden 

Vancouver,  B.C.  Winnipeg,  Man, 

H.  E.  O.  Bull.  Montreal  A.  T.  Diggins,  Stair  BIdg  ,  Toronto 


WHEN 

THE  CUSTOMER  READS 

duPON!) 

On  The  Shell  Box 

NO  ARGUMENTS  ARE 
NEEDED  TO  INDUCE 
HIM  TO  BUY 


DY  EXPERIENCE,  or  observation  of  others  using 
this  dependable  powder,  your  customer  has  ac- 
quired a  preference  for  thi«  widely  known  powder. 

SIMPLIFY  YOUR  STOCK 

by  specifying  DU  PONT,  for  Smokeless  loads  and 
DU  PONT  RIFLE  for  Black  Powder  in  shell  or 
bulk.  Do  this  and  tie  your  store  to  our  continual  and 
effective  promotion  of  trapshooting.  Sell  the  customer 
DU  PONT  LOADS.  Make  a  quick,  safe  and  sure 
sale. 

For  Powder  BooklmtSi  Trapahooting  Club  Helpa 
Handera  for  Diaplay,  Advertiaing  Aida 
or  Any  Information  About  Powdera 
For  Any  Requiramenta 
Write  Dept.  499 

E.  I.  du  Pont  de  Nemours  &  Co. 

Powder  Makers  Sirtce  1802 

WILMINGTON,  DEL.,  U.S.A. 


Push  for  Farmer*s 


Trade  thia  Fall 
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Brandram's 
Genuine 
White 
Lead 


The  Vital  Part  of  Paint 

is  its  white  base 

Its  vitality  is  dependent  upon  the  quality  and 
proportions  of  its  components. 

InB-H  "ENGLISH"  PAINT 

the  quality  of  the  white  lead 

BRANDRAM'S 
B.B.  GENUINE 

is  unsurpassed,  and  when  ground  with  the  correct  propor- 
tion of  pure  WHITE  ZINC,  as  in 

B-H  "ENGLISH"  PAINT 

to  an  impalpable  fineness,  it  is  capable  of  the  maximum  of 
endurance. 


A  guarantee  of  the  exact  proportions  of  70%  of  BRANDRAM'S 
B.B.  GENUINE  WHITE  LEAD  to  30  of  PURE  WHITE  ZINC, 
is  on  every  package  and  provide*  the  strongest  selling  feature. 


RRANDRAM- H  ENDERSON 


Montreal 


Halifax 


St.  John 


Toronto 


Winnipeg 


Push  for  Farmer's  Trade  this  Fall 
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Send  in  your  order 
now  and  we  will 
begin  the  subscrip- 
tion with  our 

December 
Number 


A  Pradical 
Christmas  Gift 


IVhat  better  gift  can  a  Retail 
Hardware  Merchant  give  to  a  de- 
serving clerk  or  employee  than  a 
year's  subscription  to  The  Canadian 
Hardware  Journal. 

Its  value  to  the  Hardware  deal- 
er or  clerk  seeking  ideas  on  how  to 
obtain  more  business  is  not  to  be 
compared  with  the  cost — only  one 
dollar  for  twelve  months. 

An  outstanding  feature  of  the 
Canadian  Hardware  Journal  is  the 
editorial  matter  published.  Nearly 
30  pages  each  month  of  business 
suggestions,  window  displays,  show 
card  writing,  retail  advertising,  store 
management,  sale  hints  to  clerks,  etc. 

The 

Canadian  Hardware 

Journal 

32  Colborne  Street,  Toronto 


Push  for  Farmer's  Trade  this  Fall 
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BOMMER 

Floor  Surface  Spring  Hinge 

Release  and  Holdback  Features 
Ball  Bearing — Alignment  Device 

Every  moving  part  of  this  hinge  can  be  oiled  from  a 
single  hole  on  outside  of  side-plate 

Suitable  for  both  double-acting  and  single-acting  door* 


This  is  the  most  durable  hinge  of  its  type.  It  holds 
the  door  open  when  swung  to  90  degrees.  The 
spring-action  can  also  be  entirely  released  as  long 
as  desired  so  that  the  door  will  swing  free,  without 
spring-action  in  either  direction,  by  inserting  a  wire 
nail  (when  the  door  is  open)  into  a  hole  provided  in 
the  side  plates  for  that  purpose.  The  spring-action 
can  be  restored  by  withdrawing  the  nail. 

Bommer  Bros.^  Muiafactnrers,  Brooklyn,  N.Y. 

Cuadisn  Representative,  Alex.  Thurber,  290  St  Paul  St.W. ,  Montreal 


TRADE 


HICAC 


MARK 


SPRING  HINGES 

REPUTATION 

The  Chicago  "Triplex"  Spring  Butt 

has  characteristic 
features  of  recog- 
nized  merit, 
handsome  in  ap- 
pearance and  de- 
pendable for  the 
most  severe  re- 
quirements. 

This  article  has  a 
reputation  and  selling  force  which  com- 
mands the  trade,  and  your  stock  should 
be  complete. 


CHICAGO 


NEW  YORK 


Send  for  Catalogue  S32 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  of  Catalogue  will  be  sent  iree  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 


OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 


MOTOWG 


The  Pioneer  Paper  in  the 
Aotomobile  Field  in  Canada 


^  We  have  made  this  journal  the  most  practical  automobile 
paper  in  Canada.  It  is  an  authority  on  the  subjects  of  vital 
interest  to  all  motor  car  owners  and  users. 

^  The  big-  editorial  features  each  month  are  striking  and 
timely  and  the  claim  is  easily  substantiated  that  it  is  more 
virile  now  than  at  any  period  of  its  long  n-cord  of  progress 
and  achievement. 

q  If  you  have  a  pleasure  or  a  delivery  car  you  should  be  a 
subscriber  to  this  paper. 


The  Commercial  Press,  Limited 

everf  motorist  in  Canada.  33  Colbome  Street,  Toronto 


A  monthly  magazine  oj 
real  Interest   and  value  to 


Push  for  Farmer's  Trade  this  Fall 
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Laj^eJll 
\Ve^tclox 


Over  Three  Million  in  Profit 


DIG  Ben  has  put  over  three  mil- 
'  lion  dollars  in  clean,  honest 
profit  into  the  tills  of  23,000 
retailers. 

Better  still,  he's  out  to  put 
several  million  more  into  these 
same  tills. 

A  stock  is  ready  for  Cana- 
dian''trade — packed  6  in  a  car- 
ton with  sales  helps. 


A  mahogany  display  stand 
free  with  an  order  for  12;  names 
printed  on  dials  with  an  order 
for  24. 

With  an  order  for  48  we  fur- 
nish an  electric  flasher  which  will 
attract  attention  to  your  window. 

In  case  lots  of  24  $2.05  each.  In 
broken  lots,  $2.15  each.  Less  2% 
Retail  Price  in  Canada,  $3.00. 


J I 


Push  for  Farmer's  Trade  this  Fall 
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Hard  waremen  and  the  Christmas  Holiday  Gift  Trade 


A  bright  outlook  for  the  coming  season  in  vieio  of  better  trade  conditions  and  the 
increasing  interest  ivhich  buyers  of  gifts  take  in  lines  carried  in  the  hardware 
store.    Suggestions  regarding  suitable  lines  to  stock,  feature,  display  and  advertise. 


By  W.  L.  EDMOND.S 


To  hardwaremen  who 
make  an  elfort  to  se- 
cure it  there  should 
come  a  good  business  in 
Christmas  holiday  goods  dur- 
ing the  coming  season.  There 
are  two  reasons  for  believing 
this.  The  one  is  the  increas- 
ing favor  into  which  lines 
carried  by  hardwaremen  are 
coming  as  Christmas  gifts. 
The  other  is  the  better  busi- 
ness conditions  that  now  obtain  compared  with  a  year 
ago,  as  a  result  of  the  unprecedented  crop  which  has 
been  reaped  and  the  war  orders  that  have  come  to  our 
manufacturers. 

In  spite,  however,  of  the  favorable  conditions  gener- 
ally it  will  be  only  the  dealers  who  make  a  special 
effort  to  secure  the  Christmas  gift  trade  who  will  obtain 
much  of  it. 

When  peo])le  are  abroad  looking  for  goods  which 
are  suitable  for  Christmas  presents  they  naturally  are 
not  likely  to  give  anything  but  passing  attention  to  the 
store  which  has  made  no  special  effort  to  attract  them. 

Psychology  plays  a  greater  part  during  the  Christ- 
mas season  in  influencing  buyers  than  at  any  other  time 
of  the  year,  for  there  is  no  season  when  so  many  people 
are  visiting  retail  stores  with  the  same  object  in  view. 

The  dealer  who  does  not  take  this  fact  into  consider- 
ation and  put  his  stock  and  his  store  in  condition  to 
meet  the  conditions  obtaining  will  be  in  much  the  same 
position  as  the  man  who  goes  fishing  unprovided  with 
the  right  kind  of  bait. 

Featuring  Staple  Lines 

Owing  to  the  increasing  tendency  on  the  part  of 
people  generally  to  purchase  useful  goods  as  holiday 


T^HE  better  the  plans  the  retail 
hardwareman  makes  for  the 
Christmas  holiday  trade  the  better, 
naturally,  will  be  the  ultirnate  results 
obtamed. 


gifts,  staple  lines  will  natur- 
ally sell  well. 

But  even  staple  lines  Avill 
sell  in  larger  quantities  where 
the  dealer  emphasizes  their 
suitability  as  Christmas  gifts. 
Should  any  dealer  doubt  it 
let  him  try  it  out. 

Supposing,  for  example,  a 
dealer  takes,  say,  stoves  and 
heaters,  and  makes  a  special 
effort  to  impress  eustomei-s 
with  their  suitability  as  Christmas  gifts,  suggesting 
that,  in  case  individuals  caiuiot  afford  a  gift  so  costly, 
that  relatives  or  friends  can  club  together  in  order 
that  the  individual  burden  may  be  reduced  to  a  mini- 
mum. Does  anyone  doubt  that  an  increase  in  sales  of 
stoves  would  follow?  And  what  applies  to  stoves 
applies  with  equal  force  to  all  staple  lines  in  everyday, 
or  in  seasonable,  use. 

But,  of  course,  it  does  not  follow  that  because  it  is 
wise  for  the  dealer  to  impress  upon  the  public  the  suit- 
ability of  staple  lines  for  Christmas  gifts  that  he  should 
confine  himself  to  these.  He  would  certainly  lose  a 
great  deal  of  the  Christmas  trade  if  he  did".  Some 
people  could  be  no  more  persuaded  to  buy  staple  goods 
as  Christmas  gifts  than  they  could  be  persuaded  to 
fly- 
Novelties  for  the  Holiday  Trade 

No  dealer  but  a  shortsighted  one  would  think  of 
ignoring  the  wide  range  of  lines  which  come  under  the 
ordinary  category  of  Christmas  presents.  Novelties, 
of  course,  come  within  this  category. 

There  was  a  time  when  novelties  seemed  to  be  out  of 
place  in  a  retail  hardware  store.  And  while  there  may 
be  a  dealer  here  and  there  who  is  still  of  the  opinion 
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that  they  are,  yet  there  arc  hfirdwareraen  who  have 
^'oiie  far  into  the  novelty  field  with  most  satisfactory 
results.  Even  dolls  are  now  to  he  found  in  some  hard- 
ware stores,  particularly  during  the  Christmas  holiday 
season.  One  dealer  got  excellent  results  from  his  stock 
of  dolls  by  fastening  .sam[)les  to  boards  covered  with 
baize.  The  sam[)les  were  neatly  arranged  in  rows,  be- 
ginning with  the  smaller  sizes  and  ending  with  the 
la  rger. 

Toys  and  children's  games  generally  are  now  no 
longer  considered  to  be  out  of  place  in  the  retail  hard- 
ware store  during  the  Christmas  holiday  season. 

Where  floor  space  is  availal)lc  it  has  been  found  by 
experience  that  it  pays  to  create  departments  for  the 
display  of  both  staples  and  novelties.  Another  good 
thing  is  to  niiake  arrangements  of  goods  on  tables,  a 
table  being  set  apart  for  articles  of  different  price  and 
variety.  This  makes  it  easier  for  the  customer  as  well 
as  for  the  dealer.  Price  cards  should  be  used  on  all 
such  occasions. 

Silverware  for  Christmas  Gifts 

Silverware  is  gradually,  if  perhaps  but  slowly,  find- 
ing a  place  in  the  hardware  store.  It  is  a  line  w'hieh 
iniereases  the  attractiveness  of  the  store  and  at  the  same 
time  returns  a  good  profit  to  the  dealer.  The  Christ- 
mas season  is  a  good  time  to  branch  out  a  little  more 
extensively  in  this  line.  At  any  rate,  it  is  for  the 
hardwareman  who  has  hitherto  paid  but  indifferent 
attention  to  this  line.    Silverware  is  a  line  which  is,  as 


a  rule,  well  advertised  by  the  manufacturers,  and  this 
naturally  makes  it  easier  for  the  retailer  to  effect  sale*. 

Christmas  Atmosphere  in  the  Store 

Hut  snitable  goods  will  not  alone  bring  about  a  suc- 
cessful Chri.stmas  gift  sale.  The  store  must  po.sses«  a 
(Christmas  atmosphere.  Few  people  will  be  attracted 
to  it  if  it  hasn't.  When  people  are  abroad  in  quest 
of  goods  suitable  for  Christmas  gift«  they  have  their 
eyes  about  them.  .They  are  looking  for  the  store  with 
the  Christmas  appearance,  and  they  no  more  see  the 
store  with  the  everyday  characteristics  than  the  moth 
does  the  uulighted  candle. 

If  the  best  results  are  to  be  obtained  every  part  of 
the  store  should  be  given  as  distinctive  a  Christmas 
air  and  appearance  as  ingenuity  can  devi.se.  And  if 
there  is  any  plaice  in  the  store  to  which  this  distinctive 
appeji ranee  should  be  given  it  is  the  window. 

Suggestions  for  Displays 

Oive  or  more  displays  should,  for  example,  be  given 
to  distinctively  children's  goods.  At  one  time  it  might 
be  such  playthings  as  go-carts,  sleighs,  coasters,  indoor 
games,  etc.  At  another,  dolls  and  dolls'  hou.ses  might 
be  featured.  Novelties  should  certainly  be  given  a 
chance  for  individual  display  in  the  window.  At  an- 
other time  a  display  of  odd  lines  .suitable  for  Christ- 
mas gifts  might  be  made. 

Naturally,  the  displays  should  be  changed  as  fre- 
(|Hently  as  their  character  demands,  and  greater  prom- 
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For  Brother  and  Sister 


For  Your  Newly  Mamed  Fneiiil 


THE  BRANDON  HARDWARE  CO.  Ltd 


SAMPLE  CHRIST- 
MAS ADS. 

The  ad>.  herewith  re- 
produced are  reduced 
to  a  fraction  of  tlieir 
original  size,  but  they 
are  large  enoug'h  to 
convey  an  idea  of  their 
layout.  The  ad.  of  the 
Mills  Hardware  Co. 
conveys  a  good  idea 
in  regard  to  the  use  of 
illustrations,  and  the 
others  show  how  good 
advertisements  can 
ba  obtained  without 
the  use  of  illustra- 
tions. "Vou  pays  your 
money  and  you  takes 
your  choice." 
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A  witulou  display  of  a  iVe8teiu  dealer  that  last  year  attracted  attention  and  created  sales.   The  background  was  the  big  feature  and  oifei  s  some 

excellent  suggestions  for  other  dealers. 


iueuce  should,  of  course,  be  giveu  to  the  lines  w*hich 
are  likely  to  bring  the  most  business.  Price  cards 
should  accompany  every  display. 

That  all  displays  should  be  characterized  by  as 
marked  a  Christmas  atmosphere  as  possible  is  taken 
for  granted. 

Someone  dressed  as  Santa  Claus  mig'ht  take  his  place 
in  the  window  occasionally.  Between  times  he  might 
saunter  about  the  store  and,  occasionally,  even  take  a 
turn  or  two  on  the  sidewalk.  He  would  excite  the  in- 
terest of  "grown-ups"  as  well  as  that  of  children. 

Suggestions  Regarding  Advertising 

As  in  the  window  displays,  so  in  the  advertising. 
The  emphasis  should  be  laid  upon  Christmas  goods. 
And  in  doing  so  as  liberal  space  as  possible  should  be 
used.  Niggardly  advertising  produces  niggardly  re- 
sults. Good  advertising  is  never  an  expenditure ;  it  is 
an  investment. 

Illustrations,  which  manufacturei"s  are  only  too  will- 
ing to  lend  for  the  occasion,  should  be  liberally  used, 
although  not  to  the  point  of  crowding.  Allow  plenty 
of  white  space,  for  by  so  doing  both  illustration  and 
advertisement  stand  out  much  more  prominently  than 
under  opposite  conditions.  In  a  daily  newspaper  the 
advertisement  should  be  changed  every  day  and  in  a 
weekly  eveiy  week. .  As  rates  are  lower  in  a  weekly 
than  in  a  daily  newspaper  larger  space  should  be  used 
in  the  former  in  order  that  a  wider  variety  of  lines 
may  be  advertised.  A  few  ads.  are  herewith  repro- 
duced, illustrating  different  styles  of  advertising. 

If,  in  addition  to  newspaper  advertising,  neatly 
printed  circulars,  and  either  booklets  or  folded  sheets, 
well  illustrated,  are  distributed  in  tlie  neighboring 
homes,  business  will  be  obtained  tli;it  would  other\\ise 
go  elsewhere. 

Don't  be  Afraid  of  Innovations 
Don't  be  afraid  of  innovations.  Think  out  ways  and 
means  of  devising  and  introducing  them.  Confer  with 
your  clerks  and  encourage  them  to  i)ut  their  thinking 
powers  into  operation.  The  more  that  are  co-operating 
with  one  end  in  view  the  better,  naturally,  will  be  the 
ultimate  results. 


Put  yourself  in  your  ciistomer's  i^lace.  And  w'hile 
you  are  in  his  place  study  your  stock  and  its  arrange- 
ment and  see  if  it  attracts  you.  Then,  still  as  a  cus- 
tomer, take  a  turn  about  town  and  see  if  other  dealers' 
stores  are  more  inviting  than  your  own.  Even  if  you 
return  persuaded  that  the  contrary  is  the  ease,  you  will 
in  the  meantime  have  gathered  some  hints  and  picked 
up  some  ideas  that  can  be  turned  to  good  account. 

One  thing  is  certain :  The  holiday  trade  is  there  for 
the  hardwareman  who  goes  after  it.  And  the  sooner 
the  dealer  begins  to  make  his  plans  for  getting  a.fter  it 
the  better. 


SILVERWARE  AS  A  CHRISTMAS  GIFT 

By  W.  C.  Saiterlee 

You  are  in  business^ — money  and  time  invested — good- 
will created — and  for  one  reason — you  have  merchan- 
dise to  sell. 

What  is  the  only  efficient  and  thorough  Avay  to  tell 
j^our  possible  clientele  what  you  have  to  sell — why  it 
is  better  than  something  else  of  the  kind — Avhat  it  costs 
— how  it  looks  or  wears  or  operates  ? 

Advertising  is  the  only  answer  to  the  question.  Let 
us  look  for  a  moment  at  the  various  methods  of  adver- 
tising you  might  employ.  You  have  ^vindows.  Yes,  a 
window  display  is  valuable,  it  attracts  people  into  the 
store,  and  it  is  relatively  inexpensive  to  install  and 
maintain,  but  it  always  stays  in  one  place — it  makes 
a  good  follow-up,  as  we  shall  see. 

Newspaper  advertising  reaches  peopl-e  in  the  most 
valuable  place — the  home.  Here  various  wants  are  dis- 
cussed, preferences  aired,  and  the  final  selection  made 
on  a  basis  of  value  received  for  a  reasonable  amount 
of  money  expended.  Can  you  doubt  the  etfieiency  of 
your  advertisement  when  present  at  such  a  council? 

Make  your  advertisements  reflect  yoiir  personality, 
make  them  newsy  and  readable,  give  prices,  and  inter- 
e.sting  and  new  features.  The  reader  is  attracted  favor- 
ably to  your  store,  perhaps  decides  to  look  in  the  win- 
dows and  size  up  the  general  appearance  of  your  iiier- 
chaudise. 

Here  is  where  the  well-ariJingcd  window  display  com- 


22 


CANADIAN  HARDWARE  JOURNAL. 


November,  1915 


pletes  the  good  work  and  the  customer  comes  in.  After 
that,  it  is  rofilly  up  to  you  anyway,  a  matter  of  good 
salesmanship  and  merchandise. 

With  the  holiday  season  so  near  at  hand  it  behooves 
you  to  make  extra  etTort  to  get  the  lion's  share  of  it. 
People  are  more  open  to  argument,  more  liberal  in  both 
(|uantity  and  (|uality  buying,  for  the  holiday  spirit 
seems  to  loosen  {)urse  strings  as  well  as  hearts. 

Deck  out  youj'  windows  in  holiday  attire.  Put  in 
touches  of  eoloi',  mark  every  article  with  a  neat  price 


Home-made  display  stand  suitable  for  Christmas  gifts,  each 
shelf's  goods  marked  at  a  different  price. 


ticket,  and  i)ouiid  away  with  your  advertisements,  try- 
ing to  make  -each  one  better  than  the  last. 

Every  store  feels  an  increase  of  business  at  this  sea- 
son, but  the  store  that  keeps  advertising  is  the  one  that 
doubles  and  trebles  its  sales  of  holiday  goods. 

There  are  many  other  ways  you  can  keep  the  holiday 
season  in  the  minds  of  your  customers — ^show  cards, 
I)rice  tickets,  a  message  on  your  wrapping  paper — innu- 
merable little  things,  yet  each  driving  home  its  own  spe- 
cial argument. 

Many  lines  of  goods  are  specially  good  sellers  at 
this  time  of  year.    Take,  for  instance,  silverware. 

Every  housewife  feels  she  never  had  enough  silver. 
If  her  supply  of  knives  and  forks  and  spoons  is  com- 
plete, there  is  always  some  fancy  piece  she  would  like — 
a  butter  knife,  a  berry  spoon,  a  ladle  or  cold  meat  fork, 
a  pair  of  bird  carvers,  or  sugar  tongs. 

And  when  she  has  gifts  to  make  her  thoughts  natur- 
ally turn  to  what  she  would  like  best  herself.  More  sil- 
verware is  the  result. 

What  woman  can  resist  such  dainty  gift  setsi  as  those 
illustrated  on  previous  page?  Pew,  we  venture  to 
say,  and  the  easiest  way  to  call  their  attention  to  them 
is  through  the  newspapers. 

And  any  silverware  manufacturer  will  gladly  ^send 
newspaper  ads.  already  prepared  in  any  pattern  ~you 
carry.  Try  pushing  silverware  this  season.  It  will 
pay. 


SEASONABLE  POINTERS  ON  WINDOW  DISPLAYS 

You  don't  need  an  expert  to  trim  your  windows; 
any  man  with  good  taste  can  make  a  neat  window  dis- 
play. An  elaborate  display  is  not  essential,  although 
it  pays  to  show  one  once  in  a  while.  Don't  put  too 
many  things  in  your  Avindow;  it's  apt  to  confuse.  Get 
the  public  interested  in  what  you're  going  to  show  next 
by  changing  your  displays  frequently.  Slow-selling 
articles  can  often  be  disposed  of  by  displaying  them 
with  the  announcement  of  a  special  sale  on  a  certain 
day.  Use  cut-outs  and  show  cards,  and  adapt  your 
displays  to  the  season. 

The  front  window  is  advertising  space  that  has  to 
be  paid  for  whether  used  or  not.  It  is  paid  for  in  the 
rent  or  the  taxes  and  interest  on  the  investment  in 
premises.  Indeed  it  is  frequently  urged  that  the  win- 
dow represents  40  per  cent,  of  a  fair  rental.    At  any 


rate  it  is  very  valuable  and  should  be  used  to  the  limit. 
It  has  to  be  paid  for.   Make  it  pull.   Make  it  pay. 

Wood  shavings  make  a  sx)lendid  floor  carpet  for 
window  displays  of  carpenters'  tools. 

Pruning  season  is  here.  Now's  the  time  to  dif^fday 
pruning  saws  and  tools  to  catch  sales  from  farmers, 
gardeners  and  rural  dwellers. 

Half  of  the  dealer's  problem  is  to  display  the  goods 
he  has.  The  same  is  true  of  displaying  advertising 
features.  1  was  in  a  store  the  other  day,  said  a  prom- 
inent paint  sales  manager,  one  that  had  a  large  photo- 
graphic lithographed  cutout  way  back  in  a  comer 
where  nobody  could  see  it.  A  clever  observer  came  in, 
put  the  cutout  up  in  the  centre  of  the  floor  and  imme- 
diately created  a  lot  of  interest. 

If  you  have  any  photographs  of  windows  that  have 
sold  goods  the  editor  of  Canadian  Hardware  Journal 
would  be  glad  to  get  the  use  of  them  for  a  few  days. 


RULES  FOR  WINDOW  RESULTS 

Have  your  windows  well  lighted. 

Plan  your  windows  to  overcome  reflections. 

Change  the  backgrounds  frequently,  using  the  more 
elaborate  ones  for  openings  and  more  simple  changes 
between  seasons. 

Do  not  crowd  the  merchandise. 

Do  not  let  window  decorations  conflict  with  the  mer 
chandise. 

Display  accessories  in  the  window. 

A  neat  show  card  will  answer  many  a  customer's  un- 
asked question — price  tickets  on  certain  goods  will  sell 
more  goods  than  a  high-priced  clerk. 


WINTER  SCENE  AS  CENTRAL  FEATURE 

A  Christmas  window  that  attracted  a  good  deal  of 
attention  was  put  in  two  years  ago  for  C.  H.  Willson. 
of  Saskatoon,  by  L.  H.  Stover.  The  central  feature 
represented  a  beautiful  miniature  winter  scene.  Cotton 
batting  was  used  to  represent  snow,  and  six  dogs  were 


Display  case  suggestion— How  it  can  be  used  as  Kileut  salesman 
for  Chri>t mas  gifts. 

shown  drawing  an  Arctic  sled,  which  carried  a  load 
of  Xmas  gifts.  A  white  fence  ran  around  two  sides, 
being  made  of  ordinary  boards  painted  with  white 
alabastine,  which  does  the  work  well  and  is  not  expen- 
sive. In  the  corner  was  a  Christmas  tree  with  a  moon 
showing  above  it.  The  window  was  very  attractive 
in  appearance. 
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Seasonable  Store  Methods  for  Hardware  Dealers 

Advantage  should  be  taken  of  every  opportunity  to  draw 
attention  to  store — Be  ready  early  for  Christmas  selling 


TUTS  is  the  age  of  service  in  business.  The  store 
to-day  that  gives  the  best  service  and  conven- 
iences to  its  patrons  is  the  one  that  is  forging  to 
the  front.  The  providing  of  conveniences  is  a  factor 
of  no  little  importance  in  bringing  customers  back  to 
the  store  to  make  further  purchases.  The  big  stores 
have  realized  this  fact  and  are  cashing  in  on  it  to  a 
remarkable  extent.  There  is  no  reason  why  the  smal- 
ler stores  cannot  do  the  same  thing. 


DON'T  FORGET  GROWN  CHILDREN. 

One  of  the  important  things  you  must  do  this  Christ- 
mas is  to  interest  the  children.  You  will  not  find  this 
especially  difficult.  Christmas  is  the  children's  season, 
and  they  iiatui';illy  will  respond  to  well-directed  efforts. 


Simply  made  wire  stand  for  Christmas  cutlery. 


But  there  is  one  thing  more  important  than  interest- 
ing the  children.  This  is  impressing  the  grown-ups 
that  your  store  is  the  Christmas  headquarters  of  the 
town.  The  explanation  rests  in  the  good  and  sufficient 
reason  that  the  grown-ups  spend  the  money  if  the  chil- 
dren do  agitate  its  spending. 

Address  a  good  part  of  your  advertising  to  the  gi'owii 
people.  Lay  stress  on  the  fact  that  you  have  presents 
for  them.  also.  The  man  or  woman  is  only  a  largpr 
edition  of  a  child.  Don't  you  feel  the  least  bit  jealous, 
sometimes,  even  though  you  may  not  admit  it.  to  have 
the  children  the  only  ones  mentioned  in  Christmas  do- 
ings? 

Men  and  women  like  attention  at  Christmas  time. 


CHRISTMAS  AT  WEICHEL'S  HARDWARE 

For  several  years  now  ]M.  Weichel  &  Son,  hardware 
dealers,  Elmira  and  Waterloo,  Ont.,  have  been  con- 
ducting a  "Red  Tag  Xmas  Sale"  during  the  fortnight 
before  Christmas,  and  to  draw  local  attention  to  that 
fact  issued  a  red  dodger  giving  information  about  the 
sale  and  quoting  some  of  the  special  prices.  In  brief, 
all  holiday  goods  coming  up  close  to  Christmas  are  re- 
duced in  price,  and  all  these  goods  so  reduced  are 
ticketed  with  red  tags. 

Regarding  this  red  tag  and  red  dodger  advertising, 
J.  S.  Weiehel.  in  re|)ly  to  an  inquiry  from  the  editor 
of  Canadian  Hardware  Journal,  said:  "We  think  this 
was  the  best  advertising  stunt  we  ever  attempted. 
The  reason  we  think  so  is  that  it  brought  results  as 
onr  staff  of  six  men  was  busy  from  the  day  we  put  on 
the  sale  until  the  last  day.  You  would  like  to  know 
how  we  distributed  these  posters.  We  had  our  own 
help  carry  same  from  house  to  house  through  the  town, 
and  we  mailed  about  nine  hundred  into  the  surrounding 


country.  We  ran  the  same  advertisement  as  appeared 
on  the  poster  in  two  issues  of  our  weekly  newspaper. 
We  venture  to  say  our  sales  increased  between  twelve 
and  fifteen  hundred  dollars  from  the  12th  to  the  end 
of  December  over  any  previous  year,  and  as  business  in 
general  was  not  as  good  a  month  or  so  previous  this 
year,  compared  to  other  years,  we  think  that  we  are 
still  more  ahead  than  the  amount  that  we  mentioned. 
The  sale  was  especially  good  from  the  12th  to  the  25th  ; 
after  that  it  dropped  off  to  a  certain  extent,  but  the 
average  for  the  nineteen  days  was  away  ahead  of  any- 
thing we  have  ever  experienced." 


LADIES'  SWEATERS  AS  HARDWARE  STOCK 

A  St.  Paul  hardware  dealer  has  added  a  line  of  ladies' 
silk  SAveaters  to  his  stock.  He  has  been  carrying  an 
assortment  of  women's  hunting  togs  in  his  sDorting  de- 
partment for  some  little  time,  and  has  added  sweaters 
as  an  indispensable  item  of  camp  clothing. 


AGGRESSIVE  SALESMANSHIP 

Many  hardware  men  fail  to  make  the  s'ales  they 
should  because  they  lack  aggressiveness.  They  cour- 
teously show  the  customer  an  article,  but  if  it  isn't  just 
what  he  wants  they  don't  try  to  convince  him  that  it 


CJet  tlic  skale  board  ready  now  and  put  it  in  a 
prominent  place  near  the  front  door. 

will  be  as  satisfactory  as  the  other  brand,  but  let  him 
leave  -wTthout  a  protest.  Go  after  your  customer  with 
some  "pep,"  talk  up  the  merits  of  the  goods  you  carry, 
and  persuade  him  to  buy  even  if  he  originally  preferred 
something  a  bit  different— that 's  the  secret  of  success- 
ful salesmanship. 
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How  Some  Hard  ware  Dealers  Sold  to  Farmers 

Plans  and  schemes  to  attract  country  trade — Drafting  plans 
paid  for  trouble  and  sold  goods  besides — Two  other  schemes 


AI'ACIFTC  ('OAST  h;irdvvare  dealer  has  found  a 
way  of  making  architectural  plans  pay  big  pro- 
fits. By  extension,  he  has  been  able  to  put  his 
plan-inaking  on  a  paying  basis,  so  that  its  yield  is  not 
only  large  but  remarkably  sure.  "A  farmer,  who  was 
something  of  a  jack-of-all-trades,"  says  this  dealer, 
"suggested  the  plan  to  me  when  he  asked  me  to  figure 
a  modern  barn  equipment  for  a  barn  he  proposed  erect- 
ing. He  was  enough  of  a  carpenter  to  lA^in  the  barn, 
but  he  had  to  look  to  someone  else  to  equip  it. 

"I  redrafted  his  plans  from  an  end  hoist  to  a  centre 
hoist  barn ;  itemized  him  a  full  field  and  barn  alfalfa 
outfit;  suggested  that  he  use  a  power  hoist  to  be  driven 
by  his  automobile  engine,  and  planned  out  steel  stalls 
and  stanchions,  and  litter  and  feed  carriers,  to  equip 
the  barn  completely.  As  a  result  of  the  specific 
planning,  my  sales  amounted  to  $255  more  tban  I  would 
have  ordinarily  secured.  Left  to  himself  he  would  have 
installed  wooden  stanchions,  a  small  hay  carrier  with 
wood  track,  and  never  would  have  thought  of  using  a 
power  hoist.  And  when  he  was  equipped  lie  was  so 
thoroughly  satisfied  that  1  had  a  permanent  customer 
on  my  list. 

"My  success  with  this  one  planning  venture  led  me 
to  believe  that  I  was  in  touch  with  a  big  idea.  1  worked 
out  a.  number  of  plans  and  specifications  for  ideal 
homes,  room  by  room.  The  kitelien,  of  course,  is  the 
best  paying  part  of  the  house  for  the  wideawake  dealer. 
My  ideal  kitchen  is  planned  for  three  things:  Labor 
saving,  low  temperature  and  small  breakage.  Now, 
see  how  this  works  out :  In  demonstrating  a  single  item 
or  utensil,  you  'are  basing  your  hope  of  profit  on  the 
sale  of  that  single  article,  but  wben  you  go  over  the 
entire  field  with  a  prospective  customer,  you're  talking 
for  big  business — for  volume  of  profitable  sales.  Again : 
With  detailed  plans  you  can  submit  a  detailed  proposi- 
tion, and  can  learn  where  equipment  is  short.  By 
putting  a  check  mark  opposite  your  list,  identified  by 
the  customer's  name,  your  clerks  can  study  customers' 
wants  and  know  what  to  talk,  and  you  can  always  be 
sure  what  circulars  to  mail  without  wasting  your  sup- 
plier's printed  matter  and  your  own  postage  money." 


LIGHTNING  RODS  ANOTHER  LINE 

The  renewed  tendency  in  favor  of  lightning  rods  for 
tile  pi"otection  of  farm  buildings  presents  an  oppor- 
tunity for  the  hardware  dealer  to  add  this  to  his  other 
activities.  The  hardware  dealer  is  the  logical  man  to 
supply  this  demand.  A  recent  statement  issued  liy  an 
authority  on  fire  prevention  states: 

"Till'  number  of  farm  fires,  which  heretofoi-e  have 
liccii  the  cause  of  iinieh  disti'ess  and  great  financial  loss, 
will  show  considerable  falling  oif  this  year,  due  to  tlie 
general  adoption  of  lightning  rods  on  rural  buildings. 
Farmers  are  beginning  to  realize  the  value  of  scien- 
tifically placed  lighliiing  rods  and  are  having  them  in- 
stalled on  practically  all  new  buildings.  The  rods,  if 
properly  installed.  atTord  practically  absolute  |)rotec- 
tion  from  losses  by  lightning. 

"The  problem  of  controlling  electricity  on  the  farm 


lias  been  studied  by  the  progressive  farmer  almost  as 
much  as  advanced  methods  in  agriculture,  and  the  re- 
sults are  beginning  to  manifest  themselves  in  the  de- 
crea.sed  number  of  reports  of  dam'age  by  lightning.  It 
has  been  demonstrated  that  lightning  in  exposed  places 
can  start  a  fire  a  half-mile  away.  This  is  caused  by 
electrostatic  sparks  on  telephone  wires,  and  if  the  wires 
are  placed  in  proximity  to  stacked  hay  or  other  com- 
bustible material,  fire  is  bound  to  ensue. 

"Farmers  are  realizing  the  value  of  care  in  installing 
such  wires  about  their  buildings,  and  this  precaution 
taken  in  connection  with  the  proper  installation  of 
lightning  rods  on  all  buildings  is  tending  to  lower  the 
annual  fire  lo.ss  in  country  districts." 


PAID  THE  FARMERS'  LIVERY  BILLS 

A  live  merchant  used  this  little  plan  for  attracting 
(iustom  to  his  store,  which  was  sitiiated  in  a  small  town 
in  the  heart  of  a  farming  country,  says  the  Inland 
Storekeeper. 

After  making  the  necessary  arrangements  with  the 
local  livery  bams  and  the  job  printer,  he  sent  out  the 
following  letter  to  introduce  his  plan  to  the  farmers, 
enclosing  with  it  a  small  check  or  ticket: 

Mr.  J.  B.  Smith.  R.F.D.  No.  2 : 

Dear  Sir:  As  a  result  of  the  highly  successful  clear- 
ance sale  held  last  month  we  beg  to  draw  your  atten- 
tion to  the  fact  that  our  shelves  are  now  stocked  with 
fresh  and  un-to-date  material.s. 

We  would  esteem  it  a  favor  if  you  would  call  in  and 
inspect  our  new  stock  next  time  you  are  in  town.  It 
will  cost  you  nothing  to  inspect  it — not  even  a  liver\' 
bill,  as  the  enclosed  check  will  be  accepted  by  any 
livery  bam  in  town.  If  you  drive  a  team,  call  in  and 
get  another  cheek  before  nutting  your  team  in  the  barn. 

Yours  tnilv. 

F.  E.  CLARKE  &  SON. 

This  plan  was  successful  in  getting  the  new  stock 
before  the  farmers  and  resulted  in  several  new  cus- 
tomers, so  it  was  decided  to  continue  the  plan.  The 
following  "follow-up"  letter  was  therefore  mailed: 

l\rr.  J.  B.  Smith.  R.F.D.  No.  2: 

Dear  Sir:  Our  recent  experiment  in  paying  the  livery 
bill  of  our  patrons  was  so  successful  that  we  have  de- 
cided to  continue  it. 

On  and  after  November  1st.  ever>-  farmer  driving  in 
from  the  country,  and  making  a  cash  purchase  of  five 
dollars  or  over  at  our  store,  will  be  entitled  to  a 
"Livery-  cheek"  for  his  horse  or  team. 

This  plan  has  been  devised  for  your  benefit.  Don't 
forget  to  ask  for  the  check. 

Yours  trulv. 

F.  E.  CLARKE  &  SON. 

This  simple  plan  attracted  a  great  deal  of  trade 
which  the  store  had  hitherto  been  unable  to  capture. 
.\lso.  it  was  very  effective  in  locating  cash  in  the  spring 
and  summer  and  early  fall,  when  the  account  would 
otherwise  have  been  charged.  Bookkeeping  and  collec- 
tion expenses  were  thus  materially  reduced. 
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Stocking  Up  in  Preparation  for  Christmas  Electrical  Trade 

Preparation  for  Christmas — Buying  goods  for  sale  and  disposing 
of  them — Now  is  the  time  for  optimistic,  aggressive,  progressive 
reaching  out  for  more  business — Expect  big  business  and  get  it. 
STAFF  ARTICLE 


IF  a  dealer  is  to  obtain  the  greatest  possible  benefit 
from  the  Christmas  trade  he  must,  first  of  all,  order 
an  ade(iuatt'  stock  of  salable  goods.    And  it  is  well 
to  have  confidence  when  placing  your  orders. 

All  know  that  there  is  money  in  the  country 
and  business  is  not  only  improving,  but  is  good.  With 
this  increase  in  probable  customers  and  the  people  be- 
ing educated  up  to  the  use  of  electricity  in  the  home 
there  should  therefore  be  considerable  over-the-counter 
business  tliis  season,  and,  more  tlian  ever,  it  should  be 
an  Electrical  Christmas.  Another  factor  contributing  to 
an  Electrical  Cbristmas  is  the  reduction  in  the  cost  of 
power  in  a  great  many  centres,  such  as  the  toAvns  and 
cities  in  the  Ontario  Hydro-Electric  zone. 

People  Will  Buy  Practical  Useful  Christmas  Presents 

It  is  true,  too,  that  the  minds  of  the  people  have  been 
directed  along  more  practical  lines,  and  more  and  more 
at  Christmas  remenibrances  are  taking  the  shape  of 
useful  articles,  such  as  electrical  dealers  have  to  offer. 
This  year  it  is  likely  to  be  more  practical  than  ever 
and  people  could  doubtless  be  indiiced  to  buy  electrical 
goods  if  dealers  are  alive  to  the  situation. 

Dealers  Must  Have  Full  Stock 

To  get  the  trade  one  of  the  fii-st  steps  is  to  make  the 
stock  of  goods  complete.  There  is  nothing  so  disas- 
trous to  a  merchant  who  specializes,  such  as  the  elec- 
trical dealer  does,  as  being  asked  for  an  article  which 
he  has  not  got  in  stock. 

The  stock  must  be  complete,  and  to  assist  in  making 
it  so  the  accompanying  list  has  been  prepared  suggest- 
ing articles  to  put  in  stock  for  the  fall  and  Christmas 
trade.  ' 

Vacuum  Cleaner  Agency  Should  be  Arranged 

Many  dealers  handle  a  line  of  vacuum  cleaners,  but 
others  have  not  yet  seen  in  them  an  opportunity  of 


larger  profits.  If  a  dealer  does  not  see  his  way  clear 
to  stock  vacuum  cleaners  he  should  at  least  secure  an 
agency  for  them  and  make  generous  use  of  literature 
which  the  manufacturer  will,  no  doubt,  be  glad  to  sup- 
ply. The  next  best  thing  to  having  a  stock,  however, 
would  be  to  have  at  least  one  for  demonstration  pur- 
poses. 

Typical  Designs  of  Portable  Lights  Should  be  Stocked 

Portable  lights  of  all  kinds  make  very  acceptable 
gifts,  and  while  it  would  be  expensive  to  have  a  full 
line  of  them  on  the  shelves,  typical  designs  should  be 
selected  and  displayed. 

Electrical  Christmas  Decorations  Much  in  Favor 

On  account  of  many  fires  resulting  from  the  use  of 
burning  candles  for  Christmas  tree  and  Christmas  dec- 
orations generally  there  is  a  growing  feeling  in  favor 
of  electrical  decorations  for  this  purpose,  including 
colored  lights,  lights  representing  animals,  fruits,  etc., 
and  other  special  Christmas  lights. 

Electrical  Household  Conveniences 

The  big  sale  of  goods  for  the  Christmas  trade  will 
doubtless  be  household  conveniences,  such  as  electric 
toasters,  irons,  coffee  percolators,  samovars,  disc 
stoves,  etc.,  but  dealers  will  find  that  there  is  a  demand 
for  other  lines,  especially  electric  heaters.  On  account 
of  the  absence  of  dust,  ashes  and  soot  electric  heaters 
are  being  used  in  increasing  numbers  and  at  least  an 
agency  should  be  arranged  and  samples  of  typical 
designs  provided. 

Flashlights  in  Many  Shapes 

Flashlights  have  now  such  a  wide  use  that  dealers 
^^dll  find  a  supply  of  these  in  various  designs  for  many 
uses  will  be  a  quick  moving  stock.  They  are  indis- 
pensable to  motorists  and  any  who  find  it  necessary  to 
explore  dark  corners,  such  as  policemen,  meter  readers, 


A  handy  motor  for  iisr  in  tlx-  kitchen.    Note  knife  sharpener 
on  one  end  and  polisher  on  the  other. 


An  electric  fountain  without 
any  water  connection  and 
spraying  perfumed  water, 
which  adorns  the  dining- 
lable  of  a  New  York  man's 
home.  The  device  works  by 
means  of  a  pump  and  motor 
concealed  in  the  base  of  a 
Louis  XIV.  jardiniere.  All 
the  housewife  has  to  do  is  to 
connect  the  fountain  plug 
witli  the  nearest  electric  soc- 
ket and  fill  the  urn  with 
water.  A  snuill  bottle  of 
perfume  is  added.  The  same 
water  is  >ised  over  and  over 
atrain.  The  aerated  water 
moistens  the  air.  ,\  mildiinli- 
septic  nuiy  even  be  juldcd. 
which  will  sterilize  t  he  house 
ntmosphere.  IJke  other  home 
electricnl  devices,  these  foun- 
tains may  be  moved  from 
place  to  place.  The  dev  ice 
lias  been  so  perfected  that 
favorite  vases,  urns  or.imd- 
iniercs  may  bo  converted  in- 
to fountains. 
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or  the  householder,  and  a  full  stock  should  be  ordered 
to  supply  all  inquiries  for  them. 

Dealers  may  put  any  amount  of  "push"  into  sales, 
but  if  there  isn't  a  stock  on  the  shelves  they  will  find 
that  the  sales  will  go  to  the  dealer  who  has  been  wise 
in  providing  for  hivs  fall  and  Christmas  trade. 

The  ordering  of  stock  requires  confidence  and  opti- 
mism, followed  by  aggressive  sales  methods.  Now  is 
the  electrical  dealers'  opportunity.  Have  both  hands 
ready  to  grasp  it. 


PROMOTING  THE  SALE  OF  ELECTRICAL 
APPLIANCES 

Almost  every  hardware  and  electrical  dealer  in 
Canada  knows  about  Electrical  Prosperity  Week — that 
time  betv/een  November  29  and  December  4,  set  aside 
by  the  dealers  in  the  United  .States  for  a  special  cam- 
paign to  promote  the  use  of  elect  rieity  and  the  use  o': 
electrical  contrivances.  While  this  campaign  is  nation- 
^vide,  but  only  as  far  as  the. United  States  is  concerned, 
.still,  the  plans  adopted  by  the  promoters  uiiglit  well 
be  followed,  in  whole  or  in  part,  hy  hardware  dealers 
in    this    country    in     ease     similar  circumstances 


Jii  ise.  Tbere  is  no  doxibt  but  what  a  similar  campaign 
would  meet  with  sxieeess  in  Canada. 

Some  of  the  suggesitions  oflPered  to  the  dealers  in  the 
States  are  pab!is:hed  herewith.  They  are  good  and,  if 
followed  by  hardware  dealers  in  this  country,  are  sure 
to  result  in  increased  business. 

While  some  of  these  suggestions  appeal  directly  to 
the  mamifaeturer  or  to  the  jo'bber,  they  are  given  here 
because  they  ore  good  hints  which  the  retail  dealer 
may  offer  to  the  firm  with  whom  he  is  doing  business. 
Gverj'one  must  co-operate. 


SOURIS,  MAN.,  TO  HAVE  AN  '  ELECTRICAL 
WEEK 

The  holding  of  an  Electrical  Prosperity  Week,  sim- 
ilar to  that  to  be  held  throughout  the  United  States 
during  the  week  of  November  29  to  December  4,  has 
made  a  start  in  Canada.  The  town  of  Souris.  Man., 
plans  to  hold  a  demonstration  during  that  week. 

A.  R.  Tbbotson,  superintendent  of  the  local  Electric 
Light,  Power  and  Water  Works,  advises  that  Souris 
will  have  an  electrical  show,  in  which  every  electrical 
man  and  many  of  the  wholesale  firms  of  other  indus- 
tries will  exhibit. 

The  ladies  of  the  town  who  have  electrical  cooking 
appliances  will  be  invited  to  exhibit  these  and  supply 
refreshments  to  the  visitors.  Plans  to  engage  the  ser- 
vices of  the  Dominion  Boy  Scouts  and  to  conduct  a 
"Young  Edison  Competition,"  giving  prizes  for  the 
best  displays  of  experimental  apparatus,  with  outdoor 
pageantries  for  the  children  and  electrical  motion  pic- 
tures in  the  town  theatres,  are  among  the  details 
planned. 


NEW  USES  FOR  VACUUM  CLEANERS 

Vacuum  cleaners  are  used  to  keep  pool  tables  clean 
and  to  remove  loose  hair  from  freshly  groomed  hors-^s. 
By  grooming  the  horses  electrically,  they  are  given 
a  better  appearance  and  there  is  no  loose  hair  to  get 
on  the  clothes. 


Business  is  better — and  that  isn't  merely  p.sA-cholog- 
ical.  either. 


Business  man :  One  who  gets  business  and  completes 
the  transaction — all  the  rest  are  clerks  and  laborers. — 
Elbert  Hubbard. 


WHAT  THE  DEALER  CAN  DO 

Plan  an<l  put  in  a  series  of  aittmacbive  window  dis- 
pliays  leadiiiig  uji  to  Electrical  Prosperity  "Weol<,  re- 
inrimbering  t'hat  moviing  di'S7»lays  g&t  most  a.ttentdon. 

Make  your  store  the  "bright  spot"  of  the  neigh- 
borhood. Light  up  store,  windows  and  s.tore  front  to 
the  limit  of  possibilities  during  Prosperity  Week  and 
the  weeks  immediately  ])receding  it. 

Tell  your  customers  about  Prosperity  Week. 

Advertise  it  in  your  n ewsipaijieir  space,  eo  that  readers 
will  cooneet  your  estaljlishinent  with  the  wides^ire-ad 
general  publicity  given  the  event. 

Make  j'our  store  a.s  inviting  to  the  pu'blic  as  it  ca;i 
be  miade.  Arrange  your  stock  to  show  off  to  the  best 
advantage. 

Plan  a  sale  of  household  ajiplianccis  and  light' n  ; 
goods.  Get  the  women  to  coming  into  your  store. 
Tlhey  are  the  buy  ei\s  of  the  family  and  tie  ones  who 
decide  w<here  most  of  the  doimestic  spondimg  money 
shall  go. 

Tell  your  clerks  ami  delivery  men  the  meaning  of 
Electrical  Prosperity  Week,  so  they  oan  boost,  too. 
They  will  be  interested.    Your  success  is  theirs. 

Emiphasize  the  "shop  early"  idea  in  the  mind^  of 
Christmas  buyers.  Electrical  Prosperity  Week  comes 
at  the  right  time  to  be  useful  here. 
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Featuring  Auto  Accessories  to  Increase  Sales 

Connecting  up  advertisements  with  window  display — Featuring 
accessories  as  Christmas  line — Selling  gasoline  through  tickets 


The  eft'oct  of  good  window  displays  on  the  sale  of 
automobile  accessories  and  supplies  is  of  no  less  im- 
portance than  on  any  other  kind  of  merchandise,  and 
the  wide-awake  dealer  is  realizing  this  fact  more  and 
more  every  day. 

The  important  thing  about  a  window  is  to  get  it 
looked  at,  and  if  people  get  into  the  habit  of  looking  at 
your  window  you  have  succeeded  in  utilizing  one  of  the 
most  useful  forms  of  advertising.  It  is  not  necessary  to 
spend  large  sums  for  attractive  window  displays,  nor 
do  you  have  to  live  in  a  large  city,  have  yards  of  plate 


Wiiidou  display  of  auto  accessories  which  can  be  put  in  by  any  dealer. 

glass  and  a  polished  salesroom  floor.  Window  dressing 
is  an  art  as  much  within  the  reach  of  the  dealer  in  a 
town  of  2,000  as  the  big  dealer  in  the  cities.  As  long 
as  the  window  conveys  some  definite  idea  in  an  attract- 
ive way  it  will  be  effective,  though  it  may  be  quite  small 
and  inexpensive. 

Windows  decorated  to  fit  in  with  the  holidays  and 
seasons,  such  as  Christmas,  Easter,  etc.,  offer  good  op- 
portunities for  striking  displays.  Any  window  where 
any  special  event  is  made  the  occasion  of  an  attrac- 
tive decoration  soon  gets  a  reputation  and  becomes  a 
potent  factor  in  the  selling  of  the  goods.  A  display 
of  seasonable  goods,  such  as  chains  and  non-ski'd  tires, 
etc.,  on  an  icy,  slippery  day,  will-result  in  a  marked 
increase  in  the  sales. 

Link  Up  Window  Display  with  Other  Advertising 

The  valui-  of  a  window  display  is  greatly  increased 
l)y  connecting  it  up  in  some  way  with  the  newspaper 
advertising.  An  effective  way  to  do  this  is  to  carry 
out  the  same  idea  in  the  newspaper  advertising  as  in  the 
.show  window.  The  idea  was  worked  very  successfully 
in  the  Christmas  advertising  of  a  Southern  dealer. 

The  illustration  shows  one  of  his  advertisements, 
wliich  occupied  a  half-page  in  one  of  the  local  papers. 
It  is  permeated  with  the  gift  idea.  The  heading, 
"Santa  Clans  arrived  on  Empire  Red  Tires  and  brought 
to  our  store  a  full  line.  He  has  made  our  window  his 
head(|uarters  and  is  here  to  show  you  the  leading  tire 
of  the  day."  expresses  the  holiday  sentiment  and  also 
connects  up  the  advertisement  with  his  store  window. 

In  the  window  display,  which  was  run  concurrently, 
tlie  same  idea  was  earried  out.  Old  S;nita  Claus,  him- 
self, is  a  prominent  figure  in  the  display,  having  just 


arrived  with  a  load  of  tires.  Stockings  filled  with  toys 
hang  at  the  fireplace;  trouble  lamps  and  red  crepe 
paper  furnish  a  glow  in  the  grate.  In  the  lower  left- 
hand  corner  are  a  doll  and  a  pile  of  miniature  rubber 
tires  with  a  card  stating  that  these  will  be  given  to 
children  for  Christmas  gifts. 

Santa  Claus  Features  Newspaper  Advertisement 

A  large  card  held  by  Santa  Claus  contains  the  same 
words  as  the  heading  in  the  newspaper  advertisement, 
so  that  anyone  seeing  the  window  display  is  imme- 
diately reminded  of  the  advertisement  if  he  has  seen  it, 
and  vice  versa.  The  display  is  of  appropriate  winter 
goods,  with  prominence  given  to  articles  suitable  for 
Christmas  gifts.   

BOOK  OF  TICKETS  FOR  SELLING  GASOLINE 

Almost  any  car  owner  would  rather  buy  supplies 
such  as  gasoline  in  lots  of,  say,  $5.00,  rather  than  pay 
the  same  money  out  in  smaller  amounts,  and  certainly 
the  supply  dealer  is  saved  a  lot  of  trouble  in  account- 
ing and  making  change,  if  any  means  of  buying  in  the 
larger  ani'ounts  is  provided.  Realizing  this,  a  down- 
to^^Ti  Toronto  dealer  is  miaking  use  of  a  system  of  sell- 
ing gasoline  by  means  of  a  book  of  tickets. 

The  book  is  very  small  and  neat,  so  as  to  take  up  as 
little  room  as  possible,  and  contains  five  strips  of 
tickets,  four  strips  of  five  one-gallon  tickets  and  one 
strip  of  five  two-gallon-  tickets,  tnalnng  thirty  gallons 
in  all.    Each  book  is  signed  before  being  given  out. 

When  the  company  first  sitarted  to  use  the  books  the 
price  of  gasoline  was  18c.  per  gallon,  and  the  books 
were  sold  at  $5.00.  so  that  the  eus'tomer  got  his  gasoline 


This  half  papre  advertisement  embodies  the  same  ideas  as  the  window 
displa.v  which  appeared  at  the  same  time.  Any  one  seciner  the  ad. 
would  be  immediately  reminded  of  the  window  display. 

at  a  cost  of  16  2-3  cents  per  gallon.  Unfortunately,  the 
price  of  gasoline  has  been  fluctuating  over  quite  a  large 
range  since  the  system  was  inaugurated,  and  changes 
in  price  had  to  be  followed  by  chajiges  in  the  price  of 
the  hook,  so  that  it  has  not  had  a  really  fair  tr^'out, 
!>u.t  although  the  results  have  not  been  as  good  on 
this  account  as  were  anticipated,  the  plan  is  no  doubt 
one  which  will  bring  good  results. 


A.  MERRY  CHRISTMAS  TO  ALL 


Santa  Claos  flrfived  on  Empire  Red  Tires 

And  brought  to  our  store  a  full  line;  he  has  made  our  window  his  head- 
quajlers  and  is  here  to  show  you  the  leading  lire  of  the  day 


Wives  and  Daaghlers, 
Give  Him  a  Robe 

tClugUfry  bipotnei 


lloruuiomObilc: 
'^naec  uic.  all  w 
58x80"  (nneci 


$10.00  valuo. 

Our  Price  $7.00 


II  Y 


<  CtOBOt  AKord  !•  Gin  llim  ■  Tire 
r  Hun  >  Good  Rc<l  lapat  Tube 


U  IIb  Ulbt)  trc  Dol  up  to  d«ic  Give  llto 
fl  Nr*  Pto.  <re  viU  pvT  ibm  oa  ha  Cu. 
AoT  Fuinh  For 

l*.00  a  Pair 


Empire  Red 


Cuiraolrnl  for  4000 
miles,  bul  ire  ivcrtfing 
7S00  mila. 

C(u/iaieed  lad  ad 
jttsird  here  ia  Creeov 
bora.  Thii  MVrt  Irom 
3lo4*HuddM  ant- 
ed Alu)  eipicss  10 
■ad  Irom  (adory  Thii 
o  Iictorr  bruKh. 


tselui  Christmas 
Presents 

A  Pair  ol  Haaie 


Flub  Liebo  or  Trooble  UtfUi  Mtke 
to)  Ctfiuau*  Gitli. 
Wc  Kite  \ll  Sat*,  n  Rjihr  Pnco. 


What  ever  your  car  needs,  we  have  it   Give  us  a  call    Pliooe  32 

Greensboro  Motor  Car  Co. 


208  lo  :i£  \\>it  M>rkc.  Su 
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Business  Methods  as  Discussed  by  Exchanges 


CONSTRUCTIVE  BUSINESS  PRACTICES 

"If  T  were  a  retailer,"  writes  "W.  F.  Warburg,  in 
System,  "T  would  be  constructive  and  build  up  business 
whicb  did  not  previously  exist. 

"For  example,  if  T  handled  hardware,  I  would,  by 
co-operation  with  a  carpenter,  get  up  a  booklet  entitled 
"Build  Your  Child  a  Doll's  House,"  and  offer  it  free 
AAath  the  necessary  hardware  and  other  material. 

"By  means  of  a  circular  illustrated  with  photographs 
of  actual  home-made  dolls'  houses  T  would  arouse  in- 
terest by  showing  how  simply  or  elaborately  a  house 
could  be  built  for  the  comparatively  small  sums  the 
"raw  materials"  would  cost.  On  this  circular  I  would 
promise  complete  directions  without  charge,  and  make 
clear  that  at  my  store  the  dolls'  houses  illustrated  in 
tlie  booklet  were  on  exhibition. 

To  make  the  task  of  building  a  very  simple  matter, 
I  would  make  white  wood — ^cut  to  proper  dimensions 
for  each  house — a  part  of  the  outfit.  This  idea  would 
apply  to  windows,  doors  aud  chimneys,  my  object  being 
to  make  the  houses  so  easy  to  build  that  the  crudest 
amateur  could  construct  an  elaborate  one  with  no 
chance  of  failure. 

"One  object  of  my  plan  w-ould  be  to  build  up  a 
seleet  list  of  parents  who  give  particular  attention  to 
the  'play  spirit'  in  their  children.  This  list  would  be 
a  very  valuable  one  later  for  personal  solicitation  for 
piirehases  of  roller  skates,  sleds,  velocipedes,  coasters, 
bicycles  and  the  like." 


ANALYZING  SALES  AND  PROFITS 

If  you  have  more  money  in  the  bank  to-day  than 
you  had  a  year  ago,  you  are  justified  in  believing  your- 
self to  be  a  success. 

In  other  words,  it  is  hard  to  go  behind  net  results, 
and  to  challenge  the  accomplishments  of  anybody  who 
has  actually  produced  a  profit  on  his  operations. 

Yet  there  are  many  cases  where  storekeepers  wbo 
think  that  they  are  successful,  and  who  are  well  satis- 
fied with  what  they  are  doing,  could  increase  their  net 
profits  10,  20  or  30  per  cent.,  without  adding  to  their 
sales  or  their  expenses. 

How? 

Simply  by  analyzing  their  businesses,  locating  the 
weak  spots,  eliminating  the  dead  lines  and  replacing 
them  with  profit  makers.  The  store  which  is  treated  as 
a  unit,  and  where  sales  are  grouped,  without  any  at- 
tempt to  separate  them  into  various  classes,  tends  to 
develop  sections  of  goods  which  are  moving  so  slug- 
gishly as  to  hold  back  the  progress  of  the  store  to  a 
very  decided  extent,  and  when  profits  are  made  in  STich 
a  store,  it  is  in  spite  of  this  handicap,  and  not.  of  course, 
because  of  it. 

Ciitting  out  the  dead  stock  is  a  good  deal  like  taking 
the  brakes  off  the  wheels  of  a  motor  car.  The  power 
which  has  been  consumed  in  the  friction  caused  by  the 
brakes  ■will  manifest  itself  in  increased  speed. 

Many  a  merchant  continues  to  buy  goods  to  replace 
others  that  have  been  sold,  when,  if  he  were  wise,  he 
would  have  siold  completely  out  and  not  re-stocked. 


without  having  made  plans  to  get  quicker  action  and 
more  money  on  the  business  that  he  does  in  that  de- 
partment. He  continues  to  buy  from  force  of  habit, 
and  because  he  does  not  realize  the  true  condition  of 
affairs. 

A  great  many  storekeepers  think  only  of  gross  profits 
when  they  buy  and  .sell.  As  a  matter  of  fact,  turnover 
is  a  much  more  important  factor.  A  man  with  $100  in- 
vested in  a  (|uick-moving  specialty  line,  on  which  he 
makes  10  per  cent.  net.  will  double  his  money  in  a  year 
if  he  turns  over  his  stock  ten  times  in  twelve  months. 
And  that  is  easily  possi})le.  If  he  were  turning  it  over 
only  twice,  and  netted  1;")  per  cent.,  he  would  be  mak- 
ing 30  per  cent,  on  his  capital,  as  against  100  per  cent, 
in  the  first  instance.  Yet  the  apparent  profit  on  the 
second  article  would  be  50  per  cent,  more  than  on  the 
first. — Inland  Storekeeper. 


THE  CASH  CUSTOMER 

If  you  are  conducting  a  store  on  a  credit  basis,  the 
(juestion  naturally  arises:  What  are  you  doing  for  the 
cash  customer? 

There  is  no  gainsaying  the  fact  that  the  customer 
who  pays  cash  at  each  transaction  is  entitled  to  owe 
his  or  her  merchandise  at  a  less  figure  than  is  the  long- 
time credit  purchaser; 

What  are  you  doing  to  overcome  this  handicap  upon 
the  cash  purchaser  in  order  to  give  him  or  her  the 
differential  to  which  he  or  she  is  entitled? 

Conditions  in  many  localities  are  such  that  a  strictly 
cash  business  does  not  seem  feasible.  Yet  you  have 
many  customers  who  do  pay  cash  for  each  purchase  at 
the  time  the  purchase  is  made. 

Have  you  ever  given  serious  thought  to  this  matter 
and  attempted  to  work  out  some  plan  whereby  your 
store  would  still  make  its  present  appeal  to  the  credit 
trade  and  at  the  same  time  make  an  added  appeal  to 
the  cash  buyer? 

Is  not  some  thought  along  this  line  worth  while? — 
The  HardAvare  Trade 


PERSISTENCE  IN  THE  PAINT  TRADE 

The  paint  dealer  who  sets  out  to  do  merely  what  he 
did  last  year,  or  the  year  before,  who  is  content  to  work 
over  the  same  old  prospect  list  and  use  the  same  old 
arguments  and  the  same  methods,  may  do  fairly  well 
vri\h  his  fall  camnaisrn.  But  the  big  successes  of  the 
business  are  reserved  for  those  dealers  who  aggres- 
sively work  for  new  customers,  who  study  the  paint 
problem  from  a  ncAv  angle  and  adduce  new  arguments 
particularly  applicable  to  the  community,  and  who 
when  bu.siness  does  not  respond  as  it  shoiild.  instead  of 
becoming  discouraged,  work  all  the  harder  and  cam- 
paign all  the  more  aggressively.  Pei-sistence  pavs  in 
the  paint  business — persistence,  plus  an  intelligent 
study  of  every  phase  of  paint  dealing. — Victor  Lauris- 
ton  in  Paint,  Oil  &  Drug  Review. 
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Canada's  Increas-  When  the  Minister  of  Finance 
ing  Revenue.  announced  the  increase  of  5  to 

71/2  per  cent,  in  the  Customs 
duties  he  stated  that  he  hoped  thereby  to  build  up  what 
was  at  that  time,  owing  to  the  war,  a  declining  rev- 
enue. It  looks  as  if  he  will  not  be  disappointed  in  his 
expectations. 

It  is  true  that  the  diities  collected  during  the  first 
four  months  of  the  fiscal  year  are  $399,000  below  those 
of  the  corresponding  period  of  last  year,  but  the  signi- 
ficant feature  is  that,  OAving  to  the  increases,  whicli 
began  in  May,  the  revenue  for  the  three  months  ending 
with  July  was  larger  than  that  of  a  year  ago  by  $72,- 
548.  The  revenue  during  July  alone  was  the  largest 
in  any  single  month  since  July,  1914.  The  revenue 
from  all  sources  for  the  first  six  months  of  the  fiscal 
year  is  estimated  to  be  about  three  million  dollars  in 
excess  of  a  year  ago. 

As  the  Government  is  expending  ten  to  twelve  mil- 
lion dollars  a  month  on  war  account,  the  improvement 
which  the  regular  revenue  of  the  country  is  manifest- 
ing is,  to  put  it  mildly,  reassuring.  It  helps  to 
strengthen  the  country's  credit. 

A  well  dressed  window  remhids  customers  of 
their  necessities. 

Situation  in  Fin-  ^lanufacturers  of  such  steel  pro- 
ished  Steel  Products,  ducts  as  wire  and  nails  are  begin- 
ning to  feel  the  beneficial  effects 
of  the  enormous  eroi)  which  has  been  hai-vested  in  the 
"West,  the  ordei-s  from  that  part  of  the  Dominion  having 
shown  a  material  improvement  during  the  past  few 
weeks.  As  a  matter  of  fact,  the  same  can  be  said  of  all 
commodities  which  arc  largely  bought  by  farmers. 

These  are  times  when  it  is  somewhat  risky  to  predict 
what  the  distant  Future  may  bring  forth,  simply  be- 
cause the  conditions  which  have  been  created  by  the 
war  have  knocked  all  precedents  to  the  four  winds. 

But  unless  something  totally  unforeseen  happens 
thei'e  is  a  period  of  high  prices  in  store  for  nearly  all 
commodities  which  are  the  product  of  iron  and  steel. 

At  the  time  of  writing  Avire  nails  in  Pittsburg  are 
10c.  per  100  lbs.  higher  than  a  month  ago.  25c.  higher 
than  a  year  ago.  Both  fence  Avire  and  barb  Avire  are 
10c.  higher  than  a  month  ago  and  30c.  higher  than  a 
year  ago.  .And  the  tendency  is  still  upAvard.  As  the 
Caiiadiiin  iii;ii-ket  necessarily  folloAvs  the  lead. of  the 
AmcriciiM,  dealers  in  this  country  should  have  no  hesi- 
tancy in  kcepin<r  their  stocks  well  in  hand. 

Courage  is  as  essential  in  business  as  it  is  in  war. 

Scales  as  Trade  That  scales  are  used  for  Aveigh- 
Indicators.  iiig  trade  conditions  as  well  as 

Avcighiiiij  moreliaiidise  is  prob- 
ably realized  by  but  fcAv  people.   Yet  it  is  a  fact,  never- 


theless. The  particular  kind  used  for  this  purpose  is 
grain  scales. 

During  the  last  couple  of  years  trade  in  these  has 
been  particularly  quiet,  with  the  result  that  stocks 
held  in  the  Wesit  by  Eastern  manufacturers  had  accumu- 
lated in  a  way  anything  but  satisfactory. 

But  within  the  last  few  weeks  the  conditions  have 
changed.  Not  only  have  the  accumulated  stocks  dis- 
appeared but  manufacturers  are  receiving  telegraph 
orders  for  further  supplies. 

The  increase  in  the  demand  is,  of  course,  due  to  the 
assurance  of  a  large  crop  and  the  consequent  multipli- 
city of  farmers'  elevators. 

A  bofnbardment  with  advertising  does  not,  like 
a  bombardinent  with  big  gtins,  kill,  but  it  is 
no7ie  the  less  effective. 

Stove  and  Furnace  The  better  trade  conditions  Avhich 
Trade.  are  promised  in  Western  Canada, 

as  a  result  of  the  bountiful  crops, 
have  not  yet  had  an  appreciable  effect  upon  the  demand 
for  stoves  and  ranges,  as  far  as  the  maniifaeturers  are 
concerned,  orders  from  retailers  still  being  small. 

In  Ontario,  Quebec,  and  the  Maritime  provinces  the 
demand,  though  not  active  or  as  large  as  desired,  is, 
however,  fairly  satisfactory,  and  in  the  opinion  of  large 
manufaetui-ers  the  volume  of  business  is  about  normal. 
This  is,  however,  more  true  regarding  the  country 
toAvns  than  the  large  cities. 

If  business  was  as  good  in  the  furnace  as  it  is  in  the 
stove  trade  there  Avould  not  be  much  room  for  com- 
plaint, but,  unfortunately,  it  is  not.  As  a  matter  of 
fact  it  is  decidedly  dull.  Until  there  is  a  marked  im- 
|)roAa^ment  in  building  operations  it  is  likely  to  remain 
so.  But  at  any  rate  this  is  not  the  time  of  year  when 
an  immediate  improvement  in  this  latter  respect  can  be 
expected. 

Dullness  naturally  abides  longer  in  the  store 
of  the  unenterprising  dealer  flian  it  does  in 
that  of  the  enterprising  one. 

Good  Roads  Anything  and  everything  Avhich 

and  Business.  tends  to  make  it  easier  for  the 

customer  to  reach  the  store  of  the 
merchant,  and,  vice  A'^ersa,  ?hould  elicit  the  co-opera- 
lion  of  the  business  men  of  the  country. 

This  explains  Avhy  so  many  retailers  are  taking  such 
an  actiA'e  interest  in  the  movement  for  good  roads  Avhich 
is  in  these  days  developing  so  miach  momentum  in  all 
parts  of  Canada. 

Beinsr  men  cf  vision,  they  see  the  benefit  that  must 
ultimately  accrue  to  them  per^sonnlly.  Prom  experience 
they  have  learned  the  losses  that  occur  to  business,  par- 
ticularly during  the  spring  and  autumn  months,  because 
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of  the  impassable  condilior  of  the  average  country 
road. 

One  authority  some  years  ago,  speaking  of  conditions 
in  the  United  States,  estimated  this  loss  at  about  25 
l>er  cent,  annually.  Providing  this  estimate  is  high  for 
either  the  United  States  or  Canada,  one  thing  is  cer- 
tain, the  annual  loss  to  bu!?iness  because  of  bad  roads 
must  be  considerable.  It  is  no  wonder  business  men 
are  enlisting  in  the  good  roads  movement. 

is  better  to  make  your  felloiv  business  men 
your  allies  than  your  enemies. 

How  Often  Should  How  often  should  the  dealer 
Window  be  change    his    window  displays? 

Changed?  This  is  a  question  that  has  fre- 

quently been  asked.  A  success- 
ful dealer  who  has  made  a  feature  of  window  display, 
when  asked  his  opinion  recently,  said  they  should  be 
changed  at  least  once  a  week — oftener  if  possible. 

Of  course,  frequency  of  change  depends  to  siome  ex- 
tent on  circumstances.  Where  pretty  much  the  same 
people  are  seeing  the  vdndow  every  day,  it  is  good 
business  to  change  it  very  frequently.  If  you  have  a 
particularly  attractive  display,  and  especially  where 
there  is  a  considerable  change  each  day  in  the  people 
passing  the  store,  it  may  be  left  in  for  a  considerable 
time.  When  you  spend  time  and  money  1o  arrange  a 
good  display  you  want  to  get  as  much  publicity  as 
possible  from  it. 

It  can  be  safely  said,  however,  that  there  are  few 
dealers  who  change  their  displays  too  frequently.  The 
big  majority  err  decidedly  in  the  other  direction  and 
do  not  change  them  often  enoTigh.  People  are  not  inter- 
ested in  looking  at  a  paper  they  have  already  read,  nor 
are  they  apt  to  be  very  much  interested  in  a  -window 
display  that  they  have  seen  before.  Thus,  the  value 
and  the  need  of  changing  the  window  display  fre- 
quently. 

It  may  be  necessary  for  some  business  men  to 
entrench  themselves,  but  it  is  not  necessar)' 
that  they  should  bury  themselves. 

Give  Individuality  The  merchant  who  can  give  indi- 
to  Your  Store.  viduality  to  his  store  has  scored 

an  important  point  in  his  bid  for 
success.  The  outstanding  dealers  of  to-day  are  those 
who  have  made  their  store  stand  out  prominently  in  the 
public  mind  by  one  method  or  another.  For  instance, 
there  is  the  man  who  called  his  store  the  "Red  Store," 
painting  it  that  color  and  in  other  ways  connecting 
that  color  with  bis  place  of  business  in  such  a  way  as 
to  impress  it  on  the  people  whose  trade  he  catered  for. 

Probably  the  best  results  are  secured  when  the  plans 
to  give  individuality  to  the  store  are  directly  related 
to  the  goods  offered  for  sale.  Some  men  have  made  a 
remarkable  success  by  pushing  and  featuring  some  spe- 
cialty in  such  a  way  as  to  get  people  regarding  their 
store  as  the  best  place  to  buy  that  article. 

Most  merchants  do  well  to  specialize  on  certain  lines. 
If  people  are  induced  to  purchase  these  it  proves  the 
opening  wedge  for  business  in  other  lines.  Advertising 
is  generally  found  a  valuable  aid  in  establishing  a 
dealer  as  a  specialist  in  any  one  line,  and  in  allowing 
him  to  give  character  and  individuality  to  his  store. 


Tbermometers  are  a  good  lino  to  feature  now  at  the 
beginning  of  the  winter  season. 


How  Much  Are  You  Losing  to 
the  Mail  Order  Houses? 


IT  is  difficult  to  gauge  the  amount  of  money  that  is 
flowing  into  the  coffers  of  the  big  mail  order  house*) 
from  the  small  towns  and  villages.    The  mail  order 
houses  are  not  giving  out  any  information  along  this 
line,  but  their  steady  and  in  many  cases  spectacular 
growth  indicates  that  the  amount  is  enormous. 

Weekly  papers  in  some  of  the  smaller  towns  where 
the  mail  order  evil  is  prevalent  have  been  arriving  at 
the  amount,  approximately,  by  finding  out  the  sum 
that  was  sent  out  of  the  town  in  money  orders.  The 
figures  have,  in  many  cases,  proved  startling  to  the 
merchants.  While  realizing  that  they  were  losing  con- 
siderable trade  to  the  mail  order  houses,  they  never 
imagined  that  it  reached  the  proportions  that  investiga- 
tion of  money  orders,  in  many  eases,  has  disclosed. 

Por  instance.  The  Standard,  of  Havelock,  Ont.,  a 
village  of  1,500  population  one  hundred  miles  east  of 
Toronto,  found  that  in  one  year  $54,119  had  been  sent 
out  of  the  town  in  money  orders  alone.  The  amount 
of  orders  paid  in  the  same  time  was  only  $7,302,  leav- 
ing the  enormous  difference  of  $46,817.  Commenting 
on  these  figures.  The  Standard  said: 

Is  there  not  a  moral  in  these  striking  figures  for 
our  citizens  and  our  merchants? 

How  much  better  off  Havelock  would  be  if  that 
$46,817  were  spent  here,  and  how  much  are  our  mer- 
chants to  blame  for  not  having  more  of  it  spent  here? 

Gret  together,  good  citizens,  and  co-operate  more 
than  you  have  been  in  the  habit  of  doing.  Let  next 
year's  figures  show  a  tremendous  decrease  in  the 
out  of  town  figures,  and  let  the  merchants  wake  up 
to  the  value  of  better  values  and  the  absolute  neces- 
sity of  letting  the  people  know  about  them  through 
their  advertisements,  instead  of  whining  about  poor 
times  and  complaining  of  people  buying  out  of  town. 

Also,  and  this  is  most  important,  let  the  merchants 
practise  what  they  preach.    The  Standard  preaches 
week  by  week,  to  "buy  at  home,"  and  lots  of  our 
merchants  applaud  our  sentiments  and  then  turn 
around  and  buy  their  printing,  and  other  needs  not 
in  their  own  business — where?   The  very  place  those 
they  complain  about  do — out  of  town. 
The  figures  in  this  particular  case  were  astonishing 
to  the  merchants,  and  no  doubt  retailers  in  many  other 
centres  would  be  similarly  surprised  to  find  out  the 
huge  amount  that  they  are  losing  yearly  in  this  way. 
Just  imagine  what  the  sum  for  the  whole  Dominion 
must  be.  when  this  large  amount  is  going  out  of  one 
village  of  1,500  population. 

It  certainly  drives  home  the  necessity  for  dealers 
putting  forth  their  best  efforts  to  stem  the  flow  of 
money  to  the  larger  centres,  that  should  be  spent  in  the 
local  stores.  One  means  towards  this  end  is  that  sug- 
gested above- — ^a  strong  persistent  effort  to  impress  on 
local  buyers  the  value  and  service  that  the  local  dealer 
can  give  them,  and  one  of  the  best  ways  of  doing  this 
is  through  advertising  space  in  the  local  paper,  which 
will  be  found  willing  at  all  times  to  assist  the  mer- 
chants by  appealing  to  its  readers  to  spend  their  money 
in  their  home  town. 

One  thing  stands  out  prominently,  however,  and  that 
is  the  need  of  some  effort  to  induce  people  in  these 
towns  to  buy  at  home — no  matter  what  the  means  em- 
ployed may  be. 
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The  Hardware  Jobber  and  Canadian- 
Made  Goods 

By  W.  L.  EDMONDS 


ANYTHING  which  tends  to  narrow  the 
market  in  wliich  the  wholesale  merchant 
buys  his  goods  naturally  meets  with  his 
disapproval. 

He  Avants  to  buy  where  he  chooses  as  well  as 
sell  Adhere  he  can. 

There  is  nothing  wrong  in  this,  either  from 
an  ethical  or  a  business  standpoint. 

By  'being  able  to  buy  where  he  chooses  he  is 
naturally  able  to  buy  to  better  advantage  than 
if  his  purchasing  market  is  a  restricted  .one. 

And  as  he  is  compelled  to  meet  comipetition 
from  abroad  as  well  as  that  at  home,  it  is  neces- 
sary that  no  restrictions  beyond  those  which 
may  be  deemed  advisable  in  the  public  interest 
should  be  placed  upon  him. 

The  Customs  tariff,  for  example,  is  to  some 
extent  a  restrictive  measure.  But  being  devised 
in  the  interest  of  tlie  country  as  a  whole,  most 
wholesale  merchants  accept  it  as  such,  pro- 
vided, of  course,  it  does  not  prove  excessively 
restrictive. 

Wholesale  merchants  are,  on  the  whole,  just 
as  desirous  as  any  other  class  of  business  men 
in  Canada  to  encourage  the  development  of 
home  industries,  realizing  that  that  which  is 
good  for  the  Dominion  as  a  whole  is  good  for 
them  as  a  class. 

But,  notwithstanding  this,  they  do  not  wish 
to  be  placed  by  an  excessively  high  tariff  in  the 
position  where  they  cannot  have  at  their  com- 
mand the  import  market  in  order  to  prevent 
the  home  manufacturer  from  charging  unduly 
high  prices. 

In  other  words,  they  want  a  whip  in  their 
hand  which  they  can  use  when  occasion  de- 
mands for  keeping  the  home  manufacturers 
within  bounds  regarding  prices. 

No  ob.ioetion  should  bo  taken  to  this  unless 
the  "whip'"  is  unnecessarily  or  un.iustly  used. 

As  the  wholesale  merchants  in  Canada  have 
this  "whip"  in  their  hand  it  necessarily  fol- 
lo^vs  that  they  have  at  their  command  the  power 
to  either  help  or  hinder  the  consumption  of  the 
products  of  the  home  factories. 

In  spite  of  the  fact  that  there  has  been  a 
marked  increase  during  the  last  decade  or  two 
in  the  number  of  maniifaeturers  who  sell  direct 
to  the  retail  trade,  yet  the  warehouse  of  the 
wholesale  merchant  is  still,  and  is  likely  so  to 


remain,  the  principal  centre  from  which  mer- 
chandise is  distributed  far  and  wide  through- 
out the  country. 

This  being  a  fact,  it  naturally  follows  that 
the  responsibility  of  the  wholesale  merchant, 
as  far  as  the  development  of  the  home  indus- 
tries is  concerned,  is  real  and  not  supposititious. 

As  to  how  he  uses  this  power  depends  largely 
upon  the  attitude  of  his  mind  towards  the  pro- 
ducts of  the  home  factories. 

If  it  is  sympathetic  he  will  in  his  purchases 
give  the  preference  when  possible  to  Canadian- 
made  goods.  In  other  words,  he  will  buy  them 
when  possible,  importing  only  when  necessity 
demands  it.  In  his  warehouse  and  traveling 
staffs  who  sell  the  goods  he  will  endeavor  to 
inculcate  tbe  same  spirit — the  spirit  which  will 
induce  them  to  give  Canadian-made  goods  the 
preference  when  they  are  showing  samples  and 
endeavoring  to  make  sales. 

There  was  a  time  when  the  extent  and  variety 
of  Canadian-made  goods  was  comparatively 
limited.  Then  there  was  not  much  opportunity 
to  concentrate  on  home-made  goods,  the  great 
bulk  of  the  supply  of  merchandise  having  to  be 
imported. 

But  that  is  a  condition  of  affairs  which  no 
longer  exists.   It  is  a  thing  of  the  past. 

To-day  the  factories  of  Canada  are  able  to 
supply  nearly  everything  that  is  demanded. 
And  the  margin  between  that  Avhich  cannot,  and 
that  which  can.  be  obtained  at  home  is  grad- 
ually being  made  narrower. 

During  the  past  year  this  process  has  been 
more  marked  than  during  any  similar  period  in 
the  history  of  the  country,  thanks  to  the  enter- 
prise and  skill  which  the  manufacturers  of  the 
country  have  exhibited  in  taking  advantage  of 
the  opportunity  which  the  war  has  afforded  for 
making  lines  upon  which  the  Canadian  market 
was  hitherto  dependent  upon  the  factories 
abroad. 

Patriotism  is  exemplified  in  the  most  prac- 
tical way  when  we  make  the  best  possible  use 
of  the  opportunities  at  our  command  for  ad- 
vancing the  welfare  of  the  nation. 

By  grasping  the  opportunity  which- the  pre- 
sent affords  for  pushing  Canadian-made  goods 
the  wholesale  merchants  of  Canada  will  be 
manifesting  in  one  impoi'tant  and  practical 
direction  the  spirit  of  true  patriotism. 
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Toronto  Chosen  by  Retailers  for  1916  Convention 

Advisory  Commillee  of  Ontario  Retail  Hardware  Association, 
because  of  continuance  of  war  conditions,  favors  convention 
without  exhibition  next  year — Convention  dates,  February  22, 
23  and  24 — Big  increase  in  membership — Price  lists  a  big  help 


AT  a  meeting  of  the  advisory  committee  of  the  O.  R. 
H.  &  S.  D.  A.,  held  at  the  King  Edward  Hotel, 
Toronto,  on  Thanksgiving  Day,  it  was  decided  to 
recommend  to  the  executive  that  the  11th  annual  con- 
vention be  held  at  Toronto  on  Feb.  22,  23  and  24  next. 

Those  present  ait  the  meeting  were :  President  Conn, 
Secretary  Macpherson,  Treasurer  Caslor,  Past-Presi- 
dent Oecomore,  Honorary  Secretary  Wrigley,  and  the 
representative  of  Canadian  Hardware  Journal. 

Before  the  opening  of  the  meeting  Auditors  Peacock 
and  Mathewson  inspected  the  books  and  vouchers  and 
declared  them  correct. 
The  minutes  of  the  last  meeting  were  presented  in 
typewritten  form,  and  lists  of  names  of  new  members 
were  supplied  to  the  committee. 

The  secretary  reported  that  119  new  members  had 
been  received  since  the  close  of  last  convention^ — 78  re- 
tailers and  41  travelers  and  clerks.  The  fees  from  new 
members  totalled  $234.  Most  of  these  new  members 
had  come  in  because  they  saw  the  worth  of  the  mem- 
bers' price  book  issued  by  the  association  earlier  in  the 
year.  The  cost  of  the  price  lists,  exclusive  of  postage, 
was  $198.80. 

Among  the  new  members  of  the  association  are  eight 
or  ten  members  from  Western  Canada,  who  joined  in 
order  to  secure  a  copy  of  the  price  book,  and  other  ser- 
vices which  are  offered  to  members  of  the  association. 

So  well  received  has  been  the  price  book  that  it  was 
decided  to  have  the  secretary  issue  price  lists  on  wood 
screws,  pipe  fittings,  machine  bolts,  iron  pipe,  and 
brass  goods.  It  was  also  decided  to  purchase  10,000 
additional  ruled  price  sheet  forms  for  the  purpose  of 
these  lists. 

Printing  costs  'being  a  consideration,  it  was  decided 
that  the  secretary  should  purchase  a  duplicating  ma- 
chine for  running  off  circulars  to  mem'bers,  thus  effect- 
ing a  saving  in  this  department. 

Secretary  Macpherson  outlined  a  number  of  new  ser- 
vices to  members,  which  he-  hoped  to  introduce  at  a 
future  date.  One  of  the  new  features  referred  to  is  a 
freight  classification  list.  It  was  also  decided  to  send 
a  letter  to  memlbers  of  the  association  asking  for  sug- 
gestions as  to  how  to  make  the  next  convention  succes- 
ful,  practical  and  interesting. 

Treasurer  Caslor  reported  the  association's  cash-in- 
hand  to  amount  to  $617.75. 

The  1916  Convention 

The  secretary  read  a  letter  from  F.  M.  Tobin,  secre- 
tary of  the  Canadian  Hardware  Manufacturers'  Ex- 
hibitors, advising  that  he  was  trying  to  get  suitable 
(juarters,  possibly  the  fair  buildings,  in  London,  for 
the  exhibition  and  convention  in  1916. 

The  military  authorities,  however,  having  since  taken 
over  the  fair  grounds,  it  was  felt  that  because  of  this, 
and  with  the  fact  of  the  continuance  of  the  war,  it 
would  be  better  to  hold  a  convention  without  an  exhi- 
bition next  February  in  Toronto,  and  a  recommenda- 
tion to  this  effect  was  sent  on  to  the  executive. 

Another  meeting  of  the  advisory  committee  will  be 


lifld  in  January,  and  a  meeting  of  the  executive  a  day 
before  the  opening  of  the  convention. 


VALUE  OF  THE  PRICE  BOOK 

The  fact  that  the  price  book  recently  issued  to  mem- 
bers is  a  great  boon  is  amply  shown  by  the  following 
excerpts  taken  from  letters  received  from  members 
who  have  already  received  these  books.  It  is  Mr. 
Macpherson 's  intention  to  get  out  a  thousand  circulars 
giving  extracts  from  these  letters,  and  send  them  to 
hardware  dealers  of  the  country  who  are  not  already 
members : 

Wright's  Hardware,  Hamilton  :  "We  beg  to  acknowl- 
edge receipt  of  folio  of  price  lists,  which  we  imme- 
diately put  into  use  and  find  a  great  convenience.  You 
are  to  be  congratulated  on  being  able  to  place  in  the 
hands  of  the  members  of  our  association  so  complete 
and  satisfactory  a  list." 

R.  A.  Wells,  Dresden,  Out. — "I  am  well  pleased  with 
the  price  lists  I  received.  They  are  good  for  all  hard- 
waremen  and  will  greatly  assist  in  helping  to  maintain 
one  retail  price." 

Bernihardt  &  Spalding,  Preston,  Ont. — "Price  lists 
received;  we  have  put  same  into  use  and  find  them  very 
satisfactory.  If  the  same  could  be  extended  to  cover 
all  ordinary  tinshop  fittings,  and  especially  steam  and 
plumbing  fittings,  it  would  be  a  big  help  to  the  majority 
of  us." 

Hodson  Hardware  Co.,  Maple  Creek,  Sask. — "We  re- 
ceived price  lists  and  forms  in  connection  with  your 
association,  and  might  say  that  we  find  them  very 
valuable  to  any  retail  dealer,  and  it  seems  to  us  that 
your  members  get  a  lot  for  three  dollars." 

Fowler  &  Winsor,  Sudbury.  Ont. — "These  forms  re- 
flect great  credit  on  the  parties  forming  same,  and 
tliink  that  they  could  not  be  more  complete." 

MacNabb  Bros.,  Orillia,  Ont.— "These  lists  look 
pretty  complete  and  certainly  will  be  a  great  conven- 
ience to  the  retail  merchant,  and  well  worth  the  price 
of  the  association  fee,  if  nothing  else." 

F.  E.  Hendershot,  Mount  Forest.  Ont. — "Price  lists 
were  duly  received,  and  I  feel  they  are  going  to  be  a 
great  help,  although  I  will  be  better  able  to  speak  of 
them  a  little  later.  If  we  had  something  similar  in  pipe 
fittings  I  would  like  it." 

Tate  Hardware  Co.,  Hamilton,  Ont. — "The  conven- 
ience of  the  folio  is  worth  the  price  of  membership 
alone,  and  we  believe  that  a  suggestive  retail  price  list 
would  also  be  effective  towards  establishing  uniform 
prices,  and  to  encourage  the  weaker  ones  to  get  a  pro- 
fit that  would  put  the  hardware  business  on  a  more 
solid  paying  basis." 

Clements  &  Co.,  Milton,  Ont. — "We  are  making  use 
of  lists;  this  scheme  is  a  good  one  and  a  step  in  the 
right  direction,  and  more  lists  will  be  much  appre- 
ciated." 

N.  Turner  &  Son,  Cornwall.  Ont. — "We  have  received 
the  price  lists  and  are  under  the  impression  they  are  a 
good  thing. ' ' 
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Collins'  Course  in  Show  Card  Writing 


24th  of  a  series  of  articles 
specially  prepared  for  this 
Journal. 


In  show  card  writing  it  is  sometimes  equally  as  im- 
portant to  know  the  style  of  letters  not  to  iise  as  to 
know  the  styles  to  use.  It  is  a  peculiar  fact  that  almost 
all  beginners  are  inclined  to  make  fancy  letters.  Fancy 
to  the  extent  of  being  fussy.  The  natural  feeling  seems 
to  be  that  if  a  letter  is  trimmed  with  various  fanciful 
ornamentation  it  makes  it  more  attractive.  This  is  a 
double  mistake,  ll  is  a  mistake  so  far  as  the  appear- 
ance of  the  letter  is  concerned  and  it  is  a  mistake  be- 
cause it  consumes  too  much  time  in  the  making. 

As  stated  in  previous  articles,  plain  letters  are  most 
in  demand.  They  are  easier  read  and  can  be  shaded 
and  arranged  to  present  the  most  attractive  appear- 
ance. A  certain  amount  of  embellishment  is  all  right, 
but  when  this  embellishment  g-oes  to  fussiness  it  loses 
its  effect. 

The  sample  alphabet  shown  this  month  is  a  series  of 
styles  to  be  avoided  in  doing  show  card  work. 

The  first  three  show  an  old  style  letter  very  much 
out  of  date.    It  is  all  out  of  proportion  with,  its  own 


curved  sides  also  detract  very  much  from  their  appear- 
ance. 

The  same  comment  is  applicable  to  the  next  three. 
Both  of  these  samples  are  old  style  and  out  of  date. 

The  shaded  letters  are  possibly  nearest  to  what  may 
be  used,  but  they  will  take  too  much  time  in  making. 
Their  use  should  be  limited  to  one  word  or  a  line  of 
emphasis.  They  are  an  old  style  and  not  much  used 
now^  in  this  form. 

The  rustic  design  should  not  be  used  in  card  work, 
although  for  engrossing  this  style  is  sometimes  used  for 
a  special  word.  Is  it  a  style  that  does  not  read  easily 
and  is  fussy  and  takes  too  much  time  to  execute. 

The  next  style  might  do  as  a  fancy  initial,  but  should 
not  be  used  for  a  whole  word.  This  and  the  following 
samples  are  outline  work  which  does  not  read  easily 
and  cannot  be  seen  at  any  distance  without  being  con- 
fusing to  the  eye. 

Large-sized  letters  should  not  be  used  slanting.  These 
letters  in  general  forination  are  similar  to  others  shown 


You'll  meet  lOOO  s  of  old  friend^  and 

GALT 


]'5  o1  new  at  m^hr 


BOY  3' REUNION 


Mag 

MslNTOSH'^ 


1 


Sadie  H&c.  2.06  V 


GICURE 

5  Magical  Healer 

The  quickest  healing  ointment  in  the  world 
foraiu|  sores  on  Horses  or  (attle. 
I  l^adeby  C.A.M^Intosh  ag.. 


JI^UGUST  23  TO  28  INCLUSIVE: 
Specials  ,e ve r  l\  cdlaLj.     N  >o  t  h  i  n or  ove  r  IS 


Three  examples  of  cotton  sign  work. 


makeup.  The  thin  lines  are  much  too  small  and  dis- 
proportionate for  the  thick  or  heavy  lines. 

Open  letters  should  be  avoided.  They  are  not  clear 
and,  conscfiuentiy,  arc  hard  to  read.  'I'lu  y  also  take 
too  much  time  to  execute. 

The  next  three  letters  show  a  style  that  is  far  from 
being  attractive.  They  are  too  fussy  at  the  ends,  take 
too  much  time  to  make,  and  should  be  avoided.  The 


,11 1(1  the  same  cbmment  is  applicable  to  them.  Where 
much  matter  is  used  on  a  card  small  letters  may  be 
used  slanting  and  look  very  well. 

Cotton  Signs 

Almost  every  merchant  will  find  use  for  cotton  signs 
and  every  card  writer  should  be  able  to  paint  them. 
Spiecial  sales  and  special  announcements  will  create 
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Some  styles  of  letters  not  to  U8e  in  card  writing. 


a  demand  for  them.  These  si^s  may  take  the  form  of 
a  streamer  to  stretch  across  the  entire  front  of  the 
building  or  store.  Smaller  ones  may  be  used  to  stand 
at  the  door  front.  A  convenient  size  for  the  latter  is 
three  feet  wide  by  six  feet  high  and  lettered  so  the  sign 
will  stand  upright. 

For  the  preparation  of  the  canvas  and  the  mixing 
of  paint  see  instructions  in  recent  numbers  of  this 
paper. 

The  illustrations  of  sample  signs  given  are  good 
examples  of  plain,  clear-cut  layouts,  attractive,  and 
easily  read.  The  Old  Boys'  Reunion  sign  is  a  streamer 
to  stretch  across  the  street.  It  is  twenty-one  feet  long 
by  three  feet  wide.  The  main  line  of  lettering  is  red 
and  black,  shaded  with  pale  green.  The  other  lines  are 
black  with  the  same  shading  as  the  large  line.  With 
this  color  combination  and  the  humorous  picture  on 
the  end  the  sign  is  strikingly  attractive. 

The  "Magieure"  sign  is  eight  feet  long  by  three 
feet  wide.  The  trade  mark  of  the  horse's  head  is  done 
in  natural  colors  and  was  taken  from  a  photo.  The 
top  line  is  red  with  a  double  shading  of  two  shades  of 
grey.  The  second  line  is  brown,  and  the  balance  of 
the  letters  black  with  a  shading  in  green. 

The  Summer  Sale  sign  was  made  for  a  store  front. 
It  is  eighteen  feet  long  by  three  wide.  The  top  line 
is  red  with  an  over  tipping  of  black  and  a  black  out- 
line. Shading  in  grey.  The  balance  of  the  letters  are 
black  shaded  with  grey. 

Signs  of  this  character  should  be  nailed  to  a  stretcher 
or  framework.  This  will  insure  their  staying  up 
properly  and  at  the  same  time  greatly  add  to  their 
appearance. 


After  the  Shutters  are  Up 


A  travelin'g  man  who  stutters  spent  all  after>ioon  in 
trying  to  sell  a  grouchy  business  man  a  bill  of  goods, 
and  was  not  very  successful. 

As  the  salesma.n  was  locking  up  his  grip  the  gronch 
(vas  impolite  enough  to  observe  in  the  presence  of  his 
clerks:  "You  musit  find  that  iin,pedinient  in  your  speech 
very  inconvenient  at  times." 

"Oh,  n-no,"  replied  the  salesican.  '  Everyone  has 
his  p-peculiarity.  S-stammering  is  mine.  What's 
y-yours?" 

"I'm  not  aware  that  I  have  any,"  replied  the  mer- 
chant. 

"D-do  yon  stir  y-yonr  coft'ee  with  your  r-right 
hand?"  asked  the  salesman. 

"Why,  yes,  of  course,"  replied  the  merchamt,  a  bit 
puzzled. 

"W-well, "  went  on  the  salesman,  "t-that's  your 
peculiarity.   Most  people  use  a  teaspoon." 


Two  business  men  were  making  their  first  trip  to 
Europe.  On  the  first  night  out  the  sea  grew  rough 
and  the  liner  pitched  like  a  chip  in  the  big  waves. 

One  of  the  travelers,  coming  to  his  stateroom  to  re- 
tire, found  his  friend  just  getting  into  bed,  and  was 
astonished  to  note  that  the  second  man  wore  a  woman's 
frilly  nightgown  and  had  a  lace-and-ribbon-trimmed 
boudoir  cap  tied  upon  his  hear. 

"For  heaven's  sake  man,"  he  gasped,  "what's  the 
idea?" 

"Well,"  said  his  friend,  "you  know  the  rule :  In  case 
of  disaster,  women  and  children  first." 

•    *  * 

A  darkey  running  a  ferry  across  the  Alabama  River 
was  accosted  by  a  poor  white  stranger  who  wanted  to 
cross,  but  hadn't  the  wherewithal. 

"It  doan'  cost  yo'  but  three  cents  ter  cross,"  insisted 
Pete. 

"I  know,  but  I  hain't  got  three  cents." 

"I  done  tell  yo'  what,"  was  Pete's  reply.  "A  man 
what's  not  got  three  cents  am  jes'  as  well  off  on  dis 
side  ob  de  river  as  on  the  odder!" 


There  was  a  young  fountain  pen  salesman  who,  to 
his  great  joy,  was  succeeding  on  his  first  trip  in  per- 
suading a  stationer  to  order  one  hundred  pens.  But  all 
of  a  sudden  the  stationer's  manner  changed  to  the 
young  man. 

"I  countermand  that  order."  he  barked,  and  hurried 
into  his  private  office,  slamming  the  door  behind  him. 

Later  in  the  day  his  bookkeeper  said  to  the  stationer: 

"May  I  ask.  Sir,  why  you  so  suddenly  countermanded 
yoiir  order  for  those  fountain  pens?" 

"The  young  salesman."  explained  the  stationer, 
'  booked  my  order  in  lead  pencil." 

*  «  « 

"Dar,  now!"  exclaimed  one  negro,  when  his  master 
had  finished  expatiating  on  the  hidL^ous  havoe  wrought 
by  a  forty-two-eentimeter  shell,  "Jes'  lak  I  bin'  tellin' 
yo'  niggahs  all  de  time!  Don'  les'  have  no  guns  lak 
dem  roun'  heah  !  Why,  us  niggahs  could  start  runuin' 
eway — run  all  day,  git  almos'  home  free,  an'  den  git 
kilt  jus'  befo'  suppeh!" 

"Dat's  de  trufe, "  assented  his  companion,  "an' 
lemme  tell  you'  sumpiu'  else.  Bo.  All  dem  guns  needs 
is  jus'  you'  ad-dress,  dat's  all;  jes'  giv'em  de  ad-dress, 
an'  dey'll  get  you'." 

*  *  • 

A  little  boy,  who  had  been  taught  to  report  promptly 
his  misdeeds,  sought  his  mother  with  an  aspect  of  grief 
and  repentance. 

"I  broke  a  brick  in  the  fireplace,"  he  announced,  on 
the  verge  of  tears. 

"Well,  that  is  not  beyond  remedy."  smiled  the 
mother,  "but  how  on  earth  did  you  do  it?" 

"I  was  pounding  it  with  father's  watch." 
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Crystal  Palace,  Ihe  main  building  in  the  exhibition  grounds  at  London,  where  the  C.H.M.E.A.  will  hold 
their  next  exhibition  of  Canadian-made  hardware  lines. 


Hard  ware  Manufacturers  to  Hold  Exhibition  in  London 

Diversity  of  lines  to  be  shown — Daily  features 
— Canadian-made  windows  for  exhibition  week. 


THE  directoi"s  of  the  Canadian  Hardware  Manufac- 
turei-s'  Exhibitors'  Association  have  definitely 
decided  to  hold  an  exhibition  at  London,  Ont. 
This  decision  was  arrived  at  on  October  29  at  a  meet- 
ing held  at  the  Queen's  Hotel,  Toronto. 

It  was  felt  that  not-v\'ithstanding  the  war  the  present 
was  a  most  opportune  time  for  showing  both  the  trade 
and  the  public  the  extent  and  diversity  of  the  hardware 
and  kindred  lines  which  are  now  being  made  in  Canada. 

"There  has  been  such  an  increase  in  the  variety  of 
hardware  lines  that  have  been  made  in  Canada  during 
the  past  year,"  remarked  one  of  the  directors,  "that 
those  who  visit  the  exhibition  will  be  surprised." 

The  exhibition  will  be  held  in  the  main  building  of 
the  Exhibition  Park,  which  is  admirably  suited  for  the 
purpose,  and  will  be  open  eight  days,  namely,  from 
Saturday  to  Saturday.  Although  the  date  has  not  been 
fixed,  Secretary  F.  M.  Tobin  was  instructed  to  proceed 
at  once  with  the  making  of  the  necessary  arrangements. 

The  directors  have  an  ambitious  program  in  mind, 
for  not  only  will  an  effort  be  made  to  make  the  exhibi- 
tion even  more  than  usually  representative  of  the  hard- 
ware manufacturing  industry  of  Canada,  but  special 
features  will  be  daily  introduced  with  a  view  to  appris- 
ing the  general  public  as  well  as  the  trade  of  the  var- 
iety and  extent  of  the  hardware  industry  of  Canada. 
No  admission  fee  vnW  be  charged  at  any  time  during 
the  exhibition. 

It  is  quite  possible  that  an  effort  will  be  made  to  in- 
duce retail  merchants  of  all  kinds  in  Tendon  to  feature 
Canadian-made  goods  during  the  week  of  the  exhibi- 
tion. 

Before  ad.iouming  the  directors  passed  a  resolution 
endorsing  the  decision  of  the  membci-s  of  the  associa- 
tion who  had  expressed  their  determination  to  give 
em])loyment  when  at  all  pos.sible  to  returning  soldiers 
"who  have  served  in  defence  of  the  Empire." 

Those  present  were:  Messrs.  Adam  Taylor,  presi- 
dent. Taylor-Forbes  Company.  Ltd.,  Guelph;  F.  M. 
Tobin,  .secretary:  J.  A.  Hossaek,  Lufkin  Rule  Co.,  Ltd.. 
Windsor;  John  Billinghurst,  Boeckh  Bros.,  Toronto; 


Bolt  Gurney,  The  Gurney  Foundry  Co.,  Ltd.,  Toronto ; 
Charles  Stewart,  the  James  Stewart  Manufacturing 
Co.,  Ltd.,  Woodstock ;  M.  R.  Griffiths,  ex-president,  To- 
ronto, and  A.  M.  Smith,  the  McClary  Manufacturing 
Co.,  Limited,  London. 


CONVENTION  IN  TORONTO— EXHIBITION 
IN  LONDON 

A  joint  meeting  of  the  Advisory  Board  of  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association  and 
a  committee  of  the  directors  of  the  Canadian  Manu- 
facturers' Exhibitors  was  held  in  the  Queen's  Hotel, 
Toronto,  on  Friday,  Nov.  5,  at  which  it  was  unani- 
mously resolved  : 

"That  the  0.  R.  H.  &  S.  D.  A.  aceept  the  invitation 
of  the  C.  H.  M.E.  to  attend  the  Hardware  Week  and 
Exhibition  to  be  held  in  London  during  the  third  week 
of  June,  1916,"  and  it  was  further  resolved  : 

"That  the  annual  convention  of  the  0.  R.  H.  &  S.  D. 
A.  will  be  held  in  Toronto  during  the  third  week  of 
February  next,  without  the  attendance  of  the  manu- 
facturers. 

"It  was  resolved  that  the  Hardware  Week  and  Ex- 
hibition will  be  the  occasion  reserved  for  the  meeting 
of  the  manufacturers  and  dealers." 

The  Retail  Association  convention  will  be  held  in  the 
King  Edward  Hotel,  as  last  Febiniary,  special  arrange- 
ments being  made  for  those  who  wish  to  attend. 


W.  C.  Jackson,  formerly  with  the  IIob])s  Hardware 
Co.,  London,  has  joined  the  Brandram-Hendei'son  staff. 

Geo.  T.  Pepall,  of  Samuel,  Benjamin  &  Co.,  Toronto, 
is  appointed  a  provisional  director  of  the  Kingspadina 
Co..  Ltd.,  Toronto,  a  real  estate  holding  company. 

Standard  Toys.  Ltd..  Toronto,  has  been  incorporated 
with  a  capital  of  $40,000.  to  make  and  sell  children's 
toys.  J.  A.  rimntliT  jmd  E.  W.  rh;intler  are  provisional 
directors. 
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To  our  century-old  experience — to  the  very  BEST  in  materials  and  work- 
manship—is added  the  most  modern  munition  plant,  producing  the  very 
finest  shells. 

REMINGTON  -  UMC  at  the  new  low  price 
is  decidedly  the  World's   Standard  .22 


Winners  of  the  GRAND  PRIX  at  the  Panama- Pacific 
Exposition  for  MODERN  Fire- Arms  and  Ammunition. 


REMINGTON   ARMS  -  UNION   METALLIC  CARTRIDGE  COMPANY 

{Contractors  to  the  British  Imperial  and  Colonial  Governments) 

London.  Eng.  WINDSOR,  ONT.  New  York.  U.S.A. 
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Getting  Pamt  Sales  Through  the  Store  Window 

Attracting  custom  by  means  of  good  displays  — 
Brandram-Henderson  salesmen  meet — Paint  News 


NEW  customers  are  usually  brought  to  the  store 
by  the  first  impression  conveyed  through  the 
appearance  of  the  store's  windows.    More  and 
more  as  time  advances  are  hardware  dealers  realizing 
the  value  of  their  windows  as  business  getters. 

It  is  not  aLtogether  necessary  that  dealers  should 
have  large  windows  in  which  to  make  attractive  dis- 
plays. Some  splendid  window  trims,  many  of  them 
trade-pullers,  have  been  made  in  small  window  space 
by  dealers  in  various  parts  of  Canada. 

Paint  is  a  line  that  lends  itself  particularly  to  the 
correct  dresising  of  a  small  hardware  window,  and  it 
is  elastic  enough  to  lend  itself,  too,  to  the  embellishing 
of  the  largest  window. 

In  dressing  the  window  the  dealer  should  take  into 
considepation  the  fact  that  every  person  passing  his 
store  is  a  possible  paint  purchaser,  and  if  his  window 
display  attracts  a  person  to  enter  the  store  that  person 
should  assuredly  be  reckoned  a  paint  prospect,  fn 
fact  the  experience  of  a  dealer  in  the  mind  of  the  writer 
tends  to  make  a  possible  paint  prospect  of  every  person 
who  enters  his  store,  irrespective  of  whether  the  paint 
displays  attracted  him  or  not. 

But  undoubtedly  the  paint  displays  in  the  window 
pay.  This  has  been  proved  over  and  over  again.  The 
live  paint  dealer  who  does  not  make  use  of  his  window 
during  the  fall  is  neglecting  the  least  expensive  and 
most  efficient  sales  help  he  has  at  hand. 

Now,  as  always,  can  the  store  front  attract  and  draw 
in  custom,  not  only  for  present  trade,  but  for  trade  in 
the  months  to  come. 


SUCCESS  IN  PAINT  DEPARTMENT 

"There  is  only  one  way  to  suecced  in  the  paint  busi- 
ness and  that  is  to  make  the  department  pay,"  so  said 
a  prominent  hardware  dealer  the  other  day,  in  discus- 
sing the  running  of  the  paint  department. 


The  first  word  in  the  salesman's  paint  talk  ought  to 
be  "quality,"  for  you  cannot  look  a  man  in  the  eye 
and  talk  paint  unless  you  are  sure  of  your  subject. 
Because  of  this  the  dealer  should  look  well  to  the  buy- 
ing end,  and  never  buy  anything  he  is  going  to  stake 
his  reputation  on  without  first  finding  out  about  the 
concern  making  the  article,  how  it  is  made,  and  any- 
thing else  that  will  help  him  intelligently  to  handle 
the  line  and  explain  its  merits  to  prospective  buyers. 

Keep  the  paint  stock  in  .such  good  shape  that  at  a 
glance  the  clerk  can  see  and  get  what  the  customer 
wants.  Don't  keep  the  customer  waiting;  service  and 
good  service  is  what  is  demanded  these  days  of  all 
business  houses.  If  the  department  is  sectionalized — 
one  part  for  varnishes,  one  for  flat  paints,  another  for 
oil  finishes,  and  so  on — this  will  be  found  of  advantage. 

Keeping  the  stock  well  sorted  up  and  giving  publicity 
to  the  fact  that  it  is  "quality"  paint  only  that  is  being 
handled  will  help  bring  and  keep  buyers  of  paint  to 
your  store.  Do  not  exaggerate ;  make  your  statements 
ring  with  honesty.  Your  customers'  confidence  is  the 
best  kind  of  advertising  for  your  store.  Send  out  occa- 
sional letters  and  make  use  of  the  color  cards. 

If  the  dealer  keeps  these  hints  in  mind  and  practices 
them  it  will  mean  added  sales  in  his  paint  department. 


SELLING  SHINGLE  STAINS 

Here  lies  an  opportunity  for  the  progivssive  paint 
retailer  to  increase  his  sales  through  the  calling  of  the 
customer's  attention  to  the  preservative  and  artistic 
features  inhei"ent  in  the  stains.  Many  houses  are  so 
constructed  that  the  use  of  shingle  stains  is  essential  to 
the  bringing  out  of  the  charm  and  attractiveness  of  the 
architecture.  Are  there  such  houses  in  your  locality? 
An  eas}'  way  of  leading  up  to  sales  would  appear  to  be 
to  obtain  from  your  paint  manufacturer  photos  of 
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houses,  showing  in  colors  the  added  beauty  which  re- 
sults from  using  stains. 

Give  these  photos  a  prominent  place  in  your  store, 
together  with  an  assortment  of  "paddles"  shoAving  the 
actual  appearance  and  color  of  the  stain  as  applied  to 
a  shingle.  Talk  these  products  in  your  printed  adver- 
tising. Make  it  a  point  also  when  selling  a  customer  a 
house  job  to  call  his  attention  to  the  stains. 

In  addition  to  the  artistic  feature,  much  may  be  said 
in  favor  of  shingle  stains  from  the  preservative  stand- 
point. Their  use  will  be  a  factor  in  reducing  the  fre- 
quency with  which  a  shingle  renewal  will  be  required. 

By  all  means  push  shingle  stains  if  you  are  not  al- 
ready doing  so. 


KEEPING  PAINT  STOCK  COMPLETE 

The  very  best  season  of  the  year  for  the  painting  of 
buildings  is  at  hand.  There  are  many  reasons  why  fall 
painting  is  preferable  to  that  done  at  any  other  period 
of  the  year.  In  order  to  sueees-sifully  wage  a  campaign 
along  this  line  it  is  naturally  essential  that  a  complete 
stock  of  colors,  kinds  of  paint,  etc.,  be  carried.  Go 
through  your  stocks  listing  the  quantities  on  hand.  If 
you  find  here  and  there  a  shortage  it  is  advisable  to 
send  in  a  "hurry  up"  mail  order.  "You  cannot  sell 
goods  without  having  them"  is  an  old  saying  which, 
while  not  entirely  correct  at  all  times  in  all  lines,  does 
contain  Much  of  truth.  Certainly  it  is  true  that  when 
you  get  a  customer  into  the  frame  of  mind  where  he  has 
concluded  to  paint  his  house  or  barn  this  fall  it  is  better 
to  have  the  stock  on  hand  ready  to  clinch  the  sale  while 
he  is  in  the  mood,  rather  than  risk  possible  changes  of 
mind  during  the  period  it  takes  to  obtain  the  merchan- 
dise from  the  factory. 


BRANDRAM-HENDERSON  SALES  CONVENTION 

The  seventh  annual  convention  of  the  sales  staff  of 
Brandram-Henderson,  Ltd.,  was  held  in  Toronto,  at  the 
Queen's  Hotel,  on  October  26  and  27.  The  convention 
was  a  purely  business  one,  those  present  discussing 
ways  and  means  of  further  increasing  the  Brandram- 
Henderson  business  during  the  coming  year. 

The  firm's  present  year,  which  ends  in  November,  hag 
so  far  'been  the  most  successful  in  its  history  in  point 
of  sales,  but  the  management  believes  it  can  do  still 
more;  hence  the  new  preparations  now  under  way. 

One  of  the  features  of  this  year's  convention  was  the 
wnndow  trimming  competition  participated  in  by  B-H 
salesmen  representing  the  Halifax,  Montreal  and  To- 
ronto staffs.  The  judges — Thos.  Meredith,  of  Thos. 
Meredith  &  Co..  hardware  dealers,  Toronto  ;  H.  W.  Parr, 
of  Hardware  and  Metal;  and  James  O'Hagan,  of  Cana- 
dian Hardware  Journal — after  some  little  deliberation, 
awarded  the  honoi'^  to  Toronto  for  first,  Halifax  for 
second,  and  IMontreal  for  third. 

George  Henderson,  president  of  the  company,  was 
chairman  of  the  meeting  and  he  opened  the  business  of 
the  first  day  by  a  neait  speech.  The  most  important 
(juestion  is  that  of  prices  for  1916,  he  said;  there  was 
no  reason  for  the  recent  decline  in  prices,  but  rather 
otherwise,  because  of  the  increase  in  raw  materials. 
Zinc  oxide  is  almost  impossible  to  obtain  and  has  risen 
tremendously;  linseed  oil  is  up:  and  turpentine,  also. 
Because  of  this  fact  an  advance  is  almost  inevitable. 

At  the  conclusion  of  Mr.  Henderson's  address  prizes 
were  awarded  to  the  winners  of  the  various  sales  con- 
tests, and  the  conditions  for  the  1916  contests  were 
announced.    Following  this  came  a  series  of  addresses 


by  members  of  the  staff,  as  follows :  The  B-H  Factories 
Behind  B-H  "English"  Paint,  G.  M.  Edwards;  "Open- 
ing a  B-H  'English'  Paint  Account  and  what  it  Consti- 
tutes," J.  E.  Penfound;  "Selling  the  Full  Line,"  S.  W. 
Smith;  "Following  up  Dealer's  Prospects  and  Selling 
Goods  for  the  Dealer,"  W.  Wineroope;  "How  Daily 
Reports  Plelp  Develop  the  Territory,"  R.  B.  H.  Cotton; 
"Towns  Where  We  Have  no  Agent  and  no  Prospect," 
E.  W.  Charlton;  "Selling  Oil  Colors,"  Fred  Markum; 
"Demonstrating  the  Sale  of  B-H  'English'  Paint,"  R. 
C.  Blakeney  and  W.  A.  Church;  "Demonstrating  the 
Sale  of  B.B.  and  Anchor  Lead,"  W.  B.  Gillespie; 
"Demonstrating  the  Sale  of  China-Lac,"  N.  Paradis; 
"Demonstrating  the  Sale  of  Fresco-Tone,"  A.  F.  Ben- 
ford;  "How  to  Handle  Complaints,"  E.  F.  Lowe. 

A  general  discussion  and  some  salesmen's  suggestions 
regarding  the  marketing  of  products  concluded  the 
first  day's  session. 

Second  Day 

The  matters  discussed  at  the  second  day's  proceed- 
ings were:  "Some  Paint  Problems,"  by  R.  H.  Monk; 
an  address  by  A.  M.  McKenzie,  president  of  Interna- 
tional Association  Master  House  Painters  and  Decor- 
ators; a  Chinia-Lac  demonstration  by  E.  F.  Lowe  and 
G.  M.  Edwards ;  and  an  outline  of  advertising  and 
sales  promotion  work  for  1916,  by  A.  W.  Poole. 

President  Henderson  brought  the  convention  to  a 
close  by  a  running  commentary  on  the  good  sugges- 
tions and  ideas  brought  out  at  the  two  days'  sessions. 

A  theatre  party  and  a  dinner  party  occupied  the  time 
of  the  sales  staff  the  two  evenings  of  the  convention, 
and  F.  H.  Rowe's  address  on  "The  Greatest  Game  in 
the  World"  was  given  at  the  close  of  the  convention. 


WALL  PAINTS  ARE  SANITARY 

A  controversy  is  raging  at  present  in  the  United 
States  trade  press  anent  the  merits  of  wallpaper  v. 
paint.  It  seems  to  be  pretty  well  conceded  on  all  sides 
that  paint  as  a  wall  covering  is  more  sanitary.  This  is 
a  strong  point  that  dealers  should  play  up  when  selling 
or  catering  for  business  from  home  owners  or  house- 
keepers. 


PAINT  NEWS  NOTES 

Brandram-Henderson,  Ltd.,  are  paying  any  of  their 
men  who  go  to  the  Front  half  their  salary  and  will  keep 
their  positions  open  for  them  on  their  return. 

Business  in  the  Maritime  Provinces  for  spring  shows 
an  advance  of  15  per  cent,  over  last  season's  business, 
report  Brandram-Henderson,  Ltd.,  salesmen.  Their 
Ontario  traveler  also  state  that  increased  business  is 
being  obtained  in  that  province. 


METAL  PASTE  TUBES 

A.  W.  Stanley,  Ottawa,  Avrites:  "Would  you  put  me 
in  touch  with  some  firm  making  metal  tubes  for  tooth- 
paste?" 

Venesta,  Ltd.,  Great  Towers  St.,  London.  Eng.,  make 
some  of  the  best  tubes  on  the  market.  A.  H.  Wirtz, 
Ltd.,  Chester,  Pa.,  and  Standard  Tube  &  Specialty  Co., 
New  Brighton,  Pa.,  are  other  makers. — Editor. 


A  Detroit  dealer  recently  made  a  varnish  display, 
using  empty  varnish  packing  cases  as  a.  walled  back- 
ground to  his  window.  It  was  a  novel  idea  and  con- 
tains an  idea  for  other  dealers  whose  window  space 
runs  into  the  store  itself. 
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The  Art  of  Salesmanship  in  Selhng  a  Stove 

An  inleresting  chapter  from  "Team  W ork,,"*  a  book,  issued  by  the  Michigan 
Stove  Company  —  Many  practical  suggestions  regarding  selling  methods 


All  merchandising  is  founded  on  confidence.  Conse- 
quently, other  things  being  equal,  anything  which 
tends  to  strengthen  public  confidence  will,  in  just  that 
degree,  make  it  easier  to  sell  goods. 

Wc  must  recognize  the  fact  that  the  average  con- 
sumer knows  really  very  little  about  stoves. 

It  takes  years  of  experience  and  considerable  tech- 
nical knowledge  to  be  able,  from  a  mere  inspection  and 
without  operating  the  stove,  to  make  a  correct  appraisal 
of  the  merits  and  value  of  that  stove. 

In  buying  a  stove  from  you,  the  consumer  must  fol- 
low one  of  two  courses : 

1st.  To  spend  the  time  to  ae(iuirc  the  knowledge 

necessary  to  the  correct  appraisal  of  that  stove  from 

a  mere  inspection. 

2nd.  To  accept  as  literal  truths  the  statements 

made  concerning  the  quality,  workmansihip,  and  per- 
formance of  that  stove. 

The  first  course  is  out  of  the  question.  The  second 
course  is  the  one  usually  followed. 

Real  salesmanship  is  an  art,  a  science;  and.  like  trnul 


playing  his  fish  until  the  delicate  but  persistent  tension 
in  the  end  of  the  rod  has  worn  down  the  trout's  energy 
and  made  it  possible  to  neatly  and  gently  manoeuvre 
that  trout  until  the  landing-net  could  be  brought  into 
play,  and  the  capture  effected  without  injury  to  the 
tackle  or  risk  of  losing  the  catch  through  being  too 
hasty. 

Your  Customer 

To  begin  with,  you  can  divide  all  customers  into  two 
big  classes,  namely : 

1.  Those  who  must  be  shown — wTio  gain  most  of 
their  knowledge  by  looking  at  things. 

2.  Those  who  must  be  told — who  gain  most  of  their 
knowledge  by  listening. 

Those  who  must  be  sho\vn — who  gain  their  knowl- 
edge by  looking  at  things — will  indicate  their  prefer- 
ence by  their  manner.  Their  eyes  will  be  constantly 
employed ;  their  glance  will  roam  from  one  part  of  the 
stove  to  another.  Also,  they  have  a  strong  tendency 
to  handle  things  for  themselves — to  bring  the  sense  of 
touch  into  play.    Should  you  make  the    mistake  of 


Tbe  stove  and  housefiirnishings  department 
of  Gurney  &  St.  Germain  at  Vettreville,  Alta. 

(Courtesy  McClary  Mfg.  Co.) 


fishing,  it  re(}uires  intelligence,  skill  and  experience. 
Your  skilful  fisherman  equips  himself  with  a  light  deli- 
cate tackle ;  an  assortment  of  flies  designed  and  selected 
with  a  keen  understanding  of  the  habits  and  nature  of 
the  wary  trout;  and  a  fragile  wisp  of  bamboo.  In  the 
hands  of  an  amateur,  and  with  three  pounds  of  angry, 
active  trout  thrashing  the  water  and  fighting  for  life 
with  an  energy  that  makes  the  line  fairly  sing,  that 
tackle  and  rod  would  not  last  sixty  seconds. 

The  novice,  with  a  backward  swing  of  the  rod,  would 
attempt  to  yank  that  finny  dynamo  of  concentrated 
energy  out  of  the  water  and  on  to  the  bank,  instead  of 


*A  neatand  instructive  book  for  store  salesmen,  entitled  "Team  Work," 
has  lust  been  issued  by  the  Michigan  Stove  Company,  Detroit.  While  com- 
piled principally  for  the  use  of  dealers  bundling  "tlarland"  stoves,  it  contains 
a  great  many  suggestions  reganling  selling  methods  and  stove  installation, 
which  make  it  valuable  for  stove  salesmen  generally. 


describing  and  talking  about  things  to  a  customer  who 
re(|uires  to  be  sho-vvn  things,  you  will  quickly  discover 
that  your  customer  is  groAving  restless  and  lacks  in- 
terest in  what  you  are  saying.  For  instance,  you.  per- 
sonally, may  be  much  interested  in  the  principles  of 
complete  combustion  and  the  proper  radiation  of  heat; 
and  you  may  be  standing  perfectly  still,  looking  your 
customer  in  the  eye,  ajid  talking  about  those  things  but 
not  demonstrating  them.  If,  under  those  circum- 
stances, your  customer  grows  restless  and  looks  at 
the  stove  instead  of  at  you — or  perhaps  touches  or 
handles  some  portion  of  the  stove — or  keeps  glancing 
around  the  room  while  you  are  talking,  you  may  be 
sure  that  you  have  been  making  the  mistake  of  telling 
things  to  one  who  recpiired  to  be  shown  things.  Just 
change  your  tactics — commence  to  point  out  the  dif- 
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ferent  visible  details  of  the  stove — and  then  note  how 
quickly  the  customer  warms  up  and  becomes  interested. 
Hand  one  of  the  lids  to  the  customer  with  the  request 
that  the  weight  be  noted,  and  call  attenion  to  the  ring 
on  the  underside  of  the  lid.  Explain  how  it  serves  to 
keep  the  lid  from  warping;  and  then  show  the  many- 
other  construction  features  of  merit.  Nine  times  out 
of  ten  you  will  Icnow  that  you  have  gained  the  custo- 
mer's full  and  undivided  attention- — that  you  are  work- 
ing up  to  a  sale. 

Suppose,  on  the  other  hand,  that  you  are  making  the 
mistake  of  continually  showing  things  to  a  customer 
who  requires  to  be  told  things;  and  that  the  customer 
does  not  readily  respond  to  your  suggestions  to  look  at 
the  particular  portion  of  the  stove  about  Avhich  you 
happen  to  he  talking.  Change  your  methods — tell 
ahout  the  composition  of  the  metals;  or  the  oven;  the 
goose-neck  flues ;  the  direct  draft  damper  system,  etc., 
and  note  liow  quickly  you  gain  the  customer's  full  and 
undivided  attention. 

By  keeping  this  point  in  mind,  and  making  a  con- 
stant effort  to  classiify  those  whom  you  meet  under  the 
headings  of  listeners  or  lookers,  you  will  shortly  be- 
•come  so  expei-t  that  you  will  be  able  to  size  up  a  cus- 
tomer almost  at  first  glance. 

Your  next  step  is  to  classify  your  customers  accord- 
ing to  their  number,  and  the  relation  they  bear  one  to 
the  other.  That  is  to  say,  if  you  have  more  than  one 
to  deal  with,  as  in  the  case  of  husband  and  wife,  you 
should  decide  whether  it  is  a  ease  of  selling  the  "boss," 
or  of  selling  a  domestic  pai'tnership.  Or,  in  the  case 
of  two  men  or  tAvo  women  who  come  in  to  look  at 
stoves,  you  will  often  find  that  the  one  who  is  not  buying 
the  stove — who  .iust  came  along — is  the  one  who  must 
he  convinced.  Often  in  the  case  of  a  mother  and  young 
married  daughter,  you  will  diseover  that  you  must  de- 
pend upon  the  mother  to  cast  the  deciding  vote^ — ^she 
has  had  years  of  experience,  and  it  is  only  natural  that 
the  daughter  should  look  to  her  advice. 

Possibly  you  already  know  these  things,  and  have 
been  making  good  use  of  them;  or  you  may  have  been 
following  the  right  course  instinctively. 

One  thing,  however,  is  certain :  you  have  either  by 
accident,  instinct  or  intelligent  reasoning,  observed 
these  things  in  all  the  cases  where  you  have  made  a 
■sale.  In  those  cases  where  you  have  "fallen  down"  the 
real  cause  may  have  been  your  failure  to  diagnose  the 
case  correctly ;  or  it  may  have  been  due  to  caiises,  sev- 
eral of  which  coulil  not  be  laid  at  your  door. 

Riglit  here,  it  iimy  he  well  to  call  your  attention  to 
the  fact  that  thn'c  is  ;i  Imman  side  to  everyone.  Poor 
or  rich;  proud  oi-  liumblo;  grouchy  or  pleasant;  happy 
or  .sad;  they  arc.  after  you  have  dug  doAvn  beneath 
their  .shells,  just  ordinary  folks  like  all  the  rest  of  us. 

ft  will  be  of  further  help  to  you  if  you  Avill  regard 
.your  customers  a.s  jiroblems — when  you  make  a  sale 
you  have  solved  the  problem;  Avhen  you  "fall  down" 
you  have  failed  to  solve  the  i)roblem. 

Learn  to  meet  with  your  customer,  or  problem,  on  a 
basis  of  equality,  llemember  you  are  .just  two  human 
beings  who  have  a  problem  to  solve — the  one  to  select 
a  stove,  the  other  to  sell  a  stove;  and  you  must  act  in 
harmony  or  the  deal  ennnut  he  completed. 

Some  people  are  quick.  siiMjiify,  and  active,  both  men- 
tally and  physically,  and  they  must  be  handled  in  ;i 
manner  in  harmony  with  their  tcin.pcrament.  Others, 
again,  are  slow  and  ea.sy-going,  and  m^st  not  be  driven 
too  fast.  They  like  to  consider  things  carefully,  and 
l)refer,  in  a  measiire  at  least,  to  .sell  them.selves.  Then 
there  is  the  suspicious  type,  who  act  as  tliough  they 


would  like  to  hite  every  word  you  utter  in  order  to  de- 
cide whether  it  is  good  truthful  coin  or  a  lying  counter- 
feit. With  that  type  it  is  always  well  to  gain  their  con- 
fidence by  giving  them  an  opportunity  to  prove  your 
statements. 

The  snobbish,  supercilious  type  are  the  easiest  of  all 
to  handle,  provided  you  don't  allow  them  to  get  on 
your  nerves.  Just  ignore  their  manner,  and  contrive 
to  make  them  feel  that  you  are  absolutely  happy  in 
being  permitted  to  wait  upon  them.  Don't  misunder- 
stand, it  is  not  meant  that  you  should  grovel  at  their 
feet  or  anything  of  that  sort ;  but,  rather,  that  you  con- 
trive to  make  them  undei*stand  that  you  are  so  thor- 
oughly at  peace  Avih  yourself  and  with  them  that  you 
just  naturally  refuse  to  be  ruffled  hy  anything  they 
say  or  do.  This  method  seldom  fails  to  tame  them 
down. 

Then  there  is  the  type  who  have  trouble  in  making 
up  their  minds;  who  prefer  to  lean  upon  and  be  guided 
by  others.  When  it  is  possible  for  them  to  do  so,  they 
ahvays  bring  with  them  someone  in  whom  they  have 
confidence;  and  in  such  cases  you  must  contrive  to 
convince  their  adviser.  When  they  are  compelled  to 
shop  alone,  they  search  around  until  they  find  a  sales- 
man in  whom  they  feel  they  can  place  confidence.  In 
those  imstanices,  you  must  contrive  to  occupy  the  role 
of  adviser — ^to  gain  their  confidence.  In  order  to  do 
this  you  must  he  very  patient  and  very  sympathetic, 
and  be  truly  interested  in  their  problems. 

Then  there  is  the  type,  who  may  by  nature  be  any 
one  of  the  foregoing ;  and  who  have  been  shopping 
around  from  one  store  to  another.  They  have  seen  so 
much  and  been  told  so  much  that  they  are,  as  a  usual 
thing,  so  confused  they  have  ceased  to  know  exaetly 
what  they  do  want.  The  chances  are,  they  have  arrived 
at  the  point  where  they  have  developed  a  mental  pic- 
ture of  a  stove  that  represents  the  hest  features  of  all 
the  stoves  they  have  been  shown.  Now,  it  should  he 
plain  that  there  is  not  in  existence  a  stove  that  would 
compare  favorably  Avith  the  mental  image  of  the  stove 
they  have  in  their  minds. 

Then,  Avhen  you  knoAv  Avhat  your  problem  it — just 
Avhat  cooking  or  heating  requirements  you  must  satisfy 
— ^you  can,  Avith  safety,  go  ahead  and  demonstrate  the 
particular  stove  you  have  decided  Avill  best  fill  the  bill. 

In  eveiy  instance,  Avith  CA^ery  customer,  your  first 
step  should  be  to  discover  just  Avhat  are  the  actual 
cooking  or  heating  requirements. 


MR.  CHOWN  REPORTS  GOOD  TRADE 

Mr.  M.  0.  ClioAvn,  of  E.  ChoAvn  &  Sons,  Avholesale 
hardAA''are,  Kingston,  Avas  in  Toronto  recently  on  busi- 
ness. "Business,"  said  he,  "is  good,  and  Avith  us  con- 
siderably above  that  of  this  time  a  year  ago." 


WEST  COMING  BACK  TO  ITS  OWN 

J.  A.  Ilossack,  of  the  Lufkin  Rule  Co.  of  Canada,  has 
returned  from  a  business  trip  to  the  Pacific  Coast.  He 
reports  brighter  prospects  in  the  West.  The  smaller 
centres,  especially,  are  doing  Avell.  Everybody  in  the 
West  is  feeling  a  rejuvenated  spirit,  due  to  the  bounti- 
ful harvest  reaped  this  fall. 

J.  H.  AshdoAAHi,  president  of  the  J.  II.  AshdoAvn  Ilni-d- 
ware  Co..  Winnipeg,  is  at  present  visiting  cities  in  the 
far  West.  In  the  course  of  an  intervicAv  he  expressed 
very  optimistic  ahcavs  regarding  the  future.  In  his 
opinion  busines-s  Avill  pick  up,  even  more  than  it  has 
done  during  the  past  month,  in  the  months  that  are  to 
come. 
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Chimney  Flashing  for  Double  -  Pitched  Roof 

Method  of  making  a  ready-to-set  flashing—  Profitable 
device  which  may  be  made  for  stock  during  dull  days 


A SUGGESTION  to  shop  owners  on  furnishing  em- 
ployment to  men  during  slack  days  is  found  in 
the  accompanying  illustration  on  how  to  make  a 
chimney  flashing  for  a  double  pitched  roof.  The  design 
of  this  flashing  lends  itself  to  being  made  up  in  stock 
sizes  to  fit  the  standard  chimneys  of  any  locality,  thus 
not  only  furnishing  employment  in  the  shop  for  some 
time  during  inclement  weather,  but  facilitatimg  the 
execution  o'f  work  when  the  rush  season  is  on. 

The  flashing  shown  in  the  accompanying  illustration 
was  devised  by  W.  M.  Stover,  Caldwell,  Kan.  He  has 
demonstrated  by  several  years'  experience  in  making 
and  selling  a  special  chimney  flashing  in  his  locality 
that  it  is  good  'business,  and  the  regular  demand  that 
has  grown  up  for  it  at  home  has  extended  to  other  towns 
and  sections  where  local  builders  have  done  work.  Mr. 
Stover  has  furnished  in  addition  to  the  drawing  some 
descriptions  to  aid  tinsmiths  to  make  the  flashings  and 
sell  them,  as  they  bring  in  a  profit  that  is  good  and  a 
certain  demand  wherever  builders  have  become  familiar 
with  the  advantages. 

Flashing  Adapted  to  Pitch  of  Roof 

It  is  his  experience  that  a  carpenter  orders  a  chim- 
ney flashing  adapted  to  the  pitch  of  the  roof  he  is  erect- 
ing, takes  it  to  the  building,  puts  it  on  the  Sheathing, 
marks  the  opening  for  the  brick  work,  cuts  the  hole, 
puts  the  flashing  over  the  hole,  and  then  a  roof  of 
shingles,  fireproof  metal  shingles,  slate  or  any  other 
roof  covering  may  be  laid.  The  mason  runs  his  brick 
work  up  through  the  building,  through  the  roof  sheath- 
ing and  up  through  the  chiminey  flashing  to  its  top. 
Then  the  counter  flashing  is  set  in  place  overlapping 
the  brick  work  at  the  top  and  extending  down  over  the 
chimney  flashing.  The  brick  work  is  then  continued  to 
the  top  finish  of  the  chimney  and  a  tight  weatherproof 


and  waterproof  roof  connection  is  assured  at  a  point 
where  there  is  frequent  cause  for  complaint  of  leaks. 

The  practical  man  will  readily  see  that  when  the 
work  is  properly  done  there  can  be  no  leaks  after  the 
job  is  completed,  that  there  is  no  tin  to  cut  and  fit. 

Patterns  have  been  drawn  by  .Mr.  Stover  for  making 
this  flashing  for  one-quarter,  one-third,  one-half,  ten-to- 
twelve,  and  nine-to-twelve  pitch  roofs,  for  5x9-in.  flues 
of  an  outside  chimney  measurement  of  13x17  in.  These 
patterns  by  shifting  may  be  used  for  making  a  flashing 
for  a  9x9-in.  flue  wiih  17xl7-in.  outside  mea.surement,s. 

One  of  the  accompanying  illustrations  shows  the 
pattern  for  the  chimney  flashing  for  a  roof  of  one-third 
pitch  and  a  flue  having  outside  dimensions  of  13x17  in. 
It  can  be  made  from  a  28x96-in.  sheet  of  28-gauge  gal- 
vanized iron,  a  piece  about  3  ft.  long  being  necessary. 
This  material  wiU  co.st  somewhat  less  than  a  dollar, 
according  to  the  location  of  the  town  where  it  is  to  be 
used.  A  tinner  can  make  twenty  or  more  in  a  day.  so 
the  cost  of  production  is  not  verj'  great.  Mr.  Stover 
explains  also  that  a  good  living  profit  can  be  made  by 
selling  the  smaller  size  at  $1.25  each,  the  larger  sizes 
at  $1.50. 

After  one  of  the  smaller  size  has  been  made  there  is 
sufficient  material  in  the  remainder  of  the  sheet  for  one 
of  the  larger  size. 

Method  of  Laying  Out  Flashing 

The  method  of  laying  out  the  flashing  may  be  gath- 
ered from  one  of  the  accompanying  illustrations,  which 
shows  a  complete  flashing  laid  out  as  it  would  be  on  a 
sheet  of  iron.  The  main  plate  is  23x28  in.  and  on  it  is 
drawn  a  rectangle  13x20V2  in.,  with  a  space  5  in.  on 
two  sides  of  the  rectangle  and  3%  in.  at  the  bottom 
edges.  From  the  corners  at  angles  governed  by  the 
j)iteh  of  the  roof  for  which  the  flashing  is  made  lines 


Pattern  for  one-third  chimney  flashing. 


Metho«l  of  cutting  flashing  from  sheet. 
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are  drawn  inward  as  indicated  until  they  meet.  From 
just  below  that  point  lines  are  drawn  toward  the  line 
B  B  which  indicate  the  line  on  which  the  plate  is  bent 
to  coufonn  to  the  pitch  of  the  roof.  These  lines  will  be 
horizontal  when  the  plate  is  bent  to  conform  to  the  roof 
and  side  ])ieces  are  turned  up  at  right  angles  and  so  that 
the  top  edges  will  form  a  horizontal  line. 

It  "nail  be  noticed  that  it  is  necessary  to  cut  a  slit 
on  each  side  toward  the  edge  of  the  right  angle  from 
the  inside  so  as  to  allow  the  plate  to  be  bent.  When  it 
is  bent  it  will  open  up  and  leave  a  notch.  This  notch 
can  be  covered  by  pieces  marked  A  A  taken  from  an- 
other part  of  the  flashing  and  riveted  as  shown  in  the 
general  view.  Along  each  of  the  13-in.  sides  a  strip 
V2  in.  wide  is  left  to  be  turned  over  either  to  serve  as  a 
weather  guard  or  to  receive  the  edge  of  the  bottom  of 
the  upright  at  each  end. 

In  addition  to  this  main  plate  there  are  shovm  on  the 
3-ft.  section  two  8xl4-in.  pieces,  C  C,  to  serve  as  ends 
for  the  flashing  when  it  has  been  formed  by  'being  bent 
to  fit  to  the  roof.  An  edge  is  tuimed  up  at  right  angles 
at  each  upriglit  edge  of  t.Avo  sides  of  the  flashing.  These 
are  riveted  to  the  side  pieces  and  the  bottom  finish  can 
be  made  either  with  a  locked  edge  or  by  overlapping 
as  the  mechanic  may  prefer. 

To  make  the  counter  flashing,  there  are  two  strips 
3x28  in.  and  an  extra  piece  3x8  in.,  which  can  be  formed 
into  a  13x17  in.  rectangle  \\ath  a  %-in.  edge  turned  in 
all  around  at  the  top.  so  that  Avhen  it  fits  down  over  the 
top  of  the  brick  work  it  will  cover  the  chimney  flash- 
ing, and  the  mason  has  only  to  lay  his  brick  on  the  top 
of  it  and  complete  the  chimney. 

If  the  workman  is  careful  to  make  the  fla.=hing  per- 
fectly true  in  every  particular,  to  rivet  the  various 
parts  together  to  secure  strength  and  then  to  solder  the 
joints  where  there  are  laps,  it  is  a  simple  matter  to 
make  it  absolutely  weatherproof  and  neat  in  appear- 
ance. When  made  in  this  way,  both  the  carpenter  and 
the  mason  can  readily  see  the  benefits  of  using  it  and 
will  become  regular  customers  for  it. 

Mr.  Stover  has  patterns  of  the  various  pitches  and 
sizes  which  have  been  sold  to  other  tinsmiths  who  have 
been  called  upon  to  furnish  the  chimney  flashing  as  the 
result  of  experience  of  building  contractors  with  the 
use  of  the  Stover  chimney  flashing  and  the  saving  of 
time  it  affords. — Hardware  Age. 


KEEPING  AIR  MOIST  IN  LIVING  ROOMS 

In  the  daily  papci'S  of  Chicago  recently  there  was 
considerable  discussion  about  the  difficulty  of  securing 
a  proper  amount  of  humidity  in  houses.  The  air  is  too 
dry,  the  correspondents  say,  and  they  seek  for  informa- 
tion as  to  how  this  may  be  overcome. 

The  following  article  in  the  Daily  News  of  Chicago 
contains  a  .suggestion  for  the  sheet  metal  worker  as  to 
how  he  may  add  to  his  income  by  making  the  pans  re- 
ferred to  in  the  article: 

One  of  the  regular  annoyances  of  winter  is  the  dry- 
ness of  the  air  in  our  houses.  Many  of  us  are  com- 
pletely hnfflod  by  the  diffieulty  of  securing  air  suffi- 
ciently damp,  and  others,  again,  have  solved  the  diffi- 
culty in  one  way  or  another.  The  most  effective  method 
T  have  seen  is  that  adopted  by  certain  north  .side  people, 
whose  homes  are  heated  by  hot  air  furnaces.  They  have 
had  the  hardware  man  or  the  tin.smith  open  the  top  of 
the  furnace  above  the  firebox  and  insert  there  a  recep- 
tacle capable  of  holding  u|)ward  of  ten  gallons  of  water, 
a.s  .shown  in  the  aeeninpanying  illustration.  The  water 
is  therefore  in  the  hot  air  ehaml)er  itself,  and  the  evap- 


oration is  very  rapid,  many  gallons  each  day  leaving  the 
pan  or  can  entering  into  the  atmosphere  of  the  home, 
to  the  'benefit  of  the  health  of  the  family.  This  seems 
to  me  to  'be  a  (most  excellent  and  ingenious  idea. 


TELL  ARCHITECTS  YOU  SELL  METAL  CEILINGS 

Never  was  there  a  better  time  for  the  hardware 
dealer  to  talk  metal  ceilings.  They  are  the  best  kind 
of  insurance.  Nothing  has  proved  so  effective  in  keep- 
ing fire  from  spreading.  An  exchange  points  out  the 
beauty  as  well  as  utility  of  the  product : 

"Metal  ceilings  have  changed  and  changed  again  in 
design,  construction  and  finish,  until  the  current  pro- 


duct graces  the  finest  residence.  Cornices  and  mould- 
ings are  made  to  match,  and  the  impression  of  a  room 
decorated  with  this  fireproof  material  is  more  than 
pleasing." 

Inform  the  local  architect  that  it  is  possible  to  buy 
metal  ceilings  at  your  store.  Explain  to  the  prospective 
customer  that  many  householders  who  buy  metal  ceil- 
ings put  them  up  themselves.  Have  a  metal  ceiling 
window  demonstration.  Be  the  first  man  in  your  town 
to  really  go  after  the  metal  ceiling  business. 


ADDRESSING  OF  MAIL  TO  SOLDIERS 

In  order  to  facilitate  the  handling  of  mail  at  the 
Front  and  to  insure  prompt  delivery  the  Postmaster 
General  requests  that  all  mail  be  addressed  as  follows : 

(a)  Regimental  Number. 

(b)  Rank. 

(c)  Name. 

(d)  Squadron.  Battery  or  Company. 

(e)  Battalion.  Regiment,  (or  other  unit)  Staff  ap- 
pointment or  Department. 

(f)  Canadian  Contingent. 

(g)  British  Expeditionary  Force. 

(h)  Army  Post  Office,  London,  England. 
Unnecessary  mention  of  higher  formations,  such  aa 

brigades,  divisions,  is  strictly  forbidden,  and  causes 
delay. 


Keeping  air  moist  in  living  rooms.— How  the  air  is  moistened. 


44 


CANADIAN  HARDWARE  JOURNAL. 


November,  1915 


BUSINESS  CHANGES 


Alberta 

Spruce  Grove — Bison  &  Baker,  hardware  and  tins, 
commenced. 

Leduc — -B.  F.  Morris,  hardware,  succeeded  by  B.  F. 
Morris  Co.,  Ltd. 

Saskatchewan 

Tate — Jacob  Lamh,  hardware,  taken  son  as  partner. 
Morse — L.  Naismith,  hardware,  sold  to  J.  E.  Ogden. 
Expanse — Isabella  Schultz,  hardware,  sold   to  D.  A. 
Reinoehl. 

Kandahar — P.  Johnson,  hardware,  succeeded  by  F. 
J.  Sanders. 

Montmartre^ — W.  Mialhort,  hardware  and  implements, 
selling  business. 

Woodrow — .Jacks'on  &  Harper,  hardware,  succeeded 
by  F.  E.  Harper. 

Prelate — Langford  &  Bolster,  hardware,  succeeded 
by  R.  A.  Langford. 

Trihune — Hawbaker  &  Brown,  hardware,  etc.,  sold 
to  Benning  &  Kyle. 

Lanigan — Roycroft  &  MeGrregor,  hardware,  suc- 
ceeded by  Moritz  &  Clement. 

Manitoba 

Winnipeig — -Fort  Rouge  Hardware  Co.,  commenced. 
Winnipeg^ — E.  G.  Fl'ook,  hardware,  succeeded  by  Wes- 
ton Hardware  Co. 

Ontario 

Renfrew — W.  A.  Moore,  hardware,  sold  to  Totten  & 
Lindsay. 

Southampton — W.  H.  Johns,  hardware,,  sold  to  Trel- 
ford  Bros. 

Fort  William — ^G.  P.  McLaughlin,  hardware,  sold  to 
H.  Haiwey. 

Haileybury — N^orfolk  &  Rochester  Hardware  Co.,  in- 
corporated. 

Walkerton — ^H.  A.  Havill,  hardware,  .sold  to  Patter- 
son Bros.,  Chesley,  Ont. 

Toronto — ^Swann  &  Co.,  hardware,  sold  to  Wesitman 
Hardware  Co. 

A.  Long  and  Aid.  H.  Wilson,  of  Windsor,  have  formed 
a  partnership  and  opened  a  hardware  business. 

Quebec 

Thetford  Mines — Gosselin  &  Co.,  tinsmiths,  regis- 
tered. 

Montreal — ^Oanada  Supply  Co.,  hardware,  succeeded 
by  Jean  Hurtubise. 

Nova  Scotia 

Sydney — Bent  &  Cohoon,  hardware,  re-opened. 


Canadian  Trade  Notes 


The  Blue  Hardware  Store  at  Guelph  was  burglarized 
recently. 

S.  F.  Bowser  &  Co.,  Inc.,  Montreal,  has  been  reg- 
istered. 

The  Greene  Cut  Glass  Mfg.  Co.,  Montreal,  has  been 
registered. 

The  properties  of  the  North  American  Smelting  Co., 


which  consist  of  lead  mines  near  Kingston,  have  been 
siold,  and  it  is  understood  that  the  mines  will  shortly 
be  opened  up  again,  after  a  suspension  of  work  for 
about  two  years. 

The  Canadian  Specialty  Co.,  makers  of  cutlery,  Ste. 
Tite,  Que.,  has  been  registered. 

The  Union  Twist  Drill  Co.,  Rock  Island,  Que.,  is 
building  an  addition  to  its  plant. 

The  Dominion  Steel  Foundry  Co.,  Hamilton,  Ont., 
are  building  an  addition  to  their  foundry. 

J.  E.  H.  Barnet,  of  the  Barnet  Mfg.  Co.,  makers  of 
refrigerators,  Renfrew,  Ont.,  is  dead. 

W.  Ayerst  and  A.  Sullivan,  of  Beatty  Bros.,  Fergus, 
Ont.,  have  enlisted  for  service  abroad. 

A.  R.  Payne  has  joined  the  Wood,  Vallance  &  Co. 
sales  staff,  and  will  cover  Central  Ontario. 

The  Universal  Appliance  ^Mfg.  Co.,  Toronto,  with  a 
capital  of  $150,000,  has  been  incorporated  to  make  and 
deal  in  automobiles,  bicycles  and  supplies. 

B.  H.  Bramhle,  advertising  manager  of  the  Goodyear 
Tire  &  Rubber  Co.,  Toronto,  was  married  recently  to 
Miss  Mabel  Fuller. 

The  Canadian  Tygard  Engine  Co.,  Toronto,  has  been 
incorporated  to  make  gas  engines,  hardware  specialties, 
etc.    Capital,  $3,000,000. 

Douglas  Carter,  son  of  H.  J.  Carter,  of  Carter  Bros., 
hardware  dealers,  Picton,  Ont.,  has  .joined  Lewis  Bros.' 
(Montreal)  traveling  sales  staff. 

The  James  Smart  Mfg.  Co.,  Brockville.  Ont.,  has 
])urchased  the  right  to  manufacture  and  sell  in  Canada 
Bartlett  All  Steel  Scythes.  The  scythes  are  made  in 
a  variety  of  styles  and  sizes. 

Chas.  Stewart,  vice-president  of  Burrow.  Stewart  & 
Milne  Co.,  stove  and  scale  makers,  Hamilton,  died  re- 
cently at  his  home.  He  was  born  in  Xew  Jersey  in 
1837,  and  moved  with  his  parents  to  Hamilton  in  1843. 
He  was  first  an  iron  moulder  with  Fisher  &  McQueston, 
and  worked  his  way  up  until  in  1864  he  formed  a  part- 
nership wnth  John  Milne,  continuing  with  the  company 
until  his  death. 


News  From  Western  Canada 


J.  A.  Werner's  hardware  store,  at  Edmonton.  Alta., 
was  damaged  by  fire  recently. 

D.  Aeland  &  Son.  Winnipeg,  makers  and  wholesalers 
of  carriage  hardware,  have  opened  a  branch  at  Calgary. 

W.  E.  N.  King,  hardware  dealer,  Neepawa.  Man.,  was 
appointed  secretary  of  the  local  R.M.A.,  just  formed  in 
that  town. 

H.  T.  Kirk,  hardware  dealer,  of  Xew  Westminster, 
is  moving  to  new  quarters  at  606  Columbia  Street,  after 
twenty  years  in  the  one  store. 

J.  A.  McGillvray  &  Co.'s  hardware  store,  at  Cadillac. 
Sask.,  was  recently  destroyed  by  fire,  due  to  a  clerk 
falling  and  breaking  a  lighted  lantern  near  some 
excelsior. 

James  McGeorge.  an  employe  of  Peart  Brothers' 
hardware  store,  Regina,  on  his  enlisting  ^^^th  the  46th 
Battalion,  now  in  training  at  Sewell,  was  presented  with 
a  wrist  watch  by  J.  W.  Peart,  and  a  sha\'ing  outfit  by 
the  employes.  J.  W.  Peart  also  wi-ote  him  a  letter  in 
appreciation  of  his  services  with  the  firm. 
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NICHOLSON  FILE  CO.  JOINS  RICE  LEADERS 

The  Nicholson  File  Company,  of  Providence,  Rhode 
Island,  and  Port  Hope,  Canada,  has  become  a  member 
of  the  Rice  Leaders  of  the  World  Association,  an  organ- 
ization devoted  to  the  development  of  ethical  and  prac- 
tical ideals  in  business  methods.  This  important  step 
taken  by  this  half-century-old  organization  is  in  line 
with  the  advanced  ideas  of  its  officials. 

The  Nicholson  Pile  Company  was  incorporated  in 
1864,  to  manufacture  tiles  and  rasps.  Its  main  plant 
and  offices  are  located  at  Providence.  Additional  fac- 
tories are  maintained  at  Paterson,  N.J. ;  Anderson,  Ind., 
and  Port  Hope,  Ontario.  William  Thomas  Nicholson 
was  the  founder  of  the  company.  His  natural  love  for 
mechanics  was  put  to  practical  use,  and  it  was  while 
operating  a  small  machine  shop  on  his  own  account  that 
he  built  his  fii-st  file-cutting  machine.  The  success  that 
has  attended  the  results  of  his  efforts  came  only  after 
hard,  earnest  and  patient  study.  Although  other  con- 
cerns lost  considerable  in  their  efforts  to  manufacture 
files,  Mr.  Nicholson  had  faith  in  his  products  and  con- 
stantly kept  them  before  the  public.  The  superior 
merits  of  Nicholson  files  were  quickly  manifest,  and 
the  business  grew.  To-day  the  Nicholson  increment 
cut  files  are  the  standard  of  America.  This  company 
manufactures  at  its  Providence  factory  alone  more 
than  3,500  different  kinds  of  standard  files.  Files  for 
eveiy  conceivable  usage  ai-e  made.  They  range  from 
the  extra  fine  accessories  of  the  jeweler  to  the  heavy 
rasps  used  by  blacksmiths,  with  a  long  list  of  other 
kinds  for  machinists  and  mechanics. 

The  Rice  Leaders  of  the  World  Association,  of  which 
Elwood  E.  Rice  is  founder  and  president,  represents 
man}'  lines  of  industry.  It  avows  its  unalterable  faith 
in  sound  business  principles,  and  its  well-known  emblem 
symbolizes  a  cohesive  effort  to  standardize  the  tenets 
of  honor,  quality,  strength,  and  service. 


NEW  HARDWARE  FIRM 

A.  Long,  who  was  with  the  Walkerville  Hardware 
Co.  for  fourteen  years  as  purchasing  agent,  has  formed 
a  partnership  with  Aid.  Herbert  Wilson,  of  Windsor, 
and  has  opened  a  hardware  and  mill  supply  house  in 
the  new  Odd  Fellows'  temple  in  Walkerville. 


THE  MOOSE  JAW  HARDWARE  CO 

On  page  54:  of  the  September  issue  it  was  stated 
in  an  article  dealing  with  advertising  for  the  autumn 
sporting  goods  trade,  that  the  Moose  Jaw  Hardware 
Co.  and  Peart  Bros.  Hardware  Co.  were  one  and  the 
same  concern.  This  was  an  error,  the  Journal  being 
informed  that  the  two  firms  have  no  connection  what- 
ever.   The  error  is  sincerely  regretted. 


A  FORTY-THREE-YEAR-OLD  RAZOR 

Forty-three  years  ago  J.  R.  Siiaw,  a  retail  hardware- 
man,  at  Shawville,  Ont..  sold  a  razor  to  a  young  man 
in  his  village.  The  other  day  the  razor  came  back,  and 
it  was  returned  by  the  original  purchaser!  The  reason 
the  original  pureha.ser  j-eturned  it  wa.s  not  because  of 
any  defect  that  had  developed.  In  fact  it  was  in  good 
condition  and  wa.s  highly  j)rized  by  its  owner.  It  was 
because  he  higldy  f)ri/.<'(l  it  that  he  turned  it  over  to 
Mr.  Shaw,  wlio  is  engaged  in  collecting  razors  in  his 
district  for  Mr,  T.  B.  Lee,  of  Toronto,  who  is  in  turn 


collecting  them  for  the  British  War  Office  for  the  use 
of  soldiers  at  the  Front.  May  it  be  as  highly  prized  by 
the  soldier  who  gets  it  as  it  was  by  the  original  owner 
who  magnanimously  surrendered  it. 

This  razor  makes  one  of  the  over  twenty  thousand 
w^hich  Mr.  Lee  has  so  far  collected  for  the  British  War 
Office. 


HARDWARE  TRADE  NOTES. 

Two  recent  munitions-miaking  concerns  recently 
given  Ontario  charter  are  The  St.  Catharines  Steel  and 
Metal  Co.,  Ltd.,  St.  Catharines,  and  the  Specialty  Ma- 
chine Co.,  Ltd.,  Toronto;  and  O'Brien  Munitions,  Ltd., 
Renfrew,  Ont.,  with  a  capital  of  $2,000,000,  has  received 
Dominion  incorporation. 

The  sales  and  office  staffs  of  the  Queen  City  Division 
of  the  Imperial  Oil  Co.,  Toronto,  presented  G.  A.  Wells, 
who  recently  resigned  from  the  company,  with  a  valu- 
able engraved  gold  Watch.  General  manager  J.  T.  Shat- 
ford  made  the  presentation.   Mr.  Wells  replied. 

Woodbridge-Rudd  Harness  Co.,  Ltd.,  with  a  capital 
of  $100,000,  has  been  incorporated  with  head  office  at 


Chas.  W.  Asburv 
Enterprise  Mfg.  Co.,  Philadelphia  Pa.,  who  made  the  speech 
of  the  evening  at  W^holesale  Hardware  banquet  last  night. 

Toronto,  to  amalgamate  G.  A.  Rudd  &  Co.,  Ltd.,  and  T. 
Woodbridge  &  Co.,  Ltd.,  and  to  continiie  the  business 
of  dealei-s  in  saddlery  hardAvare  and  fittings.  The  pro- 
visional directors  are  Thos.  Woodbridge,  L.  J.  Ashley 
and  D.  Grigg. 

Canada  Pishing  Tackle  Makers,  Ltd.,  Trent  River, 
Out.,  capitalized  at  $40,000,  has  secured  a  Provincial 
charter  to  make,  buy  and  sell  tackle  and  fishermen's 
supplies.  Gideon  Grant,  Bruce  Williams  and  Edwin 
Smily,  all  of  Toronto,  are  the  provisional  directors. 

Lt.-Col.  J.  W.  Allen,  of  the  'iOth  Overseas  Battalion, 
has  returned  home  from  Shornclitfe,  Eng..  camp.  Mr. 
Allen  is  a  hardware  dealer  in  Newmarket,  Ont. 


If  the  customers  do  not  come  to  your  store  try  tak- 
ing your  store  to  the  customer.  There  are  several  ways 
i)f  doing  this,  all  of  them  effective  and,  letter  yet,  all 
of  them  having  a  tendency  to  eventually  draw  the  cus- 
tomer to  your  store. 
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NEW  ELECTRICAL  GOODS 

Many  hardware  dealers  are  firm  believers  in  publicity 
and  make  generous  use  of  the  local  papers.  If  copies 
of  these  advertisements  are  clipped  from  the  paper  and 
enclosed  in  glass  front  frames  which  are  hung  in 
prominent  places  or  placed  on  the  counter,  people  visit- 
ing the  store  will  have  their  attention  drawn  to  the 
current  advertisement.  Also,  people  who  have  read 
the  advertisement  and  visit  the  store  are  reminded  of 
any  special  offer  or  goods  to  which  publicity  has  been 
given. 

This  scheme  is  used  by  many  merchants  in  other  lines 
and  can  be  applied  successfully  to  the  sale  of  electrical 
goods.  The  frame  for  the  purpose  should  be  very  simple 
and  large  enough  to  take  care  of  the  advertisements 
ordinarily  used. 

A  Made-in-Canada  Frosting  Compound 

The  first  made-in-Canada  permanent  frosting  for 
electric  lamps  has  been  recently  placed  on  the  market 
by  Mr.  P.  N.  Wettlaufer,  Toronto. 

Prior  to  the  war  a  solution  was  procurable  in  Ger- 
many for  this  purpose.  Mr.  Wettlaufer 's  object  was 
to  produce  an  equally  effective  article  of  home  manu- 
facture, and  after  several  months  of  experimenting  it 
has  at  last  been  perfected.  The  commercial  article  is 
to  be  known  as  "Frost-a-Lite. "  This  product  is  packed 
for  the  trade  in  convenient  wax-lined  containers,  of  a 
gallon,  half-gallon,  and  quart. 

Not  only  does  "Frost-a-Lite"  permanently  frost  elec- 
tric bulbs,  but  it  may  be  used  to  great  advantage  for 
etching  names  on  glass  or  frosting  electric  and  gas 
shades. 


Electrical  Christnma  Trees 

The  Canada  Sales  Company,  165  Church  Street,  To- 
ronto, is  showing  a  very  attractive  line  of  Xmas  tree 
lighting  outfits,  which  come  packed  in  suitably  decor- 
ated boxes.    These  outfits  may  be  tested  without  re- 


moving from  the  package,  are  made  of  tbe  very  best 
material,  and  the  lamps  are  in  assorted  colors  and  var- 
ious sizes. 


To  be  safe  in  a  business  way  every  man  should  figure 
that  he  is  going  to  have  some  accidents,  then  try  his 
best  to  prevent  them. 


Three  new  electric  fixtures  from  the  Ontario  Lantern  &  Lamp  Co.,  Ltd., 
Hamilton,  hne.  This  company  is  now  making  this  class  of  goods,  and 
these  are  among  the  most  prominent  samples. 
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Hose  Service 
for  Your  Customers 

Your  customers  put  it  up  to  you  to  sell  them  satisfactory  goods.  They 
know  you  don't  make  the  articles  you  sell;  but  they  figure  you  ought  to  use 
your  experience  and  knowledge  to  protect  them  against  trouble  and  dis- 
satisfaction. 

If  you  sell  a  customer  one  article  which  is  unsatisfactory — which  does  not 
give  him  good  service — he  may  discount  everything  else  in  your  store. 


So  the  Garden  Hose  you  sell  must  be 
the  best.  It  must  not  kink;  the  inner 
rubber  tube  must  not  harden  and  crack 
prematurely ;  the  cover  must  stand  drag- 
ging over  rough  surfaces  without  cutting 
or  tearing. 

Goodyear  "Nero"  brand  hose  meets  all 
these  requirements.  It  is  a  woven  hose — 
the  thread  is  woven  right  into  the  hose 
during  manufacture  by  special  machinery. 
Thus  there  are  no  joints  or  seams,  and  the 
hose  is  absolutely  non-kinking. 

"Nero"  comes  in  continuous  lengths  up 
to  500  feet.  That  means  you  can  sell  your 
customers  any  length  they  require  with- 


out having  short,  unsaleable  lengths  left 
over  at  the  end  of  the  season. 

"Nero"  is  made  %  inch  and  %  inch 
diameter. 

"Reliable"  Brand 

"Reliable"  is  a  high-grade  garden  hose 
of  "wrapped"  fabric  construction.  The 
fabric  is  stitched  together  at  the  edges — 
not  just  stuck.  This  hose  is  made  by  the 
same  expert  men  and  methods  a®  "Nero" 
hose.  Comes  in  50-foot  lengths.  Made 
V2-iii'eh  diameter,  3  and  4  plies;  %-ineh 
diameter,  3,  4  and  5  plies. 


Goodyear  Garden  Hose  has  been  extensively  advertised  to  the  consumer  by  means 
of  attractive  copy  in  newspapers.    This  advertising  campaign  will  be  continued  next 


season. 


THE  GOODYEAR  TIRE  &  RUBBER  CO.  OF  CANADA 


LIMITED 


Head  Office :  Toronto,  Ont. 


Factory :  Bowmanville,  Ont. 


Branches :  V ancouver,    Calgary,   Edmonlort.    Regina,    W innipeg,    Hamilton,    Toronto,  Ottawa, 

Montreal,   St.  John,  N.B. 
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HARDWARE  MARKET  NOTES 

.  A  Canadian  buyer  is  said  to  have  recently  paid  sev- 
eral dollars  per  ton  for  the  prompt  delivery  of  struc- 
tiiral  material  to  a  United  States  mill. 

An  interesting  inrniry  has  been  made  in  the  United 
States  for  50,000  tons  of  plates  for  the  French  Govern- 
ment, which,  it  is  understood,  are  to  be  used  in  the 
protection  of  trenches. 

Black  rivets  advanced  10  per  cent,  early  in  October. 
Higher  prices  followed  on  bolts,  cap  screws,  nuts ; 
forged,  refined,  horseshoe,  and  Norway  iron ;  and  mild, 
sleigh  shoe,  tire,  toe  calk,  and  high-speed  steel. 

Lower  quotations  are  in  effect  on  some  brands  of 
galvanized  sheets. 

Cotton  rope  has  advanced  a  eent  a  pound,  and  some 
makers  have  advanced  prices  on  guns  and  rifles. 

Spring  delivery  of  poultry  netting  orders  is  being 
booked  at  45  per  eent.  discount. 

Following  the  decline  of  50  cents  a  hundred  on  white 
lead  in  September,  another  decline  of  50  cents  took 
place  the  first  week  in  Oetober.  The  advanee  on  white 
lead  since  the  beginning  of  the  war  was  $1.50. 


GOVERNMENT  CONTRACT  FOR  ZINC  OUTPUT 

it  is  announced  by  the  president  of  the  Consolidated 
Mining  &  Smelting  Co.,  Toronto,  that  tlcie  Dominion 
Government  has  contracted  with  that  company  for  the 
entire  output  of  the  new  zinc  reduction  plant  now  being 
installed  at  Trail,  B.C.  After  long  experimentation  the 
metallurgists  of  this  eonii)any  have  discovered  a  satis- 
factory process  of  reducing  the  ores  by  electro-chemical 
treatment,  the  experimental  plant  being  now  eapable 
of  producing  500  to  1.000  pounds  a  day.  It  is  said  that 
the  Trail  smelter  will  be  one  of  the  best  in  America 
and  that  it  will  be  producing  25  tons  of  spelter  a  day 
before  the  end  of  the  year.  It  is  also  stated  that  the 
output  of  leiad  and  zinc  at  this  smelter  will  exceed  in 
value  its  production  of  gold. 


MARKET  CONDITIONS  IN  PAINT 

The  recent  decline  of  ten  cents  a  gallon  on  black  and 
ordinary  colored  paints,  excepting  whites,  appears  to 
make  the  present  time  a  good  time  to  give  specifications 
for  spring  stoek  orders,  according  to  traveling  sales- 
men representing  Canadian  p'aint  manufacturers. 

One  of  the  makers  has  issfued  to  the  trade  a  circular 
which  covers  pretty  well  the  whole  paint  prices  situa- 
tion. 

"There  is  nofhing  in  the  outlook,"  says  this  letter, 
"to  warrant  us  to  expect  any  further  deeline  in  the  near 
future  and  the  recent  development  in  the  linseed  oil 
and  turpentine  market,  as  well  as  the  firmer  tone  ,iust 
now  of  the  zinc  and  lead  markets,  tend  to  higher  levels 
in  prices.  Market  authorities,  in  their  review  of  the 
raw  material  market,  are  forecasting  that  paint  manu- 
facturers will  not  be  able  to  maintain  these  reduced 
prices." 

Orders  are  being  taken  at  the  new  prices  for  ship- 
ment up  to  May  15  next,  hut  they  do  n^ot  guarantee 
these  prices  for  any  length  of  time. 


BIG  IRON  EXPORT  DEMAND  IN  U.  S. 

The  demand  for  iron  bars  for  export  is  so  heavy  in 
the  United  States,  says  The  Iron  Trade  Review,  that 
it  cannot  he  met,  and  many  mills  are  refusing  to  con- 


sdder  any  further  orders.  The  plant  of  the  Diamond 
State  Steel  Co.,  at  Wilmington,  Del.,  which  ha-s  been 
idle  for  eleven  years,  is  being  rehabilitated  to  roll  large 
rounds.  It  is  understood  that  50,000  tons  for  Great 
Britain  have  been  booked  for  this  mill,  tentatively.  The 
minimum  quotation  for  steel  bars  is  1.50c.,  Pittsburg, 
and  bar  iron  is  commanding  about  the  same  price. 


New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


Canadian- Warren  Axe  &  Tool  Co.,  Ltd.,  St.  Cathar- 
ines, Ont.,  have  added  a  new  line  to  their  products  in 
"The  Safety"  line  of  self-steering  sleds.  As  the  name 
indicates,  these  sleds  are  built  on  safety  first  principles, 
so  as  to  prevent  accidents  and  make  sledding  a  pleasure 
for  the  young.   A  remarkable  steering  radius  is  obtain- 


able by  simply  bending  the  silver  spring  steel  runner, 
which  is  said  to  be  the  only  non-skid  runner  on  the 
market. 

The  sled  is  light,  strong  and  flexible ;  the  runners  are 
guaranteed  not  to  break  from  too  sharp  a  bend ;  only 
the  hest  suitable  materials  are  used ;  and  they  are  neat- 
ly striped  and  decorated.  Six  sizes  are  made,  from  33 
inches  in  length  up  to  57  inches. 

The  Chicago  Flexible  Shaft  Co.,  Chicago,  are  putting 
out  "The  Stewart  Handy  Worker,"  a  combined  ma- 
chine for  home  workshops,  farm  workshops  or  garage. 
It  is  a  tool  which  combines  several  practical  working 
working  defaces  in  compact  form.    It  can  be  bolted 


to  the  table  or  work  bench.  It  is  a  strong  vise,  with 
jaw  opening  to  414  inches:  it  is  a  pipe  A-ise;  an  anvil; 
a  drill  press ;  and  a  corundum  grinding  wheel,  all  in 
one.  It  has  three  speeds.  All  told  it  weighs  only 
90  pounds.  A  boy  can  work  it,  or  the  housewife  in 
her  home.  A  guarantee  goes  with  everj'  "handy 
worker. ' ' 
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We  are  prepared  to  give 

you  reliable  and  quick  service  and  besides 
the  superior  quality  of  ^  ^  ^  ^.^^ 

BOECKH'S 


Our  Guarantee 

^hu  BRUSH  u  made  of  (he  best  '/OOX 
pure  bristles,  set  in  BEXOLAC 
which  makes  il  absolutely  secure 
Jf found  defcctiye  in  anij  waij.afler proper 
use.  it  hill  be  replaced  without  charge. 


looy; 

PureBrisiles 


PAINT  and 
VARNISH 


■DO  NOT  SOAK  THIS    BRUSH   IN  WATEB 


Practical  Painters  Prefer  Boeckh's 


BRUSHES 

ENSURE  OF  THEIR  READY  SALE 


i 


Our  Guarantee  yZTcJZmef. 

BEXOLAC,  the  brush  setting  used  exclu- 
sively by  us,  prevents  the  shedding  of  bristles. 

The  Boeckh  Bros.  Company,  Ltd. 


TORONTO 


CANADA 


The  System  You  Should  Have 


Wayne  Pumps  are 
a  guarantee  against 
waste.  Theydeliver 
the  exact  quantity 
desired  and  count 
each  gallon  as  it  is 
drawn. 


When  you  install  a  Wayne  Sys- 
tem you  eliminate  fire  risks — 
no  dirty  measures  and  funnels — 
nothing  exposed  to  catch  fire. 

The  storage  tank  it  placed 
under  ground  where  most 
convenient.  The  filter  re 
moves  all  water  and  foreign 
substance  before  it  reaches 
the  pump. 

Write  Us  for  Literature 
and  Price t 


Wayne  Oil  Tank  &  Pump  Co.,  Limited 


Wooditock 


Ontario 


DOUBLE  YOUR 

PAINT 

SALES 

Your  store  stands  or  falls  by  the  reputation  of  the  goods 
you  sell.   There's  a  bigger  profit  in  "repeat  sales"  from  • 
a  truly  high  class  article  than  there  is  from  any  other 
kind.    When  you  sell  PAINT— Sell  Moore's. 

MOORE'S 

PURE   LINSEED  OIL 

PAINTS 

The  kind  that  keeps  on  selling 

IVe  asli  dealers  who  are  interested  in  getting  and 
giving  the  best  in  the  trade,  to  inquire  from  us. 

Benj.  Moore  &  Co.,  Limited 


THE  SQUARE 
DEAL  PEOPLE 


Mfrs.  of  Paintt  and  VarnithtM 

West  Toronto 
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PREVAILING  MARKET  PRICES 

Toronto. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  (luantities. 

The  co-operation  of  readers  of  the  "Journal"  is  re- 
quested ill  keeping  the  list  as  complete  as  possible, 
including  '■ueli  lines  as  are  referred  to  most  fre(|uently 
by  retail  buyers. 


METALS 

Aluraiiium,  ingots    0  55 

Antimony,  per  lb   0  35 

Brass  rods,  %  to  1  inch.  .  0  42 

Sheets,  up  to  20  gauge.  0  45 

Tubing,  1  inch  base.  ...  0  45 

Copper,  ingots,  casting ...  0  19  Vz 

^U?e  0  29% 

Sheets,  tinned,   14  oz. 

base   0  34^* 

Sheets,  planished,  14  oz. 

linse  0  o7  % 

Sheets,  braziers    0  29% 

Bars,  round   V4   to  1  in.  0  31 
Black  Sheets,  28  gauge  base. 

Toronto    2  75 

Montreal  

Canada  Plates — 

Ordinary.   52  sheets.  To- 
ronto   3  2i! 

All   bright,    5^.   Kheets..   4  60 
Galvanized        Apollo  Ordinary 
18x24x52   ....  6  00         6  00 

60    6  25         6  25 

20x28x80    ....   6  50         6  50 

20x28x80   13  00       13  00 

Galvanized  Sheets  (Corrugated) 
10  p.c.  off. 

22  gouge,  per  square..  9  00 
24  gauge,  per  square..  7  50 
26  gfUge.  per  square..  .>  ^5 
28  gauge,  per  square .  .  5  00 
Galvanized  Sheets.  Fleur  Queen'i 
de  Lib  Head 
16  20  gauge  .  .  5  15  '>  3.5 
22-24  gauge  .  .    5  30         5  45 

26  gauge    5  45         .5  70 

28  gauee    5  75         ^  95 

Apollo  brand  Toronto 

24  gauge   ^  * 

26  gauge    f  4" 


28  gauge 


4  60 


10%    oz.,    equal    to  28 

Eng   *  ^ 

Toronto 

25c.  more  for  less  than  case  lots. 

Bar  Iron,  per  100  lb.   ...   2  2.5 

Forged    iron   - 

Refined  horseshoe  iron  .  .   2  5,> 
Sleigh  shoe  and  mild 

steel   2  35 

Iron  finished  steel   ....  2  60 

Tire   steel    2  45 

High  speed  steel    1  50 

Lead,  Canadian  pig   6  50 

Sheets,  base,  3%  lbs.  sq.  ^ 

Pi  "e   .' .  .'  9  50 

Waste  pipe   ^"ic^^ 

Traps  and  bends    25  p.c. 

Solder,  half  ai.d  half,  lb.  0  27 14 
Spelter,    foreign,    per  10°^,^ 

Sheet  zinc,  5  cwt.  casks.  .19  00 

Tin    ingots.    100   lbs.    ...37  50 

Tin  Plates,  charcoal — 

MLS,  Famous  (equal  Bradley) 

Per  box 

1  C  ,14x20  base    8  00 

I  X,  14x20  base    9  00 

I  X  X,  14x20  base  ...  10  25 

^'Dominion    Crown    Best" — Re- 
tinned.  _ 

I  C,  14x20  base   7  00 

I  X.  14x20  base    8  25 

I  X  X,  14x20  base  ....  9  50 

■"Allawny's  Best"  —  Standard 
Qualitv. 

I  C.  14x20  base    5  00 

I  X.  14x20  base    8  00 

1  X  X.  14x20  base  ....  7  00 
Bright  Cokes.  Bessemer  Steel. 
I  C,  14x20  base    4  75 

Terne  Plates. 

I  C,  20x28,  112  sheets  9  25 

Tinned  Iron. 

72x30  up  to  24  gauge, 

case  lots   10  25 

72x30  up  to  26  gauge, 

case  lots   10  75 


Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire, 

lb   14% 

Light  copper  bottoms.  .  0  13 

Heavy  red  brass  0  10  % 

Heavy  yellox"  brass    ...  10% 

Light  brass    0  07% 

Heavy    lead   .  0  04% 

Tea  lead    .    0  04  % 

Scrap    zinc   0  17  ' 

No.  1  wrought  iron ....  6  00 
Machinery  cast  scrap 

No.  1   10  00 

Stove  plate    8  50 

Malleable  9  00 

Miscellaneous  steel  ....  6  00 

Iron  Pipe,  per  100  feet — 

Black  base.  1  inch  ....  4  59 

Galvanized  base,  1  inch  8  08 

Iron  Pipe  Fittings — 

Canadian  malleable,  30;  cast 
iron.  65;  standard  bushings,  65; 
headers,  GO;  flanged  unions,  60; 
malleable  bushings,  00;  nipples, 
77%;  malleable  lipped  unions,. 
65;  plugs,  60. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch.  65  and  10;  7  and 

8  in.  pipe,   45  off. 

PAINTS  AND  GLASS 

Barn  Paint,  barrel  lots — 

Gallon  tins    80  95 

Chemicals,  in  casks,  per  lb. — 

Arsenate  of  lead  0  09 

Sulphate  of  copper  (blue 

stone)   0  07 

Litharge,   ground    0  07 

Litharge,  flaked    0  07% 

Green    copperas  (green 

vitriol)  0  01 

Sugar  of  Lead    0  09 

Colors  in  Oil — 

Venetian  red,  1  lb.  tins, 

pure    0  14 

Chrome,  yellow,  pure  .  .  0  22 
Golden  ochre,  pure  ...  0  15 
French  ochre,  pure  ...  0  14 
Chrome  green,  pure  ...  0  11 
French  permanent  green, 

pure  0  16 

Marine    black,     25  lb. 

irons   0  08 

Signwriters'  black,  pure  0  21 

Glue,  in  sheets  ...  0  10    0  14 
1  lb.  pkgs  (Brsntford) .  0  26 

Petroleum — 

Can.  prime  white,  gal.  .  0  13% 
U.S.   water  white    ....  0  17 
U.S.  Pratfs  astral    ...  0  17% 
Castor   oil,    per   lb.,  in 

bbls   0  13% 

Motor    Gasoline,  single 

bbls  0  14% 

Benzine,  per  gal.,  single 

hbis   0  21% 

Putty — 

Bulk,  100  lb.  drums...  2  70 
Bladders  in  barrels   ...   3  10 

Ready  Mixed  Paints — 

Per  gal.,  qt.  tins  1  85     2  45 

Red  Lead   (Dry)  — 

Genuine,  560  lb.  casks, 

per   cwt  9  25 

Genuine,    100   lb.  kegs, 

per  cwt  9  65 

Shingle  Stains — 

In  5-gallon  buckets  ...  115 

Turpentine  and  Linseed  Oil — 
Pure  Turpentine,  single 

barrels   0  80 

Linseed  Oil,  single  bar- 
rel, raw    0  77 

Linseed  Oil,  single  bar- 
rel, boiled    0  80 

Rosin,    "G"    grade,  bbl. 

per  280  lbs   7  00 


Varnishes,  per  gal.  cans — 

Carriage,  No.  1    1  SO 

Pale  durable  body  ....  3  50 

Finest  elastic  gearing.  .  .  3  00 

Elastic  oak    1  50 

Furniture,    polishing    .  .  2  00 

Furniture,  extra    1  20 

Furniture,  No.  1    1  15 

Light  oil  finish    1  35 

Gold  size  japan    2  00 

Turps  brown  japan    ...  1  35 

Baking  black  japan  ...  1  35 

Crystal   Damar    2  60 

Pure  asph.iltum    1  40 

Oilcloth   1  50 

Lightning  dryer    1  05 

Pure  white  shellac  var- 
nish,  in   barrels    ....  1  90 
Pure  orange  shellac  var- 
nish, in  barrels    ....  1  75 

White    Lead — 
Canadian  pure, 

ton   lots    9  60 

Canadian  pure, 

less  than  tons    9  90 

Zinc- 
Extra   Red    Seal,  V.M. 

(dry)   100  lb.  kegs. .  0  25 
Pure,  in  25-lb.  irons  (in 

oil)    0  24 

Window  Glass — 

United  Inches         Star  D.D. 

Under  26                  6  50  8  60 

26  to  40                    7  00  10  00 

41  to  50                    7  40  11  70 

51  to  60                    8  00  12  00 

61  to  70                    8  75  12  75 

71  to  80                    9  50  13  85 

81  to  85   10  50  17  50 

86  to  90    18  85 

91  to  95    19  20 

95  to  100    22  75 

Toronto,  20  p.c. 

Miscellaneous — 

Beeswax,  per  lb   0  38 

Orange  mineral,  100  lb. 

kegs   0  10 

Pine  tar,  %  pt.  tins,  doz.  0  65 

Plaster  of  Paris,   bbl...  2  45 

Paris  white,  bbls   1  25 

Whiting,   gildtrs,  bolted  1  25 

Whiting,  plain    1  00 

HEAVY  HABDWABE 

Anvils,  Taylor-Forbes  ...  0  05% 
Chain — Proof  coil,  per  100  lb.:  % 
in.,  $9.00;  516  in..  $5.90;  % 
in.,  $4.95;  716  in.,  $4.65;  % 
in.,  $4.40;  9  16  in.,  $4.05;  % 
in.,  $4.30;  %  in.,  $4  15;  %  in.. 
$3.65;  1  in.,  $3.45. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 
Forges — 

Blacksmith's  portable, 

135  lbs   9  85 

Horse   Nails — 

$2.65  per  box  base  No.  9  and 
larger;  Sampson  No.  10  base, 
$2.25. 

Horseshoes  —  Iron,  light  and 
medium    No.     1    and  smaller. 

$4.05;  No.  2  and  larger.  $3.80; 
snow  pattern,  No.  1  and  smaller, 
$4.40;  No.  2  and  larger,  $4.15; 
"X.L."  new  light  steel.  No.  1 
and  smaller.  $4.60;  No.  2  and 
larger.  $4.35;  "X.L."  feather- 
weight steel.  No.  0  to  4,  $5.75; 
special  countersunk  steel,  No.  0 
to  4.  $t>.75  pkg. ;  toe-weight,  all 
sizes.  $6.75. 

Toecalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller. 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per  box.     25-lb.  boxes. 

Wire  Nails,   base    2  55 

Cut  nails — Montreal,  $2.50;  To- 
ronto. $2.70. 

Miscellaneous  wire  nails.  75  p.c 
Coopers'   n.Tils,   83   1-3  p.c. 
Pressed  spikes.  %  diameter,  per 
100  lbs.,  $2.95. 

Hav  Baling  Wire — No.  12  and  13. 
$4;  No.  13%.  $4.10:  No.  14. 
$4.25;  No.  1.5.  $4.50.  in  leneths 
6  ft.  to  11  ft..  30  per  cent., 
other  lengths  20c.  per  100  lbs. 
extra. 

Clothes  Line  Wire — No.  19,  $3.35, 
six  strand. 


Coiled  Spring  Wir»— 

High  Carbon,  No.  9.  $2.40;  No. 

12,  $2.55.  Montreal. 
Fine  Steel  Wire — 25  per  cent. 
Galvanized  Wire — From  stock, 

f.o.b.    Montreal — 100    lbs..  No. 

9,    $2.25.    base.      In    ear  lota 

straight  or  mixed. 
Poultry  Netting — 45  p.c.  oflf. 
Smooth    Steel  Wire — Base.    .12. 60 
Wire    Fencing,    car    lots — Toronto 

Galvanized,  barb    3  45 

Galvanized,  plain  twist.  3  40 
Fence  Staples — Bright,  $3.00;  gal- 
vanized, $3.8.5. 
Wire  Rope — Galvanized,  Ist  grade, 

6  strands.  24  wires,    %,   $7  25; 

1   inch,  $21.00. 

Black,  1st  grade,  6  strands,  19 

wires.  %.  $6;  inch.  $18.50.  Per 
100  feet  f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    3  00 

Plain    2  65 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50    5  00 

Blacksmiths',    60;    parallel,  45 
per  cent. 

GENEBAL  HABDWABE 

Adzes — Carpenters' 

per  doz   12  50     14  00 

Axes — Single  bit, 

per  doz.   ...     6  75      9  50 
Double  bit,  per 

doz   10  50    12  00 

Bench  axes  .  .  9  60  13  20 
Broad  axes  . .  22  75  25  00 
Hunters'  axes.  5  00  6  00 
Boys'    axes  5  75       6  50 

Lathing 

hatchets  ...     4  70     10  00 
Shingle  hatchets    1  45      6  75 
Claw  hatchets.     1  70      6  00 
Barrel  hatchets     5  50      6  85 
Ammunition  —  "Dominion"  Rim 
Fire   Cartridges  and  C.B.  caps, 
40    and    2%    per    cent  ;  B.B. 
caps.  50.  10  and  2%  per  cent. 
Centre  Fi'e  Pistol  Cartriiges.  .i 
and  2%   per  cent.;  Centre  Fire 
Sporting     and     Military  Cart- 
ridges, add  10  per  cent.:  Prim- 
ers. 2%   per  cent.;  Brass  Shot 
Shells.  45  per  cant.;  Shot  Cnrt- 
ridges.    discount    same    as  ball 
cartridges. 

CrnwTi  Black  Powder.  15  &  5; 
"Sovereign"  Bulk  Smokeless 
Povder.  "Regal"  Dense.  Smoko 
less  Powder,  "Imperial"  Shells, 
both  Bulk  and  Dense  Smokeless 
Pcwder.  20  and  5;  Empty  Shells 
all  '->0  per  cent. 

Ordinary  drop  shot,  AAA  to 
dnst  ?11.50  per  100  lbs.:  net 
extras  as  follows:  chilled  $1.25* 
buck  and  seal  80c.;  No.  28  ball 
$1.20  per  100  lbs.;  bags  less 
than  25  lbs.  %c.  per  lb.  f.o.b. 
Montreal,  Halifa:<  and  St.  John. 
Toronto,   Hamilton  and  London. 

Remington  U.M.C..  22  short, 
Lesmok..  Remington  U.M.C..  22 
long.  Lesmok,  Remington  IT.M. 
C,  22  long.  Smokeless.  35.  5 
p.c.  from  list.  Remington  U.M. 
C.  22  short,  smokeless  Ung..  40, 
10.  5<%.  from  list.  Remington 
U.M.C..  22  long  rifle.  Lesmok. 
Remington  U.M.C.,  22  long  rifle. 
Smokeless.  25.  5  p.c.  from  list. 
Augers — Ford's  auger  bits.  30  and 
10;  Irwin's  a  iser.  40:  Gi!- 
mour's  auger.  70:  Rockford'a 
auger.  50  and  10:  Gilmonr's 
car,  47%:  Clark's  expansive, 
40.  Jennings'  Gen.  anger,  net 
list. 

Barn  Door  Hangers — 
Double  straphangers,  dot. 

sets   6  50 

Standard  jointed  hangers, 

doz.  sets    6  45 

Steel,  track.  1  z  8-16  in. 

(100    ft.)    8  25 

Bolts  and  Nuts — 

Carriaee  Bolts,  common  new  $1 
list:  ^  and  smaller.  65  and  5 
Per  cent. 

Carriiee  Bolts.  7-15  and  tip, 
.T.T  r>er  cent. 

Carriase  Belts.  Norway  Iron  ($3 

list>.   60  Tier  cent. 

Machine  holts.    ^    and  less.  65 

and  10  per  cent. 

Msrhine    holts.    716    and  up, 

571!.  per  cent. 

Plouih  Bolts.  55  and  5  per 
cent. 

Bolt  Ends.  57 U  per  cent. 
Blank  Bolts,  57%  per  cent. 
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New  Automobile  Supplies 
Offered  the  Canadian  Trade 


The  Bronio  Mannfaeturing  Ho.,  Winnipeg:,  Man., 
have  brouc'nt  out  a  new  polish  for  aoito  bodies  which, 
they  claim,  fills  a  lomgfelt  want.  "Autoleum"  is  the 
name  of  this  new  product. 

The  sale  of  this  preparation  has  reached  large  figures 
in  Western  Canada,  and  the  firm  is  now  looking  for 
representatives  to  haJidle  it  in  the  East ;  in  fact,  the 
firm  is  open  to  dispose  of  the  selling  rights  in  Eastern 
Canada. 


BUSINESS  FOR  GARAGE  OWNERS 

The  Canadian  H.  W.  Johns-Manville  Co.  is  manufac- 
turing a  tire  renewer  that  is  made  largely  of  Para  rub- 
ber, and  which  prolongs  the  life  of  the  tire  and  restores 
a  smart,  clean  appearance.  The  product  is  easily  ap- 
plied with  a  brush,  and  besides  waterproofing  the  fabric 
in  the  tire,  penetrates  the  cracks,  cuts  and  open  holes. 


IMPROVED  GOODRICH  GASOLINE  HOSE 

The  great  trouble  encountered  in  piping  gasoline  has 
been  that  the  fluid  dissolves  rubber,  causing  disintegra- 
tion, and  thereby  allowing  small  particles  of  rubber  to 
get  into  carburetors  and  cause  engine  trouble. 

With  the  end  in  view  of  rectifying  this  trouble,  The 
B.  F.  Goodrich  Company  has  put  on  the  market  a  gaso- 


Iniprovcd  (ioodrich  (fi'soline  liosc.  with  fabric  lining, 
which  prfvent."  tiiimll  particles  of  rubber  from  bcinar 
carried  in  with  the  (ja-oline.  iiiainifactiired  by  tlie 
B.  F.  Gomlrich  Co..  .\krcin.  Ohio. 


line  hose.  The  inside  rubber  tube  is  protected  from 
the  gasoline  by  a  very  fine  fabric,  especially  treated, 
which  is  held  in  place  by  a  steel  wire.  The  result  is 
that  no  matter  how  much  disintegration  takes  place, 
no  particles  of  rubber,  however  small,  can  pos.sibly,  in 
any  way.  get  into  the  ga.soline.  The  wire  is  a  flat  steel 
spiral,  which  covers  approximately  two-fifths  of  the 


surface  of  the  fabric,  and  prevents  kinking  of  the 
hose. 

The  hose  comes  in  two  styles — the  Commander  and 
the  Goodrich.  The  latter  has  a  smooth  surface  and  its 
inner  construction  differs  from  that  of  the  former  in 
that  the  protecting  wire  is  wider  than  that  of  the  Com- 
mander brand,  which  has  a  corrugated  surface. 


WINKLEY  GREASE  CUPS 

The  aceomj^anying  illustrations  show  two  grease  cups 
manufactured  by  the  Canadian  Winkley  Co.,  Windsor. 
The  leather  washer  has  two  special  advantages:  First, 
it  makes  a  neat  cup  as  the  grease  cannot  work  through 
the  threads;  second,  it  gives  a  tension  which  prevents 


Fig.  1.— Leathei  waeher  Fig.  2.— Ratchet  grease 

grease  cup.  cup. 


the  cap  from  jarring  off.  Fig.  2  shows  a  ratchet  grease 
cup.  The  locking  device  is  on  the  inside.  The  tongue, 
which  is  part  of  the  cap,  engages  in  the  spring  in  the 
bases  as  soon  as  the  cap  has  been  screwed  on  one-half 
turn,  which  makes  it  easy  to  screw  the  cap  on  to  the 
base. 

These  cups  are  supplied  in  brass,  steel  and  combina- 
tion, the  sizes  being  from  1-3  oz.  to  7  oz.  capacity. 


More  push  than  ambition  is  needed  to  carry  the  load. 

Enthusiasm  is  the  great  necessity  in  developing  busi- 
ness. The  manager  should  devote  a  large  amount  of 
attention  to  plans  for  developing  enthusiasm  in  him- 
self and  among  his  clerks. 

If  you're  getting  all  the  salary  the  business  will 
allow,  suppose  you  turn  your  attention  to  increasinig 
the  business.  Never  lose  sight  of  the  fact  that  much  of 
the  business  result  is  up  to  you. 

Attention  to  the  wants  of  the  customer  is  one  of  the 
prime  requisites  for  the  success  of  a  store.  A  cheery 
word  of  greeting  will  often  do  more  to  influence  buying 
than  will  low  prices.  The  customer  likes  to  feel  that 
his  or  her  patronage  is  appreciated. 

Live  close  to  your  customers.  .Make  their  interests 
your  interests.  Keep  on  a  social  plane  with  them.  By 
cultivating  your  customer  you  are  strengthening  the 
foundations  of  your  entire  business  structure. 


"It's  curious,"  said  the  landlord,  "how  our  ideas 
change.  When  T  was  a  boy  I  wanted  to  be  a  pirate,  and 
now  I  run  a  summer  hotel." 

"Thiit  isn't  change."  said  Little  Binks.  "That's 
evolution — mere  natural  development  along  consistent 
lines  from  germ  to  full  fruition." 
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Sleigh  Shoe  Bolts,  %  and  les», 
0(1  jx'r  cent. 

Sleigh    Shoe    Bolts,    7-16  snd 

larger,   r>tt   and  5  per  cent, 
("oiuih  Screws,  new  list,  70  and 
10  per  cent. 

Nuts,  square,  all  sizes,  4c.  per 
It),  off. 

Nuts,  hexagon,  all  .sizes,  4Vi 
per  11).  off. 

Stove  rods,  per  lb.,  5V4c.  to  6c. 

.    Stove    bolts,    80    and    7  V4 
cent. 

Bells — Door  bells,  push  and  turn, 
45  and  10  per  cent. 
Cow  bells,  65  per  cent. 
Sleigh   bells,    shaft   and  hames, 
pair,  22c.  »ip. 

Sleigh  bells,  body  straps,  each, 
$1.15  op. 

Karm  bells.    No.  1,  $1.65. 


Bnilding  Paper,  Etc. — 

O.K.  paper,  per  roll   0  95 

Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  50 

'    Tarred   Fibre,   No.   1  per 

400  ft.  roll    0  62 

Tarred    Fibre,    No.    1,  25 

lb.,   per  roil    0  62 

Dry   1  ibre,    No.    1  0  50 

Plain  Surprise,  per  roll..  0  42 
Resin  sized  Fibre,  per  roll  0  43 
Asbestos    building  paper, 

per  100  lbs   3  50 

Heavy    straw,    plain  and 

tarred,  per  ton   36  00 

Carpet  Felt,  per  100  lbs..  2  60 
Tarred    wool    roofing  felt, 

per  100  lbs   2  10 

Heavy  Fibre,   32  and  60, 

100    lbs   2  00 

2  ply  Ready  Roofing,  per 
square  0  75 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply  complete,  per  roll.  1  15 
8  ply  complete,  per  roll.  1  35 
Liquid    Roofing  Cement, 

bbls.,  per  gal  0  17 

Liquid   Roofing  Cement, 

tins  0  19 

Crude  Coal  Tar,  per  barrel  4  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   5  50 

Shingle  Varnish,  per  bbl..  5  00 

Caps,   per  lb   0  05 

Nails,    per   lb  0  05 

Mop,  cotton,  per  lb  0  17 

Butts — Plated,    bower     barff  and 
nickel,   45  per  cent. 


Wrought  brass.  45  per  cent,  off 
revised  list. 

Cast  iron  loose  pin,  60  per  cent. 
Wrought    steel,    fast    joint  and 
Ibose  pin,  70  and  5  per  cent. 
Cement — Portland,  bags 

per  bbl  1  55     1  85 

Cold  Chisels,  5x6  in.,  doz.  2  20 

Bevel  edge,  1  inch,  doz. ...  2  50 
Conductor  Pipe — 

2  inch,  in  10  ft.  ler.gths.  .  4  00 

3  "             •  .  .   4  85 

4  "             "  .  .  6  40 

5  "             ••  .  .   8  75 

6  "  "  .  .10  65 
Doer  Knobs — -Canadian,  45  per 

cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list,  plus  5c. 


Door  Sets — Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers  (Parlor)  — 

Single   sets,    each    1  80 

Double  sets,   each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 

Carpenters'  6  inch,  doz...  5  25 

Holding  handles,  8  in.,  doz.  1  80 

Folding  handles,  8  in.,  doz.  1  80 


Escutcheon    Pins — Steel,  discount 
50  per  cent.    Brass,  50  per  cent. 


Eavetrough — 

8  in.  in  100  ft.  lengths.  .  3  02 

10          "  ••           .  .  3  30 

12  ••           .  .  3  88 

15           ••  ••           .  .  5  53 


Factory  Milk  Cans — 

Milk  cans  and  pails.  33  1-3  p.c. 

Hand     delivery     and  creamery 

c!,ns,   33   1-3  p.c. 

Railroad    and    cream    cans  and 

taps,  40  nnd  10  p.c. 

Creamery  trimmings,  33  1-3  p.c. 

Files  and  Rasps — 

Disston's,  Great  Western,  Amer- 
ican, Kearney  &  Frost,  Globe,  all 
75;  Plack  Pifimond  and  Nichoi- 
son,  6C  and  10;  .Towett's  (Kng- 
lish  list)  271,4,  Delia  62%. 


Hammers — Tack,  iron,  doi..  0  85 
Ladies'  claw,  handled,  dox.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  2S 

Adze  eye,   hickory  handle 

1  lb.,  doz   6  25 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers'  hammers,  10  oz., 

doz  5  50 

Tinners'    setting,    %  lb., 

doz  4  50 

Machinists',  %  lb.,  doz...  8  20 
Sledge,    Canadian,    5  lbs. 

find  ovpi    0  06 

Sledge,  Masons,  5  lbs.  and 

over   0  06% 

Sledge,  Napping,  up  to  2 

lbs  0  10 

Harvest  Tools — 

Samson,  best  quality,  40,  7H 
per  cent. 

Sidewalk  and  stable  scrapers, 
net,  $2.25. 

Wood  hay  rakes,  40  and  10  per 

cent. 

Lawn  rakes,  net. 
Hinges — Blind,  50  per  cent. 

Heavy  T  and  strap  discount,  40 
per  ((nt. 

Lipht  T  and  strap,  65  at:d  5  p.c. 
Screw  hook  and  hinge,  $4.50, 
$5.25. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges    (Spring) — Per  gross — No. 

5,  $18.00;  No.  10,  $19.50;  No. 

20,  $8.50;  No.  50,  $24;  No.  51, 

$9.60;   No.  120,  $17.40. 
Hooks — Bright  wire  screw  eyes,  60 

p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove    pipe    eyes,    kitchen  and 
square  hooks,  60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 

Extension  ladders,  2;?c.  psr  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Bhist,   per  doz..  $7.2'j. 
Lift  Tubular  and  Single  Plain, 
per  doz.,  $5.25. 

Japanning,  50c.  per  dozen  extra. 
Prism  Globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 
Lawn     Hose — Competition  grade, 
70  and  10. 

Locks  and  Keys — Canadian  50  and 


10  per  cent. 
Mallets — Tinsmiths',    2%  x 

5%  in.,  per  doz  1  65 

Carpenters',    round  hick- 
ory, 6  in   1  95 

Lignum    Vitae,    round,  5 

inch   2  65 

Caulking,    No.   8.   oak    ...17  Po 


Mattocks — 6  lb.,  18  inch,  $6  doi. 
Picks,  6  to  7  lb.,  $4.65  doz. 
Pick   handles,    $1.85  dozen. 
Prospectors'     hammers,     16  %e. 
per  lb. 

Drilling  hammers,  6  cents  per  lb. 
Crowbars.  3%  cents  per  lb. 
Oiler,? — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  caa, 
with  pump,  5  gallon,  per  dot., 
$10.00. 

Davidson  oilers,  45  p.c. 
Zinc  and   tin,   45  p.c. 
Coppered  oilers,   45  p.c. 
Brass  oilers,  45  p.c. 
Malleable,  25  p.c. 
Planes — Wood     bench,  Canadian, 
15  per  cent. 

Wood,    fancy,    15   per  cent. 


Rope  and  Twine — 

Sisal  rope   0  11  % 

Pure  Manilla  rope   ....  0  16 

"Biitif?h"  Manilla  ...  0  13% 
Cotton,  316  inch  and 

larger    0  21 

Rrssia  Deep  Sea   0  28 

.Tute    0  11% 

T/nth  Yarn,  single   0  08% 

T,ath  Yarn,  double  ...  0  09% 
Sisal  bed  cord,  48  feet, 

per  doz   0  72 

Sisal  bed  cord,  60  feet, 

per  doz   0  90 

Sisal  bed  cord.  72  feet, 

per  doz   1  08 

Cotton    clothes  line,    18  off. 
Bag.  Russian  twine,  per 

lb   0  27 


Wra;>ping,  cotton,  9-plj 

twine   0  19 

Wrapping,   cotton,  4-ply 

twine   0  21% 

Mattress  twine,  per  lb..  0  45 

Staging  twine,  per  lb...  0  85 

Rivets    and  Burrs — Iron  Rivets, 

lilack    and    tinned,  70, 
Iron  f'.iirrs,  70  per  e»nt. 


Copper  Rivets,  usual  proportion 

of  liurrs,    20  p.c. 
Copper  burrs  only,  net. 

Rivet  Sets — Canadian,  35  to  87% 
per  cent. 

Sad  Irons — Mrs.  Potts,  No. 

55,  polished,  per  set  ...  0  85 
Mrs.     Potts,     No.  50. 

plated,    per   set    0  90 

Mrs.    Potts,  handles, 

,;ni);Hincd,  per  gross.  .   8  40 

Common,  plain   5  00 

Common,  plated    5  50 

Asbestos,  per  set    1  50 

Sand  and  Emery  Paper,  40  p.c. 

Sash  Weights — 

Sectional,    %    lb.  each, 

per  100  lbs   2  (  o 

Solid,  3  to  30  lbs  1  60 

Sash  Cord — No.  5,  per  lb,    0  50 

Screws — Wood,  F.  H.,  bright 

and  steel   ....   85  10  7%  10 
Wood,     R.  H., 

bright    80  10  7%  10 

Wood,  F.  H.,  brass    75 

Wood,  R.  H.,  brass    70 

Wood,  F,  11.,  bronze    70 

Wood.  R.  II.,  bronze    S5 

Drive  screws    65  10  10 

Set,  case  hardened.  .  .60  and  10 

.Square  cap   GO  and  10 

Ile.vagon  cap   60  and  10 

Bench,  wood,  per  doi.,  $5.00 
Bench,    iron,   per  doz.,  $4.25 

Screws   (Machine)  — 

Flat  head,  iron  and  brass,  30 
per  cent. 

Fillister  head,  iron,  80  ;  brass, 
25  per  cent. 

Shovels  and  Spades — 

Canadian    No.    1,    60  ;    No.  2 

grade,  55  and  2%  p.c. 
No.  3  and  4  grade,  45  per  cent. 

Soldering  Irons — 

Base,  per  lb.,  33  cents. 


Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per    1,000    6  00 

Eureka  tinned  steel  hooks, 

per  1,000    8  00 

Staples — 

Poultry  netting,   100  lbs..  4  85 

Bed,  100  lbs..  No.  14   6  75 

Blind,   per  lb   0  12 

Coopers'  staples,  45  per  cent. 
Bright  spear  point.  75  per  cent. 

Stovepipes — 

5  &  6  in.,  per  100  lengths  8  50 
7  inch,  per  100  lengths..  9  00 
Nestable,  40  per  cent. 
5  and  6  inch  elbows,  per 

doz   1  46 

7  inch  elbows,  per  doz....  1  64 
Thimbles,  70  p.c. 


Carpet  Tacks — Blued,  80  and  10; 
tinned,  80  anf  15;  (in  kegs), 
40;  cut  tacks,  blued,  in  dozens 
only,  80  and  10;  %  weights.  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens, 
75  and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tin- 
ned, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japan- 
ned. 82%;  zinc  tacks,  35; 
leather  carpet  tacks,  35 ;  copper 
tacks,  45;  copper  nails,  50; 
trunk  nails,  black,  65  and  10; 
trunk  nails,  tinned  and  blued, 
65  and  10;  clout  nails,  blued 
and  tinned,  65  and  10;  chair 
nails.  35  and  10;  patent  brads. 
40  and  10;  fine  finishing,  40  and 
10;  lining  tacks,  in  papers,  net; 
lining  tacks,  in  bulk.  16:  lining 
tacks,  solid  heads,  in  bulk,  75; 
saddle  nails,  in  papers,  10; 
saddle  nails  in  bulk.  15;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  glaziers'  points.  5; 
double  pointed  tacks,  papers.  90 
and  10;  double  pointed  tacks, 
bulk.  55;  clinch  point  shoe 
rivets,  45  and  10;  cheese  box 
tacks.  87%;  trunk  tacks,  80 
and  20 :  strawberrv  box  tacks. 
75  and  12%. 

Thermometers — Tin  case  and  dairy. 

75  to  75  and  10  p.c. 


Tinners'  Snips — 35  per  cent, 
dinners'  Trimmings — -40  and  5  p.c. 

Plain,  70  and  20. 

Relinned,  70  and  10 
Traps  (steel  game) — Newhonse.  40 

per  cent. 

Hawley  &  Norton,  57%  per  cent. 

Victor,   70  per  cent. 

Oneida  .Tump   (Star),  65  p.e. 
Wheelbarrows — 

.N'avvy,  steel  wheel,  dozen  22  75 

Garden,  steel  wheel,  doi.  36  00 
Wrought  Iron  Washers — Canadian, 

45  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100  ft.  rolls,   $1.50  per  100  sq. 

ft.;    in    50-ft.    rolls,    $1.55  per 

100   sq.  ft. 
Wire  Door  Mats — 16  x  24.  do*., 

$9.00. 

HOUSEFTJENISHINGS 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves   and    ranges,    50   and  5 

per  cent. 

Furnaces,  45  per  cent. 
Registers.   70  and  10  per  cent. 

Range  Boilers — 30-gallon,  Stan- 
dard, $4.75 ;  extra  heavy,  $7.00. 

Kitchen  .Sinks — Cast  iron,  16  x  24, 
$1;  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x24, 
$2.65;  18x30,  $3.10;  18x36, 
$4.15. 

Enameled  Ware — White  ware.  70, 
10  and  5  per  cent. 
London    and    Princess,    50  p«> 
cent. 

Canada,    Diamond,    Premier,  50 

and   7%    per  cent. 

Pearl,    Imperial,    Crescent  and 

granite  steel.  60  and  7%  p.c. 
Premier  steel  ware,  60  and  10 
per  cent. 

Star  decorated  steel  and  white, 

20,  10  and  5  per  cent. 

Hollow    ware,    tinned    cast,  40 

per  cent.  off. 

Enameled  street  signs,  50  per 
cent. 

Copper  Ware — Copper  boilers, 

kettles,  33  1-3  p.c. 

copper    tea    and     coffee  pots, 

33  1-3  per  cent. 

Copper  pitts,  15  per  cent. 

Galvanized  Ware — Dufferin  pattern 

pails.  20  nnd  10  per  cent. 
Flaring  pattern,  42%   per  cent. 
GalvF.nized  washtubs,  20  and  10 
per  cent. 

Pieced  Ware,   33   1-3  per  cent, — 
Copper  bottom  tea  kettles  and 
boilers,  20  per  cent. 
Coal  hods.  33  1-3  per  cent. 
Boiler  and  tea  kettle  pitta,  40 
per  cent. 

Stamped  Ware — Plain.  70  and  20 
per  cent. 

Retinned.   70   and   10  per  cent. 

Silverware — Holloware,     40,  flat- 
ware, 40  and  10. 
Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11:  No.  4.  $13; 
No.  5,  $16;  f.o.b.  Toronto,  Ham- 


ilton, London,  and  St.  Marys, 
40    per    cent.;    f.o.b.  Ottawa, 

ston  and  Mo.'itrenl.  37%  p.c. 

Washing  Machines —  Each 

Dowswell    5  00 

New  Century,  Style  A...  9  00 

Ideal  Power    16  00 

Stephenson                  (net)  6  00 

Puritan   Motor    16  00 

Low  Presure  Water 

Motor  Washer    16  06 

Connor  Ball  Bearing, 

with  rack   10  25 

I  X  L    10  00 

Gem   8  75 

Winner   8  00 

Connor  Improved    5  00 

Discount,  25  p.e. 

Wringers — 

Roval   Canadian,    11  in., 

doz   45  25 

Eze.  10  in   51  75 

Bicvcle,  11  inch    56  25 

Trojan.  12  inch    100  00 

Unexcelled,   104-E    72  00 

Favorite  511E  and  521E  57  75 

Domestic  531E  and  541E  68  00 

Challenge  311E  and  321E  51  00 


Ottawa  331E  and  341E..  56  25 

Sunlight  lllE  and  121E  44  25 

Sunlight    111    42  00 

Royal  Canadian  151  ....  45  25 
Discount.  20  p.c. 
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Buy 

"  Made  in  Cainada"  Goods 


For  years  The  Canadian  Hardware  Journal  has  advocated  the  use  of  "  Made  in 
Canada"  hardware,  and  the  advocacy  by  retailers  of  the  Canadian  Made  Lines. 

We  believe  that  there  is  no  other  way  to  build  up  a  strong,  healthy  national  life  in 
Canada  as  effective  as  the  creation  of  a  diversified  manufacturing  industry,  as  well  as 
successful  agricultural,  lumbering  and  fishing  industries. 

Last  month  we  went  a  step  further  than  ever  before  and  announced  that  hereafter 

The  Canadian  Hardware  Journal  will  accept 
no  new  advertising  contracts  from  any  foreign 
manufacturer  unless  they  start  a  branch  plant 

V^anaOa  •  / Qy  course  we  cannot  ask  foreign  advertisers  who  have  contracts  run-\ 
\ning  to  withdraw — their  contracts  will,  however,  not  be  renewed.  J 

When  we  decided  on  this  policy  we  expected  it  would  entail  a  sacrifice,  and  our 
expectations  have  been  realized.    So  far  we  have: 

/.    Refused  to  quote  rates  to  a  Boston  advertiser, 

2.  Held  up  a  quarter  page  order  until  the  U.S. 
firm  involved  starts  its  Canadian  branch. 

3.  Lost  a  full  page  from  a  Canadian  wholesale  firm, 

4.  Lost  half  page  from  a  Chicago  advertiser. 

These  losses  simplify  our  problem,  however.  We  want  The  Canadian  Hardware 
Journal  to  be  the  great  advocate  of  Canadian-Made  "  goods,  and  the  sooner  that 
anything  to  prevent  that  is  removed  the  better. 


The  Canadian  Hardware  Journal 
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INDEX  TO  ADVERTISEMENTS 


A 


Atkins   &   Co.,    E.   0   11 

American  Wringer  Oo   6 

Armstrong  Mfg.  Co  i.b.c. 

B 

Bnrnett  Co.,  G.  &  H   17 

Boeekh  Bros.,  Ltd   49 

Bommer  Bros   17 

Brandram-Henderson,  Ltd.   ...  15 

0 

Canadian  Ever  Ready  Works. o.b.c. 
Chicago  Flexible  Shaft  Co.  .  . .  9 

Chicago  Spring  Butt  Co  17 

Can.  Wm.  A.  Rogers  Co  i.f.c. 

D 

Davidson  Mfg.  Co..  Thos  13 

Disston,  Henry,  &  Sons   I! 


Dominion  Sheet  Metal  Co.  ...  3 

Dominion  Cartridge  Co  13 

Du  Pont  Powder  Co   14 

O 

Goodyear  Tire  Co   47 

Gutta  Percha  &  Rubber,  Tjtd. .  .  6 
Gillette   Safety   Razor  Oo. .  .    .4  5 

J 

Jenkins  &  Hardy    12 

K 

Kinzinger,  Bruce  &  Co.  ...     i.b  r. 
L 

Laidlaw  Bale-Tie  Co  14 

Lufkin  Rule  Co  i.b.c. 


M 

Manton   Bros  i.b.c. 

Meakins  &  Sons  12 

Milbradt  Manufacturing  Co.  8 

Moore  &  Co.,  Benjamin    49 

Morrison  Brass  Mfg.  Co.,  Jis. .  .  7 


Nicholson   File   Co   6 

North  Bros.  Mfg.   Co  10 


O 


Ontario  Lantern  &  Lamp  Co  .  11 
Cttjrville  Mfg.  Co  i.b.c. 


P 

Parmenter  Bulloch  Co.,   The  12 


B 

Ramsay  A  Son  Co.,  A   11 

Remington  Arms  Oo  86-37 


S 

Sarnia  Metal  Products   7 

Stanley  Rule  &  Level  Oo   lo 

Steel  Company  of  Canada  ....  3 

Steel  Bending  Brake  Works...  8 

Stratford  Mfg.  Co   8 


T 


Toronto  Plate  Glass  Tmpt.  Co.  .  54 


W 

Western  Clock  Co   18 

Wayne  Oil,  Tank  &  Pump  Co.  49 

Wright  Co.,  E.  T   12 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

25  Cents  per  line*  one  insertioa 
Four  line*  once  for  $1.00.  three 
times  for  $2.00. 

Cash  must  accompany  the  order 
No  accounts  booked. 

MINIMUM  50  CENTS 


WANTED  to  hear  from  the  owner  of  a  good  hardware  store 
for  sale.  State  eaah  price,  description.  D.  F.  Bush,  Minneapolis, 
.Minn.  9|5i.3 

MULTIGRAPHING — We  are  now  in  position  to  supply  any  of 
our  clients  with  excellent  multigpap(h  work  sA,  lowest  cost. 
Tihe  Coimmercial  Presis,  Limited,  32  Oolborne  St.,  Toronto,  tf. 

PRINTING- — ^Circulars,  lediterheads  and  other  job  printing; 
jirice-s  moderate;  work  first  class.  The  Oommereijal  Press, 
Limited,  Toronto.  tf. 


"STORE  MANAGEMENT  COMPLETE" 

ONL  Y  ONE  DOLLAR     is  ch.p.«. 


272  Pa«M 


Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 


COMMERCIAL  PRESS,  Ltd.,  32  Colborne  St.,  Toronto 


RED 
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BRAND 
WINDOW 
GLASS 


GLASS 
BENDERS 
TO 
THE 
TRADE 


THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

TORONTO 


DON  ROADWAY 


Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
and  Ornamental  Glass 
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^iiCMnm  MEASURING  TAPES 
rtilW  and  RULES 

WILL  SELL  WELL 

Back  of  that  are  these  causes —  The  quality  put  into  the  goods —  The  reputation  they  bear 
among  users.  But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact  — 
THEY  WILL  MOVE.  Not  only  are  they  the  best,  but  they  are  recognized  as  such  by  users 
of  Measuring  Tapes  and  Rules.    More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 


THE /UFK//V Rl/L£  t?0.  OF(^ANADAjrD. 


No.  00.    Hand  or  Power 


ARMSTRONG 
PIPE  THREADING 

AND  CUTTING  OFF  MACHINES 

ARE  PROFITABLE  FOR  FITTERS  TO  USE 

PORTABLE   STRONG    LABOR  SAVERS 

MADE  OF  THE  BEST  MATERIAL 
MANUFACTURED  BY 

THE  ARMSTRONG  M'F'G.  CO. 

333  KNOWLTON  ST. 
BRIDGEPORT    -  CONN. 

CATALOGTE   M.MI.KI)   UPON  RHOUEST 


No.  3.     Power  Only 


Builders'  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 


fr 


cm 


MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  large.st  manufacturers  of  this  line  in  the 
Dominion.     To  dealers  only. 


BATH  ROOM 
FITTINGS 

That  you  will  be  proud  of 


Write  for  our 
latest  prices 


These  are 
MADE  IN  CANADA 
by 

Kinzinger,  Bruce  &  Co. 

NIAGARA  FALLS,  ONT.  Ltd. 


Step  Ladders,  Ladder 
Chairs,  Lace  Curtain 
Stretchers,  Ironing 
Boards,  Tub  Stands, 
Folding  Beds,  Chairs, 
Tables  for  Camps,  Per- 
forated Chair  Sets. 

You  will  save  money  by 
learning  our  prices  before 
placing  your  Order. 

Otterville  Mfg.  Co.,  Limited 
Otterville,  Ont. 
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Get  Ready  for 

the  Christmas  Rush 


Thousands  of  live  retailers  find  real  money  each  year  in  meeting  the  big 
Christmas  rush  for  EVEREADY  Flashlights.  These  handy  electric 
lights  appeal  to  everybody  because  they're  handsome,  useful  and 
different  from  the  ordinary  run  of  presents ;  and  because  the  many  styles 
answer  every  requirement  at  prices  within  the  reach  of  all. 

FLASHLIGHTS 

were  so  much  in  demand  last  Christmas  that  many  dealers  who  had  to  re-order  at  the 
3st  minute  had  difficulty  in  getting  their  goods  in  time. 

This  Christmas,  the  demand  is  bound  to  be  even  bigger.  EVEREADY  sales 
have  been  larger  throughout  the  year,  and  business  in  general  is  better.  Dealers 
are  cashing  in  on  the  great  national  advertising  campaign  which  has  been  running 
all  the  year.  The  widely  advertised  "  Electrical  Prosperity  Week,"  November 
29th  to  December  4th,  will  shortly  be  directing  particular  attention  to  all  electrical 
goods  such  as  EVEREADY  Flashlights.  All  these  things  point  to  a  record- 
smashing  Christmas  busmess. 

Be  sure  right  now  that  your  stock  is  in  shape.  Be  sure  not  only  that  you  have  plenty 
of  EVEREADY  Vest  Pocket  Lights,  Tubular  Pocket  Lights,  House  lamps  and  Hand 
Searchlights,  but  that  you  have  the  EVEREADY  specialties  which  so  many  people 
^  want  for  Christmas  gifts — guest  candles,  pistol  lights,  flashlight  clocks, 
fountain  pen  lights,  etc. 

Send  in  your  order  now.  If  you've  never  handled 
EVEREADY'S,  mail  us  the  coupon  and  we'll  tell  you 
about  our  introductory  order  proposition  and  window  trim 
for  "Electrical  Prosperity  Week." 

"Canadian  Made  for  Canadian  Trade" 

CANADIAN  EVER  READY  WORKS 

Toronto 


Circulates 
in  every 
Canadian 
Province 


Vol.  7 


Covers  the 
Stove  and  Heating 
Metal  Working 
and  Paint  Trades 


Published  by  The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 
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Jfemin^tofi 


You  can  buy  them  right,  you  can  sell  them  right — rock-bottom  prices  all 
through.  Made  in  Canada's  most  modern  munition  plant — Remington 
UMC  22's  are  of  uniform  excellence.  Remember  we  guarantee  any  rifle 
that  uses  them  and,  as  for  your  sales,  why  "the  trade  is  ready  made  ! 

j/SPORTSAAEN'S^ 


H  FIREARMS  6r 
[[AyAMUNITION 


Remington  Arms-Union  Metallic  Cartridge  Company 

(Contractor*  to  th*  Britith  Imperial  and  Colonial  Government*) 

WINDSOR    -  ONTARIO 

London,  Eng.  (Jobbers  everywhere!  New  York,  U.SA. 


Thii  is  a  Success 
sign  for  the  hard- 
ware store  or 
counter 
Write  us  about  it. 
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Will  You  Share  in  These 
hicreased  Christmas  Profits? 


Each  year  the  Christmas  rush  for  EyERE^tD"V  Flashlights  has  brought  big  money  to  the 
wide-awake  dealers  who  handle  the  line — but  this  year  all  records  will  be  left  iar  behind. 
The  splendid  showing  made  in  previous  holiday  seasons  was  accomplished  entirely  without 
the  support  of  national  advertising,  but  this  Christmas,  big,  pulling  ads  are  appearing  in  the 
Saturday  Evening  Post  and  42  other  important  publications,  telling  people  of 

eVEPEADy 

flashlights 

The  great  advertising  campaign  which  has  been  running  all  the  year  and  gaining  in  power 
right  along  will  now  have  its  biggest  effect  and  thousands  of  new  buyers  will  be  brought 
into  retail  stores  for  these  ideal  Christmas  gifts  so  handsome,  useful  and  differen  from  the 
ordinary  run  o^  presents. 

You  can  cash  in  on  this  booming  market  if  you  let  people  know  you  carry 
Make  our  advertising  work  for  you.    A  good  display  will  prove  what  a  wonderful  busmess- 
puller  an  EVERf^cDY  Window  is.    From  20,000  retailers  who  made  displays  in  October 
has  come  a  stream  of  reports  about  increased  business — many  telling  of  stock  entirely 
sold  out  and  some  of  stocks  disposed  of  two  or  three  times  over. 

Get  an  EYERDtD't  Display  in  your  window  NOW.  If  you  aren't  handling  eVEREAcDTt's. 
mail  us  the  coupon  for  full  information  about  our  introductory  proposition  and  new 
window  trim. 

EVEftE^Y  Flashlights 

First  in  the  Hanils  of  the  Seeking" 

CANADIAN  EVER  READY  WORKS 

Toronto        of  Canadian  National  Carbon  Co.,  Limited  Ontario 
"  Canadian  Made  for  Canadian  Trade 
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Why  Import  Lawn  Mowers  ? 

Taylor  -Forbes 


"  Empress  "  Lawn  Mower 

Open  four  and  five-knife  cylinder.  1  OK  '"cfi  wheels. 
Special  tool  steel  knives,  oil  tempered.  Case  harden- 
ed adjustable  bearing.  Case-hardened  ball  bearings 
and  balls.  Specially  prepared  pol- 
ished steel  shafts.  Cheeks  easily 
detached.  Made  w^ith  grass  box 
attachment. 


"  Star  "  Lawn  Mower 

Cast  steel  knives,  oil  tempered,  adjustable  half 
box  bearings  on  cylinder  shaft.  Adjustable  bot- 
tom knife.  Wood  rollers  of  hard  maple.  Three 
and  four-knife  cylmder,  9  mch  wheels.  Best 
quality  material  used  throughout  construction. 


"  Canadian  Made  for  Canadian 
Trade  " 


only 


Hold-Back  Spring  Hinge 

Manufactured  in  Canada 

The  No.  20  spring  hinge  illustrated  is  a  hold-back 
hinge  and  is  unequalled  anywhere  for  quality.  It 
will  last  as  long  as  any  screen  door,  the  spring  being 
made  of  the  best  crucible  steel,  oil  tempered,  and 
the  castings  from  the  finest  grey  iron.  When  you 
buy  our  Canadian  made  hmges  you  can  afford  to 
guarantee  the  goods  as  our  long  years  of  reputa- 
tion are  behind  all  lines  we  manufacture. 


If  your  Jobber  cannot  Supply  you,  write  us  direct  for  prices 

Taylor -Forbes  Company,  Limited 


Taylor-Forbci  Co..  246  Craig  St.,  Montreal 
H.  G  Roscrt.  147  Prince  William  Street, 

St.  John  .N.B. 
Canadian  United  Mfrs.  Agency,  London,  Enc. 


Head  Offic*  and  Work*: 

Guelph,  Ont. 


Taylor  Forbe*  Co.,    Ltd.  1070  Homer  St. 

Vancouver. 
H.  F.  Moulden  A  Son,  Travelers'  Building 

Winnipeg. 


When  writing  to  advertlseri  kindly  mentlou  Caoadian  Hardware  Joainal 
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— teaching  them  the  economy  of  discard- 
ing a  file  when  it  is  half  worn. 

In  all  the  papers  worth  while,  circulat- 
ing among  the  big  file  users,  we're  using 
big  space  year  after  year.  Some  people 
call  it  advertising.  We  call  it  educating. 

And  with  all  this  work  done,  it  should 
be  a  simple  matter  for  you  to  impress 
your  customer  that  he  is  losing  money  by 
using  a  file  after  it  has  reached  its  "  in- 
efficient" point. 

And  you'll  be  able  to  sell  two  files 
where  you  now  sell  only  one — 

But,  to  keep  the  good-will  of  your  cus- 
tomer, see  that  he  gets  one  of  the  follow- 
ing brands  : 

KEARNEY  &  FOOT 
GREAT  WESTERN 
AMERICAN 
ARCADE 
GLOBE 

{Made  in  Canada) 

Over  90^  of  the  files  used  in  Canada 
are  our  output. 

Over  10,000  dealers  stock  them. 

They  pay  a  good  profit  and  you  get  a 
quick  turnover. 

See  that  you  get  your  share  of  Canada's 
file  requirements. 

NICHOLSON  FILE  COMPANY 

Port  Hope      (jobbers  everywhere)  Ontario 


The  "Handy  Andy" 
Improved  Force  Cup 


For  household  use, 
enables  anyone  to 
keep  the  drain  pipes 
of  sinks,  baths,  basins, 
tubs,  etc.,  free  and 
clear,  and  in  a  safe 
and  sanitary  condition. 

There's  a  Good 
Sale  for  Them 


Manufactur«d  solely  by 

Gutta  Percha  &  Rubber,  Limited 

Succenon  to 

The  Gutta  Percha  &  Rubber  Mfg.  Co.  of  Toronto 

Limited 

TORONTO  MONTREAL  WINNIPEG 

CALGARY  VANCOUVER 


HORSE -SHOE  BRAND 
WRINGERS 

WARRANTED  as  to  quality.     WARRANTED  to  give  (atisfaction. 
WARRANTED  a*  to  price. 

Plain  Bearings  and  Steel  Ball  Bearings. 
Enclosed  Cog  Wheels. 


Plain  Bearings 
No.  340  E 
No.  341  E 


Steel  Ball  Bearings 

No.  360  E 
No.  361  E 


Size  of  Rolls 

10  X  1  inches 

11  X  1  -'4  inches 


We  make  the  largett  variety  of  Wringers  in  the  worid. 
Sead  (or  oar  latest  Catalog  and  Prict  List 

The  American  Wringer  Co. 

New  York,  U.  S.  A. 


Wlien  writing  to  advertls«n  kindly  mention  Canadian  Hardware  Journal 
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OF  SPECIAL  INTERERST 


To  those  using  small  pieces 
Black  or  Galvanized  Steel  Sheets 

We  can  quote  attractive  prices  on  prompt  or  contract  require- 
ments, cut  to  any  size  or  shape,  from  No.  1  4  to  No.  30  Ga. 

Send  us  Details  for  Prices 


DOMINION  SHEET  METAL  COMPANY,  LIMITED 

HAMILTON  -  CANADA 

P.S. — Don't  forget  when  placing  orders  with  jobbers  or  manufacturers  to  say — "Premier  Galvanized  Sheets" — 

"Made-in-Canada." 


Keystone  No.  3 

Disston  Exhibit 

Panama- Pacific 
International  Exposition 

Highest  Award 

SAWS 
TOOLS 
FILES 

tc^nli  Henry  Disston  &  Sons 

J  lira  Limited 

'"^/Him^      2-20  Fraser  Ave.,  Toronto,  Ont. 


When  writing  to  Advertisers  kindly  mention  Canadian  Hardware  Journal 
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Practical —  Convenient —  Inexpensive 

Shelf  Lock  Step  Ladder 


Our  special  lock 
device  holds  the 
ladder  from  open- 
ingorcloiingwhen 
in  use.  The  shelf 
IS  always  up  when 
the  ladder  is  clos- 
ed, and  horizontal 
wheninuse.  Gal- 
vanized steel  ears 
fasten  the  legs  and 
risers  to  the  top. 
A  good  seller  be- 
cause it  (ills  the 
bill  at  a  low  price. 
All  sizes. 

IVrite  us  for 
prices 


Stratford  Mfg.  Co.,  Limited 

Makcri  of  Ladders.  Lawn  Swin^f.  Boyer's  Gliding  Settees,  Folding 
Chftirs  and  Tables.  Chairs  for  Assembly  Sealing.  Lawn,  Camp,  and 
Verandah  Fumilure,  Kitchen  Cabinets,  Woodenware,  Park  Seats,  etc. 


STRATFORD 


ONTARIO 


CHICAGO  STEEL 
BENDING  BRAKES 


Made  in  all  tizet 


Give  You 


Economy  p'"»  Efficiency 


Thousands  of  the  best  equipped  shops  are 
proving  the  advantage  of  this  machine, 
designed  and  built  by  men  who  know  the 
requirements  of  the  sheet  metal  workers. 


The  Steel  Bending  Brake  Works 

Chatham^  Ontario 


UMITEO 


TIGER 
WHITE 
LEAD 


The  Lead  With  the  Spread 


PROMPT  SHIPMENTS  MADE 

PACKED  IN  \2yi.  25.  50.  100  LB. 
IRONS  AND  500  LB.  KEGS. 


The  Steel  Company  of  Canada,  Ltd. 


HAMILTON 
VANCOUVER 


MONTREAL 
VICTORIA 


TORONTO 
HALIFAX 


WINNIPEG 
ST.  JOHN 


Store  Management 
Complete 


16  Full-Page 
Illiutrations 


^  Management 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  Book  1° 

Retail  Advertising  Complete 

$1.00  POSTPAID 

"  Store  Management — Complete  " 
tells  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample  : 

CHAPTER  V.-THE  STORE  POUCY- 
What  it  should  be  to  hold  trade.  The 
money-backplan.  Taking  back  goods.  Meeting  cut  rates.  Selling 
remnants.  Delivering  goods.  Substitution.  Handling  telephone 
calls.  Courtesy.  Rebating  railroad  fare.  Courtesy  to  customers. 

Absolutely  New  Just  Published 


Commercial  Press,  Limited 

32  Colborne  Street 
Toronto,  Ontario 


272  Page* 
Bound  in  Cloth 


Wl>«n  wrltQig  to  aavvrtiwa  kindly  mention  Canadian  Hardware  Joomal 
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Business  is  booming! 


Toronto,  Ont. 
Merchants  everywhere  tell  our  800 
salesmen  that  business  is  booming. 

Farmers  have  had  a  record  crop,  at  big 
prices,  with  big  demand  at  home  and 
abroad. 

Stocks  of  manufactured  material  are 
short,  and  labor  is  in  great  demand. 
Exports  largely  exceed  imports. 
Factories  are  busy,  a  great  many  work- 
ing overtime. 

More  freight  cars  are  needed,  and 
steamers  are  taxed  to  capacity. 

Canada  has,  in  proportion  to  popula- 
tion, greater  exportable  surplus  of 
wheat  this  year  than  any  other  country 
in  the  world. 

Millions  of  dollars  are  passing  over  the 
merchants*  counters. 


money 


The   people   who  spend 
want  the  best  service. 

They  demand  it  in  all  kinds  of  stores, 
from  the  smallest  to  the  largest. 

They  get  it  in  stores  which  use  our  up- 
to-date  Cash  Registers,  which  quicken 
service,  stop  mistakes,  satisfy  custom- 
ers, and  increase  profits. 

Over  a  million  merchants  have  proved 
our  Cash  Registers  to  be  a  business 
necessity. 

Last  month  the  N.C.R.  in  Canada  had 
the  largest  sales  of  any  month  in  the 
past  seventeen. 


Write  for  booklet  to 

*4ational  Cash  Register  Company 

350  Christie  Street,  Toronto,  Ont. 
Agent*  in  Every  City 
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You  can  put  a  stop  to  faulty 

hot  water  systems  by  installing 


rt  is  a  positive  remedy  that  is  easily  applied  to 
the  open  or  closed  systems  of  hot  water  heating. 
Entirely  automatic. 

Connects  with  one  inch  nipple  to  outlet  of  ex- 
pansion tank. 

Makes  a  hot  water  system  equivalent  to  a  low 
pressure  steam  plant. 

Increases  radiation  from  25  to  30%  with  same 
firing. 

Reduces  the  size  of  pipes  and  fittings. 

Temperature  of  water  can  be  varied  up  to  250 
degrees. 

A  Top  Notch  Profit  Producer 


The 

Knickerbocker 
Generator 


Particulars  on  Request 

The  James  Morrison  Brass  Mfg.  Co.,  Limited 

93-97  Adelaide  St.  West,  Toronto 


STOVE  PIPE  IRON 


POLISHED 


18"  x21"^18"  x24' 


PLAIN 


20"  X  28".    Odd  sizes 


We  have  large  stocks  of  all  Merchants'  sizes  of  Canada  Plates.  Are  offeiing  very 
attractive  prices  for  immediate  and  future  shipment.  The  possibility  of  a  shortage  is 
almost  certain — Book  your  Order  w^ith  us  at  once — A  wire  to  us  will  bring  a  sample 
shipment  of  three  boxes  that  you  may  see  the  high  quality  of  sheets  we  are  offering. 

Our  advice  is  to  hook,  your  order  at  once  and  be  safe 

THE  SARNIA  METAL  PRODUCTS  CO.,  LIMITED 

SARNIA  CANADA 

Cet  our  prices  on  our  other  lines  of  sheet  metal  building  materials 


Wlitn  writing  to  adrertlMis  kindly  mention  Canadian  Haidware  Jonrnal 
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EVERY  COLD  DAY 
IS  A  PROFIT  DAY 


FOR  DEALERS  WHO  SELL  THE 


Clark  Indestructible  Steel  Heaters 


for  Automobile,  Wagon,  Sleigh  or  Carriage. 

There  is  a  great  and  growing  demand  for  this,  the  advertised 
line  of  heaters. 

Order  an  assortment  from  your  jobber  now  and  get  this  business 
in  your  community. 

It  will  pay  you  and  every  heater  you  sell  makes  a  permanent 
winter  market  for  you  on  the  Clark  Carbon  fuel. 

Write  for  new  catalogue.    It's  a  beauty 

Chicago  Flexible  Shaft  Co. 


187  Ontario  St.,  Chicago,  III. 


Clark  Carbon 


Igfnites  Easiest 
Heats  Strongest 
Lasts  Longest 

of  all  Heater  Fuels. 


It's  the  kind  that  al- 
ways comes  awfully 
good. 


There  is  no  come  bat 
It  always  makes  good 


Wlica  wrlUag  to  •dTertlsers  kindly  mention  Canadian  Hardware  Joomal 
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A  NEW  PLANE 

Rabbet 
and  Filletster 

No.  278 


The  sides  and  bottom  being  square 
with  each  other,  the  plane  will  lie  per- 
fectly flat  on  either  side. 

It  has  an  adjustable  fence  which  slides 
under  the  bottom,  regulating  the  width  of 
the  cut. 

It  is  fitted  with  two  spurs,  one  on  each 
side,  for  working  across  the  grain — also 
an  adjustable  depth  gauge. 

As  both  the  fence  and  the  depth  gauge 
can  be  attached  to  either  side,  the  plane 
is  suitable  for  either  right  or  left  hand 
woi'k. 

Tlie  front  part  of  the  Plane  can  be  easily 
detached,  thus  providing  a  bull  nose  plane 
for  working  close  up  into  corners  or  other 
difficult  places. 

The  cutter  is  adjustable  endwise. 

Length  over  all  6%  inches — 1  inch  cut- 
ter, weight  2  lbs. 

List  Price  $1.75 

On  account  of  its  many  usages  and  low 
cost  this  plane  should  i)rove  a  good  seller. 

Manufactured  by 

Stan  LEY  Rule  &  Level  Co, 

New  Britain,  Conn.  U.S.A. 


Yankee  Vise 

No.  1993 

WITH  SWIVEL  BASE 


A  Great  Little  Vise 
For  a  Big  Lot  of  Work 

An  entirely  new  feature  in  vises, 
quickly  appreciated  by  Tool  Makers, 
Machinists,  Electricians,  Amateurs,  and 
all  users  of  high-grade  labor-saving 
tools. 

Quickly  detached  from  swivel  base  by 
the  turn  of  a  set  screw;  and  being 
accurately  machined  all  over  can  be 
used  in  any  position  as  a  jig  for  speciad 
work  on  drill  press,  shaper,  etc. 

Holds  work  rigid  at  any  angle  with 
use  of  the  special  grooved  block. 

The  swivel  base  is  easily  and  firmly 
locked  and  released  in  any  position  by 
a  short  movement  of  lever  at  the  side. 

Jaws  2'.!."  wide,  l~s"  deep, 

opening  S'  s",  Base  73^2"  long. 


Your  Jobber  will  supply  you 


NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 


When  writing  to  advertiseiB  kindly  mention  Canadian  Hardware  Journal 
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A  Useful  Christmas  Gift 


Every  Soldier  and  Sportsman  Should 

Have  One 


PATENT  APPLIED  FOR 


Retail  at 

$5.22  each 

Price  to  Dealers 

$30.00  per  dozen 

Samples.       $3.00  each 

Put  in  a  dis- 
play for  Xmas 
Sales  are  cer- 
tain. This  is 
not  a  luxury, 
but  a  neces- 
sity to  every 
man  who  in- 
dulges in  out- 
door pursuits 
of  any  kind, 
whether  it  be 
killing  Ger- 
mans or  hunt- 
ing game. 

Write  or 
Wire  US 
To-Day 

for  Samples, 
Catalogs  and 
Full  Details 

We  can  make  immediate 
shipments  NOW.  We 
may  not  be  able  to  do 
this  later. 


OPEN 


CLOSED 


THE 

Khaki 

Kit 
Kitchen 


has  approval 
of  many  mili- 
tary authori- 
ties. Here's 
an  opportuni- 
ty to  quote 
your  local  re- 
giment for 
s  u  ffi  c  i  e  n  t 
quantity  to 
equip  every 
man. 


Sheet  metal,  covered  in 
Khaki,  interlined  with 
asbestos.  Size,  when 
closed,  Q}4^7}4-  It  is 
made  with  belt  loops, 
which  fit  all  ordinary 
rank  and  file  equipment. 

Every  outfit  contains 
enough  "canned  heat"  to 
cook  nine  meals.  Extra 
cans  of  heat  can  be  ob- 
tained at  $2.50  per  doz., 
wholesale. 

Don't  delay — Act  now. 
The  demand  is  certain 
and  big  profits  await  you 
if  you  order  in  time. 


A.  HARRY  WOLFE, 

UNITY  BLDG.,  MONTREAL 


CANADIAN  GOVERNMENT 
CONTRACTOR 


Push  for  Farmer's  Trade  this  Fall 
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Yes  Sir!  They*  re  just  as  good  and  reliable  as  they  look—they  re 


Meakin's 

Brushes 


You  can  use  the  strongest  kind  of  sales  talk 
when  you  show  Meakin's  Brushes,  because  in 
the  goods  themselves,  are  the  appearance  and 
quality  that  make  your  most  telling  argument. 

Push  the  line  in  which  you  can  place  all  confidence  and  make  the  most  profitable  sales- 
It's  the  Mtakins  make.       Good  Brush  Makers  for  63  years 

MEAKINS  &  SONS,  LIMITED,  Hamilton,  Ontario 

Warehouset:    Toronto,  London,  Winnipeg  Meakini  Brush  Co.,  Limited,  Montreal 


JENKINS  &  HARDY 

Assignees,  Chartered  Accountants,  Estate  and  Fire 
Insurance  Agents 

15^  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Copper  RiT«ts,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivett,  Wire  NaiU,  Copper  and  Steel  Boat  and  Canoe  NaiU, 
Escutcheon  Pina,  Leather  Shoe  and  OTcrahoe  Buckles,  Felloe  Plates. 


PRICELESS  JEWELS 

receive  enhanced  lustre  from  suitable  settings 

One  of  the  greatest  assets  in  life  it  a  spirit  of 
cheerfulness  and  optimism.  These  sentiments 
are  tirelessly  voiced  by 

YOUR  LITTLE  YELLOW  CANARY 

who,  with  his  bright  song  and  pert  manners, 
continually  strives  to  dissipate  your  gloom  and 
pessimism. 

As  an  optimist  he  ranks  a*  one  of  Nature's 
Jewels. 

Acknowledge  your  indebtedness  to  him,  there- 
fore, by  giving  him  a  setting  worthy  of  his 
energetic  efforts  in  your  behalf,  and  flatter  his 
vanity  by  furnishing  him  with  a  home  con- 
structed with  a  grace,  elegance  and  beauty 
second  only  to  his  own. 

Wright' »  Gift  Cages  make  Ideal 
Chrittmas  Gifta 


Write  for  Pamphlet  and  Prices 

E.  T.  WRIGHT  CO.,  Umited 

Hamilton.  Canada 


Push  for  Farmer's  Trade  this  Fall 
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SEASON'S  GREETINGS 

WISHING  OUR  MANY  CUSTOMERS 
AND  FRIENDS  A  VERY  MERRY 
XMAS  AND  A  HAPPY  AND  A 
PROSPEROUS  NEW  YEAR  .  .  .  . 


THE   THOS.    DAVIDSON    MANUFACTURING   COMPANY,  LIMITED 

TORONTO  MONTREAL  WINNIPEG 


^  12  GAUGE 
^DOMINION 

DBS.  ^ 
POWDER 

3^ 

oz. 

SHOT 

SIZE 
SHOT 

4ch. 

LOAD 

DA. 

Canuck 

—  a  smokeless  shot  shell 

that  just  meets  the  requirements  of  the 
hunters  who  want  something  better  at  a 
reasonable  price. 

A  primer  that  is  built  for  speed  and  is 
the  quickest,  surest,  safest  primer  on  the 
market.  A  medium  high  brass  base  with 
a  steel  reinforcement  in  the  head  where 
the  shell  is  least  supported  by  the  gun.  The 
ring  indentations  or  knurling  around  the 
base  add  to  the  strength.  Smokeless 
powders  that  are  used  all  over  the  world. 
Uniform  chilled  shot.  Best  quality  wads. 
A  firm,  hard  crimp. 

DEALERS — these  are  the  qualities  that 
sell 


Dominion  Smokeless  Shot  Shells 


Best  Powders 

Only  Chilled  Shot 

Steel  Reinforced  Head 
Best  Felt  Wads 
Firm  Crimp 


Push  for  Farmer's  Trade  this  Fall 
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"  The  Lantern  of  Excellence  " 


Tell  Your  Customer 

It  s  guaranteed 


"Made  in  Canada** 
by 

Ontario  Lantern  &  Lamp 
Company,  Limited 

Hamilton,  Ont. 


Montreal,  Que. 


Winnipeg,  Man 


llllllllllllllll 


The  Laidlaw  Bale-Tie  Co. 


HAMILTON,  ONT. 


Limited 


Geo.  W.  Laidlaw 

Vancouver,  B.C. 

H.  E.  O.  Bull,  Montreal  A.  T.  Digoing,  Stair  Bids  ,  Toronto 


Harry  F.  M-ulden 

Winnipeif,  Man. 


Manufacturert  of 


WIRE 

NAILS 


HAY  BALE -TIES,  STAPLES 


ETC. 


Buy  early —  prices  are  ad- 
vancing and  mills  are  busy. 


Utin;  the 
Hand  Trap 
for  Fitid 
Practice 


TRAPSHOOTING 

Puts  Action  into  Idle  Guns 

'F'HIS  fascinating,  popular,  all-season  sport 
is  a  trade-maker  for  dealers.  The  intro- 
duction into  the  sport  of  the  DU  PONT 
HANDTRAP  opens  a  wider  field  and  creates  a 
larger  demand  for  shells  and  other  sportsmen's  supplies. 
Trapshooting  with  the  Hand  Trap  for  target  throwing 
is  a  country-wide,  year-round  sport,  and  puts  action 
into  idle  guns. 

_  _     ,  THE  HAND  TRAP 

Canadian  1  rade  |s  a  YEAR-ROUND 

Supplied  by  the  IMPLEMENT. 

Dominion  Cartridge 

Company,  Montreal 


For  Gun  Club  Organization  Helps 
write  to 

E.  I.  du  Pont  de  Nemours 
&  Company 

Wilmington,  Del.,  U.S.A. 


Push  for  Farmer's  Trade  this  Fall 
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Something  to  Sell! 

That  Sells! 


ENGLISH 
PAINT 


T^HERE  is  great  satisfaction  in 
stocking  a  good  article  that  not 
only  enjoys  a  steady  demand,  but 
is  well  advertised  in  those  mediums 
which  your  customers  read  regu- 
larly.   Such  an  article  is 


BH 


ENGLISH 
PAINT 


One  reason  for  the  remarkably  successful 
increase  in  the  demand  for  this  paint  is  on 
account  of  it  containing  such  a  large  per- 
centage, 70%,  of  BRANDRAM'S  B.B. 
GENUINE  WHITE  LEAD,  in  all  tints 

and  white. 

This  important  selling  point  is  being  set 
forth  more  fully  and  more  clearly  in  our 
advertising  to  your  customers  this  season. 


If  you  want  a  live-wire  paint  pro- 
position, let  us  give  you  full  infor- 
mation about  the  B-H  Agency. 


BRAN  DRAM -HEN  PERSON 

Montreal  Halifax  St.  John  Toronto  Winnipeg 


Push  for  Farmer's  Trade  this  Fall 
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RAMSAy  s 

PAINT 


MOTORING 


The  Pioneer  Paper  in  the 
Automobile  Field  in  Canada 


^  A  monthly  magazine  OJ 
real  interest  and  value  to 
every/  motorist  in  Canada. 


We  have  made  this  journal  the  most  practical  automobile 
paper  in  Canada.  It  is  an  authority  on  the  subjects  of  vital 
interest  to  all  motor  car  owners  and  users. 

H  The  big-  editorial  features  each  month  are  striking  and 
timely  and  the  claim  is  easily  substantiated  that  it  is  more 
virile  now  than  at  any  period  of  its  long  record  of  progress 
and  achievement. 

If  you  have  a  pleasure  or  a  delivery  car  you  should  be  a 
subscriber  to  this  paper. 

The  Commercial  Press,  Limited 

32  Colbome  Street,  Toronto 


Push  for  Farmer's  Trade  this  Fall 
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BOMMER 

Floor  Surface  Spring  Hinge 

Release  and  Holdback  Features 
Ball  Bearing — Alignment  Device 

Every  moving  part  of  this  hinge  can  be  oiled  from  a 
single  hole  on  outside  of  side-plate 

Suitable  for  both  double-acting  and  single-acting  doors 


This  is  tlie  most  durable  hinge  of  its  type.  It  holds 
the  door  open  when  swung:  to  90  degrees.  The 
spring-action  can  also  be  entirely  released  as  long 
as  desired  so  that  the  door  will  swing  free,  without 
spring  action  in  either  direction,  by  inserting  a  wire 
nail  (when  the  door  is  open)  into  u  hole  provided  in 
the  side  plates  for  that  purpose.  The  spring-action 
can  bo  restored  by  withdrawing  the  nail. 

Bommer  Bros.,  Manufacturer*,  BrooklyD,  N.Y. 

Canadian  Representative,  Alex. Thurber,  290St  Paul  St.W. ,  Montreal 


C TRADE 
HICACO= 
MARK  ^1^^^ 

SPRING  HINGES 

DISTINCTION 

The  Chicago  "  Relax  "  Spring  Hinge 
has  distinctive  features 
which  impress  your  cus- 
tomers and  create  the 
demand. 

The  spring  action  re- 
lease allows  the  door  to 
be  placed  open  at  any  de- 
sired position  and  automatically  re- 
engages when  the  door  is  closed. 


CHICAGO 


NEW  YORK 


Send  for  Catalogue  S32 


BLACK  DIAMOND  FILE  WORKS 


ESTABLISHED  1863 


Twelve  Medals  of  Award  at 
INTERNATIONAL 
Expositions 


INCORPORATED  1895 


Special  Grand  Prize 
GOLD  MEDAL 
Atlanta,  1895 


Copy  of  Catalogue  will  be  sent  rree  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 

OWNED  AND  OPERATED  BY  NICHOLSON  HLE  CO.  PORT  HOPE.  ONT. 


"STORE  MANAGEMENT  COMPLETE" 

ONL  Y  ONE  DOLLAR     13  ch.pt.r. 


272  PaiM 


Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 


COMMERCIAL  PRESS,  Ltd.,  32  Colborne  St.,  Toronto 


New  Coaster  Bobs 


So  easy  to  steer.    Note  the  spring  attachment 
which  brings  back  to  position.  Very  strongly 
built  and  attractive  in  appearance.    This  is  a 
great  seller.    Send  trial  order  now- 
Canadian  Buffalo  Sled  Company 


Preston 


Ontario 


Push  for  Farmer's  Trade  this  Fall 
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La5^eJll 
\Vfe^clox 


Over  Three  Million  in  Profit 


DIG  Ben  has  put  over  three  mil- 
^  hon  dollars  in  clean,  honest 
profit  into  the  tills  of  23,000 
retailers. 

Better  still,  he*s  out  to  put 
several  million  more  into  these 
same  tills. 

A  stock  is  ready  for  Cana- 
dian trade — packed  6  in  a  car- 
ton w^ith  sales  helps. 


A  mahogany  display  stand 
free  with  an  order  for  12;  names 
printed  on  dials  with  an  order 
for  24. 

With  an  order  for  48  we  fur- 
nish an  electric  flasher  which  will 
attract  attention  to  your  window. 

In  case  lots  of  24— $2.05  each.  In 
broken  lots,  $2.15  each.  Less  2% 
Retail  Price  in  Canada,  $3.00. 


Pu$h  for  Farmer's  Trade  this  Fall 
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Go  After  Xmas  Trade  by  a  Series  of  Window  Displays 

The  window  can  be  made  a  valuable  selling  agent  from  now  until 
the  end  of  the  year.    How  to  make  it  produce  the  best  results. 


AT  no  other  period  of  the  year  is  the  display  win- 
dow of  so  much  value  in  attracting  trade  to 
the  store  as  from  now  until  the  end  of  the  year. 
The  Christmas  spirit  that  arises  in  all  its  strength 
every  year,  causing  people  to  spend  more  money  and 
spend  it  freer  than  at  any  other  time,  makes  this  the 
big  harvest  season  for  the  retailer.  There  is  business 
to  get  and  it  is  the  dealer  who  goes  after  it  in  a  real 
aggressive  manner  from  now  to  the  turn  of  the  year 
who  is  going  to  carry  off  the  largest  share  of  passing 
business. 

Plan  Schedule  of  Windows 

The  amount  of  business  depends  to  a  large  extent 
on  the  attention  given  to  window  display  during  this 
time.  The  window  is  an  important  factor  in  remind- 
ing people  of  the  coming  event  and  suggesting  to 
tlit'in  that  they  get  theii-  Xmas  buying  under  way. 
By  getting  as  much  of  this  trade  as  possible  over  early, 
the  dealer  is  in  a  better  position  to  get  the  best  out 
of  the  last  couple  of  weeks  previous  to  Christmas. 

The  dealer  would  do  well  to  plan  out  a  schedule 
of  lines  that  he  deems  desirable  to  feature  each  week 
and  then  study  out  how  they  can  be  shown  to  the 
best  advantage.  Windows  should  be  changed  fre- 
quently so  as  to  present  as  wide  a  range  of  sugges- 
tions as  possible  to  the  public. 

Get  Under  Way  Early 

The  window  campaign  should  be  gotten  under  way 
■early  enough  before  Christmas  to  get  opoph'^  think- 
ing of  the  coming  event  and  to  impress  on  them  that 
you  carry  a  good  range  of  holiday  goods.  There  are 
a  few  linos,  such  as  silverware  and  cut  gliiss.  tliat  do 
not  sell  to  any  great  extent  until  the  holiday  is  close 
at  hand,  but  with  other  lines  a  good  many  sales  can 
be  induced  by  early  display,  and  at  any  rate  you  are 


giving  general  publicity  to  your  store  as  headquarters 
for  Christmas  goods.  The  dealer  should  not  pass  up  the 
advantage  that  comes  from  an  early  start  in  the  Xmas 
campaign. 

The  trimmer  should  aim  to  get  away  from  the  usual 
set  form  of  window  display  during  the  period  previous 
to  Xmas  and  arrange  something  that  will  be  outstand- 
ing and  attract  attention.  Well  before  Christmas  is 
at  hand,  the  gift-giving  spirit  should  be  injected  into 
customers,  and  this  can  best  be  done  by  settings  of  a 
Christmassy  nature.  Every  dealer  should  put  forth  an 
effort  to  have  his  Christmas  displays  surpass  those  at 
ordinary  times  of  the  year. 

Cheesecloth  can  be  used  to  good  advantage  in  win- 
dow decorations,  as  can  also  tissue,  crepe  paper,  tinsel 
and  bells.  Attention  should  be  given  to  background 
arrangement  and  plenty  of  show  cards  should  be  used. 

Plan  in  Advance 

Plan  your  windows  carefully  in  advance.  Have  a 
definite  idea  in  mind  when  you  start.  The  time  your 
window  is  closed  to  the  public  is  advertising  lost,  and 
if  time  can  be  saved  in  arranging  a  display  it  means 
a  good  deal. 

The  trimmer  who  goes  into  his  \vindow  fully  pre- 
pared, and  knowang  what  he  is  going  to  do,  can  have 
his  display  in  shape  in  a  fraction  of  the  time  required 
by  the  man  who  takes  his  goods  into  the  window  and 
then  decides  how  he  is  going  to  arrange  them. 

Link  up  the  advertising  with  the  Avindow  disjjlays. 
While  a  Avindow  display  should  be  so  striking  as  in  it- 
self be  able  to  arrest  attention,  yet  when  the  advertis- 
ing is  co-operating  its  effectiveness  is  naturally  much 
enhanced.  When  the  advertisement  draws  attention 
to  the  windoAV  display  peo])lc  will  be  on  the  alert  for 
it,  and  some  will  even  be  induced  to  go  out  of  their 
wav  in  order  to  see  it. 
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DRESSING  THE 
XMAS  WINDOW 

A  display  of  prfst-iita- 
tion  goods  made  last 
season  by  a  Western 
Canadian  hardware 
dealer,  in  vvhieh  some 
thought-out  plan  was 
followed.  A  1)  a  c  It- 
ground  of  wall  board 
was  used  in  whieh  panel 
outlines  were  made  of 
shaving  strops.  These 
panels  were  filled  with 
scissors,  table  silver- 
ware and  shaving  refjui- 
sites.  There  was  also 
a  large  circular  panel  of 
gift  goods  on  the  side 
wall.  A  shelf  in  the 
centre  background  dis- 
played out  glass,  brass- 
work  and  clocks,  and 
the  floor  of  the  window 
was  used  to  show  off  a 
miscellaneous  assort- 
ment of  cut  glass,  metal- 
work  and  silver  table 


cutlery.  Pink  paper 
roses  enhanced  the  ap- 
pearance of  the  display.  • 


VALUE   OF  PRICE 
CARDS 

This  is  a  Christmas 
window  of  an  Ontario 
hardware  firm.  A  trel- 
lis work  with  shelves 
forms  the  background, 
and  shelves  in  the  side 
wall  were  utilized  'to 
display  gift  goods.  Col- 
ored tissue  paper  was 
used  to  cover  the  floor, 
shelves  and  background 
frame.  While  probably 
less  time  was  spent  in 
dressing  this  window 
than  the  one  above,  it 
has  added  worth  in  that 
the  price  cards  give  a 
sales  value  to  the  dis- 
play. 
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Don'  t  Sacrifice  Selling  Power  in  Making  Window  Attractive 


Experienced  window  trimmer  points  out  that  while  attractiveness  should  be  aimea 
for,  selling  value  should  not  be  sacrificed  to  secure  it — General  hints  on  display 


ItY  D.  HADGKISS,  Calgary,  Alta. 


THERE  are  two  things  that  a  trimmer  should  aim 
for  in  arranging  his  windows,  one  being  a  good 
display  from  an  artistic;  jioint  of  view,  and  the 
other  a  good  display  from  a  business  getting  stand- 
point. An  artislic  displa}'  is  a  very  good  thing  in  its 
way  and  may  prove  quite  an  al traction,  but  a  window 
that  is  dressed  to  sell  the  goods  c^n  be  made  both, 
attractive  and  profitable. 

In  ray  opinion  a  store  cannot  afford  to  give  way  to 
the  artistic,  to  the  disadvantage  of  selling  value,  and 
so  I  would  advise  everyone  who  attempts  window  dress- 
ing at  all  to  keep  in  his  mind  thi.'  fact  that  the  window 
is  part  of  the  store,  and  that  the  more  goods  sold  by  the 
windoAv  display  the  better  for  the  store. 

In  the  first  place  a  window  dresser  sihonld  find  out 
what  goods  he  has  at  his  disposal,  then  he  should  form 
some  kind  of  plan  in  his  mind  that  will  guide  him  in 
his  work.  If  he  has  a  special  line  of  goods  that  art 
good  value  and  that  he  wishes  to  get  a  good  sale  for, 
ho  should  always  give  it  a  centre  |)05itiou. 

Attention  to  Packages  and  Labels 

Alwa.ys  see  to  it  that  the  goods  u'ed  in  the  display 
are  clean  and  in  good  condit  ion,  as  dirty  packages  are 
more  than  likely  to  drive  ppoph-  From  your  store  with 
the  idea  that  you  are  selling  old  stock.    Never  pile 


your  goods  too  close  to  the  glass.  Always  take  care 
that  your  labels  are  facing  the  street.  A  window  dis- 
play with  labels  turned  in  different  directions  never 
looks  attractive. 

Use  Price  Tickets 

I  have  left  what  I  consider  to  be  the  most  important 
point  in  a  windov/  display  until  last,  and  that  is:  "Al- 
ways price  your  goods."  If  your  stock  is  selling  at 
reduced  prices  mark  each  pile  with  a  ticket,  stating  the 
original  price  and,  underneath,  the  reduced  price,  but 
do  not  get  your  cards  so  large  that  they  hide  too  much 
of  your  display.  A  small,  neat  ticket  is  always  more 
e^^icient  than  a  big  one,  for  the  simple  reason  that  in- 
stead of  showing  a  big  display  of  pasteboard  you  have 
the  advantage  of  showing  nearly  all  your  goods. 


STUDY  RESULTS,  THEN  DRESS  THE  WINDOW 

When  the  windoAV  is  completed,  watch  the  effect  it 
has  on  the  public  and  see  if  it  appeals  to  the  class  of 
people  who  buy  that  particular  merchandise.  Do  some- 
thing different.  Make  every  window  tell  a  simple, 
honest,  cheerful  story  and  your  show  window  will  sell 
goods. 


Cut  QlasS' 


attrui  tive  wiiidnv  di-v        locni  r-''"^"*.  M'lvtM  wnre  and  other  siiitnblr  jrift  Kifwls.    A  Ko"''  <it'al  of  time  was  given  to 
tie  backKroiirid.  I  ho  arrnnfrointMit  »l  which  i-i  (jood,    ItolVers  siigifcstions  for  Xiiias  displayti. 
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WINDOW  DISPLAYS  OF  ELECTRIC  LAMPS 

By  C.  S.  L.  C. 

Recently  the  writer's  curiosity  was  aroused  by  the 
sight  of  a  crowd  of  perhaps  twenty-five  people  around 
a  hardware  store  window.  Upon  investigation,  the 
source  of  interest  proved  to  be  a  battleship  made  of  two 
cross-cut  saws,  wired  together  at  the  end  and  slightly 
bowed  in  the  middle.  The  funnels  were  two  dry  bat- 
teries, the  guns  were  shotgun  shells  stuck  in  little 
round  mouse  traps  in  lieu  of  turrets.  In  fact  the  entire 
boat  was  made  up  of  articles  commonly  found  in  hard- 
ware stores.  "Pretty  clever  "—"Smith  sure  is  there" 
— "I  didn't  know  that  he  carried  dry  batteries  be- 
fore"— were  a  few  of  the  remarks  made  by  the  inter- 
ested spectators.  A  good  window  always  pulls,  but 
that  battleship  window  in  this  time  of  war,  when  every- 
one is  interested  in  anything  that  looks  or  sounds  like 
war,  attracted  an  unusual  amount  of  attention. 

Another  idea  which  I  got  from  a  hardware  dealer 
was  this:  Build  two  lines  of  entrenchments  with  Mazda 
lamp  cartons,  covering  them  and  the  rest  of  the  window 
with  brown  erepe  paper.  Behind  one  line  of  entrench- 
ment have  the  Mazda  lamps  wired  to  represent  soldiers 


blades  of  the  fan  to  the  ceiling  of  the  window.  W'j 
then  took  eight  balloons,  each  one  of  which  was  half 
red  and  half  white,  and  painted  on  each  one  the  name 
of  one  of  the  foreign  countries  now  engaged  in  the 
war.  The  balloons  were  then  inflated  to  a  size  some- 
what proportional  with  each  warring  nation's  strength. 
Germany,  England,  France  and  Russia  were  larger 
than  Servia,  Austria  Hnd  Belgium,  and  when  the  fan 
was  started,  the  big  fellows  bumped  together  and  the 
little  fellows  dodged  in  and  out  in  a  very  realistic  take- 
off of  the  fighting  now  going  on." 


WINDOW'S  PLACE  IN  MERCHANDISING 

KSuccessful  merchandising  consists  chiefly  in  getting 
the  public  interest.  "Goods  well  displayed  are  half 
sold."  If  merchandise  can  be  shown  in  pictures  oq 
billboards  and  in  street  cars  and  interest  the  public, 
how  much  more  interesting  must  be  the  display  of  the 
merchandise  itself  tastefully  arranged  in  your  store 
window.  Work  your  windows  steadily  and  consist- 
ently. Make  frequent  and  noticeable  changes.  Your 
window  must  attract  attention,  draw  people  from  across 


Excellent  window  display  of  electric  flash  lamps  made  by  Hydro  Electric  Shop,  Toronto,  one  of  over  500  such  windows 
made  of  "  Kveready  "  flashlights  in  the  principal  centres  of  Canada  during  week  of  Nov.  29-Dec.  4. 


carrying  wire  guns.  The  carbons  should  occupy  the 
other  line  of  entrenchment.  Only  one  or  two  should 
be  lighted,  the  rest  should  be  dead  and  wounded. 
.The  standard-bearer  and  carbon  flag  should  be  down. 
All  the  Mazdas  should  be  alive  and  a  flag  should  be 
waving  triumphantly  over  their  line  of  entrenchment. 
A  placard  should  read,  "Mazdas  victorious,"  and  an- 
other, "Mazda  for  efficiency  and  economy." 

"Our  latest  stunt  for  selling  Mazda  lamps,"  said  a 
hardware  dealer  friend  of  mine  recently,  "is  as  follows: 
A  few  evenings  ago  we  got  some  of  the  latest  war 
bulletins  and  put  them  in  our  window  in  such  a  way 
that  the  passing  erowd  would  try  to  read  them.  We 
had  the  window  lighted  with  one  old  60-w-att  carbon 
lamp,  placed  in  such  a  way  as  to  give  as  little  efficiency 
as  possible.  Every  two  minutes  we  would  turn  on  a 
60-watt  Mazda,  which  was  equipped  with  a  good  re- 
flector, and  the  difference  could  be  seen  by  a  blind 
man.  In  the  window  we  had  a  card  stating  that  the 
new  Mazda  lamp  would  give  more  than  twice  the 
candle-power  at  the  same  cost  for  current  as  the  old 
carbon  lamp." 

"We  used  the  old  balloon  scheme,"  said  this  same 
man  to  me  the  other  day.  "We  inverted  a  12-inch 
fan  on  the  floor  of  the  window  and  cords  {rtning  in  the 
form  of  a  cone  from  the  guard  which  enclosed  tho 


the  street,  make  them  go  out  of  their  way  to  see  your 
latest  display. 

There  are  certain  lines  that  can  always  be  arranged 
to  show  to  advantage.  Many  manufacturers  are  glad 
to  supply  expensive  and  attractive  advertising  matter 
and  window  trims.  During  the  week  of  November 
29th  to  Decem.ber  4th  there  were  over  five  hundred 
window  displays  of  "Eveready"  flashlights  in  the 
principal  cities  of  the  Dominion,  and  the  accompanying 
illustration  shows  a  window  display  put  in  by  the 
Hvdro-Electric  store  at  Toronto. 


WINDOW  DISPLAYS  VS  ADVERTISING 

if  any  merchant  is  doubtful  as  to  how  much  his  show 
windows  sell  let  him  put  some  special  bargain  in  a 
window  and  a  card  with  the  price  and  the  place  in  the 
store  to  find  it.  Then  take  another  article  and  advertise 
it  in  the  newspapers.  Compare  the  results  and  it  will 
be  found  that  the  window  will  outsell  the  advertise- 
ment every  time. — Merchants'  Record  and  Show 
Window. 


It  is  easier  to  keep  people  coming  to  your  store  than 
it  is  to  induce  them  to  make  their  first  visit. 
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Make  Your  Window  Pull 
Big  Xmas  Trade 


HARDWARE  dealers  and  their  clerks  are  more  and  more  coming  to  realize 
that  the  display  window,  when  given  the  proper  amount  of  attention, 
is  a  mighty  power  in  attracting  customers  and  business  to  the  store. 
There  are  scores  of  progressive  retail  hardware  stores  from  one  end  of  Canada 
to  the  other  that  are  daily  finding  their  show  windows  attracting  customers 
into  their  store,  and  making  the  cash  register  play  a  much  livelier  tune 
than  it  otherwise  would. 

The  show  window  that  begets  business  for  the  dealer  must,  however,  be 
live  and  aggressive — must  be  given  the  necessary  attention.  It  seems  a 
mighty  funny  thing  that  many  a  merchant  who  would  descend  with  a  shower 
of  wrath  upon  the  clerk  who  would  dare  to  remain  idle  for  a  minute,  will 
allow  his  show  windows — in  some  cases  just  as  valuable  as  a  clerk — to  loaf 
on  the  job,  and  think  nothing  of  it.  It  surely  does  seem  gross  extravagance 
for  a  dealer  to  allow  money  to  slip  through  his  fingers,  as  many  of  them  do 
by  lack  of  attention  to  the  show  window. 

The  reason  for  inattention  does  not,  in  many  cases,  lie  in  the  fact  that 
they  do  not  feel  that  results  warrant  all  the  attention  given  to  their  window 
displays.  On  the  contrary,  those  dealers  who  have  given  any  appreciable 
attention  to  this  phase  of  the  business  are  loud  advocates  of  its  value.  But 
even  a  good  many  of  these  merchants,  who  claim  window  display  a  big 
business  factor,  do  not  give  the  attention  to  it  that  they  should. 

Even  some  merchants  who  declare  their  show  window  their  greatest 
asset,  are  not  reaping  the  greatest  possible  results.  It  is  true  that  they  are 
receiving  a  good  deal  of  business  through  them,  but  that  is  absolutely  no 
reason  why  they  should  not  reap  still  greater  advantages,  which  would  be 
easily  possible  by  giving  them  more  time,  changing  them  oftener  and  con- 
tinually aiming  to  make  them  turn  every  cent  possible  into  the  cash  drawer. 

Even  the  small  display  window  can  be  made  an  effective  sales  medium. 
There  are  many  small  windows  bringing  in  more  business  than  the  larger 
ones  equally  as  well  located.  The  explanation  lies  in  the  attention  given 
to  them.  The  window,  like  the  advertisement,  must  be  changed  frequently 
and  time  given  to  assure  proper  arrangement.  The  many  details  that  require 
attention  in  the  store  sometimes  makes  it  diflBcult  to  give  the  desired  atten- 
tion to  window  display,  but  it  should  not  be  neglected,  even  if  it  is  necessary 
to  secure  extra  help  to  care  for  the  various  details.  The  extra  business  will 
more  than  pay  for  any  extra  cost  for  help. 

Practical  hints  and  suggestions,  with  a  number  of  fine  illustrations  on 
how  to  make  the  window  the  most  effective  sales  medium,  are  given  in  this 
i.ssue  of  C'aiiiidiaii  Hardware  Journal.  This  special  window  trimming  depart- 
ment (with  hints  for  the  Xmas  campaign)  is  well  worth  the  consideration  of 
every  retail  hni-il wan'innii  and  dork. 
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Sales  Methods  for  Canadian  Hardware  Deal  ers 

Putting  goods  out  on  trial  —  Using  price  tickets — Some  "don'ts"  for  the  store 


A WESTERN  hardwareman,  in  a  small  city,  has 
the  reputation  of  being  willing  to  put  out  var- 
ious lines  of  goods  "on  trial."    Asked  how  he 
came  to  be  known  as  the  "trial  retailer,"  he  said: 

"A  salesman  for  one  of  the  jobbing  houses  to  w'hom 
I  was  indebted  for  a  number  of  good  ideas,  induced  me 
to  stock  a  dozen  washers  on  one  of  his  trips.  On  his 
next  visit  not  one  had  moved,  so  he  induced  me  to  put 
them  out  in  a  dozen  homes  'on  trial.'  Result,  nine 
sales  on  'first  intention.' 

"The  results  of  this  little  plan  were  so  good  that  I 
began  to  look  about  for  other  goods  in  stock  that  would 
stand  a  try-out.    Finally  T  got  the  plan  down  to  two 


How  Giirney  &  St.  Germairie,  of  Vegreville,  Alia., 
display  everyday  useful  goods,  sugcesting 
them  for  Christmas  gifts. 

general  methods^ — incidental  and  systematic  trials.  For 
instance,  a  few  days  ago  a  farmer  came  in  for  a  jack- 
knife.  I  knew  vrhalt  he  had  in  mind — a  big  'leader 
bargain'  put  out  by  a  house  we  all  know,  priced  at 
forty-odd  cents.  When  I  saw  he  wasn't  going  to  buy, 
I  took  my  knife  out  of  my  pocket  and  handed  it  to  him. 
"  'There's  a  knife,'  I  said,  'that  our  be,s.t  trade  is  glad 
to  pay  two  dollars  for.  I  can't  tell  you  all  its  good 
points,  for  I  don't  know  whether  you're  a  lover  of 
good  temper  in  a  blade,  as  I  am,  or  are  partial  to  an 
edge  that  keeps  keen.  Anyhow,  you  just  borrow  my 
knife  for  a  week  or  so,  and  the  next  time  you're  in  the 
store  just  hand  me  back  my  knife,  and  I  pledge  you 
I  '11  not  even  ask  you  to  buy. ' 

"This  little  kink  sells  a  knife  or  two  a  week — say 
fifty  sales  a  year — two  hundred  in  sales  that  would 
otherwise  not  be  made,  for  I  use  it  only  on  the  man 
who  thinks  he  won't  buy.  With  such  specialties  as 
washing  machines,  electric  fans,  fireless  cookers,  tool 
chests  for  children,  and  the  like,  I  usually  use  on(> 
article  or  set  for  loaning  purposes  and  put  it  out  on 
trial,  so  avoiding  ha^'ing  any  considerable  numOber  of 
'second  hands'  on  hand.  The  way  the  goods  stand  up 
under  trial  tests  usually  gives  me  a  strong  talking  point 
in  their  favor. 

"As  to  what  I  think  of  the  method — ^that  is  shown  by 
the  results.  I  estimate  nearly  one-eighth  of  the  total 
business  of  the  store  comes  directly  or  indirectly  from 
the  systematic  use  of  putting  the  goods  out  on  trial.'' 

WHAT  ABOUT  A  5  AND  10-CENT  COUNTER? 

Those  merchants  who  have  never  had  a  five  and 
ten-cent  counter  in  the  store  should  consider  the  ques- 


tion of  commencing  one.  I  have  talked  with  several 
merchants  who  have  conducted  them  and  considered 
them  a  good  means  of  selling  small  and  variety  goods. 
If  such  a  counter  is  prominently  situated  it  suggests 
many  little  things  to  customers,  and  as  the  price  is 
evident,  it  in  many  cases  practically  makes  sales  itself. 
The  general  merchant  is  in  a  good  position  to  conduct 
such  a  counter  because  he  has  so  many  lines  that  can 
be  priced  at  this  figure.  It  does  not  mean  a  cut-price 
counter.  Occasionally  some  low  prices  may  be  given  to 
arouse  interest,  but  regular  prices  can  be  secured  on 
the  majority  of  lines.  Its  greatest  value  lies  in  sug- 
gesting to  customers  articles  that  they  otherwise  would 
not  think  of. 


THE  USE  OF  PRICE  TICKETS 

Every  store  should  make  adequate  use  of  price 
tickets  on  the  merchandise  displayed. 

The  more  of  these  little  salesmen  in  use  in  a  store, 
the  greater  the  sales  possibilities. 

This  is  especially  true  during  a  rush  period  when  the 
clerical  force  is  busy  and  the  prospective  purchaser  has 
a  few  moments  for  investigation  prior  to  having  her 
wants  ajttended  to. 

Neat,  clean  displays  of  merchandise,  with  a  liberal 
sprinkling  of  price  cards,  has  increased  the  .sales  of 
many  a  store. 

Could  your  store  use  more  of  these  silent  and  in- 
expensive salesman  to  advantage? 


A  FEW  EFFICIENCY  DONT'S 

Hardware  dealers  can  save  needless  expense  in  run- 
ning their  stores  by  giving  attention  to  such  little 
"don'ts"  as  these : 

Don't  loan  tools.  Don't  let  your  clerks  forget  to 
charge  goods;  check  up  their  charge  slips  each  day  and 


Tissue  paper  ornaments  er  hiinrii  g  ti  e  Chri^lma^i  w  indow  disi  lay  in 
small  town  Canadian  hardware  .-tore. 

jog  their  memories.  Don't  fail  to  avail  yotirself  of  cash 
discounts  on  bills.  Don't  trim  your  windows  in  business 
hours;  that's  the  time  they  should  be  pulling  customers 
for  you.  Don't  put  up  with  cheap  help  and  poor  de- 
livery service,  or  lack  of  co-operation.  Above  all.  don't 
allow  yourself  or  your  employes  to  waste  time. 
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Pushing  the  Sale  of  Electrical  Xmas  Gifts 

In  this  article  are  contained  suggestions  which  will  aid  the 
dealer  in  making  his  sales  record  this  Xmas  a  good  one. 


STAFF  ARTICLE 


W]TH  the  Xmas  season  approaching,  the  hardware 
dealer  has  one  grand  opportunity  to  push  his 
electrical  goods,  particularly  in  the  novelty 
lines.  In  these  days,  time  saving  and  scientific  man- 
agement have  entered  into  the  home  as  well  as  into 
business  establishments,  and  the  dealer  is  offered 
chances  he  never  had  before.  The  women  in  the  home 
want  to  accomplish  their  household  duties  with  as  little 
time  and  etTort  as  i30ssible,  and  electricity  is  the  one 
thing  that  enables  them  to  do  this.  "Make  this  an 
electrical  Christmas"  should  be  the  slogan  of  every  live 
dealer. 

It  is  not  too  soon  to  start  pushing  the  sale  of  goods 
for  gifts,  and  by  making  your  suggestions  early,  you 


Make  This  An  Electrical  Xmas 


A  suggestion  foi-  an  advertisement  or  window  card. 

get  the  public  thinking  and,  also,  give  them  time  to 
consult  others  and  make  a  proper  selection.  Attractive 
window  displays  and  catchy  advertising  will  get  the 
attention  of  the  public. 

There  are  few  articles  that  make  nicer  gifts  than 
electric  toasters,  irons,  fixtures,  feet  warmers,  bed 
warmers,  thermos  bottles,  electrically-operated  mech- 
anical toys,  percolators,  chafing  dishes,  casseroles,  elec- 
tric cookers,  flashlights,  and  numerous  other  lines 
handled  in  an  electric  store. 

Some  Suitable  Suggestions  for  Women. 

Here  are  a  few  suggestions  that  are  worth  while. 

Did  any  man  ever  try  ironing  a  big  washing?  Not 
many,  and  most  of  us  know  not  the  joys  ( ?)  of  stand- 
ing, for  three  or  four  hours  at  a  stretch,  in  a  room 
heated  up  to  "boiling  point"  by  the  fire  used  to  get 
the  old  sad  irons  into  that  condition  that  makes  them 
turn  out  good  work.  An  electric  iron  would  make  a 
most  suitable  gift,  and  one  that  mother  or  married 
sister  would  appreciate  to  the  fullest  extent. 

Sweeping  is  a  .job  that  is  almost  as  pleasant  to  the 
women  folks  as  ironing  in  a  hot  kitchen  on  a  summer 
day.  A  vacuum  cleaner  would  relieve  the  housekeep- 
er of  this  labor  and,  at  the  same  time,  keep  the  house 
looking  cleaner  and  neater.  Then,  too,  with  a  vacuum 
cleaner,  there  is  not  the  wear  and  tear  on  the  carpets. 
Vacuum  cleaners  are  the  greatest  things  in  the  world 
for  taking  the  dust  out  of  heavy  cheneille  curtains. 

Other  suitable  gifts  for  mother  include  toasters,  egg 
boilers,  griddles,  percolators,  etc.  These  will  aid  her 
greatly  in  preparing  afternoon  tea  for  the  sewing  circle 
or  in  getting  up  a  hurried  lunch  at  noon. 

lV\g  sister  would  welcome  an  electric  hair  curler, 
which  may  be  attached  to  any  light  socket. 

For  father  there  is  the  "wireless"  battery  holder, 
into  which  one  screws  the  cells  into  a  socket  after  the 
same  manner  as  an  incandescent  bulb,  with  no  chance 
of  either  wrong  connections  or  deterioration  from 


dampness.  How  often  has  father  had  to  invade  the 
dustiest  part  of  the  cellar  and  evict  a  densely  popu- 
lated settlement  of  spiders,  in  order  to  ascertain  why 
the  bell  batteries  had  run  down?  Then  to  find  that 
he  had  forgotten  he  had  installed  a  new  set  and  not 
reconnected  them?  The  "wireless"  battery  would  do 
away  with  this. 

Then,  too,  for  father  and  for  big  brother  there  is 
the  electric  smoking  set.  When  he  goes  for  a  match, 
he  finds  that  someone  else  has  been  there  before  him 
and,  if  there  are  any  matches  there  at  all,  they  are 
almost  sure  to  be  burnt  ones.  The  modern  set,  with 
electric  pipe  and  cigar  lighter,  is  appreciated  much 
more,  because  it  seldom  requires  renewing  and  is  of 
no  use  to  anyone  but  the  smoker  himself.  It  can  be 
fastened  with  a  clip  to  a  table  or  to  the  arm  of  the 
chair  where  father  usually  sits,  and  there  is  no  neces- 
sity of  jumping  up  to  get  a  match  when  the  pipe  goes 
out. 

For  Little  Brother. 

In  the  dear  old  days  we  used  to  light  the  candles  on 
little  Willie's  tree.  Nowadays  a  few  miniature  incan- 
descent lights  attached  to  a  dry  battery  or  connected 
with  the  electrolier  furnish  more  illumination  and  less 
foreboding  as  to  results. 

And  since  little  Willie  has  the  batteries  it  seems  real 
economy  to  the  parents  to  include  among  his  gifts  such 


A  Xmas  Gift 
Suggestion  : 


AN  ELECTRIC 
Vacuum  Cleaner 
lightens  labor  and  pro- 
longs the  life  of  your 
carpets. 


Some  material  which  might  be  embodied  in  a  window  card. 

toys  as  motors,  model  machine  shops  and  miniature 
railways,  which  will  take  of  the  surplus  "juice"  re- 
maining after  the  tree  has  faded  into  the  past. 

For  the  Whole  Family. 

For  the  general  use  of  the  whole  family,  the  electrical 
dealer  handles  many  lines  that  make  acceptable  and 
useful  gifts.  It  is  the  most  natural  thing  in  the  world 
to  wake  up  in  the  middle  of  the  night  and  wonder  just 
how  late  it  is,  without  being  quite  energetic  enough  to 
jump  out  of  bod  to  consult  the  clock  that  is  ticking 
away  on  the  dresser.  The  little  timepiece,  with  a  tiny 
electric  bulb  throwing  light  on  its  face  when  a  button 
is  pressed,  grants  the  desire  of  the  lazy  one. 

A  hot  water  bag  is  a  mighty  convenient  thing,  when 
hot  water  also  happens  to  be  convenient,  but  nine  times 
out  of  ten  this  interesting  article  is  requisitioned  just 
after  the  hot  water  supply  has  cooled  down  for  the 
night,  and  someone  has  the  lovely  task  of  putting  the 
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kettle  on  to  boil.  This  is  where  the  electric  heating  pad 
coraes  to  the  front  with  only  the  simple  preliminary  of 
turning  the  switch  required. 

It  is  safe  to  say  that  matches  are  responsible  for  more 
burned  homes  than  any  other  one  cause.  The  glowing 
stem  of  the  carelessly  discarded  match,  the  hasty  search 
in  a  garment-hung  closet  by  matchlight  and  the  subse- 
quent in()uiry  as  to  "What's  that  burning?"  are  close- 
ly connected. 

This  is  why  the  electric  torch  of  all  shapes  and  sizes 
has  made  such  a  hit  as  a  Christmas  gift.  One  of  these 
devices,  small  enough  for  the  vest  pocket  or  the  vanity 


Electricity  Saves  ^^""^J^ 
Time  and  Labor 


Dish 


es 


Come  inside  and  see  our  demonstra- 
tions of  electric       :        :        :  : 


Percolators 

Toasters 
and  Griddles 


A  w  iinlow  card  which  attracts  attention  to  sviitalilc  Kifl"-- 

bag,  will  light  a  bad  bit  of  road,  the  largest  closet  or 
the  cellar  stairs,  while  the  hand-lantern,  which  ranges 
in  elaborateness  from  the  simple  handle  and  bulb, 
which  may  be  fastened  to  any  dry  cell,  to  the  nickel- 
plated  affair  with  bull'seye  lens,  has  the  old  tin  kero- 
sene consumer  beaten  for  presence  of  illumination  and 
absence  of  odoriferousness.  Equipped  with  a  ruby 
light,  these  same  electric  lanterns  allow  the  amateur 
photographer  to  develop  his  negatives  in  comfort. 

No  matter  how  simple  or  elaborate  the  home,  there  is 
always  place  in  it  for  additional  lights,  and  to-day, 
with  so  many  houses  wired  for  current,  the  electric 
lamp  is  the  logical  gift  for  the  whole  family.  A  hang- 
ing lamp  for  the  dining  room,  drop  table  lamps,  for 
living  room,  reading  lamps  for  the  library,  while  for 
the  bedroom  the  affairs  which  clamp  to  the  bed  head 
and  send  down  a  glow  are  just  the  thing  for  those  who 
indulge  in  the  pernicious  but  pleasant  habit  of  reading 
in  bed.  , 

It  does  not  matter  much  who  the  prospective  recipi- 
ent of  a  Christmas  gift  may  be,  or  what  his  or  her  con- 
dition or  age,  there  is  something  electrical  which  will 
not  only  please  for  the  moment,  but  be  of  real  and  last- 
ing service  which  may  be  chosen. 


NOVEL  WINDOW  DISPLAYS  ATTRACT  CROWDS 

That  you  must  have  effective  window  displays  in 
order  to  draw  the  attention  of  the  ger.eral  public  to 
your  store  is  the  creed  of  A.  E.  Parker,  Toronto. 
Mr.  Parker  goes  further  and  believes  that  to  make 
the  displays  "pull"  even  more,  something  novel  and 
out-of-the-ordinary  should  be  added. 

"Particularly  at  this  time,"  said  Mr.  Parker,  ''when 
business  is  depressed,  you  have  to  be  on  the  jump  ant! 
keep  just  a  little  ahead  of  the  other  fellow.  To  my 
mind,  in  a  window  display  you  want  souiething  out  of 
the  ordinary  run  of  your  line.  T  never  stick  to  the 
old-fashioned  method  of  one  week  putting  in  a  window 
display  of  globes,  fixtures  and  parts  the  next,  and  back 
to  the  globes  on  the  third.  If  T  have  a  specialty  T  show 
it.  People  have  the  habit  of  expeding  to  see  a  certain 
line  in  a  certain  store,  and  unless  they  have  their  minds 
set  to  buy  something  in  that  particular  line,  nine  times 


out  of  ten  they  will  pass  that  sto'-c  wi'h  but  a  casual 
glance  at  the  window. 

Novel  Window  Displays  Draw  the  Crowd'? 

"Put  in  something  novel,  though,  and  you  arrest  their 
attention  at  once.  Keep  up  this  policy  ?nd  you'll  have 
them  stop  every  time  and  say,  'Well,  T  wonder  what 
Jones  is  showing  now.'  and  come  up  and  look  at  jour 
display.  You  can  even  mix  in  with  your  display  some- 
thing entirely  foreign  to  your  line,  an.l  you'll  gfl  the 
crowd  perhaps  even  better." 

Fixtures  Reduced  Every  Half-Hour 

Following  out  his  beliefs,  on  a  -ecent  Saturday  Mr. 
Parker  included  in  a  mixed  display  three  quite  large 
fixtures.  These  were  suspended  fi'om  the  ceiling  of  the 
window  and  streamers  of  white  ribbon  ran  from  them 
to  a  card  bearing  the  words:  "These  fixtures  are 
marked  at  regular  retail  price,  and  starting  at  7  o'clock 
the  price  will  be  reduced  50  cents  every  half  hour  until 
sold." 

Promptly  at  V  o'clock  the  "sale"  bugan,  and  every 
half-hour  new  ticke's  were  put  in,  stat-ng:  "This  fix- 
ture now  $ — ." 

Reduced  Figures  no  iTiducement 

The  reduction  in  prices  kept  up  until  o'clock,  and, 
although  by  that  time  the  price  on  each  fixture  was 
reduced  by  $2,  not  one  of  the  three  was  sold.  Tu  com- 
menting on  this,  Mr.  Parker  states  that  this  proved  that 
the  people  did  not  want  these  particular  fixtures  at 
any  price,  but  a  great  manj  people  stopped  to  look  at 
the  whole  display,  and  future  business  is  sure  to  result. 

Prizes  Under  Glass  Globes 

Another  "stunt"  put  on  by  Mr.  Parker  was  to  put 
in  a  window  display  of  about  200  glass  globes,  at  all 
prices.  Under  each  globe  was  placed  a  card,  all  of 
which,  but  four,  were  blank.  A  window  card  adver- 
tised this  fact  and  made  it  known  that  to  anyone  who 
purchased  a  globe  covering  a  card  bearing  any  one  of 
these  four  numbers,  a  prize  would  be  given. 

The  prizes  selected  by  Mr.  Parlcor  wf>re  odd  articles 
that  had  been  in  the  store  for  some  littlo  time,  such  as 
a  brass  spirit  lamp,  portable  reading  lamp,  etc.  The 
total  value  of  the  t'our  would  be  in  the  neighborhood 
of  $30. 

The  result  of  this  experiment  was  that  aboii*  75 
globes  were  sold.  Out  of  this  75  only  two  of  the  "lucky 
numbers"  were  taken,  and  much  advertising  was 
gained. 

Special  Windows  for  Holidays,  etc. 

Mr.  Parker  always  makes  the  advent  of  a  holiday  or 
an  historical  date  the  occasion  for  a  special  window 
display.  For  instance,  on  Hallowe'en  of  last  year  hr- 
had  the  sides  of  his  window  trimmed  with  orange  and 
black  crepe  tissue  paper,  fixture  shades  were  made  of 
the  same  material,  and  Jack-o-lanterns,  black  cats  and 
goblins  were  interspersed  in  the  display. 

Such  methods  as  these  show  the  public  tha*  the 
dealer  is  "up  to  snuff,"  and  gives  them  confidence  to 
think  that  they  always  are  sure  of  gerting  onl}-  the 
newest  and  most  up-to-date  lines. 


Don't  neglect  to  continually  practise  suggestive 
salesmanship.  The  power  of  suggestion  in  inducing 
sales  is  so  great  that  it  is  a  most  important  factor  in 
business. 
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The  Basis  The    better    conditions  which 

of  Happiness  characterize    the   trade   of  the 

in  Business.  country  naturally  tend  to  make 

the  Christmas  holiday  season  all 
the  happier  and  the  outlook  for  the  New  Year  all  the 
more  auspicious. 

But,  after  all,  it  is  not  the  volume  of  business  that 
a  merchant  is  doing  or  the  measure  of  the  profits  he 
is  earning  which  determines  his  happiness  during  the 
Christmas  holiday,  or  any  other  season  for  that  matter. 
Were  it  so  all  men  who  were  doing  big  business  and 
making  large  profits  would  be  happy. 

But,  as  everyone  who  has  given  thought  to  the 
matter  knows,  there  are  a  great  many  men  successful 
financially  who  are  anything  but  happy.  One  of  To- 
ronto's worthiest  merchants,  who  died  a  few  years  ago, 
was  haunted  up  to  the  end  of  his  days  with  the  fear 
that  he  would  die  poor.  And  because  of  this  fear  he 
was  never  known  to  pay  a  decent  salary  to  his  em- 
ployes. He  kept  every  cent  he  could  for  himself,  and 
even  then  he  was  miserable. 

Tt  is  evident,  therefore,  that  happiness  does  not  come 
by  the  money  route. 

Success  naturally  creates  an  atmosphere  favorable 
to  the  cultivation  of  happiness.  But  that  which  in  the 
final  analysis  is  the  determining  factor  is  the  condition 
of  the  mind,  not  the  condition  of  the  pocket-book. 

He  who  is  serene  and  calm  and  concentrates  his  mind 
on  the  better  and  more  unselfish  things  of  life  and 
counts  his  blessings  rather  than  his  difficulties  will 
spend  a  merry  Christmas  and  a  happy  New  Year,  even 
if  business  is  below  par. 

But  it  is  to  be  hoped  that,  plus  a  favorable  condition 
of  mind,  every  furniture  dealer  in  Canada  will  enjoy, 
not  only  during  the  Christmas  holiday  season,  but 
during  1916,  a  latge  measure  of  business  prosperity. 

That  this  may  be  so  is  the  Canadian  Hardware  Jour- 
nal's wish. 

The  better  the  preparation  the  better  will  be 
the  results  obtained  from  the  Christmas  trade. 

A  Valuable  Partner  This  issiK.  of  Canadian  Hardware 
For  Your  Xmas  Journal  should  prove  a  valu- 
Campaign.  able  partner  for  the   reader  in 

his  bid  for  Christmas  trade.  It 
appears  at  a  particularly  appropriate  time — just  when 
the  dealer  is  about  to  fire  the  final  gun  in  his  Xmas 
campaign,  and  with  the  goodly  supply  of  business-get- 
ting ammunition  that  it  carries,  in  the  shape  of  prac- 
tical hints  and  suggestions,  it  should  prove  a  valuable 
aid  in  the  year-end  drive  for  trade. 

Aggressiveness  should  be  displayed  all  along  the 
line  and  in  all  branches  of  selling  effort  in  the  cam- 
paign that  is  now  on,  and  tho  aim  of  this  issue 
is  to  assist  the  dealer  in  this  regard.  The  editors  have 
put  forth  much  thought  and  energy  in  order  to  turn 
out  an  issue  of  real  practical  value.   Readers  are  urged 


to  carefully  study  its  contents  and  with  it  as  a  partner 
and  their  own  enthusiasm  and  effort  behind  the  busi- 
ness machine,  a  good  trade  from  now  until  the  turn  of 
the  year  should  be  possible. 

It  is  the  store  that  possesses  the  Christmas 
atmosphere  that  gets  the  Christmas  trade. 

Value  of  a  Did  yow  ever  stop  to  consider 

Gfood  Front.  how  important  a  factor  the  front 

cover  is  in  inducing  a  person  to 
purchase  a  magazine?  The  name  counts  for  oonisider- 
able  of  course,  but  if  there  are  two  or  three  that  you 
are  pretty  well  acquainted  with,  the  one  vpifh  the  most 
attractive  front  cover  is  the  one  you  will  'buy. 

The  dealer  should  rem^emiber  that  his  sitore  to  the 
average  passerby  is  much  akin  to  a  m'agazine.  All 
ne  sees  from  the  outside  is  the  front  cover — your  sihow 
wnndow.  There  are  a  good  many  people  v^^ho  see  only 
the  front  of  the  store — that  is  all  they  take  into  con- 
sideration in  deciding  which  store  they  shall  de.al  at. 

Thus  the  importanee  of  keeping  the  store  front  in 
proper  tn'ra.  It  is  taken  by  the  average  person  as  a 
reflection  of  wh'at  can  be  expected  inside,  and  to  make 
a  good  impre'ssi'OTi  on  the  purchasing  public  it  s'hould 
be  made  to  appeal  to  the  eye  and  attract  attention. 
It  can  be  made  a  valluaTble  publicity  agent  if  given  the 
attention  it  deserves. 

Self-satisfaction  is  a  synoji^ym  for  disintegration. 

Bookkeeping  in  Bookkeeping  in  retail  stores  came 
Retail  Stores.  in  for  some  consideration  at  the 

recent  meeting  of  the  national 
council  of  the  Credit  Men's  Association,  held  in  Win-, 
nipeg.  As  the  subject  is  -one  in  Avhich  the  association  is 
specifically  interested  it  is  natural  it  should  have  given 
some  time  to  its  consideration. 

The  keener  business  becomes  the  greater  is  the  neces- 
sitj'-  for  employing  the  best  methods  of  conducting  it. 

There  was  a  time  when  in  the  majority  of  retail  stores 
a  system  of  bookkeeping  which  merely  provided  a 
record  of  the  goods  which  had  been  sold  on  credit  was 
deemed  sufficient.  That  day  has  long  since  passed. 
To-day  the  average  retailer  finds  it  necessary  that  his 
own  financial  standing,  as  well  as  a  record  of  money 
due  him. 

Because  in  certain  instances  this  knowledge  has  been 
lacking  many  a  retailer  has  found,  when  too  late,  that 
instead  of  his  business  being  on  the  highway  to  .success 
it  was  on  the  down  grade  to  failure.  On  the  other  hand, 
many  a  business  man  has  been  prevented  from  drifting 
over  the  precipice  by  the  timely  inauguration  of  an 
efficient  system  of  bookkeeping. 

One  tiling  is  certain,  unless  a  merchant  lias  an  effi- 
cient system  of  bookkeeping  he  cannot  ascertain  the 
cost  of  doing  business.   And  he  who  is  ignorant  in  this 
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respect  is  doing  busine^^s  by  guesswork,  which  is  about 
as  dangerous  as  navic;ating  by  instinct. 

The  efforts  which  retail  associations  and  such  organ- 
izations as  that  of  the  Canadian  C'ri'dit  ]Men's  Associa- 
tion are  putting  forth  to  educate  business  rnon  in  regard 
to  the  importance  of  efficient  bookkeeping  are  to  be 
commended.  In  their  import  they  are  of  national  as 
well  as  of  individual  benefit. 

Have  you  vet  begun  to  set  your  thoughts  upon 
ways  and  means  of  getting  the  best  results 
from  the  Christmas  holiday  trade? 

Look  at  Your  At  a  convention  of  retailers  not 

Store  Through  long  ago  a  dealer  stated  that  he 

Customer's  Eyes.       makes  it  a  policy  to  fretpiently 
put  on  his  hat,  walk  around  the 
block  and  enter  his  own  store  and  try  to  see  it  as  a 
casual  customer  would. 

He  says  that  in  this  way  he  discovers  many  weak- 
nesses in  the  appearance  of  his  store  and  in  his  store 
service. 

The  idea  is  a  good  one,  for  the  big  trouble  with  many 
retailers  is  that  they  fail  to  look  at  many  of  their  store 
problems  from  the  standpoint  of  their  customers.  It 
is  quite  true  that  a  dealer  is  so  much  in  his  own  store 
that  he  becomes  unable  to  detect  weaknesses  that  de- 
velop, but  which  are  quite  apparent  to  the  casual 
observer.  Constant  contact  with  the  store  blinds  him 
to  its  shortcomings. 

The  big  fault  with  many  retailers,  however,  is  that 
they  make  no  effort  to  discover  any  weaknesses  that 
exist.  They  are  inclined  to  go  around  with  their  eyes 
closed  to  their  own  faults.  It  is  good  business  to  break 
away  from  such  an  attitude,  however,  and  try  to  take 
p  look  at  things  from  the  customer's  perspective.  To 
most  dealers  it  would  mean  a  great  improvement  in 
the  appearance  and  other  business-getting  factors  in 
connection  with  the  store. 

Get  in  the  habit  of  looking  at  your  store  through  the 
^yes  of  your  customers. 

He  is  a  wise  dealer  who  does  not  let  Santa 
Claus  catch  him  napping  when  the  Christmas 
holiday  trade  begins. 

Good  Equipment  Good  equipment  costs  money. 
Proves  Profitable  How  many  dealers  put  up  their 
Investment.  hands   in    horror   at   the  very 

thought  of  the  fact,  especially 
those  apostles  of  false  economy  who  will  not  spend  a 
cent  even  for  their  own  benefit  unless  it  is  fairly  pried 
away  from  them. 

As  a  traveler  said  to  me  not  long  ago:  "Tt  is  a  darn 
good  thing  that  there  are  some  real  aggressive  men  on 
the  road  who  are  not  easily  turned  down,  and  who 
keep  after  some  of  these  close-fisted  merchants  until 
they  sell  them  what  the  merchant's  good  sense  should 
show  him  he  should  have.  If  it  wasn 't  for  some  of  these 
aggressive  salesmien  fairly  forcing  needed  articles  on 
some  merchants,  many  retailers  would  not  make  the 
money  that  they  do." 

There  is  a  good  deal  of  truth  in  this  statement.  There 
are  a  good  many  merchants  who  are  altogether  too 
ready  to  say  "no"  at  the  first  suggestion  that  they 
should  expend  any  money  on  equipment,  without  con- 
sidering the  advantage  that  it  would  be  to  their  busi- 
ness, and  w^hether  it  would  not  really  prove  a  profit- 
able investment. 

I  say  "investment"  advisedly,  because  money  in- 


vested in  good  fixtures  and  equipment  will  generally 
be  found  an  investment,  and  not  an  expen.%e  in  the  real 
sense  of  the  word. 

SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Try  a  little  advertising  as  a  business  tonic. 

*  •  • 

Make  your  store  the  best  store  in  your  town. 

*  •  • 

Go  after  Xmas  trade  by  a  series  of  window  displays. 

*  *  • 

Back  up  your  advertising  by  window  display  of  the 
goods  featured. 

*  •  • 

The  man  who  wants  repeat  business  must  give  quality 
in  both  goods  and  service. 

*  •  • 

"System  first"  is  the  "safety  first"  sign  for  the 
dealer  who  coiirts  success. 

*  *  • 

Avoid  arguments  if  possible  and  especially  avoid 
them  if  impossible. 

*  *  • 

The  dealer  who  pi;ts  the  "win"  in  his  show  window 
is  the  one  who  makes  his  displays  attractive. 

«    «  • 

Many  a  dealer  who  would  get  rid  of  a  clerk  who 
loafs,  makes  no  effort  to  get  rid  of  goods  that  loaf. 

*  •  • 

The  man  who  is  all  the  time  trying  to  get  the  best  of 
some  other  fellow  cannot  succeed  in  getting  the  best 
out  of  his  own  efforts. 

*  •  * 

The  dealer  who  runs  a  credit  business  needs  to  exer- 
cise care  in  the  extension  of  credit  these  days,  and  also 
keep  speeding  up  collections.  Do  not  allow  the  slow- 
pays  to  lag.  Wholesalers  are  expecting  payments  as 
usual. 

*  •  • 

"What  is  the  percentage  of  the  rent  you  pay  in  respect 
to  the  business  you  do?  In  an  investigation  conducted 
in  the  United  States  the  average  was  found  to  be  4.02 
per  cent.    How  does  that  compare  with  yours? 

I  Passing  Thoughts  on  Business  |: 

I  Bj,  W.  L.  E.  |: 

8  Perseverance  is  a  good  thing  as  long  as  one  per-  g: 
8     severes  in  the  right  directioti.  S 

§  To  the  wide-awake  retailer  there  is  no  period  in  g 
8     the  year  when  to  cultivate  business  is  unseasonable.  § 

8  The  clerk  who  attains  success  in  life  is  he  who  is  o 
S     zealous  for  the  success  of  his  employer's  business.  g 

8  Advertising  that  is  not  backed  up  by  good  service  ? 
8  in  the  store,  like  a  battleship  with  an  ineffective  a 
8     crew,  loses  much  of  its  effectiveness.  O; 

8  Those  who  practise  putting  off  till  to-morro^x<  that  g: 
8  which  should  be  done  to-day  have  a  weak  spot  in  S 
8     their  will  power.  s: 
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Discrediting  Canadian  -  Made 

Goods 

By  W.  L.  EDMONDS 


IN  times  like  these,  when  it  is  more  important 
than  at  any  time  in  the  history  of  the  Do- 
minion that  the  consumption  of  home-made 
goods  should  be  stimulated  to  the  fullest  pos- 
sible extent,  it  naturally  follows  that  when 
hardware  dealers,  both  wholesale  and  retail, 
are  advertising,  they  should  bring  the  pro- 
ducts of  Canadian,  and  not  of  foreign,  fac- 
tories to  the  front. 

That  this  is  not  always  done  needs  no  illus- 
tration to  prove. 

Time  and  again  one  comes  across  advertise- 
ments in  which  an  imported  article  is  declared 
to  be  superior  to  the  Canadian-made  article. 

In  some  instances  the  imported  article  ma"y 
be  superior  to  the  product  of  the  home  factory. 
But  why,  particularly  in  times  like  these,  make 
such  invidious  comparisons?  At  any  rate,  it 
is  more  often  \intrue  than  true.  As  a  rule 
Canadian-made  goods  compare  favorably  with 
the  imported  article.  And  while  in  some  in- 
stances they  may  not.  there  are  others  in  which 
they  are  even  superior. 

The  critic  who  goes  around  with  a  magni- 
fying glass  looking  for  defects,  either  in  mer- 
chandise or  in  men'  does  not  usually  search  in 
vain.  In  this  mundane  sphere  we  can  usually 
find  that  which  we  are  seeking. 

In  ethics  we  are  taught  to  look  for  the  quali- 
ties of  merit  which  men  possess  rather  than  for 
the  defects  that  may  characterize  them.  The 
inculcation  of  a  little  of  this  principle  in  our 
attitude  of  mind  towards  Canadian-made  goods 
would  be  anything  but  inadvisable. 

By  giving  prominence  to  Canadian-made,  in- 
stead of  foreign-made,  goods,  it  is  not  only  the 
interests  of  the  manufacturers  immediately  con- 
cerned that  are  involved.  Large  and  all  as 
these  are,  they  are  what  may  be  termed  local. 
There  is  an  interest  still  larger  involved.  And 
that  interest  is  universal,  because  it  involves 
the  country  as  a  whole. 

To  discredit  Canadian-made  gootls,  which  i.^ 
what,  by  implication  at  least,  is  being  done 
when  the  emphasis  as  to  quality  is  being  laid 
upon  imported  merchandise,  is  neither  wise 
from  a  business,  nor  patriotic  from  a  national, 
standpoint. 

The  dollar  that  is  spent  on  the  purchase  of 
merchandise   is   certainly   mori'   ])ciirfii'i;il  to 


the  country  as  a  whole  when  it  is  home-made, 
and  not  foreign-made,  goods  that  are  entailed. 

Aside  altogether  from  the  benefit  that  may 
accrue  to  the  home  manufacturer  in  the  Avay 
of  profit,  is  the  still  larger  benefit  that  falls 
to  the  Canadian  workman,  for  in  the  cost  of 
producing  most  articles  of  merchandise,  it  is 
to  labor  that  the  larger  part  of  the  dollar 
goes. 

That  being  so,  one  does  not  need  to  search 
far  before  discovering  that  what  benefits  the 
workman  must  in  the  final  analysis  benefit  the 
retail  storekeeper.  It  also  follows  that  that 
which  benefits  the  retailer  benefits  the  whole- 
saler. 

The  workman,  the  retailer,  the  wholesaler 
and  the  manufacturer  are  all  linked  together 
in  the  chain  which  holds  the  trade  and  com- 
merce of  the  country  together  in  one  economic 
whole.  Should  any  one  of  these  links  be  Aveak 
the  strength  of  the  chain  as  a  whole  is  to  that 
extent  effected. 

It  is  therefore  from  a  purely  economic  stand- 
point, leaving  patriotism  altogether  out  of  the 
calculation,  in  the  interest  of  both  wholesaler 
and  retailer  to  give  Canadian-made  goods  the 
pre-eminence  in  their  advertising. 

The  advertisement  is  to-day  the  most  potent 
force  in  business.  How  great  its  force  is  no 
one  can  determine.  But  that  it  is  great  its 
wide  ramifications  amply  prove.  "Where  there 
are  no  stores  and  homes  the  advertisement  is 
almost  as  widely  diffused  as  the  sunshine.  Both 
its  influence  and  its  responsibility  are  therefore 
great. 

Every  advertisement  which  gives  pre-emin- 
ence to  imported  goods  has  a  two-fold  effect 
In  the  first  place  it  magnifies  the  foreign  article 
at  the  expense  of  the  domestic-made.  That 
in  itself  is  bad  enough.  But  it  does  not  end 
there,  for  its  psychological  effect,  in  the  second 
place,  is  to  create  an  impression  in  the  minds 
of  the  public  antagonistic  to  Canadian  goods 
of  all  descriptions  as  well  as  in  regard  to  that 
specifically  named  in  the  advertisement.  Pos- 
sibly advertisers  do  not  always  realize  this. 
But  in  these  times  of  stress  and  strain  our 
eyes  are  being  opened  to  a  great  many  things 
to  wliicli  we  were  ffirnn'i'ly  blind. 
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Making  a  Good  Customer  of  the  Farmer 

Experience  of  hardware  clerk,  and  how  he  cultivated  the  trade — 
Methods  used  to  draw  farm  customers — Selling  water  pumps 

By  H.  O,  LARIMKU 


WHEN  a  clerk,  my  employers  thought  the  trade 
to  go  after  was  that  of  the  young  fellow  about 
the  town,  that  they  were  the  spenders  and 
bought  whether  they  needed  it  or  not,  that  the  farmer 
would  only  purchase  when  dire  necessity  forced  him 
to  do  so,  and  along  this  line  efforts  to  get  business 
were  made. 

When  I  became  a  member  of  the  firm,  this  appealed 
to  me — that  any  large  business  must  have  the  farmer's 
trade ;  that  we  must  have  a  different  system  of  buying 
and  advertising.  I  had  one  idea — to  tell  people  what 
I  had  for  sale  and  the  price  I  asked  for  it.  To  tell 
everybody,  and  keep  on  telling  them.  It  should  be 
courteous,  lucid,  and  concise.  Everyone  answering 
must  find  in  my  store  the  article  advertised,  and  if  pos- 
sible better  quality  than  expected. 

I  Begin  to  Advertise 

I  made  it  a  point  to  connect  up  with  the  manufac- 
turers of  the  leading  best-known  makes  of  merchandise. 
Then  I  opened  up  the  campaign  of  advertising,  using 
a  large  space  in  the  local  papers  and  in  the  small  town 
papers  around.  I  had  circulars  printed  from  the  ad- 
vertising, using  fair  grade  of  book  paper  instead  of 
news  stock.  This  made  a  cleaner-looking  sheet,  and 
I  had  them  placed  in  each  home  in  my  own  town  and 
in  the  homes  of  the  smaller  villages  in  the  country.  I 
also  placed  them  in  the  farmers'  wagons  and  buggies. 
I  put  up  fence  signs,  used  the  mails,  sent  out  personal 
letters,  divided  my  mailing  lists  into  a  list  for  young 
men,  one  for  older  men,  one  for  slim  men,  one  for  fat 
men,  and  one  for  families  having  boys.  I  sent  advertis- 
ing to  appeal  to  each  class.  I  never  used  a  premium 
scheme  of  any  kind. 

Trade  Comes 

The  people  began  to  talk.  Business  began  coming. 
The  people,  however,  were  suspicious.  Tbey  were  re- 
luctant in  admitting  they  had  called  because  they  had 
received  our  advertising,  but  new  faces  each  day  con- 
vinced me  that  something  was  arousing  their  curiosity. 

Many  of  them  said  they  never  read  my  ads.,  and 
wouldn't  believe  any  ad.  they  ever  saw.  They  had  bit 
once  or  twice  in  years  past,  but  were  swindled,  and 
had  no  faith  in  advertising.  Customers  told  me  the 
best  ad.  I  could  have  was  to  sell  the  best  grade  of 
goods  and  give  the  greatest  values.  I  told  them  we 
agreed,  and  that  was  .just  the  reason  I  was  telling 
everybody  I  had  the  largest  assortment  for  their  selec- 
tion and  the  best  values  to  be  found.  That  the  other 
merchants  didn't  advertise  very  much  because  they 
didn't  have  very  much  to  boast  about.  That  I  had  the 
goods  as  advertised. 

My  Best  Advertisement 

The  best  paying,  pulling  advertising  I  did  was  to 
have  the  ads.  I  used  in  the  local  papers  run  off  on  good 
paper  and  mailed  direct  to  the  people.  This  was  also 
supplemented  by  personal  letters,  well  folloAved  up. 
This  proved  expensive,  but  I  figured  that  this  was  about 
all  I  had  to  charge  from  the  profits  of  this  extra  trade 


we  were  getting.  I  soon  established  a  close  relation 
with  those  people  that  has  grown  into  a  business  that 
has  attracted  the  attention  of  the  leading  manufacttir- 
ers  in  America. 

What  the  Farmer  Wants 

The  farmer  wants  high-grade  goods.  We  sell  them 
.just  as  good  quality,  only  for  a  less  price  than  the  big 
city  stores  catering  to  an  exclusive  trade. 

He  is  deeply  interested  in  knowing  who  makes  the 
wares  he  buys.  When  once  he  finds  in  them  true  merit, 
he  is  loyal,  and  it  is  hard  to  switch  him  to  another 
brand. 

It  has  been  a  serious  mistake  that  many  manufac- 
turers have  made  in  advertising  only  their  cheaper 
goods  to  the  farmers. 

If  the  manufacturer  who  sells  his  product  through 
the  retailer  had  advertised  to  the  farmer,  many  of 
them  would  never  have  formed  the  habit  of  ordering 
from  a  mail  order  house. 


OPPORTUNITY  IN  WATER  PUMPS 

The  (iut'.9tion  of  sufficient  and  sati.sfactory  water 
STipply  is  one  of  vast  intere^st  and  universal  importance, 
yet  many  hardware  dealers  have  failed  to  comprehend 
this  fact  and  are  consequently  losing  a  great  oppor- 
tunity to  increase  their  business  and  profits,  for  there 
are  large  profits  in  the  sale  of  pumps. 

While  the  purpose  of  this  article  is  to  direct  the 
dealer's  attention  to  conditions  existing  that  require 
more  and  better  pumps,  and  the  opportiinities  open 
to  him  for  iniereasdmg  his  sales  on  this  line  of  goods,  it 
is  not  ont  of  place  to  say  that  nothing  the  dealer  can 
handle  is  worth  to  him  100  cents  on  the  dollar  year  in 
and  year  out  more  than  pumps.  They  are  not  some- 
thing for  which  you  have  to  create  a  demand.  There 
are  many  actual  needs  for  them  on  all  sides,  ever\-  day 
of  the  year,  and  they  really  sell  themselves.  The  cost 
of  handling  is  slight  and  the  investment  small  in  com- 
parison with,  the  returns.  A  progressive  up-to-date 
hardware  dealer  in  the  West,  who  kept  a  complete 
record  of  his  business,  showed  that  his  pump  business 
gave  a  profit  of  more  than  22  per  cent,  over  and  above 
the  cost  of  doing  business,  in  which  was  included  every 
item  of  cost  and  overhead  expense. 

Thousands  of  homes  in  the  country,  villages  and  sub- 
urban districts  have  been  equipped  with  private  water 
systems  which  give  the  same  advantages  and  conven- 
iences found  in  city  houses  that  are  supplied  by  public 
water  systems,  but,  for  these  comparatively  few  homes 
so  equipped,  there  are  many  times  their  num'ber  that 
are  not. 


NEW  AMERICAN  CONCERNS  IN  CANADA 

The  American  Well  Works  Co.,  of  Aurora,  TIL,  in- 
tend establishing  a  Canadian  branch  at  Chatham,  Ont. 

Tlie  Xewell  ^Ifg.  Co.,  Ogdensburg.  X.Y.,  makers  of 
brass  curtain  rods,  etc.,  intend  locating  a  branch  plant 
at  Prescott,  Ont. 
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Make  Your  Advertising  Bring  Maximum  Results 


Many  dealers  do  not  gel  the  best  possible  results  either  from 
lack,  of  proper  copy  or  neglect  to  change  their  ads  often  enough 


By  THE  SCRIBE 


SOME  dealers  seem  to  think  that  paying  money  to 
the  printer  for  space  is  advertising.  At  least, 
that  is  the  opinion  that  one  would  get  from  watch- 
ing the  kind  of  advertising  that  some  dealers  do.  The 
writer  looks  regularly  over  a  large  number  of  news- 
papers from  various  parts  of  Canada  and  he  is  struck 
by  the  fact — and  frequently  disgusted  too — that  many 
dealers  allow  the  same  ad.  to  run  in  their  advertising 
space  for  such  a  long  period  that  it  cannot  be  expected 
to  produce  results. 

Neglect  to  Change  Ads.  Often  Enough 

I  have  in  mind  the  advertising  of  a  dealer  in  an  On- 
tario town  that  is  only  changed  about  twice  a  year. 
It  is  very  good  advertising  as  a  rule,  too,  but  it  is  left 
week  after  week  until  it  becomes  unseasonable  and 
must  have  little  or  no  publicity  value,  except  it  be  to 


advertise  the  dealer  as  a  listless  and  unambitious  mer- 
chant, and  giving  the  public  such  an  opinion  is  cer- 
tainly not  likely  to  induce  business. 

Using  space  in  that  manner  is  not  advertising  in  the 
real  sense  of  the  word,  but  it  is  certainly  gross  extrav- 
agance for  that  merchant  to  pay  good  money  for  adver- 
tising space  and  not  get  the  returns  from  it  that  he 
might. 

Good  Copy  Makes  Difference  in  Results 

Yet,  there  are  many  merchants  who  are  failing  to 
cash  in  on  their  advertising  expenditure  in  the  way 
tbey  might.  All  are  not  as  bad  as  this  particular  mer- 
chant, which  is  some  consolation,  but  a  good  many  are 
not  securing  the  maximum  returns.  Sometimes  it  ia 
neglect  to  change  the  copy  frequently  enough,  and 
quite  often  neglect  to  use  the  kind  of  copy  that  will 
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induce  the  largest  sales.  There  is  much  bad  advertis- 
ing copy  used  by  merchants  to-day,  but  it  is  pleasing 
to  note  that  the  standard  of  advertising  matter  used  by 
hardware  dealers  is  showing  improvement. 

Use  Sugg'estions  in  Canadian  Hardware  Journal 

More  consideration  and  study  to  the  question  oi 
good  advertising  copy  is  advisable.  In  this  regard  the 
advertisi!ig  of  other  dealers  will  be  found  helpful,  while 
the  suggestive  ads.  that  we  are  running  each  month  will 
be  found  of  much  assistance  by  readers  in  preparing 
their  ads.  IMany  subscribers  are  finding  the  suggestive 
ads.  appearing  in  Canadian  Hardware  Journal  of  much 
practical  help  to  them.  Frequently  they  can  be  run 
just  as  they  are  with  a  few  minor  price  changes  Other 
times,  some  slight  changes  will  be  found  necessary  to 
comply  with  the  special  requirements  of  some  dealers. 
At  all  times,  however,  the  suggestions  contained  in 
them  will  be  found  valuable.  Make  use  of  them. 


WHAT  ADVERTISING  WILL  DO 

The  writer  attended  a  meeting  of  merchants  recently 
and  the  sub.iect  of  advertising  came  up  for  discussion. 
One  man  stated  that  he  was  not  favorable  to  spending 
money  on  advertising — that  he  had  been  in  business  for 
80  many  years,  and  that  he  had  never  done  any  adver- 
tising, and  that  he  had  done  pretty  well  in  a  business 
way.  It  must  be  admitted  that  he  has  done  quite  well 
in  the  matter  of  business  progress,  but  it  is  a  safe  bet 
that  if  he  had  done  a  little  advertising  that  his  progress 
would  have  been  much  greater.  The  outstanding  mer- 
chandise houses  of  to-day  that  have  built  their  business 
by  advertising  would  no  doubt  have  made  considerable 
progress  even  if  they  had  done  no  advertising.  The 
ability  and  hard  work  of  the  men  behind  them  would 
have  assured  that,  but  their  stores  stand  out  to-day_  as 
concrete  examples  of  what  the  addition  of  advertising 
to  other  merchandising  methods  has  made  possible. 

Advertising  has  proved  its  worth  in  a  myriad  of 
cases.  In  every  town  and  city  can  be  seen  convincing 
examples  of  what  advertising  has  accomplished.  The 
store  which  a  few  years  ago  was  small  in  size,  and  on  a 
side  street,  has  now  become  the  large  establishment  on 
the  main  corner.  Dealers  who  started  ten  years  ago 
with  a  Inuulred  dollars  and  one  clerk,  now  have  an  ex- 
teiisive  staff  and  a  big  capital.  Intelligent  and  persist- 
ent advertising  has  accomplished  these  things.  Adver- 
tising is  the  corner  stone  on  which  many  a  great  busi- 
ness has  been  built.  No  business  is  so  small,  nor  no  field 
so  narrow,  but  that  intelligent  advertising  will  prove 
valuable. 


PLAIN  ADVERTISING  THE  BEST 

A  plain,  direct  statement  of  facts  is  best  in  adver- 
tising, since  the  mind  of  the  reader  is  then  not  con- 
fused by  a  multiplicity  of  meaningless  words,  or  super- 
lative ad.ieetives.  It  is  wiser  not  to  use  too  many 
words  in  describing  the  articles.  Price,  quality  and, 
perhaps,  the  fact  that  the  quantity  is  limited  make  a 
good  combination  to  draw  trade.  In  buying  space  in 
a  newspaper  it  is  not  always  advisable  to  cover  every 
inch  of  it  with  fine  type,  although  the  frugal  mind  dis- 
likes to  pay  for  too  much  "waste,"  as  some  might 
suppose  a  fair  margin  around  the  type  display  would 
be.  Taste  in  the  composition  of  an  advertisement 
often  attracts  the  better  class  of  buyers,  who  can  spend 
larger  sums,  and  who  might  not  look  at  an  advertise- 
ment full  of  fine  type  and  closely  put  together.  Now- 


adays advertising  has  becoone  a  science  and  those  who 
understand  the  writing  of  this  cla-ss  of  literature  are 
paid  large  mmn  for  their  services.  There  are  many 
ways  of  Slaying  the  same  thing,  and  it  makes  a  great 
difFerenjce  in  results  how  advertising  is  worded.  If  one 
canjiiot  prepare  good  "adv.  copy"  he  should  find  some- 
one else  who  understands  the  matter  to  put  what  is 
wanted  in  good  shape  for  the  printers.  In  .small  places 
the  editor  of  the  paper  is  glad  to  serve  his  clients  in  this 
way  and  prefers  to  do  so  rather  than  to  have  badly- 
written  announcements  appear  in  his  pages.  It  is  to 
his  interest  to  make  the  advertising  pay.  and  if  a-sked 
he  will  respond  cordially.  He  may  not  know  just  what 
is  needed,  so  a  rough  draft  of  what  is  desirable  should 
be  furnished  to  him,  and  he  will  shape  up  the  announce- 
ment and  make  it  far  more  effective,  as  he  has  made 
a  special  situdy  of  the  sub.ieet.  He  also  knows  all  about 
the  various  styles  of  type  that  can  be  used  to  advan- 
tage, and  the  relative  sizes  for  the  various  statements 
in  proportion  to  their  importance.  This  is  called  "dis- 
play," and  properly  used  will  be  found  most  effective. 
AdvcTtising  writing,  like  window  dressing,  is  a  spe- 
cialty, and  if  the  busine'as  will  afford  it  some  bright 
clerk  may  be  aspecially  trained  in  this  work. 


ADVERTISING  IN  THE  MOVIES 

The  moving-picture  show  is  a  method  of  publicity 
that  should  be  used  whenever  possible.  In  these  places 
of  amusement  the  people  come  to  look  at  what  is  shown 
on  the  screen.  Furthermore,  they  cannot  get  away 
from  your  announcement  when  .shown,  and  then  it 
should  be  remembered  that  many  of  the  manufacturers 
and  some  of  the  .jobbers  fumisih  free  slides  and  that 
the  cost  of  showing  these  slides  is  not  at  all  high.  In 
the  smaller  towns  it  can  be  readily  seen  that  moving- 
picture  houses  offer  .splendid  opportunities  for  profit- 
able publicity. 


ADVERTISING  IS  NEEDED  NOW 

Advertising  does  not  lose  its  power  because  business 
occasionally  slows  down,  according  to  an  editorial  in 
a  recent  issue  of  a  prominent  house  organ.  Publicity 
is  needed  more  when  mles  are  below  normal  to  stimu- 
late business,  than  when  business  is  brisk.  "Many 
business  houses  follow  the  rule  of  reducing  the  amount 
of  publicity  promotion  during  the  periods  of  inactivity 
in  trade,"  says  the  article.  "Others  have  found  it  the 
exercise  of  good  judgment  to  wage  a  campaign  for 
business  when  there  is  a  lull  in  the  struggle  for  trade, 
and  these  have  found  good  results  as  a  consequence  of 
the  foresight  displayed.  When  times  are  brisk  there 
is  always  a  percentage  of  trade  that  comes  automatic- 
ally, but  it  is  when  sales  are  below  the  normal  that 
goods  should  be  kept  on  the  move.  The  judicious 
business  man  and  manufacturer  will  see  the  logic  of 
tliis  reasoning  and  keep  his  eyes  open  to  the  oppor- 
tunity which  many  fail  to  see. 


In  an  address  at  the  imiversity.  Ralph  Starr  Butler, 
associate  professor  of  business  administration  of  the 
University  of  Wisconsin,  said:  "The  man  who  says 
he  does  not  believe  in  advertising  does  not  know  what 
he  is  talldng  about.  If  he  really  believed  what  he  says, 
he  would  tear  down  his  sign,  board  up  his  windows, 
cover  up  his  shelves,  make  kindling  out  of  his  store 
vrindows.  and  do  business  with  intending  customers 
through  a  hole  in  the  wall." 
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Collins'  Course  in  Show  Card  Writing 


25th  of  a  aeries  of  articles 
specially  prepared  for  this 
Journal. 


Brush  Exercises.  Fig.  36  shows  a  number  of  exer- 
cises that  are  well  adapted  to  familiarize  one  with 
handling  the  brush.  The  special  object  of  these  is  to 
provide  practice  in  turning  and  twisting  the  brush  in 
the  fingers  while  working.  Some  card  writers  prefer 
to  hold  the  brush  between  the  thumb  and  first  and 
second  fingers,  as  shown  in  Fig.  37.  They  are  able  to 
obtain  better  results  by  this  method.  They  find  it 
much  easier  to  turn  or  twist  the  brush  when  held  this 
way  than  if  lield  between  the  thumb  and  first  finger,  as 
one  holds  a  pen  or  pencil  when  writing.  In  reality, 
by  this  method  you  should  take  the  brush  between  the 
thumb  and  second  finger,  holding  the  first  finger  clear, 
then  drop  the  first  finger  into  place  as  a  sort  of  assist- 
ant to  the  second  finger.  The  brush  should  rest  more 
upon  the  ball  of  the  first  phalanx  of  second  finger 
than  is  shown  in  the  illustration.  If  you  will  experi- 
ment with  both  methods  of  holding  it,  that  is  the 
one  just  described  and  the  one  holding  in  the  ordinary 
way,  like  a  pen  or  pencil,  you  will  soon  determine  which 
way  you  prefer.  Try  such  exercises  as  Nos.  33,  34,  35, 
36  of  Fig.  36,  for  with  these  the  brush  must  be  turned 
gradually  while  the  "sweep"  is  being  made. 

For  practice  it  may  be  well  to  continue  the  sweeps 
even  further  around  than  shown  in  the  illustrations. 
The  arrows  indicate  the  direction  of  the  strokes.  Note 
that  the  strokes  are  all  about  the  same  width.  This 
evenness  of  width  can  be  accomplished  only  by  turn- 
ing the  brush  in  the  fingers  while  working  with  it. 
By  this  method  of  twisting  the  brush  you  will  save 
much  time  in  making  letters  that  have  curves  in 
them. 

The  straight  lines,  Nos.  39,  40,  41  and  42  are  exer- 
cises for  vertical  and  diagonal  strokes.  These  may 
be  considered  one-stroke  exercises,  but  39  and  40  are 
given  to  illustrate  that  with  a  wide  stem  it  is  sometimes 
necessary  to  make  two  strokes.  No.  40  shows  these 
two  strokes  finished  at  top  and  bottom  with  a  cross- 
stroke  of  the  brush,  the  direction  being  indicated  with 
arrows.  Nos.  41,  42,  used  in  such  letters  as  A  V  W 
X  Y  Z,  etc.,  would  be  treated  the  same  at  top  and 
bottom. 

The  other  "0  G"  exercises,  36  to  38  and  44  to  46,  do 
not  work  into  lettering  so  much,  but  they  are  splendid 
practice  in  giving  free  action  to  the  fingers.  The 
brush  must  be  turned  while  the  stroke  is  being  made  to 
accomplish  this  effect. 

If  these  exercises  are  practiced  many  times  over,  one 
is  sure  to  profit  greatly  by  them.  They  will  insure 
great  rapidity,  ease  of  action  and  confidence  in  man- 


ipulating the  brush.  Fill  many  sheets  of  practice  paper 
with  them  and  the  time  will  be  well  spent. 

Alphabets 

The  four  lower-ease  alphabets  shown  this  month  are 
a  most  practical  type.  Plate  46  is  a  very  neat,  clean- 
cut,  classy  design  and  matches  the  upper-case  alpha- 
bet shown  in  the  September  number  of  this  journal. 
The  style  is  a  little  too  fancy  for  general  use  on  a  card, 
and  should  be  confined  to  special  words  or  lines  that 
need  emphasis.  It  will  look  well  in  any  color,  but 
shows  to  best  advantage  in  darker  shades  on  account 
of  the  thin  lines. 

Plate  47  is  a  fanciful  design  that  can  be  adapted 
to  general  uses.    The  formation  is  somewhat  extrava- 
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Fig.  36.— Practice  strokes  to  familiarize  brush  handling. 

gant,  but  it  is  not  hard  to  execute  and  reads  easily, 
which  is  an  important  matter.  It  is  a  one-stroke  de- 
sign. 

Plates  48  and  49  are  splendidly  adapted  for  general 
use.  They  are  quickly  and  easily  made,  as  the  slant 
is  one  to  which  we  have  long  been  accustomed  in  our 
ordinary  writing.  This  slant  seems  to  be  most  natural 
in  writing  or  letter  making.  Both  these  examples  are 
one-stroke  designs  and  can  be  used  where  a  great  deal 
of  matter  goes  on  a  card  or  for  unimportant  lines.  The 
only  difference  between  the  two  plates  is  49  is 
"blocked,"  that  is,  has  the  cross  strokes  at  top  and 
bottom. 


PACKING  PARCELS  FOR  SOLDIERS 

The  post  office  department  at  Ottawa  has  .sent  out 
for  publication  the  following  instructions  for  the  pack- 
ing of  parcels  for  soldiers  at  the  Front : 

The  public  is  urged  to  exercise  every  care  in  packing 
parcels  for  the  troops,  as  careful  packing  is  absolutely 
essential  to  ensure  delivery  of  the  parcels  in  good  order. 
Parcels  sent  abroad  require  a  higher  standard  of  pack- 
ing than  is  necessary  in  the  Canadian  parcel  post,  and 
this  applies  with  even  greater  force  to  parcels  for  the 


abodefghij  kl  mn 
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I'lato  46.— A  fancy  letter  for  special  use. 
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Plate  47.  — Semi-fancy  style  suitable  for  general  use. 


troops.  Those  which  are  inadequately  packed  run 
great  risk  of  damage  or  loss  of  contents.  Thin  card- 
board boxes,  such  as  shoe  boxes,  and  thin  wooden  boxes, 
should  not  be  used;  nor  does  a  single  sheet  of  ordinary 
brown  paper  afford  sufficient  protection.  The  follow- 
ing forms  of  packing  are  recommended. 

(1)  Strong  double  cardboard  boxes,  preferably  those 


should  be  as  nearly  round  as  possible,  and  well  padded 
with  shavings,  crumpled  paper,  or  similar  protective 
material.  The  outer  covering  should  consist  of  strong 
linen,  calico  or  canvas,  and  should  be  securely  sewn 
up.  The  use  of  wooden  or  metal  boxes  with  square 
corners  is  undesirable,  as  parcels  so  packed  are  liable 
to  injure  other  parcels  in  transit.  No  perishable  ar- 
ticles should  be  sent,  and  anything  likely  to  become 
soft  and  sticky,  such  as  chocolates,  should  be  enclosed 
in  tins.  Parcels  merely  wrapped  in  paper  or  packed 
in  thin  cardboard  boxes,  such  as  shoe  boxes,  cannot  be 
accepted. 


Illustration  ehowinfr  how  to  hold  the  . 
brush.  Note  position  of  second  finger. 

made  of  corrugated  cardboard,  and  having  lids  which 
completely  enclose  the  sides  of  the  boxes. 

(2)  Strong  wooden  boxes. 

(3)  Several  folds  of  stout  packing  paper. 

(4)  Additional  security  is  afforded  by  an  outer 
-covering  of  linen,  calico  or  canvas,  which  should  be 
securely  sewn  up. 

The  address  of  the  parcel  should  be  written  in  ink 
on  the  cover  preferably  in  two  places.  The  address 
•of  the  sender  of  the  parcel  should  also  be  stated,  in 
order  that  it  may  be  returned  if  undcliverable.  The 
contents  of  the  parcel  should  be  stated  in  writing  on 
the  cover. 

In  the  case  of  parcels  sent  to  the  Mediterranean 
force,  they  should  be  very  strongly  packed.  They 


HAMILTON  MERCHANTS  HELP  SOLDIERS 

The  retail  merchants  of  Barton  Street,  Hamilton, 
some  thirty  or  forty  in  number,  have  formed  an  as- 
sociation to  provide  little  luxuries — fruit,  candies  and 
cigars — for  the  returned  invalided  soldiers  resident  in 
Victoria  Convalescent  Home,  which  is  located  on  Bar- 
ton Street,  opposite  the  Faulkner  Furniture  Co.'s  store. 
Every  month  the  members  contribute  a  dollar  apiece, 
so  that  some  $30  or  $40  worth  of  tobacco  or  dainties 
is  distributed  among  the  soldier  boys. 

The  organization,  too,  has  helped  make  a  better  and 
friendlier  feeling  among  all  the  merchants  on  Barton 
Street.  H.  W.  Simpson,  of  the  Faulkner  Furniture  Co., 
is  secretary.  A  druggist,  J.  A.  Zimmerman,  is  presi- 
dent; W.  Connor,  jeweler,  is  vice-president;  and  J.  A. 
Laird,  manager  of  the  branch  Royal  Bank,  is  treasurer. 


NO  CHANGE  IN  REMINGTON  U.M.C.  OWNERSHIP 

C.  L.  Reierson.  of  the  Remington  Arms-Union  Met- 
allic Cartridge  Co.,  New  York,  and  "Windsor.  Ont.. 
wi'ites  to  Canadian  Hardware  Journal  stating  that  "in 
view  of  rumors  which  have  gained  circulation  to 
the  effect  that  this  company  has  changed  hands,  we 
feel  called  upon  to  advise  that  the  'Remington  Arms 


adcc/ef(^/?//'/r//n/j 
op  (j^rstu  vivxy^z 


Plate  48.— Une-stroke  alphabet  for  general  use. 
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a  I)  cdef^AifJc/mn 
op  oTsi uvwxi/yz 


Plate  19.— Blocked  one-stroke  alphabet  for  general  use. 


Co.,  of  Delaware.'  whose  plant  is  located  at  Eddystone, 
Pa.,  and  which  was  sold  to  the  Midvale  Steel  and  Ord- 
nance Co..  was  merely  a  subsidiary  company,  organized 
solely  for  the  execution  of  a  large  order  for  military 
rifles.  No  sporting  arms  have  been  manufactured  at 
that  plant,  nor  was  there  any  intention  to  manufacture 
such.  It  was  this  plant  only  that  was  sold  to  the  Mid- 
vale  company. 

"The  Remington  Arms  Woi'ks  at  Ilion,  N.Y.,  the 
Union  IMetallie  Cartridge  Works  and  the  new  Reming- 
ton Arms  Works  at  Bridgeport,  Conn,,  and  the  Rem- 
ington Arms-Union  Metallic  Cartridge  Works  at  Wind- 
sor, Canada,  have  undergone  no  change  whatever,  and 
none  is  contemplated.  These  works  are  still  being  con- 
ducted under  the  same  name,  same  ownership  and 
same 'management  as  heretofore." 


NATIONAL  CASH  REGISTER  CONVENTION 

More  than  800  .\ational  Cash  Register  Company 
salesmen,  representing  every  city  in  United  States 
and  Canada,  attended  a  big  Prosperity  Convention  at 
/the  factory  in  Dayton,  Ohio,  Nov.  8-10.  Every  avail- 
able hotel  I'oom  was  leased  by  the  company  for  the 


occasion,  and  dormitories  were  erepted  in  the  office 
building  to  handle  the  overflow. 

"Business  is  booming"  was  the  slogan  of  the  meet- 
ing. At  the  first  session,  following  an  address  by 
John  H.  Patterson,  president  of  the  company,  in  which 
he  predicted  that  the  country  was  about  to  experience 
the  greatest  era  of  prosperity  in  its  history,  a  poll  was 
taken  of  the  salesmen.  They  were  asked  to  tell  the 
condition  of  agriculture,  mining,  industry,  commerce, 
and  finance  in  their  respective  territories.  Of  the  en- 
tire 800,  over  95  per  cent,  reported  that  every  one  of 
these  five  lines  had  improved  tremendously  in  the  last 
six  months. 

The  major  part  of  the  time  at  the  convention  was 
spent  in  discu.«sing  selling  methods,  store  efficiency, 
how  to  train  clerks,  trim  windows,  etc.  One  subject  on 
which  stress  was  laid  was  that  of  store  systems.  Ill 
this  connection,  the  methods  by  which  the  smaller 
stores- may  compete  successfully  with  the  department 
stores  were  determined.  It  is  the  desire  of  the  com- 
pany, it  is  said,  that  its  salesmen  become  experts  in 
retail  merchandising,  so  that  they  may  be  able  to  be 
of  the  greatest  possible  service  to  storekeepers  every- 
where, from  the  smallest  to  the  largest. 


ViilUL-  111  »io(k1  interior.     The  up  to  datc  tool  (Icpurt  iiicnl  of  t  In-  ( 'ocliranc  llardw  are  I  o.'.--  store  at  "The  Soo.'    This  coiMii.iny  al.-o 
hftx  storex  at  Suflbury  and  Copper  Cliff.   The  above  modern  Httin(f.-<  were  inNtalled  by  Cameron  &  Campbell,  Toronto. 
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How  The  Ashdown  Hardware  Co.,  Calgary,  display  llieir  ready  mixed  paints,  suggesting  to  other  dealers  a  window  display  method. 


Ready  Mixed  Paints  Give  Good  Profit  to  Dealer 

Tallying  points  which  help  sales — Cost  less  to  applij—  How  mail 
order  houses  effect  sales — Handling  varnishes  and  flat  wall  paints 


EACH  season  evidences  a  growth  in  the  popuhirity 
of  ready  mixed  paints.    This,  from  the  standpoint 
of  the  local  retailer  of  paints,  is  a  source  of  grati- 
fication, the  benefits  to  the  dealer  being  many. 

It  is  generally  conceded  that  the  results  obtained 
where  the  materials  are  purchased  and  the  mixing 
done  by  the  painter  are  not  as  satisfactory  as  where 
ready  mixed  paint  is  used.  It  is  a  practical  impos- 
sibility for  a  man,  experienced  and  careful  though  he 
may  be,  to  obtain  as  satisfactory  results  in  mixing 
with  a  paddle  as  are  obtained  in  a  factory  where  the 
mixing  is  done  by  machinery.  Uniformity  in  different 
mixings  is  difficult  to  obtain.  The  result  naturally 
is  a  lack  of  uniformity  in  the  consistency  and  quality 
of  the  resulting  product  as  applied  to  the  building. 
This  lack  of  uniformity  with  the  attendant  feature.-; 
is  not  always  conducive  to  a  sense  of  satisfaction 
after  the  job  is  completed.  It  is  natural  that  the 
house  owner  attribute  the  trouble  to  the  material  rather 
than  to  the  painter.  This  does  not  benefit  the  retailer 
who  sold  the  materials,  naturally. 

Results  with  high-grade,  ready-mixed  paints  are 
vastly  more  uniform  and  satisfactory.  Hence  this  is 
one  reason  why  the  dealer  should  talk  and  work  for 
the  sale  of  the  ready-mixed  article. 

Mixed  Paints  Cost  Less  to  Apply 

An  arguinent  which  contains  much  merit  and  which 
may  be  used  with  the  consumer  who  is  inclined  to 
favor  the  raw  materials  to  be  prepared  by  the  painter 
is  the  loss  of  time  thereby  involved. 

It  takes  time  and  lots  of  it  to  properly  mix  paint. 
Generally,  if  not  always,  this  is  done  by  the  head 
painter.  While  he  is  mixing  his  paint  the  helpers  are 
usually  killing  time  at  the  expense  of  the  property 
owner.  Point  this  out  to  the  prospective  purchaser 
and  show  him  approximately  what  he  gains  in  this  way 
thi'ough  the  use  of  ready-mixed  paints  and  you  havs 
gone  far  toward  selling  him  the  ready-mixed  article. 

Then,  too.  it  may  be  laid  down  as  axiomatic  or 
practically  so.  that  the  high-grade,  ready-mixed  article 


will  cover  more  surface  with  a  more  even  spread  than 
will  the  mixed  by  hand  article.  It  is  very  possible  to 
prove  to  the  satisfaction  of  the  customer  that  figured 
on  the  basis  of  a  price  per  building  the  ready-mixed 
article  is  cheaper  in  cost. 

Dealer  Gets  Better  Profit 

From  the  standpoint  of  the  retailer  and  his  profits, 
it  may  be  said  that  there  is  little  room  for  argument 
on  the  statement  that  ready-mixed  paints  show  a  better 
margin  of  profit,  with  less  confusion  and  greater  ease 
of  handling,  than  do  the  raw  materials. 

With  judicious  attention  to  the  stocks,  it  is  possible 
to  do  a  large  paint  business  in  a  ready  mixed  product 
with  comparatively  small  stock  and  consequent  invest- 
ment, relying  on  stock  records  which  enable  frequent 
orders  from  the  factory.  In  this  way,  not  only  is  the 
turnover,  and  thereby  the  profits,  increased,  but  the 
article  you  sell  is  fresher  and  therefore  more  satisfac- 
tory in  the  results  obtained. 

The  tendency  in  favor  of  ready-mixed  paints  evi- 
dences itself  in  other  than  the  ordinary  retail  linea. 
For  over  twenty-five  years  the  railroads  of  the  country 
and  the  big  industrial  concerns  have  generally  used 
ready-mixed  paints. 

All  these  arguments  give  the  dealer  an  added  talking 
point  in  favor  of  the  ready-mixed  product. 


LEARNING  FROM  MAIL  ORDER  CATALOGUE 

Take  up  a  mail  order  house  paint  catalogue.  The 
cover  is  suggestive  of  the  use  of  paint.  Is  your 
"cover" — your  store  front — well  and  distinctively 
painted,  and  show  window  suggestive  of  paint  t 
You'll  find  in  the  catalogue  interior  and  ex- 
terior color  schemes  with  the  itemized  3nd  total 
cost  of  material — paint,  stain,  varnish,  stencils  and 
brushes,  to  duplicate  it^  'Yoyr  paint  manufacturer  can 
undoiibtedly  furnisb  similar  pictured  Why  not  mount 
these  on  white  cards,  headed.  "Make  Your  Home  More 
Attractive — Duplicate  this  Room  in  Your  Own  Home 
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for  $  "  (put  in  cost  of  material).  Give  indi- 
vidual and  total  cost  of  materials. 

Show  a  photograph  of  a  house  painted  with  your 
paint  headed,  "Paint  for  this  House  Cost  Only  $— — " 
(put  in  cost  of  material).  Display  these  cards  in  your 
store  window. 

Why  not  send  out  manufacturers'  color  suggestion 
cards  and  slips  to  your  trade  with  an  accompanying 
letter  working  out  the  assortment  idea,  or  have  cir- 
culars printed  with  a  place  left  to  paste  them  in? 
When  talking  paint  mention  about  what  it  will  cost 
to  do  a  certain  kind  of  a  job  for  which  the  particular 
paint  is  intended. 

Work  out  the  same  idea  in  selling  paint  for  farm 
wagons,  buggies  and  automobiles,  etc. 

Show  your  color  panels  as  prominently,  use  color 
cards  and  manufacturers'  advertising  matter  as  effect- 
ively and  follow  up  paint  prospects  as  closely  as  mail 
order  houses  do. 

Testimonials  are  liberally  used  in  mail  order  cata- 
logues. Use  testimonials  in  all  your  advertising  and 
show  window.    Keep  a  testimonial  portfolio. 

Mail  order  men  agree  to  replace  paint  that  does  not 
satisfy.    Do  likewise. 

The  mail  order  house  illustrates  and  talks  of  its 
quality  paint  manufacture.  They  cite  fence  tests. 
Illustrated  folders  on  the  manufacture  of  the  paint  you 
carry  -will  make  good  envelope  inserts.  Show  the  manu- 
facture of  paint  in  your  window  by  means  of  photo- 
graphs supplemented  with  suitaWe  cards  and  raw 
materials.  Utilize  fence  tests  and  scientific  data,  show- 
ing the  superiority  of  your  brand  of  paints  in  your 
advertising,  window  displays  and  selling  talk. 

Mail  order  catalogues  play  up  the  economy  of  paint 
because  it  protects  wood  from  decay  and  point  out  that 
lumber  and  repair  work  is  costly.  They  talk  of  the 
superiority  of  prepared  paint.  They  tell  how  to  meas- 
ure a  house  for  painting  and  emphasize  that  their 
brand  of  prepared  paint  can  be  successfully  applied  by 
anyone,  driving  it  home  by  pictures  of  women  apply- 
ing paint.  They  issue  booklets  instructing  people  how 
to  properly  use  paint.  Work  out  the  .same  ideas  in 
your  advertising.  In  window  displays,  show  dolls  ap- 
plying paint. 

Study  mail  order  ways  for  ideas.  It  pays. — Selling 
Power.   

BRIGHTEN  THE  PAINT  DEPARTMENT 

How  does  your  paint  department  measure  up  with 
the  standards  of  neatness  and  attractiveness  set  by  the 
rest  of  your  store,  asks  an  exchange.  The  advance  in 
the  general  appearance  of  paint  stores  has  been  very 
marked.  Instead  of  having  a  miscellaneous  collection 
of  greasy  oil  barrels  and  the  counters  and  floors  cov- 
ered with  dry  colors,  the  paint  department  in  many 
stores  is  now  as  attractive  as  any  other  part  of  the  es- 
tablishment. 

Thrift,  in  a  store,  means  three  things:  First,  arrange- 
ment that  economizes  in  floor  and  wall  space;  second, 
arrangement  and  fixtures  that  economize  in  time  and 
labor  of  employes  and  that  mean  speedy  service  to 
customers:  third,  systematic  arrangement  of  stock  so 
that  kindred  goods  are  together  and  so  that  loss  through 
breakage,  wear  and  depreciation  is  reduced  to  a  mini- 
mum. 

Paint  dealers  are  finding  that  a  clean  and  attractive 
store  brings  larger  profits.    Some  dealers  give  paint 
almost  as  fino  >how  cases  and  shelving  as  they  do  sil- 
verware.   Improving  the  arrangement,  fixtures,  and 
•    display  of  paint  in  your  store  will  pay  dividends. 


SELLING  WASHABLE  INTERIOR  FINISHES 

In  the  sale  of  flat  wall  paints  there  is  presented  to 
the  retail  paint  dealer  an  opportunity  to  increase  his 
business  by  pushing  a  line  which  is  in  great  demand, 
and  which  is  yet  comparatively  new,  with  great  possi- 
bilities for  the  future. 

The  matter  of  interior  wall  decoration  has  only  re- 
cently reached  a  point  where  house  owners  are  seeking 
for  the  flat  wall  paints  and  are  insisting  on  their  use  in 
preference  to  wall  paper  and  other  finishes  lacking  in 
sanitary  features.  For  some  time  past  the  paint  manu- 
facturer has  been  educating  the  consumer  to  the  ad- 
vantages of  washahle  coatings.  While  there  is  still 
room  for  a  continuation  of  this  educational  work,  the 
benefits  of  that  already  done  .should  be  taken  advantage 
of  now. 

In  washable  interior  fijaishes,  paint  retailers  have 
added  to  their  business  a  line  which  yields  good  re- 
turns and  attracts  to  their  stores  trade  which  formerly 
went  to  dealers  of  wall  paper. 

Owing  to  the  fact  that  these  finishes  carry  a  very 
satisfactory  margin  of  profit,  there  is  a  strong  induce- 
ment for  pushing  their  sale.  The  user  of  these  finishes 
is  almost  without  'exception  a  walking  advertisement 
which  will  result  in  other  sales. 

This  new  method  of  interior  decoration  is  really  only 
in  its  infancy,  as  the  manufacturers  have  been  con- 
firdng  their  efforts  toward  producing  a  perfect  product 
and  overcoming  suction  and  discolorations.  Methods 
have  recently  been  perfected  which  guarantee  a  per- 
fect foundation,  and  flat  wall  paints  now  occupy  a 
position  where  their  sale  will  be  more  rapid  than  ever 
before. 


POSSIBILITIES  IN  SELLING  VARNISH 

In  endeavoring  to  secure  a  large  prepared  paint  busi- 
ness a  great  many  dealei-s  have  overlooked  the  fact 
that  there  is  room  for  an  enormous  volume  of  business 
in  high-grade  varnishes.  There  has  been  a  tremendous 
growth  in  the  consumption  of  varnish  during  the  past 
few  years.  For  sanitary  purposes  it  is  of  great  import- 
ance, and  is  being  used  in  large  quantities  in  hospitals 
and  public  buildings.  Varnish  is  no  longer  considered 
a  luxury,  but  is  looked  upon  as  a  necessity.  It  is  used 
to  a  great  extent  on  woodwork  and  metal  work  of  build- 
ings, furniture,  agricultural  implements,  machinery, 
vfagons,  automobiles,  carriages,  hoats,  etc.,  and,  in 
fact,  on  almost  everything  virhere  wood  or  metal  is  ex- 
posed. It  is  also  being  applied  to  interior  walls  and 
floors  of  concrete  work  to  give  a  good  surface  and  pre- 
vent the  flying  of  dust. 


PUT  A  LITTLE  PEP  INTO  THE  XMAS  CAMPAIGN 

IT  behooves  the  clerk  to  lend  his  best  efforts  and 
energy  to  the  Christmas  campaign  tihat  is  about  to 
oipen — to  put  a  little  pep  and  ginger  into  his  work 
and  back  it  up  by  real  enthusiasm.  We  all  know  that 
things  have  not  been  as  rosy  as  they  might  have  been 
this  j'ear  and  the  boss  needs  all  the  business  he  can  get 
if  he  is  to  make  a  creditable  sJiowing  when  the  books 
are  balanced  at  the  end  of  the  year. 

So,  do  your  best  for  him  during  the  balance  of  the 
year.  You  are  one  of  his  lieutenants  and  he  needs  your 
"best  assistance  in  the  fight  for  business  and  a  favor- 
able record  for  1915.  He  will  recognize  and  appreciate 
the  fact  that  you  are  doing  your  best  for  him  and  the 
business.  Leaving  aside  the  fact  that  it  may  prove 
beneficial  to  you  in  a  financial  way  there  is  much  sat- 
isfaction to  the  clerk  in  knowing  that  he  has  done  his 
best. 
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Laying  Out  Pattern  for  Reducing  Elbows 

Method  of  doing  this  k'nd  of  work 


THIS  kind  of  a  fitting,  it  should  be  understood, 
is  not  one  of  the  easiest 'to  lay  out,  even  tjiough 
a  person  is  quite  familiar  with  this  form  of  work. 
The  best  way  to  begin  this  drawing  is  to  first  draw 
the  horizontal  line  A-B  indefinitely;  and  using  any 
place,  A,  as  a  centre,  describe  the  half  section  "A" 
which  is  equal  in  diameter  to  the  large  pipe.  Now  make 
15-B  and  1-A  to  the  equal  radius  that  the  different 
elbows  are  to  have  in  the  throat. 

Divide  the  quarter  circle  of  the  smaller  one,  or  "C," 
in  that  niimber  of  equal  spaces  as  you  wish  pieces  in 
the  elbow,  of  course  making  the  lower  piece  longer 
than  is  the  practice  with  the  butt  end  of  an  ordinary 
elbow.  Then  draw  your  mitre  line  A-7"  and  A-1"  as 
shown. 

Having  this  much  drawn,  then  draw  the  lines 
and  from  the  centre  1'  describe  tljp  half  section  "C" 


and  divide  in  any  number  of  equal  spaces  and 
from  these  points  bring  lines  down  parallel  with  the 
sides.  Repeat  in  this  manner  and  produce  the  angle 
upon  which  the  part  "B"  is  placed  and  also  describe 
the  half  section  "B"  and  divide  in  the  same  number 
of  equal  spaces  as  section  "C." 

In  order  to  produce  the  true  mitre  line  between  the 
parts  "C"  and  "B,"  the  points  in  the  section  "C"  are 
projected  on  either  a  paper  or  a  metal  strip  as  shown 
by  X  and  then  placing  this  paper  strip  in  the  position 
as  shown  by  Y.  From  these  points  on  this  strip  pro- 
ject lines  until  they  meet  the  are  as  section  "B";  from 
these  points  bring  lines  down  until  they  meet  like  num- 
bered lines  from  section  "Q"  as  shown  in  points  1", 
3",  5"  and  7". 

The  lower  mitre  line  7"-B  can  now  be  drawn  after 
which  lines  from  all  points  in  the  section  "B"  are 
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dropped  to  it  as  shown  in  points  15'-13'-ll'-9',  etc. 
To  construct  the  half  plan  of  a  view  showing  these 
mitre  lines,  drop  lines  from  all  these  points  into  th« 
half  section  "A,"  and  with  your  compasses  pick  the 
length  of  lines  as  13-13 ;  11-11 ;  9-9,  etc.,  from  section 
"B"  and  set  them  on  like  numbered  lines  in  plan,  thus 
marking  points  13-11-9  and  7'.  Next  pick  the  length 
of  lines  as  3-5-7  in  section  "C"  and  place  them  in  the 
half  plan  as  shown  by  7"-5-3.  Through  these  points 
trace  a  freehand  curve,  and  you  have  a  plan  view  of 
the  mitre  lines  l'-7"-15'  in  elevation. 

Divide  the  half  section  "A"  in  as  many  equal  points 
as  are  made  by  the  other  points  in  the  mitre  line,  and 
draw  lines  in  the  manner  shown.  Determine  the  true 
lengths  for  these  lines  by  using  the  vertical  lines  that 
extend  up  from  the  line  A-B  to  the  mitre  line;  in  th's 
way  much  time  can  be  saved  that  would  otherwise  be 
consumed  in  making  new  lines  and  pro.jecting  or  trans- 
ferring the  heiglils,  which  is  not  always  done  accurate- 
ly. So  with  your  compasses,  pick  the  lines  as  1-2;  2-3; 
3-4;  4-5,  etc.,  from  plan,  and  by  using  each  vertical 
line  as  eentre  mark  the  distance  on  the  horizontal  line 
as  shown.  To  clarify  your  true  lengths  draw  lines  to 
the  various  points  in  the  mitre  line,  thus  giving  you 
the  different  radii  lines  to  develop  the  pattern  for  this 
portion  of  the  fitting. 

To  save  other  work  it  is  best  to  lay  the  pattei-n  out 
for  portion  "B"  and  "A"  first.  Therefore  draw  a  line 
as  1-15  and  with  your  compasses  pick  the  spaces  from 
sectioTis  A  and  C  and  step  off  the  spaces  on  these 
lines  as  shown. 

Note. — Tt  is  best  to  place  the  true  circumference  on 
this  line  and  then  divide  it  separately  because  material 
is  lost  in  taking  the  spaces  from  the  sections. 

With  vour  compasses  pick  the  length  of  lines  as 
15-15',  13-13'.  11-11'.  etc.,  from  elevation  "B"  and 
step  them  off  on  like  numbered  lines  in  pattern  as 
15-15".  13-13",  11-11".  etc.  Through  all  these  points 
trace  your  freehand  curve  and  yoxi  have  the  lower 
outline  for  the  pattern  "B";  the  upper  outline  is  pro 
dueed  in  the  same  way,  and  in  like  manner  lay  out  the 
half  pattern  for  "•C"  which  is  by  taking  the  length  of 
lines  from  point  "C"  in  elevation  and  placing  them  on 
their  proper  lines  in  pattern.  In  laying  out  for  the 
pattern  in  lower  transition  piece  first  draw  a  line  in 
length  e(|ual  to  7-7"  in  triangles,  as  shown  by  6-7"  in 
pattern. 

With  the  compasses  take  the  space  7-7"  from  the 
half  pattei-n  "B"  and,  using  point  7-7"  in  pattern, 
strike  arc  as  at  7' ;  then  reset  your  compass  equal  to  the 
line  7'-7"  in  triangle  and,  using  point  6  in  pattern  as 
centre,  cross  arcs  as  in  point  7'.  Next  take  the  space 
7"-9"  from  pattern  "B"  and  from  7'  strike  the  arc  9; 
next  reset  your  compasses  equal  to  one  of  the  spaces 
in  the  half  section  "A"  and  using  point  6  in  pattern 
as  centre,  strike  arc  as  at  8. 

Pick  the  lines  7'-8  from  triangles  and,  using  7'  in 
pattern  as  centre,  cross  arcs  as  in  point  8 ;  next  pick 
the  line  9-9'  from  triangles  and.  using  point  8  in  pat- 
tera  as  centre,  cross  arcs  in  point  9.  Now  strike  the 
arc  11  equal  to  the  space  9"-ll"  in  pattern  "B"  and 
the  lowei-  arc  10  e(|ual  to  one  of  the  .spaces  in  half 
section  "A";  then  cross  tliesf  arcs  with  lines  9'-10  and 
ll'-ll  as  shown  by  10  and  11  in  pattern. 

Repeat  in  this  manner  until  points  14  and  15  are 
est;ihlished ;  then  describing  the  arc  5  equal  to  7"-5" 
from  the  half  ])attem  "C."  while  the  arc  4  is  the  same 
as  those  in  half  section  "A."  cross  jhes(>  arcs  with  lines 
fi-5  and  5-4  fi'oni  I      nirles.     ('(uitiiine  that  way  until 


points  1  and  2  are  loeated.  Through  all  points  where 
arcs  cross,  trace  your  line  and  the  half  pattern  for  the 
transition  piece  is  finished.  All  necessary  edges  must 
be  allowed  extra  aecox'ding  to  the  amount  required  for 
seams  or  rivets. — American  Artisan  and  Hardware 
Record. 


WINNING  CUSTOMER  THROUGH  SERVICE  WORK 

A  retail  merchant,  formerly  a  traveling  salesman 
for  a  large  American  stove  and  furnace  manufacturer, 
relates  the  following  example  of  unusual  "breaking  in" 
methods.  Selecting  the  dealer  in  a  certain  town  Avith 
whom  he  wished  to  place  his  line,  tlois  salesman  walked 
into  the  store  one  day  without  introducing  himself  and 
began  a  conversation  with  one  of  the  retail  salesmen. 
In  the  course  of  their  talk  he  condemned  in  plain, 
strong  language  the  display  methods  which  were  being 
used ;  this,  by  the  way,  was  overheard  by  the  proprietor- 
Giving  as  a  reason  that  he  was  interested  in  such  work, 
he  prevailed  upon  the  employe  to  remain  after  closing 
hours  for  a  rearrangement  of  displays.  That  evening 
a  number  of  radical  c'hanges  were  made  in  the  fioor 
arrangement  of  show  cases  and  display  stands.  A 
surprised  and  pleased  oAvner  entered  the  store  the  next 
morning.  Later  in  the  day  the  salesman  called  again. 
He  then  met  the  'head  of  the  firm  for  the  first  time. 
The  deal  for  handling  furnaces  was  closed,  and  when 
it  came  to  a  question  of  displaying  one  on  the  floor  the 
proprietor  learned  that  in  the  new  display  plan  effected 
the  previous  night  the  traveler  had  kept  this  point  in' 
mind.  In  the  most  prominent  part  of  the  store  was 
space  which  would  readil.y  accommodate  a  furnace. 
Afterward,  for  this  retailer  proved  a  successful  fur- 
nace dealer,  'he  admitted  that  the  closing  of  the  origi- 
nal sale  was  brought  about  through  the  interest  the 
traveler  had  demonstrated  in  his  service  work  on  that 
first  eveniug. 


STEEL  PORTABLE  HOUSES 

The  building  of  several  hundred  thousand  portable 
houses  of  structural  steel  and  galvanized  sheets  is  pro- 
posed by  several  of  the  allied  governments,  and 
Eastern  manufacturers  are  now  considering  inquiries 
calling  for  very  large  tonnages  for  this  purpose.  France 
alone  plans  to  build  100,000  houses,  requiring  about  a 
ton  each,  and  the  other  entente  powers  are  expected 
to  build  a  proportionate  number.  These  buildings  are 
to  protect  the  soldiers  at  the  Front  and  also  to  provide 
shelter  for  inhabitants  of  territory  which  has  been 
devastated  by  war. — ^Iron  Trade  Review. 


FOUR  HITS  WITH  ONE  SHOT 

There  was  a  clerk,  and  the  elerk  was  asked  for  an 
article  that  was  not  carried  in  stock.  But  the  clerk 
said:  "If  you  will  leave  your  name  and  address,  we'll 
order  one,  and  have  it  sent  to  you." 

The  man  left  his  name  and  address,  and  in  due  sea- 
.son  the  ai'ticle  was  sent  him.  The  clerk  had  made  sev- 
eral points. 

He  had  made  the  store  a  profit  on  the  article. 

He  had  pleased  and  served  the  ciistomer. 

He  had  created  a  friendly  feeling  toward  that  store 
in  the  mind  of  a  probable  future  customer. 

lie  had  o1>tained  in  a  very  legitimate  manner  the 
name  ami  address  of  a  eonsunier. — Inland  Storekeeper. 
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Stove  Selling  Schemes  for  Hardware  Dealers 

Plans  that  others  have  tried — Stove  auction — Lisplay  for  department  and  window 


In  a  department  "Little  Sales  that  Brought  Big  Pro- 
fits"— a  writer  in  an  exchange  tells  of  a  Pacific  Coast 
dealer  who  is  somewhat  of  a  crank  on  disposing  of 
seasonable  stock.  He  was  fortunate  enough  to  clean 
out  all  except  his  line  of  display  ranges.  One  range, 
with  a  record  of  having  been  shown  180  times  (a  care- 
ful record  is  kept  of  all  "lookers"  names,  addresses 
and  opinions — ^if  any — so  that  the  time  spent  in  show- 
ing is  not  lost)  received  high  commendation  from  those 
viewing  it,  but  it  did  not  sell. 

The  manager  decided  that  it  ought  to  move,  so  he 
planned  to  use  a  "scheme"  to  effect  the  siale.  To  the 
list  of  those  who  had  "looked"  were  added  several  hun- 
dred names  of  likely  prospects,  embracing  those  who 
had  lately  moved  into  other  houses  or  who  were  knowm 
from  other  records  to  be  in  the  market.  Every  attempt 
was  made  to  have  the  list  right,  for  no  matter  how 
good  the  circularization  plan,  if  the  list  is  faulty  it  is 
bound  to  fail. 

While  the  basis  of  the  plan  was  the  letter,  yet  the 
essentials  were  all  brought  out  in  a  small  advertise- 
ment, stating  that  the  regular  retail  price  of  the  range 
fully  equipped  was  to  exceed  $60,  yet  the  price  would 
be  reduced  fifty  cents  a  day  until  it  was  sold.  The  pros- 
pective purchaser  was  advised  not  to  wait,  hut  to  put 
his  bid  in  the  envelope  accompanying  and  then  all  bids 
would  be  opened  fifteen  days  after  the  reduction 
started. 

Proofs  were  struck  off  in  the  printing  office  and  sent 
with  a  personal  letter  calling  attention  to  the  oppor- 
tunity and  advising  a  high  and  immediate  bid.  Re- 
sults :  One  bid  of  $58.51 ;  one  bid  of  $54.50 ;  two  bids  of 
$51.50;  one  bid  of  $49;  seven  hids  of  less  than  $49. 
Final  results :  Five  immediate  sales  at  $58.51 ;  smaller 
siales  of  four  ranges  with  equipment  at  from  $35  to  $45. 

"The  greatest  result,"  says  the  manager,  "was  the 
demonstration  of  something  that  I  have  always  believed 
but  have  never  before  actually  demonstrated,  that 
ranges  may  be  sold  fully  equipped,  and  should  be  talked 
in  connection  with  kitchen  equipment.  A  sale  of  over 
$450  resulting  from  the  attempt  to  dispose  of  a  hold- 
over range  alone  is  very  profitable,  but  the  new  sales 
angles  that  it  brings  out  are  worth  more  than  the  actual 
profit,  to  a  live  man." 


AUCTIONS  OFF  STEEL  RANGE 

A  hardware  dealer  in  Michigan  who  handles  stoves, 
furniture  and  hardware,  recently  auctioned  off  a  high- 
grade  steel  range,  selling  to  the  highest  bidder,  and 
reports  that  the  sale  did  him  a  great  deal  of  good 
from  an  advertising  standpoint. 

The  sale  was  widely  advertised  and  people  came  for 
miles  to  bid  on  the  stove — the  bids  were  sealed  bids 
and  were  all  opened  at  the  same  time  at  the  store,  so 
that  no  one  would  know  what  others  had  offered  for 
the  stove. 

When  the  bids  Avere  opened  it  was  found  that  the 
highest  was  $40.50 — this  took  the  stove.  The  bids 
ranged  all  the  way  from  $30.00  to  $40.50. 

In  addition  to  the  stove  that  was  auctioned  off  in 
this  way  two  other  steel  ranges  were  sold  as  a  direct 
result  of  the  advertising  of  the  auction.    But  the  dealer 


says  the  thing  that  he  really  held  the  auction  for  was 
to  get  a  line  on  people  wanting  to  buy  a  stove.  Of 
course  no  one  was  going  to  make  a  bid  on  the  range 
if  they  did  not  actually  want  to  buy  a  stove.  Thu 
store  has  thus  got  a  fine  list  of  good,  live  prospects 
that  will  no  doubt  soon  develop  into  real  sales.  The 
expense  of  advertising  the  auction  was  small  and  the 
stove  brought  just  about  the  wholesale  price  plus 
freight,  so  it  was  undoubtedly  a  good  piece  of  adver- 
tising. 


DO  NOT  OVERCROWD 

Stove  displays  should  not  be  overcrowded.  Use 
one  or  two  neat  show  cards  with  each  stove  and  point 
out  some  special  features  to  be  found  in  connection 
with  the  stove.  Every  stove  has  features  which,  if 
pointed  out,  will  prove  interesting  to  intending  pur- 
chasers. Do  not  go  over  the  customer's  head  and  deal 
in  technicalities,  but  point  out  departures  in  which  the 
housewife  is  interested. 


SUGGESTING  STOVE  SALES 

With  a  little  ingenuity  in  preparing  his  own  adver- 
tising copy,  the  dealer  can  impress  his  possible  cus- 
tomers with  the  fact  that  he  is  alive  to  local  conditions 
and  prepared  to  meet  their  needs  most  effectively.  It 
should  always  be  borne  in  mind,  also,  that  many  a  man 
— and  woman,  too — who  really  needs  a  new  stove  or 
range  doesn't  know  it.  The  old  one  has  been  growing 
less  efficient  and  more  wasteful  of  fuel  by  imperceptible 
degrees,  and  it  requires  some  good  publicity  work  to 
make  the  owner  of  .such  a  stove  or  range  read  an  ad- 
vertisement and  act  on  the  suggestions  it  contains. 


Western  dealer's  novel  conception  of  stove  window. 
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Keeping  a  Check  on  Automobile  Supplies 

How  a  U.S.  dealer  recorded  his  tire  sales — Gaso- 
line sales  by  tickets — Look  ofier  window  lettering 


In  the  accompanying  illustration  is  shown  a  tag, 
described  in  Motor  World,  which  was  used  to  great  ad- 
vantage in  keeping  track  of  all  information  pertaining 
to  the  tires  sold  by  an  Illinois  dealer. 

This  man  had  had  trouble  about  some  of  the  tires 
which  he  had  sold. 

One  of  his  customers  had  come  in  with  a  kick  on  tire 
mileage.   He  said  he  bought  a  tire  and  had  run  it  only 


504  TIRES 

Nettz  Garage 

Dixon,  Illinois 

Size  

Date  


Name  

Address  

Size  

Serial  No  

Date  

Speedometer  Reading  

Tag  u.scd  by  an  Illinois  garageman  for  keep- 
ing traok  oi  the  tires  in  stock  and  of  the 
tires  sold. 

2,000  miles,  whereupon  the  tire  had  inconsiderately 
gone  to  pieces  on  him  and  caused  him  an  undue  amount 
of  trouble.  And  since  the  dealer  had  sold  the  tire  he 
was  to  blame. 

The  man  who  said  "The  customer  is  always  right" 
should  revise  it  to  read:  "The  dealer  is  always  wrong." 

Now,  he  knew  the  car  oAvner  was  trying  to  put  one 
over.  He  knew  that  in  the  length  of  time  the  tire  had 
been  in  service  it  was  quite  improbable  that  it  could 
have  been  driven  the  short  distance  the  owner  said  it 
had  been,  In  fact,  Nettz  was  so  sure  of  it  that  he  told 
the  customer  this  very  same  thing. 

"*I  remember — "  he  began. 

"I  don't  care  what  you  remember,"  retorted  the  cus- 
tomer. "I'm  telling  you  the  tire  gave  out  inside  the 
guarantee  and  I  want  you  to  make  good  on  it.  That's 
all!" 

He  made  good.   What  else  could  he  do? 

A  System  of  Records  for  the  Tires 

The  result  of  this  and  similar  experiences  was  the 
evolving  of  the  tag  shown  in  the  illustration.  The  tag 
is  divided  into  two  halves  by  the  perforated  line.  The 
upper  and  lower  halves  carry  the  same  number  and 
spaces  for  the  size,  make  and  serial  number  of  the  tire. 
The  lower  half  in  addition  has  spaces  for  a  name,  ad- 
dress, date  and  speedometer  reading. 

For  every  tire  that  goes  into  stock  a  tag  is  made  out; 
The  upper  half  of  the  tag  is  tied  to  the  tire;  the  lower 
half  goes  into  a  drawer  in  the  office,  filed  in  numerical 
order,  according  to  the  serial  number  of  the  tag — not 
of  the  tire.  When  a  man  comes  in  to  buy  a  tire  and  any 
tire  is  taken  out  of  stock,  the  half  of  the  card  in  the 


ofifice  is  filled  in  with  the  buyer's  name  and  address, 
the  date  and  the  speedometer  reading  of  the  car. 

This  half  of  the  card,  which  had  been  filed  serially  in 
the  drawer,  is  then  put  into  another  place  and  filed 
alphabetically  under  the  buyer's  name.  All  the  cards 
remaining  in  the  serial  file  represent  the  stock  on  hand. 
If  the  buyer  comes  in  later  and  makes  a  claim  the  card 
at  once  shows  the  whole  story.  Checking  the  present 
mileage  on  his  speedometer  and  that  given  on  the  card 
shows  just  how  far  the  tire  has  run. 

The  tag  also  is  a  check  on  stock,  for  a  glance  at  the 
serial  file  drawer  shows  at  all  times  the  condition  of 
the  tire  stock. 

This  scheme  suggests  other  ideas  that  ought  to  be 
useful  to  dealers  handling  auto  supplies. 


SELLING  GASOLINE  BY  BOOK  OF  TICKETS 

W.  Walker  Si  Son,  Toronto,  sell  gasoline  for  cash  only 
and  disT'Ose  of  from  350  to  450  gallons  per  day.  Books 
of  tickets  are  used.  Each  book  contains  eight  sheets, 
and  each  sheet  consists  of  five  tickets,  easily  torn  apart 
on  account  of  the  perforated  division.  The  book  con- 
tains 40  tickets,  each  good  for  one  gallon  of  gasoline. 
The  price  of  the  book  depends  on  the  price  of  gasoline. 
At  15  cents  a  gallon  the  book  would  sell  for  $6.00,  cash 
in  advance. 

When  a  car  o'wner  possessing  a  book  ealls  for  gaso- 
line ho  exchanges  tickets  for  gasoline,  thus  saving  his 
own  time  and  the  salesman's  by  not  having  to  wait  for 
change. 

Each  book  and  each  ticket  is  numbered.  As  the 
tickets  are  turned  in  they  are  filed  away  according  to 
number  and  by  cheeking  up  the  number  of  tickets  that 
have  been  turned  in  a  clerk  can  tell  how  many  tickets 
are  still  in  the  posisession  of  any  customer. 

This  system  is  handy  in  ease  a  book  should  get  lost. 
The  owner  informs  W.  Walker  &  Son  that  he  has  lost 
his  book.  By  referring  to  the  file  where  all  "turned 
ia"  tickets  are  filed  for  reference,  it  can  be  seen  at  a 
glance  how  many  tickets  are  still  good,  although  lost, 
and  the  customer  is  thus  allowed  to  secure  all  he  has 
paid  for.  The  clerks  are  then  instructed  to  cancel  No. 
3  4  tickets  and  if  the  lost  book  is  presented  by  another 
auto  driver  it  can  be  confiscated. 


SHOW  WINDOWS  SPOILED  BY  POOR  LETTERING 

An  acces'^ory  store  "\^^ndow  obstructed  by  lettering 
too  low  down  is  about  as  attractive  as  a  good-looking 
girl  wearing  a  heavy  veil — the  one  defeats  the  purpose 
of  the  other.  The  road  man  has  seen  many  good  acces- 
sory windows  that  were  spoiled  because  the  lettering 
prevented  a  full  view.  Such  misuse  of  displaj'-  space 
is-  unpardonable  and  should  be  corrected. 


A  speaker  at  the  Pacific  Northwest  Hardware  Asso- 
ciation, Avhich  met  in  Seattle,  Wash.,  a  few  weeks  ago, 
claimed  that  "nearly  40  per  cent,  of  aJl  the  money  spent 
in  that  State  last  year  went  to  pay  for  automobiles, 
their  upkeep  and  accessories."  A  good  accessory  stock, 
hf;  further  said,  would  cost  from  $500  to  *S00.  and  it 
would  pay  as  well  as  .^.ny  line  in  the  dealer's  «:tock. 
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HTS  talk,  and  the  manner  in  which  he  talks,  plays 
an  important  part  in  the  success  of  every  sales- 
man. On  it  depends  to  a  large  extent  the  im- 
pression made  on  customers.  It  may  work  either  for 
good  or  bad.  The  amount  of  sales  which  a  pijrson 
makes  is  determined  largely  by  the  manner  in  which 
arguments  are  presented  to  customers. 

Many  clerks  do  not  talk  enough.  When  they  have 
taken  a  customer's  order,  they  say  "thank  you"  and 
crawl  into  their  shell  again,  without  any  effort  to  be 
friendly,  or  any  attempt  to  introduce  other  lines  that 
the  customer  might  be  induced  to  purchase. 

A  clerk  may  also  talk  too  much,  as  well  as  too  little. 
By  not  knowing  when  to  stop  he  may  spoil  the  whole 
effect  of  his  arguments.  You  remember  that  story  of 
Mark  Twain's,  showing  the  result  of  too  much  talk  and 
illustrating  the  necessity  of  knowing  when  to  stop  talk- 
ing? 

A  man  went  to  church  to  hear  a  missionary  give  an 
address.  The  speaker  dAvelt  upon  his  favorite  subject, 
telling  of  the  need  of  funds  to  carry  on  the  work,  and 
doing  so  in  such  a  manner  that  this  man  became  enthu- 
siastic, and  impatient  for  them  to  pass  the  collection 
plate  that  he  might  give  them  all  his  handy  cash  and 
then  rush  to  the  bank  to  draw  out  his  savings  of  $200 
for  the  cause.  But  the  speaker  wanted  to  clinch  his 
arguments  and  he  continued  on  and  on  in  a  long,  tire- 
some and  nerve-racking  talk.  The  enthused  man  began 
to  lose  interest.  His  enthusiasm  began  to  dwindle. 
When  at  last  the  speaker  had  finished  his  long  drawn- 
out  discourse,  and  the  plate  was  passed,  this  man,  who 
had  worked  up  to  fever  heat,  slipped  10  cents  quietly 
on  to  the  collection  plate. 

In  the  same  way,  the  salesman  after  handing  out  a 
convincing  line  of  selling  talk,  frequently  spoils  it  all 
by  not  knowing  when  to  stop. 

Another  brand  of  salesman  has  plenty  to  say  and 
talks  about  everything  from  the  weather  to  the  church 
news,  but  forgets  entirely  to  introduce  any  business 
into  his  talk.  The  valuable  salesman  is  the  one  who  can 
sell  over  and  above  actual  demand,  and  when  he  has 
a  customer  before  him,  is  his  opportunity  to  do  so.  In- 
stead of  talking  about  the  weather  and  kindred  sub- 
jects, let  him  deal  with  things  that  will  assist  in  sales. 

Then,  there  is  the  salesman  who  might  be  called  the 
"rhymer."  He  rushes  over  everything  he  has  in  stock 
from  A  to  Z  in  less  time  than  he  should  devote  to  one 
article.  He  might  .just  as  well  save  his  breath  and  his 
customer's  nerves  in  so  far  as  results  are  concerned. 
He  talks  in  circles  and  never  arrives. 

Knowing  the  importance  of  talk  in  business,  every 
person  in  the  store  should  carefully  select  his  subjects, 
his  grammar  and  his  manners  that  he  may  escape  the 
errors  which  he  is  liable  to  commit. 


POINTERS  FOR  THE  CLERK. 

Nothing  is  cheap  enough  to  be  wasted. 
Much  better  results  can  be  obtained  in  the  store  by 
team  work. 

Give  just  as  much  attention  to  the  little  buyer  as  the 
big  buyer.  Only  in  that  way  will  the  little  buyer 
become  the  big  buyer. 


Enthusiasm  among  the  sales  force  will  aid  materially 
in  the  increasing  of  sales. 

Give  the  store  a  change,  a  new  appearance,  as  though 
new  goods  were  coming  in  right  along. 


PRACTICAL  HINTS  FOR  THE  CLERK. 

By  I  he  Bo33 

Do  you  really  know  how  to  break  the  string  in  tying 
a  parcel?  If  not,  get  someone  to  show  you  the  hook 
hold  that  allows  the  string  to  be  broken  easily.  I  have 
noticed  quite  a  few  clerks  recently  using  the  awkward 
and  uncomfortable  straight  pull  method. 

*  *  * 

It  is  a  good  plan  for  the  clerk  to  visit  other  stores  oc- 
casionally and  observe  how  other  clerks  approach  and 
handle  eustomers.  You  will  get  many  valuable  hints  in 
this  way. 

*  »  • 

The  kind  of  salesmanship  that  does  not  mean  profit 
to  the  store  is  certainly  not  the  kind  that  will  com- 
mand a  raise  in  salary. 

*  *  • 

Be  cheerful.  Cheerfulness  on  the  part  of  the  clerk  is 
a  big  trade  attractor.  Gloom  oppresses  customers  and 
discourages  buying. 

*  #  * 

Customers  are  not  very  likely  to  buy  from  the  man 
who  acts  as  if  he  did  not  care  whether  they  buy  or  not. 
The  independent  acting  clerk  will  have  independent 
acting  customers. 

*  *  * 

Taking  something  that  does  not  belong  to  you  may 
seem  in  your  mind  to  be  one  of  a  number  of  mildly 
called  acts,  but  in  the  mind  of  the  law  it  has  but  one 
name. 


THINGS  FOR  A  CLERK  NOT  TO  SAY 

"What  is  it?" 

"Something  for  you?" 

"What  price?" 

"How  many  do  you  want?" 

"How  much  do  you  want  to  pay?" 

"Do  you  want  something?" 

"You  wouldn't  want  this,  would  you?" 

"You  don't  want  this,  do  you?" 

"  I  '11  show  you  w^hat  we  have  got. ' ' 

"This  is  all  we  have  got." 


THE  HARDWARE  GAME  AS  I  SEE  IT 

Observations  of  (he  Delivery  Boy 

Politeness  costs  little,  but  brings  in  mighty 
big  returns. 

When  we  laugh  at  our  troubles  we  lighten 
them.   Trouble  and  smiles  don't  chum  together. 

The  seat  of  some  clerks'  trousers  wear  faster 
than  the  soles  of  their  shoes. 

The  clerk  should  reduce  his  work,  not  by  do- 
ing less,  but  by  having  a  system  of  doing  it 
quickest  and  easiest. 

When  you  find  yourself  wondering  if  the 
clock  isn 't  slow,  it  is  time  either  to  take  a  fresh 
start  or  make  a  change. 

You  can't  judge  a  clerk's  selling  ability  by 
the  volume  of  his  talk,  any  more  than  you  can 
judge  the  speed  of  a  steamboat  by  the  loudness 
of  its  whistle. 
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Some  Important  Points  in  Regard  to  Fire  Insurance 

Explained  at  the  request  of  an  Alberta  reader — Every  dealer 
should  be  fully  and  Well  insured — How  to  make  sure  of  this. 


THE  question  of  insur- 
ance is  one  of  great 
importance  to  every 
merchant  and  yet  one  that 
the  average  dealer  does 
not  give  the  tliought  and 
ittention  to  that  he  should. 
It  is  unfortunate  yet  true, 
that  not  a  fev/  merchants 
if  burned  out  to-dny  would 
find  themselves  in  bartk- 
ruptey.  while  others  would 
experience  a  setback  that 

it  would  take  years  to  recover  from.  Such  dealers  are 
not  fair  to  themselves,  nor  to  their  family  or  their  cred- 
itors. Every  retailer  should  see  that  he  is  fully  and  well 
insured  against  fire — and  now,  not  after  the  fire,  is'  the 
time  to  give  consideration  to  this  important  question. 

Stock  Sheets  as  Proof  of  Claims 

In  order  to  be  certain  that  he  is  fully  insured,  the 
merchant  must  know  the  amount  of  his  stock.  It  is 
taken  for  granted  that  the  dealer  is  running  his  busi- 
ness in  a  business  way,  and  that  stock  is  taken  at  least 
once  a  year. 

Indeed,  this  is  one  of  the  values  of  stocktaking—  the 
stock  sheets  are  at  hand  to  prove  loss  at  once  in  case 
of  fire,  and  this  rapidity  of  settlement  reduces  loss  of 
profit  from  business  being  demoralized.  When  claims 
are  settled  up  at  once,  the  merchant  can  get  business 
under  way  without  delay.  Stock  sheets  should  be 
filed  away  in  the  safe  after  each  stocktaking. 

Short  Term  Policies 

When  the  stock  is  increased  the  amount  of  insur- 
ance should  be  increased  also.  Dealers  who  enlarge 
their  stock  at  certain  periods  of  the  year  can  get  short 
term  policies.  The  rate  on  these  is  higher  than  ordin- 
arily, but  the  dealer  needs  the  protection.  Some  fire 
insurance  companies  allow  a  percentage  off  the 
premium  when  80  per  cent,  of  the  stock  is  kept  in- 
sured during  the  entire  year.  Insurance  up  to  80  per 
cent,  of  stock  is  considered  fairly  good  protection,  al- 
though a  dealer  can  ask  for  insurance  up  to  100  per 
cent. 

See  That  Policies  are  Properly  Worded 

The  dealf^r  should  not  only  be  fully  but  well  insured 
— his  insurance  should  really  insure  and  protect.  A 
reliable  company  s'honld  be  chosen.  The  dealer  should 
assure  himself  on  this  point. 

Next  he  should  make  certain  that  his  policy  reads 
so  that  in  case  of  fire  he  will  really  receive  the  amount 
he  expects.  Look  over  your  policies  carefully  and 
make  sure  that  they  read  concurrently,  that  the  descrip- 
tion of  your  stock  and  premises  is  worded  in  the  same 
way  in  each  policy,  if  insured  in  more  than  one  com- 
pany, and  that  each  has  notice  of  the  insurance  earried 
by  the  others.  This  latter  is  an  important  point,  be- 
cause in  the  pa.st  it  has  been  an  argument  for  non-pay- 
ment by  some  companies. 


CanaJian  ELardware  Journal: 

In  a  reeemt  issue  yon  had  an  editorial  on  fire  insur- 
anr-e.  An  article  on  this  subject  would  be  greatly  appre- 
claipd,  'teHino;  how  to  prove  tire  loss,  and  how  to  under- 
stand whether  protection  is  adequate.  You  say  "that 
the  dealer  should  see  that  his  policy  reads  so  that  in 
case  of  firo  he  will  receive  the  amount  he  expects." 
Please  go  into  the  details.  We  may  say  that  we  look 
upon  your  paper  as  a  monthly  business  touic. 

EEADER. 

.Vlberta. 


Insurance  a  Necessary 
Expense 

Frequently  the  excuse 
given  by  a  dealer  for 
carrying  insufficient  insur- 
ance is  that  the  premium 
is  high  or  prohibitory. 
This  is  not  by  any  means 
a  sound  reason  because 
where  the  rate  is  above 
the  average  the  fire  risk 
must  be  great,  and  there  is 
all  the  more  reason  why  the  dealer  should  be  well 
insured. 

Rate  Can  Sometimes  be  Reduced 

There  are  certain  things  that  can  sometimes  be  done 
which  tend  to  lessen  the  risk  and  accordingly  the  rate. 
The  dealer  would  do  well  to  consult  the  local  agent  as 
to  ways  and  means  whereby  a  reduction  may  be 
efPeeted.  For  instance,  rates  vary  according  to  the 
number  of  stoves  in  a  building.  More  has  to  be  paid 
where  paints,  oils  or  gasoline  are  kept,  although  even 
in  this  case  the  charge  may  be  reduced  by  keeping 
these  lines  in  separate  buildings,  removed  from  the 
store,  or  in  properly  equipped  tanks.  The  insurance 
company  can  generally  make  some  good  suggestions. 
Especially  when  a  new  building  is  being  ereeted,  the 
advice  of  an  insurance  company  should  be  secured  as 
to  what  kind  of  a  building  will  give  the  lowest  insur- 
ance rate. 

Fire  is  something  in  which  the  dealer  should  use  the 
ounce  of  prevention.  No  matter  how  well  he  is  in- 
sured, no  honest  dealer  wants  a  fire.  Accordingly, 
every  precaiition  shoiild  be  taken.  Premises  should  be 
kept  clean  and  free  from  rubbish  and  waste  paper. 
Clerks  should  be  instructed  to  be  careful  in  the  use 
of  matches.  Electric  wiring  should  be  given  attention. 
Flimsy  decorations  should  be  eliminated. 

These  things  are  all  worthy  of  the  attention  of  the 
dealer.  Every  merchant  should  protect  the  property 
attained  by  years  of  hard  work  from  being  wiped  out 
by  fire. 


CAMPAIGN  FOR  UNIFORMITY  OF  LAWS 

The  Canadian  Credit  Men's  Association,  at  its  na- 
tional convention  in  Winnipeg,  decided  to  keep  hammer- 
ing away  at  the  various  legislatures  with  a  view  to 
securing  uniformity  of  laws  in  the  Dominion. 

The  need  for  more  uniformity  is  generally  recog- 
nized by  the  retail  as  well  as  the  wholesale  trade.  It 
is  hoped  that  some  assistance  of  value  to  the  movement 
will  be  given  by  the  Canadian  Bar  Association.  The 
Credit  Men's  .Association  has  asked  each  of  the  prov- 
inces to  contribute  .'1^2,000  to  assist  the  Bar  Association 
in  work  along  these  lines. 


Jones:  What's  the  best  cure  for  toothache? 
Smith:  Walk  about  half-way  to  the  nearest  dentist. 
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Remember  Hardware  Convention 
Next  February 

The  executive  officers  of  the  Ontario  Retail  Hard- 
ware and  Stove  Dealers'  Association  are  working  on 
the  details  for  the  smooth  running  of  the  1916  con- 
vention at  the  King  Edward  Hotel,  Toronto,  on  Feb- 
ruary 22,  23  and  24,  and  it  behooves  the  captains  and 
their  assistants  to  make  a  big  e'ffort  betAveen  now  and 
the  end  of  the  year  to  boost  the  membership  campaign. 
Announcement  will  be  made  later  in  regard  to  the  con- 
vention program,  but  judging  from  the  way  in  which 
new  members  have  come  in  it  is  safe  to  say  that  the 
coming  convention  should  be  one  of  the  biggest  and 
most  helpful  of  the  dozen  annual  sessions  of  the  O.R. 
H.  &  S.D.A. 


VALUE  OF  ASSOCIATION  MEMBERSHIP. 

Good  fellowship  alone  would  be  ample  .justification 
for  the  trade  organization.  This  is  what  President 
Walter  D.  Foss  said  recently  before  the  Boston  Paint 
Club: 

"It  has  always  seemed  to  me  that  one,  if  not  the 
greatest  feature  and  benefit  of  our  own  as  well  as  any 
other  trade  association  is  the  friendships  that  are 
formed  by  the  mixing  of  social  pleasures  and  advan- 
tages with  our  business  relations.  There  is  no  reason 
why  our  verj'  best  friends  should  not  be  chosen  from 
our  business  associates;  in  fact,  it  seems  only  natural 
that  such  should  be  the  case.  These  men  with  their 
shoulders  to  the  same  wheel  we  are  pushing  are  the 
men  with  whom  we  have  common  interests ;  therefore, 
they  should  be  our  intimate  friends,  and  we  should  be 
theirs.  The  day  of  the  little  man,  struggling  along 
alone,  is  rapidly  passing.  There  was,  perhaps,  a  time 
when  business  men  looked  upon  competitors  as  ene- 
mies to  be  shunned  as  much  as  possible.  Not  so  to- 
day. The  up-to-date  business  man,  no  matter  what 
his  line  may  be,  must  have  every  consideration  for 
his  competitors  as  well  as  his  customers.  There  is  no 
place  for  ill  will  in  his  makeup ;  he  must  extend  at  all 
times  the  helping  hand  to  his  less  fortunate  brother 
and  have  due  respect  and  admiration  for  his  competi- 
tor who  passes  him  in  the  business  race.  There  is  no 
one  instrument  which  does  so  much  toward  engender- 
ing and  fostering  the  friendly  business  spirit  as  our 
local  trade  clubs  and  our  national  conventions,  where 
we  meet  men  with  whom  we  are  associated  in  a  busi- 
ness way.  and  forget  for  awhile  those  subjects  which 
win  our  bread;  we  are  all  much  better  acquainted  and 
better  able  to  understand  the  business  actions  of  each 
other.  I  am  sure  that  any  of  us  who  have  been  ac- 
tively associated  Avith  our  local  clubs,  or  the  national 
association,  for  even  a  few  years,  would  be  loath  to 
part  with  the  friendships,  pure  and  simple,  there 
formed,  Avithout  taking  into  consideration  the  financial 
advantages,  directly  and  indirectly,  which  are  bound 
to  accrue." 


VALUE  OF  PRICE  BOOK 

Here  are  some  further  additions  to  th.e  letters  re- 
ceived by  President  Macpherson,  telling  of  the  worth 
of  the  price  book  gotten  out  by  the  Ontario  Retail  Hard- 
ware Association. 

J.  C.  Wanless,  Chatham.  Out. — "This  is  a  real  ser- 


vice to  the  hardwaremen  of  Ontario,  and  so  much  has 
been  accomplished  that  I  am  sure  every  hardwareman 
in  Canada  will  be  glad  to  become  a  member  of  the 
association  and  receive  the  benefits  derived." 

Mills  Hardware  Co.,  Hamilton,  Ont. — "These  forms 
are  well  constructed  and  are  verj'  necessary  to  place 
any  hardwareman  in  a  position  to  render  quicker  ser- 
vice to  the  public.  These  forms  alone  are  worth  the 
association  fee  alone  to  any  hardwareman  who  is  not 
already  a  member." 

F.  F.  Balsden,  Cargill,  Ont. — "Folio  and  price  lists 
received,  and  am  delighted  with  same.  I  would  not 
be  without  this  feature  for  a  good  many  times  the  mem- 
bership fee,  not  speaking  about  the  many  other  aiding 
features  the  association  gives  us." 

John  Stewart,  Westboro,  Ont. — "I  acknowledge 
folio  of  price  lists  and  am  making  good  use  of  them." 

L.  C.  Wideman,  Charlton,  Ont. — "I  received  price 
lists  and  think  it  is  the  best  idea  for  price  lists  I  have 
ever  seen,  combining  economy  and  convenience  and  will 
be  a  great  time-saver  to  the  retail  merchant.  The  folio 
of  price  lists  that  are  given,  and  that  will  be  issued 
from  time  to  time,  alone  are  worth  more  than  the  price 
of  memhership." 

T.  W.  Bennett  &  Son,  Gananoque.  Ont. — "Received 
lists  issued  by  you  some  time  ago.  We  figure  they  are 
worth  at  least  ten  dollars  of  any  hardwareman 's  money, 
and  are  sure  that  your  efiforts  will  bring  a  large  number 
of  new  members  into  our  association. 

La  Compagnie  Martineau,  Quebec.  Que. — "We  have 
received  price  lists ;  they  are  very  useful  and  well  made. 
It  is  a  great  help  to  the  retail  trade  and  we  could  not 
do  without  them  once  we  have  begun  to  use  same." 

H.  H.  Otton  &  Son.  Barrie,  Ont. — "It  is  an  excellent 
help  and  service  to  all  hardware  clerks,  and  save 
much  time." 

A.  E.  Bottum,  Bobeaygeon.  Ont. — "We  appreciate 
the  lists  very  much;  would  suggest  adding  the  wood 
scrcAv  list  when  possible." 

R.  H.  Blackmore,  St.  Thomas,  Ont. — "It  is  a  step  in 
the  right  direction;  I  think  they  are  fine." 

G.  A.  Binns,  Newmarket.  Ont. — "My  impression  is 
the  lists  received  are  one  of  the  greatest  helps  to  the 
hardware  man.  If  he  will  spend  a  little  time  to  put 
them  in  shape  he  will  be  surprised  how  smoothly  things 
will  work,  especially  along  those  lines  which  formerly 
have  been  so  difficult  to  have  the  staff  quote  uniform 
prices." 

E.  W.  Chard.  Toronto,  Ont.— "I  think  that  the  price 
lists  will  be  a  great  help  to  a  large  number  of  hard- 
waremen; it  will  be  to  me,  anyhow." 

H.  Oceomore,  Giielph.  Ont. — "T  think  the  lists  are 
just  fine,  and,  while  I  will  not  need  all  of  them,  those 
that  T  can  iise  -will  be  of  great  help.  Our  members 
!-houkI  appreciate  them  very  much." 

A.  M.  Oldham,  Weston,  Oiit.— "First  class.  Complete 
the  binder  with  all  lines  possible." 

Estate  D.  Doyle.  Hawkesbury.  Ont. — "A  very  use- 
fnl  price  list;  I  beg  to  compliment  you." 

T.  M.  Nash.  Wellington.  Ont. — "These  price  Ust.s  are 
fine  and  should  increase  the  membership  of  our  asso- 
ciation." 

A.  L.  Shiells.  Kincardine.  Ont. — "I  am  much  pleased 
with  the  binder  and  lists  that  you  sent.  It  is  a  fine 
way  to  have  our  costs  and  retail  prices  looked  up  so 
easily." 

R.  J.  Anderson.  Hamilton.  Ont. — "T  find  it  verv 
handv." 

G.  A.  Elliott.  Brantford.  Ont.— "The  price  list  is  a 
move  in  the  right  direction  and  fills  a  longfelt  want." 
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BUSINESS  CHANGES 


Alberta 

Bowtk'ii — C.  F.  Washburn,  hardware  and  furniture, 
commenced. 

Saskatchewan 

Torquay. — L,  Carlson,  hardware,  commenced. 
Kandaliar. — P.  Johnson,   hardware,   sold  to  F.  J. 
Banders. 

Alsask. — W.  H.  Warinton,  hardware,  succeeded  by 
W.  Groa. 

Moose  Jaw. — South  Hill  Hardware  Co.  have  sold 
out  their  stock. 

Tribune. — Hawbaker  &  Brown,  hardware,  sold  to 
Benning  &  Kyle. 

Woodrow. — Jackson  &  Harper,  hardware,  succeeded 
by  F.  E.  Harper. 

Expanse. — -Isabella  Schultz,  hardw'are,  succeeded  by 
D.  A.  Reiudoehl. 

Cadillac. — Gunn  &  Buckwold,  general  merchants, 
adding  hardware  ' 

Bredenbury. — Estate  of  P.  S.  Hall,  hardware,  stock 
sold  to  Cook  Bros. 

Manitoba 

Winnipeg. — Bon  Accord  Hardware  Co.,  commenced. 
Kelwood. — W.  Bristow,  hardware,  sold  to  J.  Arno- 
vitch. 

Ontario 

Shelburne. — R.  A.  Jellv.  hardware,  sold  to  J.  A. 
Yeo. 

Toronto. — Ideal  Foundry  &  Hardware  Co..  obtained 
charter. 

Port  Stanlev. — H.  M.  Ellison,  hardware,  sold  to  Fred. 
J.  Mitchell. 

Bruce  I\Iines. — 0.  T.  Ballentine,  hardware,  sold  to 
F.  G.  Braithwaite. 

Fort  William. — Estate  of  Geo.  P.  McLaughlin,  hard- 
ware, balance  of  stock  and  fixtures  sold  to  H.  Heavey. 

Campellford. — D.  W.  Douglas,  hardware  dealer  and 
automobile  agent,  has  sold  liis  hardware  business  to 
Owen  &  Birmingham.  D.  A.  Owen,  hardware,  of  the 
same  place  is  also  succeeded  by  Owen  &  Birmingham. 

Quebec 

Hull. — J.  A.  Barette,  hardware,  sold  out. 
Three  Rivers. — Hebert    &   Frere,    tinsinitlis,  regis 
tered. 


Canadian  Trade  Notes 


W.  J.  Young  has  diseontiinicd  liis  tinsniithiiig  l)nsi- 
ness  at  Luean.  Ont. 

Yukon  Copper.  Ltd..  Oitjiwa.  with  $200,000  eai)ilal, 
has  been  incorporated. 

Ki'Iiai)h'  Oil  Co..  Ltd,.  r^Iont i-cal.  has  ])een  incorporatcj 
with  a  capital  of  .+40.000. 

Tlic  Imperial  Oil  Co.,  Ltd..  has  increased  its  capital 
from  $]r).000,000  to  $50,000,000. 

The  Western  Oil  Co..  St.  Calh  ai-iiies.  has  been  incor- 
porated with  a  capital  of  $40,000. 

Geo.  A.  Ingram,  of  Ingram  &  Davey.  St.  Thomas. 
Ont.,  was  elected  to  the  board  of  education  recently. 

The  Ontai-io  Steel  Products  Co..  Gananoque.  Ont., 


have  H  war  order  for  automobile  springs  and  trench- 
digging  shovels. 

National  Steel  Products,  Ltd.,  Toronto,  has  been  in- 
corporated with  a  capital  of  $100,000. 

The  Canadian  Planson  &  Van  Winkle  Co.  are  build- 
ing a  $5,000  brass  foundry  at  Toronto. 

The  Dominion  Register  Co.  have  moved  to  larger 
premises  at  235-245  Carlaw  Ave.,  Toronto. 

Edwin  Chown  &  Son's  hardw^are  warehouse  at  King- 
ston, Ont.,  was  damaged  by  fire  recently. 

License  Bros.,  dealers  in  sporting  goods  at  Toronto, 
have  sold  their  business  to  Harry  Partington. 

Robert  D.  Stevens,  of  the  Canada  Paint  Co.'s  Mon- 
treal staff,  has  joined  a  corps  for  overseas  service. 

The  Canadian  Chadwick  Metal  Co.  have  opened  a 
branch  at  Hamilton  for  the  making  of  munitions. 

Utilities  Equipment  Co.,  Montreal,  capital  $40,000, 
to  make  electrical  apparatus,  has  been  incorporated. 

Fire  in  the  business  section  of  Sorel,  Que.,  burned 
out  J.  Berthiaume's  and  Edouard  Gauthier's  tin- 
smithies. 

C.  W.  McGuire,  manager  of  the  London,  Ont.,  branch 
of  the  Imperial  Oil  Co.,  was  elected  president  of  the 
Ontario  Commercial  Travelers'  Association. 

The  'Waugh  Mfg.  Co.,  a  branch  of  The  International 
Safe  Co.,  of  Fort  Erie,  is  opening  a  factory  at  Am- 
herstburg  for  making  safes  and  counter  registers. 

Willys-Overland,  Ltd.,  Toronto,  capital  $6,000,000, 
has  been  incorporated  to  take  over  the  Russell  Motor 
Car  Co.,  Ltd.,  and  conduct  the  business  of  the  Willys- 
Overland  Co.  in  Canada. 

The  Roxton  Falls  (Que.)  Mfg.  Co..  Ltd.,  capitalized 
at  $100,000,  and  the  Transcona  Shell  Co.,  Ltd.,  Mon- 
treal,  with  a  capital  of  $50,000,  are  two  new  munitions 
concerns  recently  incorporated  at  Ottawa. 

Gray-Dort  Motors.  Ltd.,  has  been  incorporated  witli 
a  capital  of  $500,000.  to  make,  bu.y  and  sell  automobiles, 
parts  and  supplies.  Chatham,  Ont.,  is  to  be  headquar- 
ters and  the  provisional  directors  are  Robt.  Gray.  W. 
M.  Gray,  and  Manson  Campbell,  of  Chatham,  and  J.  D 
Dort  and  D.  M.  Averill,  of  Flint,  Mich 


News  From  Western  Canada 


Stanley  Bros.'  hardware  store  at  Hanna,  Alta..  wa? 
damaged  by  fire  recently. 

Stanlej^  Yecnj^,  hardware  dealer  at  Esterhazy,  Sask., 
has  added  groceries  to  his  stock. 

Seherban  &  Szntiak,  hardware  dealers  at  Krydoi*, 
Sask.,  are  succeeded  by  Szntiak  &  Stus. 

L.  Kelly,  hardware  dealer.  Viking,  Alta  ,  was  mar- 
ried recently  to  IMiss  W.  O'Leary  at  Edmonton. 

F.  C.  J.  Hawkins,  credit  manager  for  the  J.  H.  Ash- 
down  Hardware  Co.,  Winnii)eg,  died  suddenly  there 
recently. 

J.  S.  Miller,  lately  of  the  J.  H.  Ashdown  Hardware 
Co.'s,  Calgary,  staff,  died  in  the  military  hospital  at 
Shornelitfe,  Eng, 

Joseph  Souply.  hardware  dealer  and  reeve  of  Ayles- 
bury, Sask,,  died  from  burns  suffered  while  trying,  with 
others,  to  extinguish  a  prairie  fire. 

L.  A.  Blackwood,  general  manager,  and  J.  M  Lyiu-li, 
buyer,  of  the  IMiller-jMoi-se  Hardware  Co..  Winnipeg, 
have  resigned  to  .ioin  the  Merrick-Anderson  Co.'s  staff. 
C.  G.  Johnstone,  of  the  Miller-^lorse  stafT.  has  been  pro- 
moted to  fill  Mr.  Lynch 's  position,  and  G.  E  Thimipson 
has  been  appointed  sales  manager. 
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Manufacturers'  Helps  for  Retailers 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Hardware  Journal 


The  Schultz  Bros.  Co.,  Ltd.,  Brantford,  Out.,  havelre- 
cently  issued  a  booklet  descriptive  of  the  "Schultz" 
line  of  games,  novelties,  and  kitchen  utensils  sold 
through  the  hardv^^are  trade,  such  as  shoo-fly  rockers, 
teddy  bear  rockers,  triangleo,  parlor  billiards,  parlor 
pool,  crokinole,  card  tables,  lawn  seats,  lawn  swings, 
verandah  seats,  washing  machines,  clothes  bars,  iron- 
ing boards,  sleeve  boards,  pastry  boards,  bread  boards, 
kitchen  tables,  kitchen  cabinets,  medicine  cabinets, 
step  ladder  chairs,  wheelbarrows.  These  goods  are 
well  known,  and  the  illustrations  and  descriptions  of 
them  give  a  good  idea  of  their  appearance  to  those  not 
already  acqxiainted  with  them. 


New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  Journal 


There  has  long  been  a  demand  for  an  electric  lantern 
similar  in  design  to  the  standard  coal  oil  lantern. 
There  have  been  from  time  to  time  lanterns  of  this  type 
offered  to  the  trade,  but  invariably  they  have  been  too 
high  in  price  and  otherwise  unsatisfactory.  We  ilhis- 
trate  a  lantern  just  placed  on  the  market  by  the  Cana- 
dian Ever  Ready  Works,  90  Chestnut  Street,  Toronto 
A  real  lantern — strong  and  durable,  and  designed  to 


sell  at  a  reasonable  price.  This  lantern  takes  a  stand- 
ard-size, three-cell  Eveready  "Tungsten"  battery  and 
four-volt  Eveready  mazda  lamp.  The  Eveready  people 
report  that  orders  already  received  would  indicate 
that  the  new  lantern  has  been  accepted  and  approved 
by  the  trade  and  the  public. 

The  Canadian  Ever  Ready  works  are  constanth- 
getting  out  new  and  attractive  advertising  display 
matter.  They  are  glad  to  supply  it  to  any  merchant 
handling  their  line,  and  will  send  it  prepaid  on  receipt 
of  post  card  request. 


A  USEFUL  CHRISTMAS  GIFT 

A.  Harry  Wolfe,  Unity  Bldg-.,  Montreal,  is  putting 
out  through  the  trade  a  decidedly  iiovel  outfit  called 
"the  khaki  kit  kitchen,"  for  the  use  of  the  soldier  and 
the  sportsman.  It  is,  as  its  name  indicates,  an  indi- 
vidual cooking  outfit,  consisting  of  a  sheet  metal,  khaki- 
covered  case,  6V2X7V2  inches,  which  can  be  easily  and 
conveniently  slung  over  the  shoulder  with  strap,  or 


attached  with  belt  loops  to  fit  all  ordinary  rank  and 
file  equipment.  The  case  is  interlined  with  asbestos 
and  contains  frying  pan,  kettle  and  combination  drink- 
ing utensil.  Even  the  "fire"  is  provided,  a  tin  of 
"canned  heat"  sufficient  to  cook  nine  mea!"  being 
part  of  the  equipment. 

This  kitchen  has  the  approval  of  the  military  authori- 
ties, and  suggests  to  hardware  dealers  a  means  of  in- 
teresting their  local  regiments  to  eriuip  every  man.  It 
suggests,  too,  a  Christmas  present  for  persons  having 
relations  and  friends  enlisted  for  service ;  or.  it  may  be. 
for  sportsmen  when  out  on  camping  trips.  The  outfit 
retails  at  $5,  and  extra  cans  of  heat  may  also  be  ob- 
tained when  wanted.  Mr.  Wolfe  solicits  requests  for 
samples  and  catalogues  giving  full  details. 


FOR  THE  SHOOTER'S  CHRISTMAS 

[n  these  days  of  efficiency,  everyone  is  trying  to 
connect  the  use  of  one  article  with  that  of  another. 
"Find  a  way  for  greater  co-operation,"  is  the  slogan 
of  office,  shop  or  store.  Offices  have  efficiency  forces 
and  stores  have  men  to  see  if  articles  usually  sold  in- 
dividually cannot  be  sold  together.  Haberdashers  and 
jewelers  have  several  good  combinations.  Hardware 
dealers  are  also  finding  results  in  combinations. 

One  of  their  latest  is  a  Du  Pont  hand  trap  and  100 
clay  targets  packed  in  a  holiday  box.  This  should 
make  a  pleasing  present  to  a  shooter  or  a  novice.  All 
that  is  necessary  for  a  shoot  after  such  a  box  is  re- 
ceived is  a  friend  and  a  shotgun,  he  to  throw  the  tar- 
gets while  you  .<hoot,  or  vice  versa.  Be  he  either  shooter 
or  novice,  plenty  of  pleasure  and  practice  will  result 
fi'om  such  a  gift. 


CANADIAN  GALVANIZED  STEEL  SHEETS 

The  Uomiiiion  Sheet  Metal  Co  ,  Ltd..  Hamilton,  Ont., 
have  issued  the  following  prices  on  their  "Premier" 
galvanized  steel  sheets  (f.o.b.  Hamilton  and  Toronto)  : 
m/4  07..,  $5.75;  U.S.  No.  28.  $5.50:  No.  26.  $5.25:  Xos. 
22  and  24,  $5;  Nos.  18  and  20.  $4.80;  No.  16.  galv., 
$4.60 ;  No.  14,  galv.,  $4.40.  If  less  than  5  bdl.  lots  are 
ordered,  25  cents  will  be  added. 


A  SPLENDID  RECORD 

Of  the  Taylor-Forbes  Co.'s  (Guelph^  staff.  117  men 
have  enlisted  for  service  at  the  Front.  One  of  the 
young  ladies  in  the  office  has  resigned  to  train  for  a 
nurse. 


QUESTION  BOX 

Castors. — We  will  be  glad  to  know  where  we  can 
obtain  castors  such  as  are  used  on  chairs,  etc. — ^lANU- 
FACTURER. 

James  Smart  Mfg.  Co.,  Broekville :  Yokes  Hard- 
ware Co.,  Toronto;  Frank  Schmidt.  Berlin;  National 
Hardware  Co.,  Orillia.— Editor. 


"The  Eng'ish  volunteer  troops  are  splendid.  You 
can  tell  by  certain  earmarks  where  they  come  from. 
You  can  tell  the  miners  of  the  Midlands,  the  mill  hands 
of  Manchester,  the  bookkeepers  of  London,  the — " 

"How  do  you  tell  them?"  a  young  lady  asked. 

"Well."  said  Mr.  Powell,  "it's  easy  enough  to  tell, 
for  example,  the  bookkeepers.  Every  time  the  book- 
keepers are  commanded  to  stand  at  ease  they  try  to 
put  their  rifles  behind  their  ears." 
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How  to  Proportion  Profit  on  Selling  Price  to  Cost 

The  method  explained  and  a  table  given  at  the  request  of  the 
Secretary  of  the  Regina  Branch  of  the  Retail  Merchants'  Association. 


THE  question  of  the  proper  figuring  of  profits  is 
one  of  the  greatest  importance  to  every  retail 
dealer.  More  merchants  are  realizing  this  fact 
every  day  and  are  aiming  to  get  such  a  grasp  of  the 
proper  method  as  will  prevent  them  from  falling  into 
the  pitialls  that  are  bringing  loss  to  so  many  dealers 
every  year. 

Request  from  Dealers  for  Proper  Method 

This  is  shown  by  the  following  letter  received  from 
the  secretary  of  the  Regina  Branch  of  the  Retail  Mer- 
chants' Association: 

Retail  merchants  in  this  province  are  crying  out 
for  a  proper  cost-finding  system,  simple  and  practical, 
and  showing  how  to  proportion  selling  price  to  cost, 
that  would  be  suitable  for  their  line  of  business. 

Several  requests  have  come  to  the  hand  of  the  writer 
during  the  past  few  weeks  for  such  a  system.  If  you 
can  assist  us  in  this  request  we  shall  feel  greatly  in- 
debted. Yours  truly, 

REGINA  BRANCH  OF  R.  M.  ASSO., 

Per  A.  M.  WHITE,  Secretary. 

Method  of  Reasoning  It  Out 

"Western  merchants  not  only  want  the  proper  method, 
but  they  want  a  simple  and  rapid  one.  One  of  the 
questions  that  frequently 
puzzles  dealers  is  how  to 
proportion  profit  on  sell- 
ing price  to  cost.  They 
know  that  to  make  20  per 
cent,  on  the  selling  price 
they  must  add  25  per  cent, 
to  cost  price,  but  they  are 
rather  uncertain  as  to  the 
method  of  arriving  at  that 
fact  except  bv  frequent 
"tries."  We  will  take  20 
per  cent,  on  soiling  price 
and  follow  the  method  of 
reasoning  by  which  it  is 
roduoed  to  percentage  on 
cost. 

You  want  to  make  20 
per  cent,  on  selling  price 
or  20  cents  on  $1.00. 

Cost  of  article  must, 
therefore,  be  80c. 

Therefore,  figuring  on 
cost : 

On  80e.  you  make  20c. 
On     $1.00    von  make 
100X20 

-equals  25c. 


80 

This  equals  25  per  cent. 

Therefore  20  per  cent, 
on  selling  price  e(|uals  25 
per  cent  on  cost. 

Tf  an  article  costs  $2.00 
and  you  want  to  make  20 


HOW  TO  PROPORTION  PROFIT  ON  SELL 
ING  PRICE  TO  COST. 
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per  cent,  on  the  selling  price,  you  must  add  25  per 
cent  to  the  cost  price.  The  selling  price  is  $2.50 — you 
make  50  cents  or  20  per  cent,  on  selling  price. 

Another  Sample  Problem 

To  further  illustrate  the  method,  let  us  figure  out 
another  problem  on  profits.  You  have  bought  goods 
at  $4.50.  You  have  found  that  your  cost  of  doing 
business  is,  say,  19  per  cent.,  and  you  want  to  make  6 
per  cent,  net  profit.  The  total  per  cent,  you  must  make 
on  the  sales  price  is,  therefore,  25  per  cent.  What 
will  you  have  to  add  to  the  cost  to  make  this? 

If  you  made  25  per  cent,  on  a  dollar,  goods  would 
have  to  cost  75  cents.   Figuring  on  cost: 

On  75  cents  you  make  25c. 

100X25 

On  $1.00  you  make  equals  33  1-3  c. 

75 

Therefore  you  will  have  to  add  33  1-3  per  cent,  to 
cost  ($4.50),  which  equals  $1.50.  The  selling  price 
would  have  to  be  $6.00.  If  this  is  per  dozen,  the  goods 
would  have  to  sell  at  50  cents  each. 

Table  Gives  Rapid  Method 

It  means  a  good  deal  of  work  for  the  merchant  to 
have  to  figure  out  percentage  on  selling  price  to  a  per- 
centage on  cost  basis  each  time  he  wants  to  mark  any 
goods  or  ascertain  if  a  certain  line  allows  a  sufBcient 

amount  of  profit.  To  sim- 
plify work  in  this  regard 
we  append  a  table  that  the 
dealer  would  do  well  to 
keep  in  a  convenient  posi- 
tion. It  shows  the  per- 
centage which  should  be 
added  to  gross  cost  to  get 
a  specified  percentage  on 
selling  price. 

It  should  always  be 
borne  in  mind  that  cost 
means  the  gross  cost  and 
not  merely  the  invoice 
price.  You  must  know  the 
exact  cost  of  your  goods 
laid  down  in  the  store 
ready  for  sale,  with 
freight  and  other  charges 
added.  There  is  often  a 
material  difference  be- 
tween the  invoice  price 
and  the  actual  cost  of  the 
goods  which  must  be  tak- 
en into  consideration  in 
figuring  profits. 

The  accompanying  table 
if  kept  at  hand  will  allow 
the  merchant  in  a  mo- 
ment's time  to  find  out 
what  he  must  add  to  the 
cost  of  his  goods  to  make 
a  certain  percentage  of 
p  rofit. 


Rapid  Method 
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0  cost 


48 


CANADIAN  HARDWARE  JOURNAL. 


December,  1915 


Market  Situation 


The  cooler  v,-cHther  helped  start  a  movement  in  win- 
ter goods.  Country  business  showed  up  better,  and 
quite  a  noticeable  improvement  is  noted  in  cit.v  trade. 
Shortages  were  reported  recently  in  basic  steel. 

The  advent  of  the  Christmas  season  has  livened  up 
retail  trade,  and  the  West  at  last  seems  coming  back 
to  its  oAvn.  Reports  from  the  larger  centres  between 
Winnipeg  and  the  Rockies  indicate  that  trading  i3 
better,  and  with  the  bountiful  harvest  as  an  impetus 
settlers  from  across  the  line  are  again  wending  their 
way  to  the  Western  plains. 

Collections  ai-e  improving,  not  rapidly,  it  is  true,  but 
surely,  nevertheless.  The  outlook  is  ever  so  much  bet- 
ter for  1916  than  was  the  situation  for  the  present  year 
a  year  ago. 

Price  Changes  in  November 

Galvanized  fencing  went  up  15  cents  early  in  the 
month,  followed  by  increasing  costs  of  iron  and  steel. 
Iron  and  steel  bars,  horseshoe  iron,  sleigh  shoe  steel, 
toe  calk  steel,  etc.,  have  all  advanced.  Galvanized  and 
black  sheets  advaneed  before  the  middle  of  the  month, 
and  sympathetically  with  them  went  black  wrought 
iron  pipe,  hinges  and  butts,  and  black  wire  cloth. 
Roofing  material  and  leather  belting  also  went  higlicf. 

High  ocean  freight  rates  have  added  considerably 
to  the  cost  of  imported  goods,  and  the  development  of 
the  munitions  industry  has  added  to  the  costs  of  iro'i 
and  steel.  Steel  pi-oduets  of  practically  all  kinds  are 
still  on  the  upward  trend.  Among  the  most  recent  ad- 
vances are  nuts  and  bolts,  wire  nails,  galvanized  wire, 
and  the  basic  metals — spelter,  tin,  copper  and  iron. 

Towards  the  close  of  the  month  spades,  shovels,  cop- 
per wire,  smooth  wire,  fence  wire  and  staples,  irqn 
rivets,  stove  bolts,  tire  bolts,  steel  bars,  cold  rolled 
shafting  and  steel  jack  chain.  These  alone  would  raak" 
the  month  noteworthy,  but  the  stiffer  price  tendency 
has  affected  the  market  in  such  a  variety  of  ways  and 
through  so  many  ramifications  that  before  the  end  of 
the  year  many  items  not  yet  listed,  whose  base  is  iron  or 
steel,  or  in  fact  any  metal,  are  bound  to  go  higlier. 
Already  the  U.  S.  has  again  advanced  plain  wire  and 
wire  products  $2  a  ton. 

Woodenware  prices  are  revised,  many  of  the  lines  be- 
ing slated  at  higher  prices.  Oakum,  pitch,  felt,  cotto': 
twine,  hemp  and  dry  box  twines  and  .inte  have  ad- 
vanced. 

In  paints  and  kindred  lines  advances  are  noted  in 
gasoline,  benzine,  turpentine,  linseed  oil,  and  some  of 
the  basic  colors,  with  the  scarcity  of  some  of  these 
latter. 

Paint  makers  who  reduced  prices  on  mixed  paint-; 
may  have  to  advance  quotations  again,  as  the  higher 
prices  of  turps  and  oil  and  basic  colors  make  it  likely 
that  the  low  quotations  cannot  stand  for  long. 


IMPORTANCE  OF  ZINC  IN  THE  WAR 

In  considering  the  part  played  by  zinc  in  war  time  it 
is  only  necessary  to  realize  that  brass  is  an  alloy  of 
copper  and  zinc,  and  to  remember  that  ever^^  cartridge, 
whether  for  rifle  or  gun.  needs  a  casing  of  brass.  The 
naking  of  brass  is  not,  however,  the  only  "munition" 
use  of  zinc.  "Galvanized"  (writes  an  expert  in  the 
I/ondon,  Eng.,  "Standard")  is  a  curiously  misused 


word  in  the  metal  trade  that  applies  to  many  articles 
made  of  iron  and  covered  with  zinc.  It  seems  to  sug- 
gest an  application  of  electricity.  It  is  nothing  of  the 
kind.  Silver  is  deposited  on  baser  metals  by  electricity, 
as  is  well  known.  Forks  and  spoons  are  electroplated 
that  way.  Gold,  and  occasionally  copper,  are  used  in 
the  same  fashion,  and  several  of  the  minor  metals  are 
recovered  from  their  solutions  by  electrical  means. 
When,  however,  we  speak  of  galvanized  iron  we  mean 
iron  that  has  been  run  through  troughs  of  melted  zinc, 
so  that  a  coating  might  be  left  over  it. 

Iron  rusts  easily,  as  everyone  knows,  especially  when 
it  is  in  contact  with  air  or  water.  Zinc  does  not,  so  a 
thin  film  of  zinc  over  an  iron  anchor  chain,  or  a  fence 
of  barbed'  wire,  or  the  corrugated  roof  of  a  farm  shed 
gives  it  a  far  longer  life  than  would  happen  to  the 
perishable  iron  if  it  were  bare  to  the  elements.  As  the 
iron  passes  through  the  vats  of  melted  zinc  a  little  of 
its  surfaee  gets  dissolved,  so  that  the  last  parts  of  a 
vat  are  very  impure,  and  the  zinc  is  not  easily  recov- 
ered. Perhaps  it  may  be  worth  while  recovering  it  in 
these  times >  of  high  prices,  but  in  the  times  before  the 
war  the  residues  were  sent  to  Germany  for  the  casting 
of  white  metal  toys.  It  is  even  said  that  Birmingham 
used  some  of  it  to  make  fantastic  images,  which  found 
their  way  into  remote  parts  of  Africa,  and  were  there 
worshipped  as  deities. 

Enough  has  been  said  to  show  that  zinc  is  one  of  the 
great  munition  metals,  without  which  neither  the 
Army  nor  the  Navy  could  work  with  full  efficiency.  It 
is  well,  therefore,  to  look  into  the  question  of  supply. 
As  in  the  ease  of  other  metals  we  have  no  records  of 
an.y  reliability  since  those  of  1913.  In  that  year  the 
principal  producers  of  zinc  were  the  United  States, 
Germany,  and  Belgium.  There  was,  however,  a  dif- 
ference between  the  work  af  the  United  States  and  that 
of  the  two  other  countries  which  may  have  far-reaching 
effects  as  the  war  goes  on.  The  United  States  smelts 
its  own  ores.  Germany  and  Belgium  have  been  in  the 
habit  of  importing  most  of  their  raw  material. 

The  greatest  supply  of  this  rough  zinc  ore  has  hith- 
erto gone  to  Germany  and  Belgium  from  the  Broken 
Hill  mines  in  New  South  Wales,  where,  mainly  owing 
to  the  high  price  of  labor,  it  does  not  pay  to  smelt  the 
ore.  It  pays  better  to  send  it  to  Belgium  and  to  ship 
baek  the  finished  zinc.  For  the  rest.  France.  Spain, 
and  Great  Britain  produce  a  certain  amount  of  zinc, 
but  not  enough,  at  any  time,  for  their  own  needs.  The 
general  position  at  the  present  moment,  may.  therefore, 
be  summed  up  in  this  way.  Although  the  importation 
of  Australian  ore  into  Germany  and  Austria-HTingary 
is  now  stopped  these  countries  have  considerable  sup- 
plies both  of  the  calamine  and  the  blende  varieties  in 
Silesia,  Hungary,  Carinthia.  and  the  Tyrol. 

T^nfortunately  for  us  there  are  three  different 
methods  of  treating  the  ores,  and  our  zinc  smelting 
furnaces  are  not  well  adapted  for  dealing  with  Broken 
Hill  concentrates.  This  is  a  pity,  because  there  are  at 
the  present  moment  nearly  80,000  tons  of  this  material, 
captured  from  enemy  ships,  lying  idle  in  the  country. 
We  now  draw  the  bulk  of  the  metal  we  need  from  the 
United  States.  No  one  knows  how  far  the  strength 
of  our  Munition  IMinister  may  extend.  Perhaps  he  has 
the  zinc  snppl.v  already  in  his  mind.  But  it  would 
be  desirable  to  build  works  capable  of  operating  with 
the  Australian  ores. 


INIeLean  &  Ilawes'  hardware  store  at  Mitchell,  Ont.. 
was  damaged  by  fire  a  few  days  ago. 
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Galvanised  Steel  Tanks 

Withstand  Winter's  Blasts 

jTTConstructed  of  extra  serviceable  g^alvan- 
ized  steel,  all  seams  made  watertight  by 
heavy  pneumatic  riveting'  metal  to  metal, 
freezing-   weather  does  not  affect  WAYNE 

TANKS. 

'  Both  square  and  round  styles  in  all  sizes 
for  stock  watering,  cistern  use,  etc. 

You'll  obtain  more  prestige  and  profit  by 
stocking  the  "Wayne"  make. 

Writo  For  Oar  Illustrated  Booklet 

Wayne  Oil  Tank  &  Pump  Co. 

Limited 

Woodstock  -  Ontario 


DOUBLE  YOUR 

PAINT 

SALES 

Your  store  stands  or  falls  by  the  reputation  of  the  goods 
you  sell.  There's  a  bigger  profit  m  "repeat  sales  "  from 
a  truly  high  class  article  than  there  is  from  any  other 
kind.     M  hen  you  sell  PAINT— Sell  Moore's. 

MOORE'S 

PURE  LINSEED  OIL 

PAINTS 

The  kind  that  keeps  on  selling 

]/¥ e  asl{  dealers  who  arc  ir^lerested  in  gelling  and 
giving  the  best  in  the  trade,  to  inquire  from  us. 

Benj.  Moore  &  Co.,  Limited 


THF.  SQUARE 
DEAL  PEOPLE 


Mfrs.  of  Paints  and  Varnishes 

West  Toronto 


Falling-Out  Bristles  Means 
Dropping  Off  of  Trade 

Bristle-Shedding  Brushes  have  no  friends, 
they  will  NOT  make  steady  customers. 

The  bristles  can't  come  out  of 


i 


"STEEL 
GRIP" 

Paint 
and 

Varnish 
Brushes 


Made  in 
Canada 

for 
60  years 


The  compressed  nickelled  steel  ferrules  positively 
prevent  it. 

Only  the  best  materials  are  used  in  these  brushes 
and  the  handles  are  of  the  common-sense  shape  which 
will  not  cramp  the  hand. 

Practical  Painters  Prefer  Boeckh'S. 

Get  this  business-building  line. 

The  Boeckh  Bros.  Company,  Ltd. 

Toronto,  Canada 
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ABBASIVE  WHEELS 
T»ylor  Forbes  Co.,  Ouelph. 

ADVEETISINO  8IOKS— Metal 
MeOUry  Mfg.  Co.,  London. 
Tho«.  Davidson  Mfg.  Co.,  Montreal. 

ALABASTINE 
Th*  Alabaitine  Co.,  Parii,  Ont. 

ALTTMINUM 
Northam  Aluminum  Co.,  Toronto. 

ALUMINUM  WAEE 
McClary  Mfg.  Co.,  London. 
Northern  Aluminum  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 

AMMUNITION 
Dominion  Cartridge  Co.,  Montreal, 
ftemington    U.M.O.    Co..  Windaor. 

ANVILS 
Taylor- Forbes  Co.,  Guelph. 

ASH  CANS 
Tboa.  Davidson  Mfg.  Co.,  Montreal. 
HeClary  Mfg.  Co.,  London. 
I.  T.  Wright  Co.,  Ltd..  Hamilton. 

ASH  SIFTEBS 
Bnrrowea  Mfg.  Co.,  Toronto. 
Wm.  Cane  &  Sons  Co.,  Newmarket. 
Soren  Bros.,  Toronto,  Ont. 
Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

AUOEBS — Post  Hole 
Taylor-Forbes  Co.,  Guelph. 
Otterville  Mfg.  Co.,  Otterville,  Ont. 

AUTOMOBILE  ACCESSOEIES 
Kuhne-Anderton    Mfg.    Co.,  Port 
Hope. 

Einsinger   &    Bruce   Co.,  Niagara 
Falls. 

McKinnon  Dash  Co.,  St.  Catharines. 
AXES 

James  Smart  Mfg.  Co.,  Brockville. 
Welland  Vale  Mfg.  Co..  St.  Cath- 
arines. 

AXE  WEDOES 
Taylor-Forbes  Co.,  Guelph. 

AXLE  PULLETS 
Taylor-Forbes  Co.,  Guelph. 

BABBITT  METAL 
Canada  Metal  Co.,  Toronto. 

BAGS  AND  SACKS 
Scythes  &  Co.,  Toronto. 

BAKE  AND  PASTRY  BOARDS 
Wm.  Cane  &  Son,  Newmarket. 
Stratford   Mfg.  Co.,  Stratford. 
Meakins  &  Sons,  Ltd.,  Hamilton. 
Taylor- Forbes  Co.,  Guelph. 

BALE  TIES 
Laldlaw  Bale-Tie  Co.,  Hamilton. 
Stanley  Works,  New  Britain,  Conn. 

BARN    DOOR  HANGERS 
Canada    Steel    Goods   Co.,  Hamil- 
ton. 

Tdvlor-Forhes  Co..  Guelph. 
Chicago  Spring  Buft  Co..  Chicago. 

BARS  AND  SHUTTERS 
Canadian  Yale  &  Towne,  Ltd.,  St. 
CatharinpK 

BASKETS — Clothes 
Meakins  &   Sons,  Hamilton. 

BATH  PLUGS 
The  Goodyenr  l  ii  c  &  Hubhot  t  o.,  of 
Cannla.  L'liiiterl.  'I'oi'ontn 
BATHROOM  FITTINGS 
Gendron   Mfg.   Co.,  Toronto. 
Kinzinger  &  Bruce,  Niagara  Falls. 
Canada  Metal  Co.,  Toronto. 
James   Morrison    Brass   Mfg.  Co., 
Toronto. 

BELLS — Shlp-gong  Bells  and  Pnlli 
James    Morrison   Brass   Mfg.  Co., 
Toronto. 

BELLS — Farm 
Taylor-Forbes  Co.,  Guelph. 
Exeter   Mfg,   Co..  Exeter. 

BELTING — Cotton  Dnck 
Dominion  Belting  Co.,  Hamiltoa. 

BELTING — Rubber 
Gntta  Percha  &  Rubber  Ltd.,  To- 
ronto. 

BELTINlt — Leather 
Sadler  &  Haworth.  Montreal. 

BIRD  CAGES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
E.  T.  Wright  Co.,  Ltd..  Hamilton. 


BITS 

McKinnon  Dash  Co.,  St.  Catharines. 
BOILERS — Kitchen  Range 

Canada   Metal   Co.,  Toronto. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

McClary  Mfg.  Co.,  London. 

Gurney  Foundry  Co.,  Toronto. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
BOILERS  AND  RADIATORS 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Pease    Foundry    Co.,  Toronto. 

Tayhir-Forbes  Co..  Guelph. 

BOLTS  AND  NUTS 

Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

BOX  HINGES  AND  STRAPPING 
Stanley     Works,      New  Britain, 

Conn. 

BRACES   AND  BITS 

K.  r.  Afkins  &  Co.,  Ilamillon, 
Stanley   Rule    &    Level    Co.,  New 

Britain,  Conn. 
North  Bros.  Mfg.  Co.,  Philadelphia. 

BRACKETS— Shelf 
Stanley  Works,  New  Britain,  Conn. 
Taylor-Forbes  Co.,  Guelph. 

BRASS  GOODS 
Canada    Metal    Co.,  Toronto. 
Jas.  Morrison  Brass  Mfg.  Co.,  To 

ronto. 

Kiiizingor.    Bruce   f;    Co.,  Niagara 
Falls. 

BREAST  DRILLS 
North  Bros.,  Philadelphia. 
Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

BRUSHES 
Boeckh  Bros.   Co.,  Toronto. 
Meakins  &   Sons.  Hamilton. 

BURLAPS 
Scythes  &  Co..  Toronto. 

BUILDERS'  HARDWARE 
Stanley  Works.  New  Britain,  Conn. 
James  Smart  Mfg.  Co..  Broekville. 
Hamilton     Stove     &    Heater  Co., 

Hamilton. 
Bommer  Brothers,  New  York. 
Taylor-Forbes  Co..  Guelph. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chieage. 
Springer  Lock  Mfg.  Co.,  Belleville. 

BURNERS 
Ontario  Lantern  A  Lamp  Co.,  Ham- 
ilton. 

.lames   Morrison    Brass   Mfg.  Co., 
Torontn. 

BUTCHER  KNIVES 
Taylor-Forbes  Co.,  Guelph. 

BUTTS — Spring 
Bommer  Bros.,  Brooklyn,  N.T. 
Stanley  Works,  New  Britain,  Conn. 
Chicago  Spring  Bntt  Co.,  Ohieago. 
Taylor-Forbes  Co..  Gnelnh. 

BUTTS    AND  HINGES 
Chicago  Spring  Butt  Co..  Chicago. 
Tavlor-Forhes  Co..  Guelph. 

CAMP  STOOLS  AND  CHAIRS 
Stratford  Mfg.  Co.,  Stratford. 
McKinnon  Dash  Co.,  St.  Catharines. 
Otterville  Mfg.  Cc.  Otterville. 

CAMP  STOVES 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
McClary  Mfg.   Co.,  London. 
.Tames    Stewart    Mfg.    Co.,  Wood- 
stock. 

CANS— MUk 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 

CARBON  LAMPS 
Canadian     Tungsten      Lamp  Co., 
Hf  niiltnn. 

CARPENTERS'  CLAMPS 
Taylor-Forbes  Co.  Ouelph. 

CARRIAGE  HEATERS 
Chicago   Flexible   Shaft    Co.,  Chi- 
cago. 

CARTRIDGES— MetaUie 
Remington    Arms — Uni»n  MetaUie 

Cartridge  Co.,  Windsor. 
Dominion  Cartridge  Co..  Montreal. 

CASEMENT  ADJUSTERS 
Canadian    Tnle    k    Towne,  Ltd.. 
St.  Catharines. 


CATTLE  LEADERS 

Taylor-Forbes  Co.,  Guelph. 

CHAIN  BOLTS 
Taylor-Forbes  Co..  Ouelph. 
Stanley  Works,  New  Britain.  Conn. 

CHAIR  LADDERS 
Taylor-Forbes  Co.,  Guelph. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford   Mfg.   Co.,  Stratford. 

CHAIN — Brass  b  Copper 
James    Morrison   Brass    Mfg.  Co., 
Toronto. 

CHAINS— Steel 
Steel  Co.  of  Canada,  Hamilton. 
B.  Greening  Wire  Co.,  Hamilton. 
CHALK 

A.  Ramsay  &   Son  Co.,  Montreal. 
Sanderson   Pearcy  &  Co..  Toronto. 
CHURNS — Barrel  or  RevolTlng 

Realty  Bros.,  Fergus,  Ont. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cunimer-Dowswell    Co.,  Hamilton. 
Maxwells,  Ltd..  St.  Mary's. 

CLAMPS 
Taylor-Forbes  Co.,  Guelph. 
National  Machinery  &  Supply  Co., 

Hamilton. 
Henry  Disston  &  Sons,  Toronto. 
CLOCKS 

Western  Clock  Mfg.  Co.,  La  Salla. 
111. 

CLOTHES  DRIERS 
James  Smart  Mfg.  Co.,  BroekvlUe 
Stratford   Mfg.  Co.,  Stratford. 

Taylor-Forbes  Co..  Gueltih. 

CLOTHES  LINE  PULLETS 
Taylor-Forbes  Co..  Guelph. 

CLOTHES  MANGLES 
Cummer  Dowswell,  Ltd.,  Hamilton. 
Maxwell's.   Ltd..   St.  Mary'a. 
Taylor  Forbes  Co.,  Guelph. 

CLOTHES    BARS    AND  RACK 
Wm.  Cane  &  Son,  Newmarket. 
McFarlatie  Ladder  Works.  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford    Mfg.   Co.,  Stratford. 

CLOTHES  LINE  PROPS 
Otterville  Jffsr.  Co..  Otterville. 

CLOTHES  LINE  WIRE 
Steel   Co.   of  Canada.    Ltd.,  Haa 
ilton. 

CLOTHES  REELS 
Taylor-Forbes  Co..  Guelph. 

CLOTHES  PINS 
Wm.  Cane  Se  Sons  Co..  Newmarket. 

COAL  CHUTES 
Clare  Bros.,  Preston. 
Gait   Stove  ft   Furnace  Co.,  Qalt. 
Steel    Trough    &      Machine  Co, 
Tweed. 

Metal  Shingle  A  Siding  Co.,  Pres 
ton. 

COBBLER  SETS 

Taylor-Fnrhes  Co.  Guelnh 
CONDUCTOR  PIPE 

See  Eavetrough. 

COPPER  WARE 

Thos.  Davidson  Mfg.  Co.,  Montreal 

E.  T.  Wright  Co.,  Ltd.,  Hamilton 

McClary   Mfg.   Co.,  London. 

Sheet  Metal  Products  Co..  Toronto. 
CORDAGE  AND  TWINE 

Scythes  &   Co.,  Toronto. 

Consumers  Cordage  Co..  Montreal. 
CORNICE  BRAKES 

Metallic   Roofing   Co.,  Toronto. 

Metal   Shingle  &  Siding  Company, 
Preston. 

Steel      Bending      Brake  Works. 

Chatham. 
Brown  Boggs  Co..  Hamilton. 

CORRUGATED  IRON 
Metal  Shingle  &  Siding  Company, 

Preston. 

Metallic   Roofin?   Co..  Toronto. 

COTTER  PINS 
Steel  Co.  of  Canada.  Ltd.,  Hamil 
ton. 

COTTON  DUCK  AND  WASTB 

Scvthes   *   Co..  Toronto 

■  COUNTER  CHECK  BOOKS 
Dominion  Register  Co  ,  Toronto. 

COUNTER  TARD  MEASURES 
Lnfkin  Rule  Co.,  Windsor. 
Taylor  Forbes  Co.  Ouelph 

COW  TIES  AND  CHAINS 
B.  Greening  Wire  Mfg.  Co..  Has- 
ilton. 

CURBT  COMBS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 


CURTAIN  STRETCHERS 
Otterville   Mfg    Co.,  Otterrille. 

OUTLEET 
Canadian  Rogers  Co.,  Toronto. 
Dorken  Bros.,  Montreal. 
Oneida  Community,    Ltd.,  Niagara 
Falls,  Ont. 

DAMPERS 
Onmey  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co..  London. 
James  Smart  Mfg.  Co.,  Broekvllle. 
Taylor  Forbes  Co.  Guelph. 

DISPLAT  AND  WALL  OASES 
Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

DIES 

Armstrong    Mfg.    Co.,  Bridgeport. 

Conn. 

DOOR  CHECKS 
Canadian  Tale  te  Towne.  Ltd.,  St. 

Catharines. 
Chicago  Spring  Butt  Co.,  Chicago. 
Taylor-Forbes  Co..  Guelph. 

DOOR  HANGERS- Parlor 
Canada    Steel    Goods    Co..  Hamil- 
ton. 

Taylor-Forbes  Co..  Guelph. 
Richards-Wilcox      Canadian  Co.. 
London. 

DOOR  MATS — Cocoa  Fibre 
Meakins  &  Sons.  Hamilton. 

DOOR  MATS — Rubber 
Sutta  Percha  A  Rubber,  Ltd.,  To- 
ronto. 

DOOR  MATS— Wire 
Enhne  ft  Anderton,  Port  Hope. 
Canada   Wire   ft   Iron   Goods  Co.. 
Hamilton. 

DOORS  AND  WINDOWS 
A.  B.  Ormsby  Co.,  Toronto. 
Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

DRILLS — Breast  and  Bench 

North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

DRT  COLORS 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams  Co.,  Montreal. 
G.  F.  Stephens  ft  Co.,  Winnipeg. 
Brsndram-Henderson,    Ltd.,  Mont- 
real. 

A.  Ramsay  ft  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

DRIVE  WELL  POINTS 
Otterville  Mfg.  Co..  Otterville. 

DUSTLESS  DUSTERS 
Tarbox  Bros..  Toronto. 
EAVETROUGH    AND  CONDUCT- 
OR PIPE 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.    T.    Wright    Co.,    Ltd.,  Hamil- 
ton. 

Sarnia  Metal  Products  Co.,  Samia. 

EDGE  TOOLS 
James  Smart  Mfg.  Co..  Brockville. 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

EGG  CRATES 
Wm.  Cane  ft  Son.  Newmarket. 
ELECTRIC  FLASHLIGHTS 

Canadian   Kver  Ready  Works.  To- 

ELEOTRIC  LIGHT  FIXTURES 
James    Morrison    Brass    Mfg.  Co., 

Toronto 

ELECTRIC  IRONS.  ETC. 
Renfrew    Electric    Mfg.    Co.,  Ren- 
frew. 

Chicago   Flexible   Shaft    Co..  Chi- 
cago. 

Duncan  Electric  Co..  Montreal. 

ELECTRIC  LAMPS 
Ontario     Lantern     ft     Lamp  Co., 
Hamilton 

ELECTRIC  RADIATORS 
Renfrew    Electric    Mfg.    Co.,  Ben- 

""^ELECTRIC  RANGES 
Radiant  Electric  Co..  Grimsby. 
Renfrew   Electric    Mfg.   Co.,  Bea- 
frew. 
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ELEOTEIO  BATTEEIES 
Radiant  Electric  Co..  Qrimsby. 

EMEKT  QBINDEES 
James    Morrison    Brass    Htg.  Co., 
Toronto. 

EMEET  POWDEB 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williams    Co.,  Montreal. 
A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 

ENAMEL  SIGNS 
MeOlary  Mfg.  Co.,  London. 

ENAMELED  WAEE 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Stamped  &  Enameled  Ware,  Hei- 
peler. 

ESCUTCHEON  PINS 
Steel  Oo.  of  Canada,   Ltd.,  Hamil- 
ton. 

EXPRESS    WAGONS— Boys' 
Canadian  Buffalo   Sled   Co.,  Prea- 
ton. 

Qendron  Mfg.  Co.,  Toronto. 

EXTENSION  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Works,  Toron- 
to. 

FARM  TANKS 
Wayne    Oil    T;>nk    &    Pump  Co., 
Woodstock.  Ont. 

FARM  TROUGHS 
Wayne    Oil    T.mk    &    Pump  Co., 
Woodstock,  Ont. 
FASTENERS— Door,  Sash 
Taylor-Forbe.s  Co..  Guelph. 

FENCING — Woven  Wire 
McGregor  Banwell  Fence  Co.,  W«l- 
kerville. 

Steel  Company  of  Canada,  Hamil- 
ton. 

B  in  well.  Hnxio  Cn..  yiniiiilton. 

FILES  AND  EASPS 
Henry  Disston  &  Sons,  Toronto. 
Nicholson  File  Co.,  Port  Hope. 
Q.  &  H.  Harnett  Co.,  Philadelphia, 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

FILTERS — Water  and  Oil 
James   Morrison   Brass    Mfg.  Co., 

Toronto.   

riBEPROOF  DOORS  AND  WIN- 
DOWS 

Metallic   Roofins  Co.,  Toronto. 

FIREPLACE  QEATE8 
Enterprise  Foundry  Co.,  SaekTilla. 
N.B. 

Barton  Netting  Co..  Wlndior. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Taylor-Forbes  Co..  Gnelph. 

riEE  BUCKET  TANKS 
Metal  Shingle  &  Siding  Co.,  Prai- 
ton. 

A.  B.  Ormaby  Co.,  Toronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
MeOlary  Mfg.  Co..  London. 

FIEE  DOOE  HAEDWABB 
Rlchards-Wilcox      Canadian  Co., 
London. 

Stanley  Works,  New  Britain,  Conn. 

Taylor-Forbes  Co..  Guelph. 

Metal  Shingle  Ss  Siding  Co.,  Pres- 

""FrEE  EXTINGUISHERS 
Metal  Shingle  Sc  Siding  Co.,  Prea- 
ton. 

FLAGS 
Scythes  *  Co.,  Toronto. 
J.  J.  Turner  &  Son,  Peterboro. 
FLOOE  AND  WALL  THIMBL2S 
Metal  Shingle  4  Siding  Co.,  Prei- 
ton. 

FOEOE  CUPS — Babbar 

The  (iooilyi-ar  Tire     liubbcr  Co.,  of 

Cinadn.  Limited.  Toronto 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

rOUNDET  SUPPLIES 

B.  Greening  Wire  Co.,  Hamilton. 
Canada   Wire   ft   Iron   Goods  Co., 

Hamilton. 

FOOD  CHOPPERS 
Maxwells.  Ltd.,  St.  Mary's. 
McClary  Mfg.  Co.,  London. 

FOOT  WARMERS 
Chicago   Flciihle    Shaft   Co.,  Ohl- 
eago. 

FURNACES — Pliiraberi' 
James    Morrison    Brass   Mfg.  Co.. 
Toronto 

rUBNACES— Hot  Air 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Beach  Foundry  Co.,  Ottawa. 
Burrow.   Stewart  A   Milne,  Hamil- 
ton. 

Can.    Heat   A   Vent.     Co.,  Owan 

Round. 
Clare  Bros.,  Preston. 
Oalt  RtoT*  ft  Fnrnaes  Co.,  Oalt. 
Enterprise  Foundry  Co.,  SaekTllle, 

N  B. 


Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &     Heater  Co., 

Hamilton. 
Hall  Zryd  Foundry  Co.,  Hespeler. 
Kir-Ben,  Ltd.,  Almonte. 
McClary  Mfg.  Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockvllle. 

FURNITURE  SLIDES 
Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON 
]\relallie   Roofing   Co.,  Toronto. 
Jfelal  Shingle  &  Siding  Company, 

Preston. 
McClary  Mfg.  Co.,  London. 
M.  &  L.  Samuel,  Benjamin  &  Co., 

Toronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

GALVANIZED  NETTING 
B.  Greening  Wire  Co.,  Hamilton. 

GARAGES — Metal 
The  Pedlar  People,  Oshawa. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

GARBAGE  CANS 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Steel     Trough     ft     Machine  Co., 
Tweed. 

GARDEN  AND  PARK  SEATS 
Stratford  Mfg.  Co.,  Stratford. 
GARDEN  HOSE 

The  Goodyear  Tire  &  Rubber  Co.,  of 
Canada,  Limited.  Toronto 

Gntta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

OAS IBONS 
MeOlary  Mfg.  Co.,  London. 

GAS  RANGES 
Burrow,  Stewart  ft  Milne,  Hamil- 
ton. 

Bowes,  Jamieson,  Ltd.,  Hamilton. 

Qurney  Foundry  Co.,  "Toronto.  ' 

Hamilton  Stove  ft  Heater  Ce„ 
Hamilton. 

McClary  Mfg.  Co.,  London. 

D.  Moore  Co..  Hamilton. 

James  Stewart  Mfg.  Co.,  Wood- 
stock. 

GAS  FIXTURES 
James   Morrison   Brass   Mfg.  Oo^ 
Toronto. 

OAS  WATER  HEATERS 
Moffat  Stove  Co.,  Weston. 
McClary  Mfg.  Co.,  London. 
Gurney  Foundry  Co.,  Toronto. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Bowes,  .Tamieson,  Ltd.,  Hamilton. 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 
GASOLINE  ft  OIL  PUMPS 
Wayne    Oil    Tank    ft    Pump  Co, 
Woodstock.  Out. 

GASOLINE  STOVES 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

GATES — Farm 
Steel  Ca.  of  Canada,  Montreal. 
McGregor  Banwell  Fence  Co.,  Wal- 
kerville. 

Banwell    Hozie   Wire   Fence  Co., 

Hamilton. 
James  Morrison  Brass  Mfg.  Oo„ 

Toronto. 

GAUGES 
Stanley   Rule   ft   Level    Co.,  Maw 
Britain.  Conn. 

GAUGE  COOKS 
Penberthy  Injector  Co.,  Windsor. 
James   Morrison   Brass    Mfg.  Co., 
Toronto. 

GLASS 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Hobbs  Mfg.  Co.,  London. 
Toronto  Plate  Glass  Imp.  Co.,  Ta- 
ronto. 

A.  Ramsay  ft  Son  Co.,  Montreal. 

GLASS— Bent 
The  Toronto  Plate  Glass  Import- 
ing Co..  Toronto. 
GLASS  CUTTING  BOARDS 
Lufkin  Rule  Co.  of  Canada,  Wind 
sor. 

A.  Ramsay  ft  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronte. 
GRANARIES — Portable 

Mi-tallir    Ronfine    Co..  Toronto. 

GRASS  CATCHERS 
Taylor  ForliPS  Co.,  Guelph. 

GRINDSTONES 
Taylor-Forbes  Co..  Guelph. 
Richards  Wilcox      Canadian  Oe., 
London. 
GRINDSTONE  FTXTUEES 
Taylor-Forbes  Co..  Guelph. 


GUNS   AND  RIFLES 
Remington   (J.M.O.  Oo.,  Windsor. 
Ross  Rifle  Co.,  Quebec. 

HACK  SAW  BLADES 
E.  C.  Atkins  &  Co.,  Hamilton. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

HALTERS — Leather 
G.  L.  Griffith  ft  Son,  Stratford. 

HAMMERS 
James  Smart  Mfg.  Co.,  Brockvllle. 
Stanley   Kule   &    Level   Co.,  New 
Britain,  Conn. 

HAMMOCKS 
'Dominion    Hammock    Co.,  Dunn- 
ville. 

Gait  Robe  &  Hammock  Co.,  Oalt. 
HANDLES — Door,      Drawer  and 
Store 

Taylor-Forbes  Co.,  Guelph. 
Stanley     Works,       New  Britain, 
Conn. 

Canadian  Yale  &  Towne,  Ltd.,  St. 
Catharines. 

HARNESS  AND  BLANKETS 
Burlington    Windsor    Blanket  Oo, 

Toronto. 

HASPS  AND  LATCHES 
Taylor-For)3e8  Co..  Guelph. 
Stanley     Works,      New  Britain, 

Conn. 

HATCHETS 
James  Smart  Mfg.  Co.,  BrockviUa. 

HAT  KNIVES 
Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

HINGES 

Stanley     Works,      New  Britain, 

Conn. 

Canada  Steel  Goods  Co.,  Hamilton. 
Taylor-Forbes  Co..  Guelph. 

HINGES — Spring    and  Floor 
Taylor-Forbes  Co.,  Guelph. 
Bommer  Brothers,  Brooklyn,  N.T. 
Chicago  Spring  Butt  Co.,  Chicago. 

HOCKEY  PUCKS 
The  Goodyear  Tire  &  Rubber  Co.,  of 
Canada,  Limited.  Toronto 
HOES 

Welland  Vale  Mfg.  Co.,  St.  Oatk- 
arines. 

HORSE  SHOES  AND  NAILS 
Steel  Co.  of  Canada,  Hamilton. 

HORSESHOE  OALKS 
Steel  Co.  of  Canada,  Hamilton. 

HOSE  REELS 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

HOOKS — Coat  and  Hat,  Klteliaii 
Steel  Co.  of  Canada,  Hamilton. 
Taylor-Forbes  Co.,  Guelph. 

HOOKS  AND  EYES 
Steel  Co.  of  Canada,  Ilamilton. 
Stanley     Works,     New  Britain, 
Conn. 

ICE  SHAVES 
McClary  Mfg.  Co.,  Loudon. 
North    Bros.    Mfg.    Co.,  Philadel- 
phia. 

ICE  PICKS 
Stanley   Rule   ft    Level   Co.,  New 
Britain,  Conn. 
ICE   CREAM  FEEEZEES 
McClary  Mfg.  Co.,  I,ondon. 
North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Wm.  Cane  &  Sons,  Newmarket. 

ICE  BOXES  AND  CHESTS 
E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
McClary  Mfg.  Co.,  London. 

INJECTORS — Automatic 
J^mes   Morrison   Brass   Mfg.  Co., 
Toronto. 

INGOT  METALS 
M.  ft  L.  Samuel,  Benjamin  A  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
IRONING   AND    BAKE  BOARDS 
Stratford  Mfg.  Co.,  Stratford. 
Taylor-Forbes  Co.,  Guelph. 
Otterville  Mfg.  Co..  Otterville. 

JACK  CHAIN 
Steel  Co.  of  Canada,  Ltd.,  Hamil- 
ton. 

Ontario    Lantern    ft    Lamp  Co., 
Hamilton. 

JOIST  HANGERS 

Taylor-Forbes  Co..  Guelph. 

KITCHEN  CABINETS 

E.  T.  Wright  Co.,  Ijtd.,  Hamilton. 
KITCHEN  WOODENWAEB 

Stratford  Mfg.  Co.,  Stratford. 

McFarlane  Ladder  Co..  Toronto. 

KNIVES — Planer,  Paper-cutting 

Simonds   Canada   Saw   Co.,  Mont- 
real. 

Henry   Disston  ft  Sons,  Toronto. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
McFarlane  Ladder  Co..  Toronto. 

LADDERS — Store 
James   Morrison    Brass   Mfg.  Co., 
Toronto. 

Mllbradt  Mfg.  Co..  St.  Louis,  Me. 


LAMPS  AND  BURNERS 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 

LANTERNS 
Thos.   Davidson    Mfg.    Co.,  Mont- 
real. 

Ontario    Lantern    &    Lamp  Co., 

Hamilton. 
McClary  Mfg.  Co..  London. 
E.  T.  Wright  Co.,   Ltd.,  Hamilton. 

LATCHES 
Richards-Wilcox      Canadian  Co., 

Loudon. 
Taylor-Forbes  Co.,  Guelph. 
Bommer  Brothers.  Brocklyn. 

LAUNDRY  TUBS 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 

LAVATORIES 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel     Trough     &     Machine  Co., 
Tweed. 

LAWN  FENCING 
B.  Greening    v^  ire  Co..  Hamilton. 

LAWN  HOSE 
Gutta  Percha  &  Rubber,  Ltd.,  To- 
ronto. 

LAWN    SEATS   AND  SWINGS 
Stratford  Mfg.  Co.,  Stratford. 

LAWN  MOWERS 
Maxwells,    Ltd.,   St.  Mary's. 
Taylor-Forbes  Co.,  Guelph. 
.James  Smart  Mfg.  Co.,  Brockville. 

LAWN  SPRINKLERS 
James   Morrison   Brass   Mfg.  Co., 

Toronto. 
Taylor-Forbes  Co^  Guelph. 
Gutta  Percha  &  Rubber,  Ltd..  To- 
ronto. 

LEAD  PIPE 
Canada  Metal  Co..  Toronto. 
Steel  Co.  of  Canada,  Hamilton. 

LETTEB  BOXES 
Taylor-Forbes  Co..  Guelph. 

LEVELS 

Stanley   Rule   &    Level    Co.,  New 
Britain,  Conn. 

LINSEED  OIL 
Sherwin-Williams  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Canada  Paint  Co.,  Montreal. 

LITHOGRAPHED  TIN  BOXES 
Thos.    Davidson   Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

LOCKS,  KNOBS,  ETC. 
National  Hardware  Co..  Orillia. 
Taylor-Forbes  Co.,  Guelph. 
Canadian  Yale  &  Towne,  Ltd.,  St. 

Catharines. 
Springer    Lock    Mfg.    Co.,  Bella- 

ville. 

MACHINE  KNIVES 

E.  0.  Atkins  &  Co.,  Hamilton. 
Henry  Disston  &  Sons,  Toronto. 

MALLETS 
Stanley   Rule   &   Level    Co.,  New 
Britain,  Conn. 

MANGLES 
Cummer-Dowswell,  Ltd.,  Hamilton. 
Maxwells,  Ltd.,  St.  Mary's. 
Taylor-Forbes  Co.,  Guelph. 
James  Smart  Mfg.  Co.,  Brockvllle. 

MAPLE  EVAPORATORS 
Steel     Trough     ft     Machine  Co., 
Tweed 

MARINE  SUPPLIES 
James   Morrison   Brass   Mfg.  Co., 
Toronto. 

Consumers'  Cordage  Co.,  Toronto. 

MEASURING  PUMPS 
Wayne    Oil    Tank    ft    Pump  Oo, 
Woodstock,  Ont. 

METALS 
Canada  Metnl  Co.,  Toronto. 
SicClary  Mfg.  Co..  Loudon. 
Sheet   Metnl   Products  Co.,  Toron- 
to. 

M.  &  L.  Samuel.  Benjamin  &  Co., 

Toronto. 

F,  .  T.  Wrieht  r'o..  T/td..  Hamilton. 
METAL  CEILINGS  AND  WALLS 
Metallic   Roofing   Co..  Toronto. 
Sarnia  Meliil  Products  Co.,  Samia. 
Metal  Shingle  &  Sidirg  Co.,  Pres- 

METAL  POLISHES 
Canada  Paint  Co..  Montreal.  Que. 
Nickel    Plate     Stove    Polish  Co., 

Windsor,  Ont. 
Sherwin-WiUiama  Co  .  Montreal. 

METAL  WASHBOARDS 
Maakins  A  Sons,  Hamilton. 
MBTAL    OARAGES    AND  SILO 
ROOFS 

Metallic   Roofing   Co..  Toronto. 
Metal  Shingle  ft  Siding  Co.,  Pres- 
ton. 
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METAL  LATHS 
PedUr  People,  Oihsw*. 

Metallic   Roofing   Co.,  Toronto. 
Metal  Shingle  &  Siding  Company, 
Preston. 

MIBBOBS 
Toronto  Plate  Glaus  Imp.  Co..  To 
ronto. 

Kiniincer   A    Bruee    Co.,  NUgsra 
Filli. 

MITBE  BOXES 
Stanley   Rale    &    Level    Co.,  New 

Britain,  Conn. 
E.  C.  Atltina  &  Co.,  Hamilton. 

MOPS,  MOP  OLOTHS 
Channell  Chemical  Co.,  Toronto. 

MOP  WBINOEBS 
Wm.  Cane  &  Soni  Co.,  Newmarket. 

MOBTAB  OOLOBS 
Hanton  Bros.,  Toronto. 
Sanderson  Pearcy  &  Co..  Toronto. 

MOTOB  BOAT  STTPPLIB8 
Canadian      Fairbanki-Moria  Co., 
Montreal. 

NAILS  (Out) 
Steel  Oo.  of  Canada.  Ltd..  Hamil- 
ton. 

NAILS  (Wire) 
H.  S.  Howland,  Sons  A  Co.,  To- 
ronto. 

Laidlaw  Bale-Tie  Co.,  Hamilton. 
Parmenter  Bulloch  Co.,  Oananoqne. 
Steel  Oo.  of  Canada,  Ltd.,  Hamil- 
ton.   

OAKtTM 
A.  Ramsay  Sc  Son  Co.,  Montreal. 
Scy'.hes  &  Co.,  Toronto. 
James   Morrison  Brass   Mfg.  Oo., 
Toronto. 
OILS — Linseed  and  Boiled 
Canada  Linseed  Oil  Mills,  Mont- 
real and  Toronto. 

OILS — Vamlah 
Onnada  Linseed  Oil  MiUa,  Mont- 
real and  Toronto, 
on.  AND  GASOLINE  TANKS 
Steel    Trough    A    Machine  Co., 
Tweed. 

Thos.   DsTidaon   Mff.   Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Metal  Shincle  A  Sidint  Co.,  Prea- 
ton. 

OIL  STOVES  AND  HEATBB8 
Bowes,  Jamieson,  Ltd.,  Hamilton. 
Imperial  OM  Co.,  Toronto. 
Thos.   Dav.dson   Mfg.   Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

OIL   STOBAOE  STSTEMS 
S.  F.  Bowser  As  Co.,  Toronto. 
Wayne  Oil     Tank  ft  Pump  Oo„ 
Woodstock. 
OILEBS — Engine    and  Machine 
Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co.,  Ltd..  Hamilton. 

OILED  OLOTHINQ 
Scythes  &  Co..  Toronto. 

OIL  CLOTHS 
Dominion  Oil  Cloth  Co.,  Montroal. 

OIL  CANS 
E.  T.  Wright  Co..  14(1..  H.iniilton. 

OILY  WASTE  CANS 
James   Morrison  Brass   Mfg.  Co., 
Toronto. 

Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

PAILS — Wood 
Wm.  Oane  A  Sons  Co.,  Newmarket. 

PAINTS  AND  OILS 
Brandram-Hen^erson,    Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

Ottawa  Paint  Co.,  Ottawa. 
R.  C.  Jamieson  &  Co.,  Montreal. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin  Senour  Co.,  Montreal. 
Benj.  Moore  &  Co..  West  Toronto. 
Pratt  &  Lambert,  Buffalo. 
Pinchin-Johnson  Co.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin-Williams  Co.,  Montreal. 

PAINT  SPRAYING  MACHINES 
A.  Ramsav  ^-  Son  Co..  Montreal. 

PAINTERS'  TRESTLES 
Stratford  Mfg.  Co.,  Stratford. 
A.  Ramsay  &  Son  Co..  Montreal. 
McParlane  Ladder  Works,  Toron- 
to. 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 


PAPEBHANOEBS'  TOOLS 
Sanderson  Pearay  &  Co.,  Toronto. 
A.  Bamsay  &  Son  Co..  Montreal. 

PARIS  OBEEN 
Sherwin-Williams  Co.,  Montreal. 

A.  Ramsay  i,  Son  Co.,  Montreal. 
aanrtiT"  !!   Pearcy  k  Co.,  Torento. 
t^ttiiuiiu   I'ttiot  Co.,  Montreal. 

PARLOR  DOOR  HANOEBS 
Richards- Wilcox      Canadian  Co., 

Ltd.,  London. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor- Forbes  Co.,  Ouelph. 

PEBFOBATED  METALS 

B.  Greening  Wire  Co.,  Hamilton. 

PIO  IRON 
Steel  Co.  of  Canada.  Hamilton. 
Samuel,  Benjamin  k  Co.,  Toronto. 

PIPE    CUTTEBS   AND  VISES 
Armstrong    Mfg.    Co.,  Bridgeport, 
Conn. 

James   Morrison   Brass   Mfg.  Oo., 

Toronto. 

PIPE     AND     FITTINGS— Black 

and  Galranlzed 
James   Morrison    Brass   Mfg.  Co., 

Toronto. 
Canada  Metal  Co.,  Toronto. 
Steel  Co.  of  Canada.  Hamilton. 
PLANES 

Stanley   Rule   A   Level    Co.,  New 

Britain,  Conn. 
National   Mach.     A   Supply  Co.. 

Hamilton. 

PLASTER 
Alabastine  Co.,  Ltd.,  Paris. 

PLASTER  OF  PABI8 
A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 
C»nada  Paint  Co.,  Montreal. 
Alabastine  Co..  Ltd.,  Paria. 

PLATES     AND  HOOKS 
Canadian  Yale  A  Towne,  Ltd.,  St. 

Catharines. 
Bommer  Brothers,  Brooklyn. 
PLIERS 

James   Morrison   Brass   Mfg.  Co., 

Toronto. 

PLUMBS  AND  LEVELS 
Stanley   Rule  A   Level   Co.,  New 

Britain,  Conn. 

PLUMB  BOBS 
Taylor-Forbes  Co.,  Ouelph. 
Stanley  Rule  A   Level   Co.,  New 

Britain.  Conn. 
POLISHES — Furniture  and  Wood 
Canada  Paint  Co.,  Montreal. 
Sherwin-Williamft  Co.,  Montreal. 
Sanderson  Pearcy  A  Co.,  Toronto. 
Martin -Senour  Co.,  Montreal. 

A.  Ramsay  A  Son  Co..  Montreal. 
POLISHES — Metal      and  Stove 
Sherwin-Williams  Co..  Montreal. 
Canada  Paint  Co.,  Montreal. 
Martin-Senour  Co.,  Montreal. 

POLISHING  BRUSHES 
Boeckh  Bros.,  Ltd.,  Toronto. 
Meakins  A  Sons,  Hamilton. 

POST  HOLE  DIGGERS 
Otterville  Mfg.  Co.,  Otterville. 
POULTRY  NETTING 

B.  Greening  Wire  Co.,  Hamilton. 

PULLEYS 
Canadian      Fairbanks-Morse  Co., 

Montreal. 
Taylor-Forbes  Co..  Gnelph. 

PUMPS 

Metal  Shingle  A  Siding  Co.,  Pres- 
ton. 

James  Morrison  Brass  Mfg.  Co., 

Toronto. 

BAKES 

Welland  Vale  Mfg.  Co.,  St.  Cath- 
arines. 

RASPS 

Nicholson  File  Co.,  Port  Hope. 
EBFEIGEBATORS      AND  ICE 
CHESTS 

Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

Sanderson-Harold  Co.,  Paris. 
REGISTERS — Hot  Air  Furnace 

Canadian   Heating     A  Ventilating 
Co,.  Owen  Sound. 

Barrow,  Stewart  A  Milne,  Hamil- 
ton. 

Clare  Bros.,  Preston. 
Gurney   Foundry  Co.,  Toroato. 
McClary  Mfg   Co.,  London. 
Pease  Foundry  Co.,  Toronto. 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Q»lt  Stove  *  Furnace  Co.,  Oalt. 
Kir  Hen.  Ltd..  Almonte. 
Tuttle  A  Bailey  Mfg.  Co.,  Bridge- 
burg. 

Hamilton   Stove     A   Heater  Co., 
Hamilton. 

RIVETS 

Parmenter  Bnl'nch  Co.,  Gananoque. 
Steel  Co.  cf  Canada,  Hamilton. 


RIFLES — Sporting  and  Military 
Ross  Kifle  Co.,  Quebec. 

ROD  COUPLINGS 
Otterville  Mfg.  Co..  Utterville. 
ROPE 

Scythes  A  Co.,  Toronto. 

ROOFING  BRACKETS 
Stanley    Rule    A    Level    Uo.,  New 
Britain,  Conn. 

BOOriNO  SUPPLIES 
E.  T.  Wright  Co.,  Ltd..  Uamllton. 

BOOFEB8'  FELT 
Winnipeg   Ceiling   A   HuuAog  Co., 
Winnipeg. 

RUBBER  GASKETS 
Gutta  Percba  A  Rubber,  Ltd.,  To- 
ronto. 

RUBBER  BELTING  MATS 
PACKING 
The  Goodrich   Tire   &   Rubber  Co. 
of  T'ana'Ia.   Ijimited.  Toronto. 
RULES  AND  TAPES 
Lnfkin     Rule     Co.     of  Canoda, 
Windsor. 

Stanley    Rule   A    Level    Co.,  New 
Britain,  Conn. 

BULES — Boxwood 
Lnfkin     Rule     Co.     of  Canada, 

Windsor. 

Stanley   Rule   A    Level    Co.,  New 
Britain,  Conn. 
SAD  IBONS — Mrs.  PotU' 

Taylor  Forbes  Co..  Guelph. 
SAD  IRONS — Gas  and  Oaaollne 

McClary  Mfg.  Co.,  London. 

Taylor  Forbes  Co.,  Ouelph. 

SAFETY  RAZORS  AND  BLADES 

Gillette   Safety   Raior   Co.,  Mont- 
real. 

Auto-Strop  Safety  Rasor  Co.,  To- 
ronto. 

SALAMANDERS 
Oumey  Foundry  Co,.  Toronto. 
SANDPAPER 

A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  ft  Co.,  Toronto. 

SAND  SCREEN 
Canada  Wire  A  Iron  Goods  Co.. 
Hamilto-i. 

SANITARY  CLOSETS 
Steel    Trough    A     Machine  Co., 
Tweed 

SAP  SPOUTS  AND  BUCKETS 
Thos.   Davidson   Mfg.   Co.,  Mont- 
real. 

Sheet  Metal  Products  Co.,  Toron- 
to. 

Taylor-Forbes  Co.,  Gaelph. 

McClary  Mfg.  Co.,  London. 

E.  T.  Wright  Co.,  Ltd.,  Hamilton. 

SASH  OENTBES 
Taylor-Forbes  Co..  Ouelph. 

"ASH  LIFTS 
Stanley     Works,     New  Britain. 
Conn. 

SASH  PINS 
Steel  Co.  uf  Canada,  Ltd.,  Hamil- 
ton. 

SASH  WEIGHT— Lead 
Canada  Metal  Co.,  Toronto. 
SAWS 

E.  0.  Atkins  A  Co..  Hamilton. 
Simonds   Canada   Saw   Co.,  Mont- 
real. 

Henry  Disston  A  Sons,  Toronto. 

SAW  SETS 
Taylor  Forbes  Co..  Guelph. 
Simonds   Canada   Saw  Co.,  Mont- 
real. 

Henry  Di^slon  A  Sons,  Toronto. 

E.  C.  AfVi:i8  *  Co..  Hamilton. 
SCALES— Weighing 

Ctnadian      Fairbanks-Morse  Co., 
Montreal. 

Burrow,  Stewart  A  Milne,  Hamil- 
ton. 

SCBAPERS 
Stanley   Rule   A    Level    Co.,  New 

Britain,  Conn. 
Meaford  Wheelbarrow     Co.,  Mea- 

ford. 

Tsylor,   Forbes   Co.,  Gaelph. 
SCREEN     AND     STORM  DOOB 
LATCH 

Taylor-Forbes  Co,.  Onelnh. 

SCREEN  CLOTH 

B.  Greening  Wire  Mfg,  Co.,  Hamil- 

""  screen  door  SETS 
Stanley     Works,      New  Britain. 

Conn. 

Taylor-Forbes  Co..  Ouelph. 
Bcmmer  Bnthers.  Rrooklya. 

SCREWS 
P.  L.  Robertson  Mfg,  Co..  Milton. 
Steel  Co    of  C»n»<1«.  Ham  Iton. 

SCREWS— Bench  and  Jack 
Taylor  Forbes  Co..  (Jiirll'h. 

SCREW  CLAMPS— AdJusUbla 
Tayl.ir  ForhM.  To  niieii.h 

SCREW  DRIVERS 
Henrv  PisHton  A-  Sons.  Toronto. 
Noriti    Bros.    Mfg.    Co..  Philadel- 
phia. 

Stanley   Rule   A   Level   Co.,  New 
Britain,  Conn. 


80TTHE3  AND  HAY  KNIVES 
Welland   Vale   Mfg.  Co.,   3l.  Cath- 
arines. 

SHEET  METAL  SPECIAL  FIES 
P,    T.  Wrighi  Co..  Lid..  Hamilton. 
SHELF  BOXES  AND  CABINETS 
Walker  bin   A  Store  Fixture  Co, 
Berlin. 

SHOT 

Steel  Co.  of  Canada,  Hamilton. 

SHOTGUNS — Repeating 
Remington     Arms       U.M.O.  Co., 
Windsor, 

SHOT  SHELLS 
Remington     Arms      U,M.C.  Co, 
Windsor. 

Dominion  Cartridge  Co.,  Mont- 
real. 

SILVERWARE 
Canadian  Kogeis  Co.,  Toronto. 

SKATE  STRAPS 
G.  L.  Grifnib  A  Son.  Stratford. 

SKYLIGHTS 
Metallic   Roofing   Co.,  Toronto. 
Metal  Shingle  ft  Biding  Uo.,  Prea 
ton. 

SLEDGES 

Taylor-Forbes  Co..  Ouelph. 

SLEDS 

Canadian  Baftalo  Sled  Co..  Pree- 
ton. 

Richards- Wilcox      Canadian  Co., 

Lt4l.,  London. 
Oendron   Sntg.  Co.,  Toronto 

SNOW  SHOVELS 
Canadian  Buffalo  Sled  Co..  Pree- 

ton. 

Sheet  Met^l  Products  Co.,  Toron- 
to. 

SOLDER 
Canada  Metal  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

McClary  Mfg.  Co.,  London. 

SOLDERING  IRONS 
Brown-Boggs  Co..  Hamilton. 

SPIKES 
Steel  Co.  of  Canada.  Hamilton. 

SPONGES 
A.  Ramsay  A  Son  Co.,  Montreal. 
Sanderson  Pearcy  A  Co..  Toronto. 

SPURTING  GOODS 
Dominion     Cartridge  Co.,  Mont- 
real. 

SPOONS   AND   FORKS— Tin 
Thoa.    Davidson    Mfg.   Co..  Mont- 
real. 

SPBAYEBS 

Sherwin-Williams  Co..  Montreal. 
Sheet  Metal  Products  Co.,  Toron- 
to. 

E.  T.  Wright  Co..  Ltd..  Hamlltoa. 
Canadian     Fairbanks- Morse  Oo, 

Montreal. 
Specialty  Mfg.  Co.,  Grimsby. 

SPBI.>IOS  AND  AXLES 
Ouelph  Spring  A  Axle  Co.,  Gnelpk. 
Taylor-Forh»«  Co  Onelt.h. 

SPRING  HINGES 
Bommer  Brothers.  Brooklyn. 
Chirazo  Snring  Butt  Co..  Chicago. 

SPBINKLERS — Aotomailc.  Fire 
James    .Morrison   Brass   Mfg.  Oo, 
Toronto. 

SPRINKLERS — Lawn 
Taylor-Forbes  Co..  Ouelph 
James    Morrison  Bross  Mfg.  Oo, 
Toronto, 

SQUARES — Trr    and  Mitre 

Stanley    Rale   A    Level    Co,  Nev 

Britain,  Conn, 
STALLS,      STANCHIONS,  AND 

COW-BOWLS— Metal 
Metal  Shin,;le  A  Siding  Co.,  Pree- 

ton. 

Steel  Trough  A  Mfg.  Co..  Twee4. 

Boatty   Bros..  Fergus. 

STAPLES 

Steel  Oo.  of  Canada.  Hamilton. 

Canada  Steel  Goods  Co..  riamiltom. 

Laidlaw  Bale  Tie  Co  ,  Hamlltoa. 
STEEL  BULES — Machinists' 

Lufkin  Rule  Co.  of  Canada.  Wind- 
sor. 

STEP  LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
Otterville   Mfg.   Co..  Otterville. 

STOVES  AND  RANGES 
Bowes.  Jamieson,  Ltd..  Hamilton. 
Clare  Bros.       Co..  Preston, 
Thos.  PaviiNon  Mfg.  Co.,  Montreal. 
Enterprise  Foundry  Co..  SackTlUe. 
N,B, 

Gurney  Foundry  Co.,  Toronto. 

Hamilton  Stove  A  Ueatei  Oo, 
Hamilton. 

Kir  Ben.  Ltd.,  Almonte. 

McClary  ilfe.  Co..  London. 

D.   Moore  C"  .  Hamilton. 

Jas.  Smart  Mfe,  Co,.  Brockvllle. 

Jas.  Stewart  Vie  Co  Wooditoek. 
STOVE  BOARDS 

McClary  Mfg.  Co..  T.pndon. 

Sheet  Metal  Products  Co.,  To- 
ronto. 

F,  T,  Wrieht  *  Co..  Hamilton. 
Gnmey  Fnnndry  Co  ,  Toronto. 
Thoa.  '  Davidson   Mfg.   Co.,  Mont- 
real. 
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After  the  Shutters  are  Up 


According  to  an  exchange,  a  young  man  who  had 
not  been  married  Jong,  remarked  at  the  dinner  table 
the  other  day : 

"My  dear,  I  wish  you  could  make  bread  such  as 
mother  used  to  make." 

The  bride  smiled,  and  answered  in  a  voice  that  did 
not  tremble: 

"Well,  dear,  I  wish  you  could  make  the  dough  that 
father  used  to  make." 

#  »  * 

Brudder  Johnston  was  a  pompous  negro  who  took 
an  active  part  in  church  work.  One  night  the  preacher 
said:  "Brudder  Johnson,  will  you  lead  us  in  prayah?" 

"Ah'm  sorry  to  disappoint  de  Lawd  to-night,  pah- 
son,"  replied  Bnidder  Johnson,  "but  Ah  has  a  cold  on 
mah  chest." 

•  *  • 

A  gentleman  farmer  tells  of  a  city  lad  who  once 
worked  for  him. 

The  lad  was  called  one  winter  morning  before  dawn 
and  told  to  harness  the  mule  to  the  dearborn. 

The  lad  was  too  lazy  to  light  a  lantern,  and  in  the 
dark  he  didn't  notice  that  one  of  the  cows  was  in 
the  stable  with  the  mule.  The  farmer,  impatient  at 
the  long  delav,  shouted  from  the  house: 

"Billy!  Billy!  What  are  you  doing?" 

"I  can't  get  the  collar  over  the  mule's  head,"  yelled 
back  the  boy.    "His  ears  are  frozen." 


"The  manager  of  my  store,"  declared  the  merchant 
to  a  little  coterie  of  friends,  "is  a  peculiar,  genius. 
Why,  would  you  believe  it,  when  he  draws  hi."  weekly 
salary  he  keeps  out  only  $1  for  spending  money  and 
sends  the  rest  to  his  wife  in  Toronto ! ' ' 

His  listeners — with  one  exception,  who  sat  silent  and 
reflective — gave  vent  to  loud  murmurs  of  wonder  and 
admiration. 

"Now,  it  may  sound  thin,"  added  the  speaker,  "but 
it  is  true,  nevertheless." 

"Oh,  I  don't  doubt  it  at  all!"  quickly  rejoined  the 
quiet  one;  "I  was  wondering  what  he  does  with  the 
dollar!" 

•    «  * 

Slight  Misunderstanding 

There  is  a  proprietor  of  a  shop  in  the  city,  a  man  of 
most  excitable  temperament,  who  is  forever  scolding  his 
clerks  for  their  indifference  in  the  matter  of  possible 
sales. 

One  day,  hearing  a  clerk  say  to  a  customer,  "No,  we 
have  not  had  any  for  a  long  time,"  the  proprietor,  un- 
able to  countenance  such  an  admission,  began  to  work 
himself  into  the  usual  rage.  Fixing  a  glassy  eye  on  his 
clerk,  he  said  to  the  customer : 

"We  have  plenty  in  reserve,  ma'am;  plenty  down- 
stairs. ' ' 

Whereupon  the  customer  looked  dazed,  and  then  ta 
the  amazement  of  the  proprietor,  burst  into  hysterical 
laughter  and  quit  the  shop. 

"What  did  she  say  to  you?"  demanded  the  proprie- 
tor of  the  clerk. 

"We  haven't  had  any  rain  lately,"  replied  the  clerk, 
grinning. 


Hardware  Window  Dressing 

Sent  post  paid  for  $2.50 

The  recogriized  authority  on  window 
displays  in  hardware  stores.  Every 
merchant  and  clerk  should  have  a 
copy.         ::        Well  bound  in  cloth. 

COMMERCIAL  PRESS,  Ltd.,  32  Colborne  St.,  Toronto 


For  sale  or  exchang-e,  hardware  and  implement  business  in 
Thamesville,  established  fourteen  years;  turnover  $25,000  per 
annum.  Property,  $2,300.  Stock,  invoice  prices.  Reason  for 
sellinjf,  going  West.      W.J.  Weller,  Thamesville,  Ont.  dj 

WANTED  to  (hear  from  the  owner  of  a  good  hardware  store 
for  sale.  State  cash  price,  description.  D.  F.  Bush,  Minneapolis, 
.VLinn.  9|5|3 

MTJLTIGRAPHING — -We  are  now  in  position  to  supply  any  of 
our  clients  with  excellent  multigraph  work  at  lowest  cost. 
The  Commercial  Press,  Limited,  32  Colborne  St.,  Toronto,  tf. 

PRINTING — Circulars,  letterheads  and  other  job  printing; 
prices  maderate;  work  first  class.  The  Commercial  Press, 
Limited,  Toronto.  tf. 


RED 

GLASS 
BENDERS 
TO 
THE 
TRADE 


s 

BRAND 
WINDOW 
GLASS 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 


DON  ROADWAY 


Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
and  Ornamental  Glass 


TORONTO 
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The  Finest  Saw  in  the  World 


ATKINS  No.  400.    Made  of  Sterling  Steel — as  fine  a*  razor  steel.    Taper  Ground,  for  clearance.    Mirror  Finish. 
Rosewood  Handle.    Silverplated  Screws.    One  in  a  Handsome  Gloss  Finished  Box. 
No  other  manufacturer  has  attempted  to  make  as  fine  a  Saw. 

INCREASE  YOUR  SAW  PROFITS 

Sell  Atkins  Sterling-  Saws.  A  full  rang-e  of  prices — but  all  the  very  best  value.  We  are  the  people  that  Help  You  to  Sell. 
Use  our  Advertising'  Service  aitcl  Our  Money  Back  Guarantee  and  watch  your  business  grow. 

E.  C.  ATKINS  &  CO. 

Makers  of  Sterling  Saws 

Factory :   Hamilton,  Ontario 

U.S.  Factory:  Indianapolis,  Ind.  Vancouver  Branch :   109  Powell  Street 


INDEX  TO  ADVERTISEMENTS 


A 

Atkins  &  Co.,   E.  0   54 

American  Wringer  Co   4 

Armstrong  Mfg.  Co  i.b.c. 

B 

Barnett  Co.,  G.  &  H   17 

Boeckh  Bros.,   Ltd   49 

Bommer  Bros   17 

Brandram-Henderson,  Ltd.    ...  15 

0 

Oameron  &  Campbell  Co   It! 

Can.  Buffalo  Sled  Co  17 

Canadian  Kver  Ready  Works,  i.f.c. 
Chicago  Flexible  Shaft  Co.  .  .  .  9 
Chicago  Spring  Butt  Co   17 


Dominion  Sheet  Metal  Co.  ...  5 

Dominion  Cartridge  Co  13 

Du  Pont  Powder  Co  14 

O 

Goodyear  Tire  Co  o.b.c. 

Gutta  Percha  &  Rubber.  Ltd...  4 

J 

.lenkins  &   Hardy    12 

K 

Kinzinger.  Bruce  &  Co.  ...     i.b  c. 


M 

Manton  Bros   .i.b.c. 

Meakins  &  Sons  12 

Moore  &  Co.,  Benjamin   49 

Morrison  Brass  Mfg.  Co..  Jas. .  .  S 


N 

National  Cash  Register  Co....  7 

Nicholson  File   Co   4 

North  Bros.   Mfg.   Co   10 


O 


Onlsrio  Lantern  ft  Lamp  Co..  It 
Oltirville  Mfg.  Co  i.b.c. 


X 

Ramsay  &  Son  Co..  .\   16 

Remington    Arms    Co  o.f.c. 


S 

Sarnia   Metal   Products   8 

Stanley  Rule  ft  Level  Co....  Id 

Steel  Company  of  Canada  ....  6 

Steel  Bending  Brake  Works...  6 

Stratford  Mfg.  Co   6 

Taylor-Forbes   Co   3 


Toronto  Plate  Glass  Impt.  Co.  .  53 


D  I>  —  Wayne  Oil.  Tank  ft  Pump  Co.  49 

Western  Clock  Co   18 

Davidson  Mfg.  Co.,  Thos  13      Laidlaw  Bale-Tie  Co  14  Wolfe  Co..  H.  A   11 

Disston,  Henry,  &  Sons    5      Lufkin  Rule  Co  i.b.c.      Parmenter  Bulloch  Co.,   The      12      Wright  Co.,  E.  T   12 
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'ii^MfrHii  MEASURING  TAPES 
rillW  and  RULES 


WILL  SELL  WELL 


Back  of  that  are  these  cause* — The  quality  put  into  the  goods — The  reputation  they  bear 
among  users.  But,  the  thing  that  most  deserves  your  attention  as  a  dealer  is  this  fact  — 
THEY  WILL  MOVE.  Not  only  are  they  the  best,  but  they  are  recognized  as  such  by  users 
of  Measuring  Tapes  and  Rules.    More  of  them  are  in  use  than  any  other  make. 


Get  Our  Catalogue 

THE /uFK/A( Rule  {?o.  ofQanadaJtd. 


No.  OO.    Hand  or  Power 


ARMSTRONG 
PIPE  THREADING 

AND  CUTTING  OFF  MACHINES 

ARE  PROFITABLE  FOR  FITTERS  TO  USE 

PORTABLE   STRONG    LABOR  SAVERS 

MADE  OF  THE  BEST  MATERIAL 
MANUFACTURED  BY 

THE  ARMSTRONG  M'F'G.  CO. 

333  KNOWLTON  ST. 
BRIDGEPORT    -  CONN. 

CATALOGUE   MAIIKI)   UPON  REQUEST 


No.  3.     Power  Only 


Builders*  Supply  and  Hardware 
Dealers  can  obtain  their  supply  of 

Creosote  Shingle 
Stain 

and 

Black  Liquid  Mortar 
Color 

from 

MANTON  BROS. 

Factory  :  105  Elizabeth  St.,  Toronto 

The  largest  manufacturers  of  this  line  in  the 
Dominion.    To  dealers  only. 


BATH  ROOM 
FITTINGS 

That  you  will  be  proud  of 


Write  for  our 
latest  prices 

These  are 
MADE  IN  CANADA 
by 

Kinzinger,  Bruce  &  Co. 

NIAGARA  FALLS.  ONT.  Ltd. 


Step  Ladders,  Ladder 
Chairs,  Lace  Curtain 
Stretchers,  Ironing 
Boards,  Tub  Stands, 
Folding  Beds,  Chairs, 
Tables  for  Camps,  Per- 
forated Chair  Sets. 

You  will  save  money  by 
learning  our  prices  before 
placing  your  Order. 

Otterville  Mfg.  Co.,  Limited 
Otterville,  Ont. 


The  Name  "  Goodyear 


^  Are  you  iufluenced  by  public  opinion  ? 

^  A  manufacturer  may  spend  thousands  of  dollars  annually  on  national 
advertising  ;  he  may  make  a  good  product  consistently,  so  that  in  time 
his  "goodwill"  is  one  of  his  most  valuable  assets.  And  "goodwill"  is  noth- 
ing but  the  public  opinion  of  him,  his  goods  and  his  business  methods. 

^  Having  moulded  public  opinion  by  this  expenditure  of  money  and 
effort,  the  manufacturer  is  ever  on  guard  against  anything  being  done, 
or  left  undone,  to  destroy  that  confidence. 

^  That  multiplication  of  individuals  called  "the  public"  realize  these 
things,  too.  Tbey  prefer  buying  the  product  of  a  manufacturer  with 
whose  name  they  are  familiar,  because  they  feel  he  has  "  established 
credit"  with  them.  They  are  willing  to  take  much  for  granted,  Avhich  they 
would  not  do  were  the  manufacturer's  name  less  familiar  to  them. 

^  The  name  "Goodyear"  is  more  than  nationally  known — it  is  well 
known  in  nearly  every  part  of  the  world.  To  accomplish  this,  fortunes 
have  been  spent  in  advertising  ;  years  have  been  devoted  to  the  improve- 
ment of  every  rubber  product  Goodyear  makes  ;  ceaseless  vigilance  has 
been  exercised  to  make  sure  that  everything  bearing  the  name  of  the 
Goodyear  Company  was  the  best  that  men  could  make. 

^  You  will  do  well,  next  year,  to  tell  your  customers  you  sell  Goodyear 
Garden  Hose — ^instead  of  just  "garden  hose." 

^  They  know  the  name  "Goodyear." 


THE  GOODYEAR  TIRE  &  RUBBER  CO.  OF  CANADA 

LIMITED 

Head  Office  :  Toronto,  Ont.  Factory :  Bowmanville,  Ont. 

Branches :    Vancouver,    Calvary,    Edmonton,     Regina,     Winnipeg,     Hamilton,  Toronto^ 

Ottaimi,    Montreal,    St.  John,  X.B. 


! 


